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First Half, 1 


New imported-car registrations for first half: 


1960 1959 
Pos. Make Pos. 
1— 76,991 Volkswag’n 54,564— 1 
2— 38,874 Renault 38,683— 2 
3— 15,640 Opel 19,583— 4 
4— 15,267 Eng.Ford 22,165— 3 
5— 12,487 Fiat 18,561— 6 
6— 9,109 Triumph 11,433— 8 
I— 9,021 Austin- 
Healey 8,011—12 
8— 8,586 Simca 18,711— 5 
9— 7,560 MG 8,476—11 
10— 7,309 Peugeot 5,752—16 
1i— 75125 Mercedes- 
Benz 6,343—15 
12— 6,907 Vauxhall 11,377— 9 
13— 6,901 Hillman 14,733— 7 
14— 6,841 Volvo 9,618—10 
15— 6,799 Metropolit’n 6,523—14 
16— 6,150 Morris 6,885—13 
17— 2,838 Jaguar 2,809—19 
18— 2,742 Sunbeam 1,027—28 
19— 2,692 Borgward 3,870—17 
20— 2,497 Austin 1,817—22 
21— 2,468 Saab 2,175—20 
22— 2,048 Taunus 3,643—18 
23— 1,620 Porsche 1,583—23 
24— 1,340 NSUPrinz 1,370—25 
25— 1,240 Citroen 988—30 
26— 1,138 DKW 1,267—26 
27— 903 Lioyd 
Arabella 990—29 
23— 803 Alfa Romeo 1,174—27 
Compiled by 


How Imports Ranked in Sales; 





oo 


The Newspaper of the Industry 


mal | 
wy OD 


Published Weekly at 965 E. Jefferson. 
Copyright, 1960, All Rights Reserved. 


960 vs. 1959 


1960 1959 
Pos. Make Pos. 
29—711 Goliath Hansa 1,923—21 
30—686 Vespa Elon 

31—647 Singer 315—34 
32—601 Datsun 444—32 
33—568 BMW 1,553—24 
34—513 Skoda 299—36 
35—460 Toyopet 617—31 
36—377 Lancia 284—37 
37—306 Panhard 208—40 
38—256 Rover 100—43 
39—233 Rolls-Royce 218—39 
40—219 Humber 51—46 
41—204 Goggomobil 303—35 
42—151 Wartburg 135—41 
48—139 Moretti 22—50 
44— 81 Morgan 102—42 
45— 71 Riley 335—33 
46— 54 Bentley 61—45 
47— 50 A. C. 33-48 
48— 38 Aston Martin 30—49 
49— 35 Auto Union 21—51 
50— 34 Berkeley 246—38 
50— 34 Ferrari 43—47 
50— 34 Prince Skyline 3—55 
53— 19 Facel-Vega 18—52 
54— 16 Maico 62—44 
55— 11 Arnolt-Bristol 10—54 
56— 10 Messerschmitt 17—53 

259 All Others 188 
Total All Makes 
270,713 291,772 


and property of R. L. Polk & Co, Re-use prohibited. 
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Import Sales 


Off 7 Pet. 


To 270,000 in Half 


By Robert M. Lienert 
Associate Editor 
A CONTINUING decline in im- 
ported-car popularity dropped 
first-half registrations to 270,713 
units, compared with 291,772 in the 
1959 period. 

An analysis of the R,. L. Polk & 
Co. figures shows that: 

1. Leading makes increased 
their domination of the import 
market. 

2. Captive imports took a much 
smaller share of the market. 

3. Of the 56 makes tabulated by 
name in the first half, 35 are sell- 
ing such a small number of cars 
that their future in the United 
States market must be considered 
hazy. 


o* * od 

HE decline in import volume 

came about during a period 
when sales of domestic makes were 
increasing sharply. 

Import volume was down 21,059 
cars in the first half this year 
while domestic makes increased 
sales by 344,418. The loss for im- 
ports was 7.22 percent; the gain 
for domestics was 12.32 percent. 

In terms of penetration, imports 
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took 7.94 percent of all new-car 
sales this year, compared with 9.45 
percent last year. The loss in pene- 
tration, therefore, was 15.98 per- 
cent. 

cd a oa 
iy IS interesting to note that all 


the loss for imports came in the 
(Gomme on Nee ® 4, Col, 4) 


Wage-Bill Battle 
Gets Under Way 


On Senate Floor 


By William Ullman 
Washington Bureau Chief 
ASHINGTON.—The minimum- 
wage fight was on in the Sen- 
ate as this issue went to press and 
automobile salesmen and mechan- 
ics were the first group of workers 
to be discussed at the beginning 
of the debate. 

Opening remarks of the Demo- 

cratic presidential nominee, Sen- 
ator John Kennedy, the wage- 
hour bill’s sponsor, consisted 
largely of an appeal to conscience 
and assurances that the proposed 
increases would not contribute to 
inflation nor cripple or eliminate 
efficiently operated businesses. 

Senator Wayne Morse, Oregon 
Democrat, eagerly told the story of 
the visit he received from Eugene 
(Ore.) car dealers. 

“They made the argument—and 
there is a considerable amount of 
merit in their position—that the re- 
quirement of an automobile dealer- 
ship having to do a gross business 
of a million dollars is a very ar- 
bitrary one, and it will result in 
unfair discrimination against many 
automotive dealerships to the com- 
petitive disadvantage of smaller 
dealerships which are equally able 
to pay the minimum wage and also 
are equally able to grant the over- 








time premium wage.” 
* ” + 
Atz™ quoting the head of the 


Chevrolet dealership in Eu- 
(Continued on Page 69, Col, 3) 
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With 2-Month Inventory 


By Maynard M. Gordon 
News Editor 


deeper cutback had been hoped 
for by dealers and industry ob- 


H the first public showings! servers, 


of ’61 models only six weeks 
away, the dealer inventory of ’60 
cars is more than adequate to last 
out the model year at the July 
selling rate, 

Franchised dealers held a 60%- 
day supply of new domestic cars 
Aug. 1, up from the 51-day supply 
counted by Automotive News July 1. 

Although the estimated 1,027,- 
900 stockpile and in-transit cars 
this month fell one percent below 
July’s alltime peak of 1,038,967, a 


Sales Drive Lops 
Used-Car Stocks 


To Low for Year 


7S combination of high-pres- 
sure sales efforts on the lot and 
a decline in new-car trading reduc- 
ed used-car inventories of fran- 
chised dealers on Aug. 1 to the low- 
est point of the year. 

Stocks of unsold used cars 
were good for 32.5 days of selling 
on Aug. 1, according to Automo- 
tive News’ estimates, compared 
with 38.0 days a month earlier 
and 30.8 days a year earlier. 
Smallest used-car inventory pre- 
viously this year was the 33.5-day 
supply counted on May 1. 

es * 7 


oo whacking reduction in 
tocks has brought a sharp turn- 
around at many auctions, New-car 
dealers who for months had been 
shipping healthy consignments are 
now showing up empty+handed and 
bidding for units 
wholesale operators: 
One h ‘operator told Au 
tometive> “All. year long\ 
I’vé -had three or volurme ) 
who, have sending | 
over good. “every week, <°// 
“AlPof a sudden, they didn't.show 
up. L.phoned them to’ see what’was 
wromg-and they said-they had 
nothing forme. -Thé last couple of 
auctions, they’ve been out buying.” 
Reports of dealers on the prowl 
for clean pieces have been prev- 
alent for some time in the South, 


but it has been only recently that 
(Continued on Page 68, Col. 1) 


But flat month-end sales caused 
the inventory to back and fill at 
the one-million-plus level it has 
occupied since April 1, Dealer 
stocks of imported cars, by con- 
trast, reached the 140,000 mark at 
the end of July after a monthly 
increase of 8,000 units. 

7 * *~ 

7 current state of inventories, 

approaching the crisis stage in 
many standard and medium-priced 
makes, is certain not to continue 
for long. Production has ceased in 
the hardest-to-sell ’60 lines, and 
shortages still appear likely next 
month in the fast-moving compacts 
and standards. 

A blacker spot in the cleanup 
picture is profits, and in this re- 
spect inventories are reminiscent 
of August last year, when dealers 
also were working off an un- 
precedented supply. The 976,390 
new domestics on hand a year 
ago was but 5 percent below the 
current inventory and marked 
the pre-1960 record high for deal- 
er stocks. 

In an effort to recoup dealer 
profits and put steam into cleanup 
efforts, all factories except General 
Motors have sweetened buildout 
bonuses. And GM executives were 
closely watching sales as a gauge 
to incentives that might be needed 
for the end of this month and all 
of September. 

By Labor Day, ’60 cleanouts will 
be competing even more fiercely 
with ’61-model publicity. This fac- 





tor, reaching a high rate of public 
media attention in mid-July, has 
been blamed by many dealers for 
the slowdown in new-car sales 
since July 20. 

* 


prest press preview of a ’61 
model will be held this week by 
Rambler in Wisconsin. Studebaker, 
Chevrolet and Oldsmobile—the lat- 
ter featuring the new F-85 com- 
pact—all will stage their press 
showings before Labor Day. 

All of these events, on the heels 
of the usual spate of “sneak peek” 
roundups of new-mode] features in 
national publications, will heighten 

Cee on year. 4 Col, 1) 
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New-Car Stocks 


In Field and in Transit, 
Domestic Makes 


1,027,900 


1,038,967 


Previous 1959 
Month Month 


eninge: OE: Minette eis ne 
Month 

Current Records 
High (1,038,967) - - July 1, 1960 
Low (157,607) - - - Nov. 1, 1954 
@ 1960, by Automotive News 





New Entries Add to Share... 


Third of Output Is Compact 


By Martin L. Whitmyer 
Staff Writer 

UTPUT in the so-called com- 

pact or economy field, with 
Buick Special, Dodge Lancer and 
Oldsmobile F-85 now on the scene, 
accounted for a record 33 percent 
of total industry production last 
week. 


Total industry production, how- 


New-Car Sales Per Dealer, 1955-1960 


(First 6 Months of Each Year) 


1960 1959 
105 
107 
64 
23 


Make 
Chevrolet 
Ford 


Oldsmobile 
Cadillac 


1958 
89 
71 
36 
20 


1957 
95 
108 
20 


45 





*—Rambler included in Nash registrations for 1955. 


**-——OComet introduced March 17, 1960. 


***—-Continental treluded in Lincoin registrations for 1958, 1959 and 1960. 


(See Story on Page 3) 
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ever, declined 22.5 percent from 
the previous week’s level as Cad- 
illac, Corvair, standard Ford 
and standard Oldsmobile phased 
out ’60-model production and 
standard Chevrolet closed down 
for changeovers at four more as- 
sembly plants. Six other Chevy 
plants are still assembling ’60s, 

Industry-wide output last week 
totalled an estimated 80,295 units, 
as compared with 103,609 assem- 
blies a week earlier. Last week’s 
gar output was 10.6 percent above 
the week ended Aug. 15 a year ago, 
when the industry turned out 
72,597 cars, 

Compact-car output last week to- 
talled an estimated 26,520 units. A 
week earlier the compacts, with 
Rambler in its last week of ’60- 
model production, captured 29 per- 
cent of total industry output on 


30,051 assemblies, 
ke 


MAKES nae in imitans on ’61 
models are Buick Special, 
Chrysler, DeSoto, Dodge Dart and 
Polara, Dodge Lancer, Imperial, 
Plymouth, Oldsmobile F-85 and 
Plymouth Valiant. F-85 production, 
however, is being suspended until 
Oldsmobile beging standard car 
output Sept. 6, 
Only makers still pro 
(Continued on Page 69, Col, 3) 





Top Cars 
No duly new-car registrations 
were available from R. L. Polk 
& Co, last week. Top Cars will 
be resumed next week. 
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Says Pay Bill Could Bring Increases ... 
Abbott Warns on Prices 


WASHINGTON. — The motoring 
public is once again faced with the 
possibility of sharp price increases 
on numerous automotive fronts be- 
cause of attempt- 
ed government 
infringement on 
small business. 

This is the 
warning issued 
by Thomas F. 
Abbott jr., chair- 
man of the Na- 
tional Automobile 
Dealers Assn. 
National Affairs 

Committee and a 
T. F. Abbott dr. Fort Worth auto- 
mobile dealer. Abbott is leading the 
NADA struggle to retain their pres- 
ent retail and service establishment 
exemption from the Wage-Hour 
Law, which is one of the first items 
on the congressional agenda at the 
post-conventions sessions. 

“Once more small, local busi- 
nesses have to battle for survival 
because of proposed federal laws 
which would add tremendously to 
the cost of doing business,” Ab- 
bott said. “We are not fighting 
exclusively for the automobile 
dealer. We are fighting for Mr. 
John Q. Public. He’s the man who 
must suffer in the long run. 

“He’s the man who's going to 
have to absorb the higher costs 
which dealers must charge for 
service should they be forced to 
operate under certain provisions of 
the proposed Wage-Hour bill, from 





Tighter Loan 


which the type of retail and service 
establishments we represent have 
heretofore been exempt.” 

The Texas dealer explained that 


the-clock service facilities to keep 

the gears of business in motion. 
“Dealers who will have to pay 

time-and-a-half for all hours work- 


the franchised new car dealers of |©4 Over 40 will have to pass this 


America, whose factory-approved 
service shops keep America mobile, 
are obligated to maintain around- 





Valode Successor in U. S.— 


Maurice Bosquet, left, who will succeed 


cost on to their customers in order 
to survive,” Abbott said. 


The increased cost for service 
is only one of a number of price 
hikes the public can expect, Ab- 
bott said, since the owners of ve- 
hicles who sell to and serve the 
public will also be subjected to 
the increased service charges. 


“And you can be sure that such 
services ag telephone companies, 
gas companies, electric power com- 
panies and others are not operating 
on such a big margin that they can 
afford to absorb the higher over- 
head costs of operating their serv- 
ice vehicles. The public is bound 
to feel the price jolt all the way 
down the line in practically every 
monthly bill.” 

The NADA representative said 
that the farmer will be particularly 
hard-hit, since he will no longer 
be able to have his tractors, farm 
trucks and other units serviced at 
his dealers’ shops without paying 
higher prices. At the present, deal- 
ers are able to take in such ve- 
hicles for servicing on weekends, 
eliminating all lost time for the far- 


Robert E. Valode as general manager of | mer. 


Renault, Inc., has arrived in the United 
States to take over the management of 
the French firm's New York headquarters. 
He is shown with John Green, Renault 
distributor in California, Arizona, Nevada 
and Utah. (See story on Page 8.) 


Law Urged 


At S. F. Dealer Hearing 


By Steve Still 
Staff Correspondent 


SAN FRANCISCO.—There is a 
definite need for a better financing 
and insurance law to discourage 
the “few bad apples” among Cali- 
fornia’s more than 8,000 auto deal- 
ers, the chairman of an Assembly 
committee said during a hearing 
here. 

Chairman Thomas M. Rees of 
the Assembly Interim Committee 
on Finance and Insurance em- 
phasized that he was not indict- 
ing all auto dealers because of 
the activities of a few. 

But there was evidence that pres- 
ent laws are not enforced as strin- 
gently as they might be by the 
State Department of Motor Ve- 
hicles, the committee said. Commit- 
tee members noted that only five 
dealer licenses were revoked in the 
last fiscal year out of the 8,171 is- 
sued in the state. 

A. J. Veglia, registrar for the ve- 
hicle department, said his aides in- 
variably recommend civil action 
when purchasers allege they have 
been cheated by dealers. He said 
DMV action is taken only if the 
court upholds the complaint. 

“Under the same procedure,” 
Rees observed, “if a man robs 
my office, I have to go catch him, 
sue him to get my money back 
and have the court rule in my 
favor before I can take him to 
the district attorney and have 
him prosecuted.” 

The manager of the San Fran- 
cisco Better Business Bureau said 
there had been a great improve- 
ment since San Francisco dealers 
began policing their own industry. 

He said a check of auto financing 
contracts during the last year by 
the BBB showed 60 percent of them 
were in violation of the state civil 
code. He said the improvement was 
noted after the violations were 
pointed out to the dealers. 

Rees said most of the complaints 
of unethical practices have come 
from Los Angeles, where an earlier 
hearing was held, and from San 
Mateo County, just south of San 
Francisco. He said San Francisco 
Bay Area residents are “getting 
much better treatment from deal- 

ers than is the case elsewhere,” 
judging from preliminary investi- 
gations. 

Three purchasers testified at 


the hearing on their dissatisfac- 
tion with deals. The dealers are 
all in Daly City. Rees said all 
three were given the opportunity 
to testify but none appeared. 

One customer claimed he bought 
a 1954 Oldsmobile with the under- 
standing he had a 90-day, 100-per- 
cent guarantee but when trouble 
arose, he found the guarantee was 
good for only 30 days and he was 
obliged to pay part of the cost. 
The witness in another case al- 
leged he was credited with only 
$900 instead of the $1,400 he had 
been promised orally when he 
traded in his car on a new Ford 
station wagon. He claimed figures 
on the sales contract had been 
erased and altered, 

The third customer expressed 
unhappiness because he had to 
continue payments on a 1952 
Buick he bought although it as- 


(Continued on Page 68, Col, 4) 





97.1 Percent of 





Business Barometer 


Automotive News Economic Index — 


128.8 Percent of Like Week Last Year 


Last Week Last Year 

Aute Preduction .........cccee- 103,609 96.7 95.7 
Trach PreGueWen ...ccccccccces 14,019 63.9 131.3 
Auto Registrations—yYear to date.. 3,411,169 Res 111.4 
Truck Registrations—yYear to date. 491,453 Fee 104.5 
Steel Production—tTons ......... 1,537,000 101.1 483.3 
Paperboard Production—tTons.... 320,464 99.0 95.9 
Soft Coal Output—tTons ........ 8,185,000 103.1 113.1 
Oil Refinery Output—Borrels ..... 49,870,000 99.8 101.2 
Electric Output—Kilowatt hours.... | 14,709,000,000 99.7 107.7 
Barometer Freight Cer Loadings 326,402 99.9 99.4 
Department Store Sales Index .. 122 101.7 100.8 
Stock Market Price Index....... 392.9 99.7 89.8 
U.S. Gevernment Spending 

—Fiscal year to date .........+.- . _$8,070,650,000 cee 87.0 
Commercial and Industrial Loans $30,981,000,000 99.4 108.4 
Savings Deposits ................ $31,364,000,000 100.2 102.0 
Used-Car Prices—Average........ $969 99.2 93.6 
NE ND 5 fos. Sneseace cee 269 91.8 98.2 
Common Common 
Stocks Aug. 10 Aug.3 1960 Range Stocks Aug. 10 Aug.3 1960 Range 
ee 21% 20% 29%-20% Mi Sere. 46%, 45%, 50%-41% 
Chrysler... 41% 40% 71%-40 Mack...... 34Yq 34Y, 52%-33% 
Ford....... 64%, 62% 92%-60% Ee 8% 8% 241y- BY 
os ain ke 43%, 42% 55%-42\% White...... 44 434%, 67%-41"% 


(Aug, 15, 1960) 


“The far-reaching effects of 
this measure are almost too much 
to comprehend,” Abbott warned. 
“Since almost every American 
product is transported by trucks 
somewhere along the route to the 
customer, the price of that prod- 
uct will almost certainly be in- 
flated along the way, due to 
higher service charges on the 
transporting vehicle.” 

Abbott said that NADA, which 
feels that a dealership is strictly 
a local business and should thus 
control rates of pay and hours 
worked according to local condi- 
tions, will continue to fight for the 
dealers’ historic exemption in the 
remaining weeks of this session of 
Congress to assure American mo- 
torists the most for their motoring 
dollars. 





Automotive Sales Up 
$1.9 Billion in South 


ATLANTA.—T he South spent 
$1.9 billion more for automotive 
goods in 1959 than in 1958, the 
Department of Commerce said in 
its regional report on retail sales. 
Total sales amounted to $16.4 bil- 
lion. 

Automotive dealers took in 
$11.5 billion for vehicles and al- 
lied products, the report showed, 
while gasoline stations took in 
another $4.9 billion. 









Last Week 






Percent of 
Percent of Like Week 

































‘61 Vauxhall Victor Has New Grille— 


A new grille is among the styling features of the four-cylinder Vauxhall Victor for 
‘61. Vauxhall's six-cylinder models—the Velox and Cresta—have a 2.6-liter engine 
(159 cubic inches), which replaces last year's 2.2-liter (134-cubic-inch) power plant. 


Vauxhall 6-Cylinder Units 
Have Bigger Engine for ’61 


By F. C. Livingstone 
Specia] Correspondent 


Loa. England.—As was fore- 
cast when Vauxhall told its 
dealers throughout Britain that 
they could cut list prices as they 
wished to get rid of ’60 models, 
there are new Vauxhalis on the 
way. Production started Aug. 2, 
and the first models are scheduled 
to be in dealer showrooms today 
(Aug. 15). 

The chief surprise is the adop- 
tion in the six-cylinder models 
(Velox and Cresta) of a 2.6-liter 
engine (159 cubic inches) instead 
of the present 2.2-liter unit (134 
cubic inches). This. will give con- 
siderably more power and make 
the cars more flexible in top gear. 

The new 2.6-liter engine develops 
113 horsepower and with it goes a 
higher rear axle ratio (3.9 to 1) and 
larger wheel (14-inch diameter). 
The new power-to-weight ratio will 
be 96 horsepower per ton. 

Interior improvements include a 
new instrument panel and large 
single instrument cluster with a 
“color signal’ moving-line speed- 
ometer. Another feature of the new 
models is sealed-beam pattern 
headlamps. 

Vauxhall Victors, the company’s 
four-cylinder models, also have 
been restyled. The most important 
changes are a new grille and an 
18 percent larger rear window on 

sedans. 

Victor prices were increased $14. 
The prices of other models are un- 
changed. 

+ * 

Big Drop in Exports 
A STEEP drop in Britain’s auto 

exports in June was disclosed 
in figures released by the Board of 
Trade. The month’s total, covering 
a five-week period, was 46,241, com- 
pared with 70,273 for the four-week 
May period. 

While - production went up to 
148,114, compared with 136,544 in 
May, the United States demand 
for British cars dropped 56 per- 
cent. The June figure was 8,300, 
against a monthly average of 
19,000 in the first five months of 
the year. 

The Society of Motor Manufac- 
turers & Traders said it was con- 
sidered likely that the British auto 
industry would experience even 
greater difficulty in the U. S. mar- 
ket in the coming months. Increas- 
ed competition from other export- 
ing countries, as well as from the 
greater volume of compact cars 
offered by U. S. manufacturers was 
mentioned. 

Exports of British trucks and 
other commercial] vehicles also de- 
clined in June, though not so 
sharply. The total was 11,358, 
against 12,721 in May, but there 
was an increase over June of last 
year, when the total was 9,667. 

. * * 


Sales Push to Europe 


NEW campaigns to expand Brit- 
ish auto exports to Europe, es- 
pecially the Common Market coun- 
tries, are being started by car 
makers to balance losses in the 
U. S. market. Some manufacturers 
now admit that, in building up 
their U. S. market and neglecting 
Europe, they may have put too 
many eggs (some 40 percent of all 





British car exports) into a rather 
fragile basket. 

While sales to the U. S. soared 
from 20,000 in 1950 to more than 
200,000 last year, sales to what are 
now the Common Market countries 
rose only from 27,000 to 34,000. It 
is estimated that the advent of the 
U. S. compacts has already cut 
British sales by at least 10 percent. 

The Common Market bloc has 

now roughly the same population 
as the U. S., yet it owns less than 
one third as many autos, It is be- 
lieved to be on the brink of a 
big auto-owning boom in the 
wake of the industrial boom. 

The greatest disadvantage is the 
tariff wall. Import duty into France 
amounts to 29 percent, plus another 
25 percent purchase tax. But if 
parts are shipped for assembly in 
the country, only nominal duty is 
imposed. 

British Motor Corp. has one as- 
sembly line in Belgium and opened 
a second in the Lambretta plant in 
Milan, Italy, last month. 

Ford has assembly lines in An- 
twerp, Belgium; Amsterdam, The 
Netherlands, and Copenhagen, Den- 
mark, Standard-Triumph assembles 
cars in Belgium and Italy, and ne- 
gotiations for the first British line 
in France are going forward. 

* * * 


BMC Production Record 


IR LEONARD LORD, chairman 

of British Motor Corp., an- 
nounced that output of the group 
for the year ended in July estab- 
lished a new record—a total of 
656,577 vehicles, 35 percent above 
last year’s figure. Lord also said 
that sales to North America 
amounted to 110,340 units. 


New York Official 
Urges Changes in 


Credit-Label Bill 


WASHINGTON.—The credit- 
labelling bill, sponsored by Senator 
Paul Douglas, Illinois Democrat, is 
the subject of a statement filed 
with the Senate Banking Committee 
by Louis J. Lefkowitz, New York 
attorney general. 

Although he gives his “whole- 
hearted endorsement” to the prin- 
ciple of the bill, Lefkowitz suggests 
certain changes. He raises the 
question of possible conflict be- 
tween federal and state laws — a 
point often made by opponents of 
the measure. 

Lefkowitz thinks the bill “should 
be made inapplicable in states such 
as New York, where maximum in- 
terest charges for such transactions 
are specially provided for by state 
law.” 

In actual practice, so many states 
may fit into the last category that 
the New York attorney general’s 
endorsement—ordinarily of great 
importance—is considerably weak- 
ened. 

Moreover, Lefkowitz says that 
“further study to determine wheth- 
er or not it would unduly burden 
day-to-day lending practices is ap- 
parently in order.” This is the point 
that Senator Wallace F. Bennett, 
Utah Republican and chief oppo- 
nent of the bill, has made repeat- 
edly. 
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ap Dealer Forum 


by Robert M. Finlay 


N WHAT area can dealers use 

the most help? Looking back at 
his own experience as a dealer in 
a small town, Paul D. Welch de- 
cided that it was 
in the area of 
making custom- 
ers out of people 
who bought cars 
from the dealer. 

After going to 
great expense 
and effort to find 
@ prospect and to 
deliver a car to 
him, the average 
dealer, Welch : 
said, makes little Paul D. Welch 
organized effort to keep the pur- 
chaser as a customer. 

This is the old follow-through, 
which everyone talks about but 
only the few do anything about. 

So Welch decided that this was 
a fruitful area in which to build 
a service business. (Needless to say 
there have been others who came 
to this conclusion, and sooner, but 
Welch dropped in the other day 
to tell about his experience, and 
that is what we are recounting 
here.) 

Welch has been studying the 
business for some 34 years, starting 
as a mechanic after going to the 
University of Michigan, Later he 
was a car salesman in Chicago in 
1926. From there he went to Reo 
Trucks, then to Chevrolet sales. 
After that he was a Motors Holding 
(GM) branch manager for several 
years before opening his own Buick 
deal in Petersburg, Va., eight years 
ago. 





* * * 


Backbone of Business 

H's program is designed prima- 
rily for smaller or medium- 

sized dealers, which, he says, are 

becoming recognized by more fac- 

tories as the backbone of the auto 

business. 

These dealers, he says, are the 
old-line dealers who give the busi- 
ness stability. They keep the good 
name of a make alive. Often, he 
says, the big metropolitan dealers 
are a flash in the pan, and, he 
added, they often hurt the name 
of a car with their confidence- 
destroying tactics. And, of course, 
some tend to be _ opportunists, 
switching from make to make in 
search of the “hot” one. 

Welch makes no secret of how 
his program works. After all, 
nearly every dealer and many 
salesmen know what they should 
do to follow through. They just 
don’t do it. And even if they 
would, Welch says he can do it 
cheaper for them than they can 
do it for themselves. 

And even if you are familiar 
with such a program, you will be 
interested in some of the thought- 
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ful touches that Welch uses to get 
through to people. 
+ * Ba 


The Art of Thanking 


ae, his program is the 
art of saying “thank you,” an 
art that is dying out, except for 
some factory programs which are 
headed in the right direction but 
lack a personal touch. 

In Welch’s program, the name of 
the salesman who delivered the car 
is used in a series of eight “thank 
yous” that extend throughout the 
year. 

The first one is sent within 10 
days and with a little gift—a set 
of initials. The letter says “we'd 
like to put these initials on your 
car for you the first time you stop 
in for a check at our service de- 
partment.” 

An accompanying reply card 
(with a three-cent stamp, since 
people always are reluctant to 
throw money away), asks: 

“Do you understand fully the op- 
eration of your car? 

“Are you satisfied with your 
purchase?” (This gives the dealer 
an opportunity to iron out at 
once any misunderstanding or 
trouble.) 

The second followup, on the 45th 
day, is hand addressed and carries 
a commemorative stamp, as do all 
the mailings. It emphasizes the 
great importance of a customer to 
the dealership, and seeks to find 
out how he was treated on his all- 
important first service visit. The 
reply card makes a thorough check 
on the service received and asks 
if the customer knows of anyone 
else interested in buying a car, new 
or used (the followup goes to both 
new and used-car buyers, by the 
way). 


* 
Likely to Talk 
Tos inquiry goes this way: “Yes, 

I know someone who is inter- 

ested in buying a car. Call me.” 

Welch’s theory is that some peo- 
ple are reluctant to write the names 
of people they know on prospect 
cards, but do not mind giving them 
verbally over the phone. 

The third followup sent on 
the 90th day, is sent with a book- 
let of humorous animal and baby 
photos which the salesman 
“thought the customer might en- 
joy.” Along with it is another reply 
card asking for a prospect. 

The fourth letter is sent with a 
service “menu” card to be filled in 
by the customer before he brings 
the car “home” for necessary pro- 
tective maintenance service. It 
makes it easy for him to order serv- 
ice. And again there is a reply card 
asking for a prospect. 

The fifth letter is sent on the 
150th day. Along with it is a 
prayer of universal appeal for the 
customer’s desk. The reply card 
checks on service needs and asks 
for a prospect. 

On the 180th day, a final service 
approach is made, telling what 
the dealer offers the customer, and 
again there is a card asking for a 
prospect. 

The seventh mailing is a Christ- 
mas card, mailed from Santa Claus, 


* * 


\Ind., and the message is another 


expression of the dealer’s apprecia- 
tion, 

The eighth mailing is on the 360th 
day. Decorated with stork and a 
baby auto, it marks the anniver- 
sary of the car purchase. It is sug- 
gested that the dealer offer the 
customer a free lube job or oil 
change to give the salesman a 
chance to personally talk trade with 
him. 

All of the mailings, except the 
Christmas cards mailed in Santa 
Claus, are sent back to the dealer 
so he can check them and mail 


| them locally. 


So far, Welch says he has found 
ready acceptance of the program 
|where he has discussed it with 
| dealers on the East Coast. 

Anyone interested in discussing 
followups with Welch can reach 





him at Box 728, Petersburg, Va. 


Idea for Smailer Towns— 





If business firms do not proclaim the fact that their home town is a good place to 
trade and that it pays to ‘buy at home,” no one else will do it. Therefore, five busi- 
ness firms of Gallatin, Mo., population 1,634, are cosponsoring several “Trade In 
Gallatin” billboards on highways leading into the community. Swofford Motor Co. 
(Ford), and Gallatin Motor Co. (Chevrolet-Oldsmobile) are two of the sponsors. Copy 
on the billboards reads ‘Trade in Gallatin. Its businessmen are your friends and 
neighbors. Be loyal to them and your community. Buy at home." 


Story of How It’s Done... 





‘Proper Distribution’ 
Is Heart of Industry 


Epriror’s Nore: This is the first 
of a series of articles designed to 
explore distribution in the auto 
industry. 

* ao + 
By John K. Teahen Jr. 
Associate Editor 
“PD ROPER distribution is the 
heart of any factory,” contends 
Roy Abernethy, who heads this 
vital activity for American Motors 
in his role of automotive distribu- 
tion and marketing vice-president. 

And good distribution is a co- 
operative venture, he told Auto- 
motive News last week. It in- 
volves a strong dealer system, a 
strong field organization and a 
factory that will build the cars 
the dealers want. 

“You have to know what the 
dealers want,” he declared, “and 
the dealers should know what the 
customers want. 

“You must have the right dealers 
in the right spots—aggressive deal- 
ers who are well capitalized. And 


Plymouth Boosts 
Rebate; DeSoto, 
Big Dodge in Fold 


DETROIT.— Dodge is rebating 
$200 and $250 on Matador and 
Polara models; DeSoto is paying up 
to $200 per car, and Plymouth has 
sweetened its buildout bonus pro- 
gram. 

The Dodge campaign pays deal- 
ers $200 per car for Matador and 
Polara sales between 60 and 90 per- 
cent of quota and $250 per car for 


sales in excess of 90 percent of 


quota. 

DeSoto dealers receive $100 per 
car for sales up to 50 percent of 
quota, $150 per car for sales be- 
tween 50 and 75 percent of their 
objective and $200 per delivery 
after they reach 75 percent of 
quota. 

The Plymouth revision means 
dealers will get $100 for sales be- 
tween 40 and 65 percent of quota. 
The bonus formerly was $75. The 
payment for sales in excess of 65 
percent remains at $150. 

This program does not apply to 
Plymouth dealers in Far West 
states. The Far West retailers are 
operating under a_ buildout-bonus 
setup which pays $90 and $180 per 
car. 

Dodge also is paying a bonus 
for sales of Series 100 half-ton 
trucks. Dealers get $100 per unit 
for sales between 75 and 100 per- 
cent of quota and $150 per sale 
after they reach 100 percent. 

The Dodge, DeSoto, Plymouth 
and Dodge truck programs will 
continue unti] the introduction of 
the '61 models. 


you must have a competent, well- 
trained field force.” 
* * * 


T’S up to the field men to keep 
the dealerships in their territory 
healthy and profitable, he said. 
Rambler’s spectacular sales in- 
creases of recent years indicate 
that AMC’s distribution program 
embodies all the essential elements, 
but it wasn’t always that way. 
When the corporation was 
formed six years ago, there were 
separate Nash and Hudson sales 
forces. These groups had to be 
consolidated and the resulting or- 
ganization had to be molded into 
a Rambler selling team. 


Abernethy directed those opera- 
tions. Late in 1955, he set up a 
series of “work conferences” 
throughout the country. 


“We analyzed our own personnel 
and our dealer strength,” he said. 
“Then we arrived at a plan. We did 
a lot of personnel switching and 
made a lot of changes, and we 
began building a field staff and a 
larger and stronger dealer organ- 
ization.” 

* * * 
Aten which job took preced- 
ence, Abernethy replied: “We 
had to do both at the same time. 
You can’t have strong dealers with- 
out a strong field force—and vice 
versa.” 

AMC’s dealer body has expanded 
50 percent since early 1957 and now 
totals slightly more than 3,000. 
Sales have quadrupled during the 
period—from 105,539 Nash-Hudson- 
Rambler registrations in 1957 to a 
projected 435,000 this year. 

In 1957, the leading AMC deal- 
er sold 923 cars, and outlets mov- 

(Continued on Page 68, Col, 1) 
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Sales Per Dealer 


Put Chevy First 


Rambler Holds Third, 
Dodge Zooms to Fourth 


Se aee regained the top 
spot in sales per dealer during 
the first six months of 1960 by out- 
distancing Ford, 123 to 106, an 
Automotive News analysis reveals. 


Rambler clung to third place 
with 74 sales per dealer, and 
Dodge catapulted into fourth as 
its average-dealer sales zoomed 
from 23 to 68. Dodge was in 1ith 
place at the six-month mark last 
year. 

It was the third time since 1956 
that Chevrolet has led the pack, 
and each of its victories came in 
even-numbered years. Ford was the 
six-month champ in 1955, 1957 and 
1959. 

* * * 

HEVROLET’S midyear total of 

123 sales per dealer was well 

ahead of the 105 average its retail- 
ers rang up in 1959. Ford’s 1960 and 
1959 figures differed by only one 
unit—106 this year and 107 last 
season. 

Following Chevrolet, Ford, 
Rambler and Dodge were Plym- 
outh, with an average of 60 sales 
per dealer; Pontiac, 56; Oldsmo- 
bile, 48, and Cadillac and Buick, 
with 44 apiece. 

Comet completed the Top Ten 
with 35 sales per dealer, despite the 
fact that it did not go on sale until 
March 17. 


Rambler was the only one of the 
Top Ten to retain its 1959 position. 
The American Motors entry kept 
its hold on third place by jumping 
from 64 to 74 sales per dealer. 

~ * *” 

ro years ago, Rambler was in 
15th place with only 13 sales per 
dealer for the first six months of 
the year. It climbed to 11th in 1957, 

sixth in 1958 and third last year. 
The high-selling Dart pulled 
Dodge from 11th to fourth place, 
while Plymouth’s advance from 
eighth to fifth was the result of 
a smaller dealer organization and 
the introduction of Valiant, which 

is registered as a Plymouth. 

The Dodge-Plymouth divorce at 
the beginning of the ’60 model year 
pared Plymouth’s dealer total from 
6,800 to 4,000. These dealers aver- 
aged about 36 Plymouth sales 
apiece during the first half of this 
year, compared with 29 in the like 
period of 1959. 

Valiant sales are estimated at 42 
per franchise for the first half— 

(Continued on Page 68, Col, 4) 


Ore. Dealers Get 
Legislative Quiz 


PORTLAND, Ore.—Members of 
the Oregon Automobile Dealers 
Assn. have received a questionnaire 
designed to guide the group’s Leg- 
islative Committee. 

Dealers were asked whether they 
favor Sunday closing, a ban on 
“loaners,” tightened advertising 
laws and revised lien laws. 

The committee will adopt its gen- 
eral legislative policies next month 
for presentation to the OADA 
board. 





New Home for Williamson-Willey Pontiac— 


This $50,000 building for Williamson-Willey Pontiac is nearing completion in Bir- 
mingham, Ala. The new building will occupy an entire block, and will feature com- 
plete facilities in one contiguous area. The building will provide more than 35,000 
square feet of floor space and will occupy more than 100,000 square feet. The exterior 
is of buff brick and mosaic ceramic tile. The showroom ceiling will be of a lumionus 
type with large glass areas fronting two streets and terrazo tile floors. The dealership 
has been designed as a functional service operation. Doug Willey and John William- 


son are owners of the firm. 
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First of °61 Debuts Six Weeks Away... 





Dealers Hold 2-Month Inventory 


(Continued from Page 1) 


cleanup pressure at the retail level. 
As a three-make General Motors 


dealer in Minnesota commented: 
“If anybody doesn’t know I’ve 
got two new compacts coming 
in the fall (Buick Special and 
Tempest), they just 
aren’t part of civilization. This 


August and September produc- 
tion plans have brightened the out- 
look considerably. Fewer than 350,- 
000 cars are to be built this month, 
which could pull back inventories 
below the one-million level even if 
sales fare no better than they did 


in July. 


* * * 


UTPUT schedules call for a 
modest increase from August 


next month as ’61-model runs begin 


in earnest in preparation for the 
National Automobile Show. The 


Auto Credit Hits 
New Peak After 
5th Rise in Row 


WASHINGTON.—The volume of 
auto credit outstanding expanded 
to a new record high in June, the 


Federal Reserve Board reported. 
The auto credit total was $17,- 
807 million at the end of the 
month, a gain of $326 million dur- 
ing the month and an increase of 
$2,241 million in the last year. 
June was the fifth straight month 
in which the credit total in- 
c 


All forms of consumer install- 


ment credit expanded in June. Total 
installment debt was $41,362 million 


at the end of the month, up $622 
million during the month and a 


gain of $5,227 million in the last 
year. 


Auto credit extended in June 


amounted to $1,738 million, com- 
pared to $1,664 million in May and 
$1,780 million in June of last year. 
Credit repaid in June totalled $1,- 
412 million, compared to $1,401 mil- 
lion in May and $1,342 million in 
June of 1959. 

Of the auto credit outstanding on 
June 30, banks had extended $7,924 
million, a gain of $150 million in 
June and an increase of $1,024 mil- 
lion in the last year. 

Finance companies had extend- 
ed $7,767 million of the credit, up 
$136 million in June and up $883 
million in the last year. Other 
financial institutions granted $1,- 
490 million of the credit, a gain 
of $29 million in June and an in- 
crease of $259 million in the last 


year. 

The remaining $626 million of the 
auto credit was extended by auto 
dealers. The dealers’ total increased 
by $11 million in June and has gone 
up by $75 million in the last year. 

The Federal Reserve Board re- 
ported that 61 percent of new cars 
sold in June were financed at 
banks, finance companies, other fi- 
nancial institutions and dealerships. 
This compared with 60 percent both 
in May and June of last year. 





last week of September will kick 
off dealer announcements, with 
several Chrysler Corp, makes join- 
ing Falcon, Comet, Ford standard 
and Mercury in the ’61 forefront. 

The used-car market, several 
dealers declared, holds the key to 
cleanup profits. A Utah Pontiac- 
Cadillac dealer, noting that his old- 
model stock equals that of a year 
ago in line with the national aver- 
age, expressed hope that cleanup 
profits also would run at a com- 
parable figure. 

“It all depends on the used-car 
market and the impact of low re- 
Sale prices on washout sales,” he 
explained. 

An Illinois dealer said 
lack of a buildout bonus for 
Darts is “hurting,” although 
other Dodge dealers kept up the 
clamor for stepped-up shipments 
of six-cylinder Darts, 

Rambler dealers reported a 
cleanup profit squeeze, aggravated 
by word-of-mouth regarding the 
restyled American price leader. The 
American and other Ramblers will 
not go on sale until] Oct, 12 or so, 
however, giving dealers a full two 
months to whittle down inven- 
tories. 

+ * * 
ONCERN over dealer inven- 
tories and cleanup profits has 
manifested itself in Detroit press 
meetings with factory executives. 

Clare E. Briggs, general man- 
ager of Chrysler-Imperial, predict- 
ed last week that dealer stocks of 
Chryslers and Imperials would be 
40 percent below the comparable 
1960 level on new-model introduc- 
tion day. He also said that Chrys- 
ler-Imperial dealer profits had risen 
10 percent this year. 

The new compacts, even though 
Corvair and Valiant stocks are 
holding at or above the two-month 
supply average, figure prominently 
in the cleanup and carryover pe- 
riods as incentives to sales. 

Falcon and Comet inventories 
have ranged far below par since 
last month’s Ford stamping strike. 
A three-day changeover shutdown 
is planned for both compacts at the 
end of August, after which full- 
blast production is planned, 


“Corvair is in a 75-day supply 


Seattle to 
Show Nov. 4 


SEATTLE. — Seattle’s 1961 auto 
show will officially open its doors 
on Nov. 4 and run through Nov. 13. 

Cappy Ricks & Associates, Inc., 
Seattle advertising agency, has 
been named to direct promotion of 
this year’s event. Dick Harris, 
agency vice-president, will coordi- 
nate advertising and publicity ac- 
tivities with Advertising Committee 
members Pat Goodfellow, chair- 
man; Olsen; Cecil Scott; Arvid 
Andresen, president, Seattle Auto- 
mobile Dealers Assn.; Don Riach; 
Dean Johnson, and Phil Smart. 

The show, sponsored by the Seat- 
tle Automobile Dealers Assn., will 
be held at the Seattle Armory, Both 
domestic and imported cars will be 


n 


featured. 


Alphin Motors Opens New Showroom— 


Aiphin Motors, Inc. (Mercury-Comet), has opened this showroom of contemporary 
design in Virginia Beach, Va. The showroom cost approximately $20,000, according 


to J. Roy Alphin, president. 


at our place and hag been a defi- 
nite slow starter in the compact 
derby,” commented a West Coast 
Chevrolet dealer. “But things will 
perk up plenty when we round 
out the line with the station wag- 
ons this fall.” 

A Corvair deterrent, in addition 
to early-run bugs and rear-engine 
phobia, has been absence of wag- 
ons in competition with the other 
compacts. A conventiona] four-door 
wagon and a new “sports wagon” 
will be added by Corvair for 1961. 


1 domestic inventory load in 
July and August got negligible 
relief from new-car exports, which 
reached the 1960 low point in June. 
Only 9,286 new cars were shipped 
out of the country, including 1,706 
to Canada. 

June exports exceeded the 
same 1959 month by 68 cars, but 
fell 773 from May, Canada re- 
ceived 1,977 new cars from 
United States manufacturers in 
May this year and 1,624 in June, 
1958. 

Despite the June dip, first-half 
exports wound up almost 15,000 
cars above the 1959 total. The in- 
itial six months of 1960 accounted 
for 77,059 new-car exports, com- 
pared to 62,984 in the same 1959 
half, up 22 percent. 

The Canadian market has re- 
ceived 12,814 new cars from the 
States this year, against 12,199 a 


year ago. 
~ * + 


New-Car Stocks 


Domestic Makes 
(Compiled by Automotive News) 





Dealers 

Cars Cars In Total 
In Transit Potential 
Period Fleid to Inventory 
Ending Stocks? Dealers Stocks 
dan. 1, ’50.... 251,754 188,500 440,254 
duly 1, ’50.... 311,084 167,500 478,584 
Oct. » °560.... 208,367 157,800 366,167 
dan, 1, ’51.... 305,888 89,900 404,788 
Apr. 1, ’51.... 406,541 133,500 545,041 
duly 1, ’51.... 357,606 90,700 448,306 
Oct, 1, ’51.... 250,762 79,500 330,262 
dan, 1, ’52.... 224,968 31,000 255,968 
April 1, ’52.... 213,391 83,000 296,391 
duly 1, ’52.... 193,462 84,500 277,962 
Oct. 1, ’52.... 233,556 89,000 322,556 
dan, 1, '53.... 291,671 83,300 374,971 
April 1, ’53.... 445,882 89,300 535,182 
duly 1, °53.... 479,698 82,800 562,498 
Oct. 1, °53.... 519,037 60,900 579,937 
dan, 1, ’54.... 428,125 36,600 464,725 
April 1, ’54.... 541,911 64,000 605,911 
duly 1, ’64.... 445,665 62,500 508,165 
Oct. 1, ’54.... 267,469 29,000 296,469 
dan, 1, ’55.... 293,881 68,500 362,381 
April 1, ’55.... 544,038 99,500 643,538 
duly 1, ’55.... 736,591 77,000 813,591 
Aug. 1, ’55... 735,447 71,500 806,947 
Sept. 1, '55.... 675,964 37,300 713,264 
Oct. 1, ’65.... 489,475 900 538,375 
Nov. 1, ’55.... 481,735 87,600 569,335 
Dec, 1, ’55.... 645,707 77,400 123,107 
dan, 1, '56.... 755,177 53,300 808,477 
Feb. 1, ’56.... 801,499 68,900 870,399 
Mar, 1, ’56.... 840, 63,700 903,789 
April 1, °56.... 827,977 68,100 898,669 
May 1, ’56.... 846,285 56,300 902,585 
June 1, ’56.... 746,012 52,890 798,902 
duly 1, ’56.... 613,451 50,568 679,596 
Aug, 1, ’56.... 551,081 53,026 588,172 
Sept, 1, °56.... 456,013 48,382 504,395 
Oct, 1, '56.... 288,103 5,900 314,003 
Nov, 1, ’°56.... 212,967 65,008 277,975 
Dec, 1, ’56.... 318,587 19,656 243 
dan, 1, ’57. 1,850 50,168 512,018 
Feb, 1, ’57.... 561,934 68,100 630,034 
. 1, °57.... 664,608 68,400 133,008 
April 1, ’57.... 682,790 63,125 745,915 
May 1, ’57.... 677,705 9,500 737,205 
June 1, °57.... 724,329 63,420 787,749 
duly 1, ’57.... 682,121 63,090 746,211 
Aug, 1, °57.... 645,445 59,300 704,745 
Sept, 1, ’57.... 684,484 45,052 729,536 
t. 1, °57.... 547,549 5,085 572,634 
«eve 380,740 1300 449,040 
460,149 71,800 531,949 
597,208 55,000 652,208 
725,003 54,100 779,103 
821,566 44,000 865,566 

783,201 45,900 833,201 
738,464 38,500 176,964 
704,751 36,500 741,251 
630,598 45,000 675,598 
600,656 30,000 630,656 
»984 7,700 463,684 
291,397 21,500 312,897 

241,382 45,100 482 

387,131 13,200 460,331 
477,099 67,000 544,099 
608,525 58,200 666,725 
643,239 63,600 106,839 

710,382 66,620 177,002 

766,185 000 834,185 
845,920 63,300 900,220 
844,152 64,000 908,152 
928,390 48,000 976,390 
688,035 15,000 703,035 

467,038 52,500 519,538 

472,400 51,000 523,909 
387,972 20,000 407,972 
510,467 56,000 566,467 

687,153 85,200 772,353 

.. 862,334 77,000 939,334 
ene 034,427 72,000 1,006,427 

.. $42,894 66,300 1,000,694 
.... 953,000 71,000 1,024,000 

... 994,967 44,000 *1,038,967 
Aug. 1, ’60.... 989,700 38,200 1,027,900 


+t Field stocks include cars actually at 
dealerships, those warehoused by dealers 
and factories, and demonstrators. 

* Revised. 
(nee 








Sales Records for Imported Cars 


13 Months 


Pct. Gain 
in Pene- 
tration 
Pet.of Over Pre- 
Units Industry vious Month 


June °59 57,590 9.83 5.47 
July ...... 56,138 9.94 1.64 
Aug. ...... 56,187 10.56 6.24 
Sept, .... 53,787 11.76 11.36 
denn 51,923 973 —17.26 
Noy, ...... 47,430 11.11 14.18 
Dee. ...... 54,609 12.71 14.40 
Jan. ’60.. 40,420 9.40 —26.04 
Feb. ...... 42,704 864  —8.09 
March .. 50,310 8.43 —2.43 
April .... 48,283 746 —11.51 
May ...... 45,623 705  —5.50 
June .... 43,309 = 7.27 3.12 


13 Years 


Pct. Gain 
in Pene- 


tration 
Pet. of Over Pre- 


Units Industry vious Year 
1948 ...... 16,133 46 1433.33 
ee 12,251 25 — 45.65 
1950 ...... 16,336 26 4.00 
1951 ...... 20,828 41 57.69 
1962 _...... 29,299 -70 70.73 
1953 ....... 28,961 50 —28.57 
1954 ...... 32,403 59 18.00 
1956 ...... 58,465 82 38.98 
1956 ...... 98,187 1.65 101.22 
ee 7 3.46 109.70 
1958 ...... 378,517 8.13 134.97 
1959 ...... 609,539 10.11 24.35 
1960 to 
Date ...... 270,713 7.94 —21.46 
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Import Sales Off 7 Percent 
To 270,000 in First Half 


(Continued from Page 1) 


second quarter, At the end of the 
first three months, imports were 
running ahead of year-earlier fig- 
ures, In fact, March was the peak 
sales month this year for imports, 
with 50,310 registrations. 

April imported-car registra- 
tions were off 4.03 percent from 
the previous month; May, 5.51 
percent, and June, 5.07 percent. 
The June total, then, was 13.92 
percent under this year’s best 
month and 24.80 percent under 
the year-earlier month (which 
holds the alltime record of 57,590 
import registrations). 

More than half of all imported- 
car registrations in the first-half— 
54.22 percent, to be exact—were 
recorded by four leading makes, 
Volkswagen, Renault, Opel and 
English Ford, 

A year ago, these four leaders 
(with Opel and English Ford re- 
versed in the standings) took 46.27 
percent of first-half registrations. 

Volkswagen showed the most 
spectacular gain—jumping from 
18.70 percent of all import registra- 
tions in the first half last year to 
28.44 percent this year. 
* * x 


oo balance of registrations was 
more evenly spread among the 
also-rans this year, Although the 
leaders took a larger share this 
year, the market slice for the Top 
10 and the Top 20 remained virtu- 
ally the same. 

The 10 leading makes captured 
74.19 percent of all import reg- 
istrations this year, compared 
with 75.21 percent in the 1959 
period. 

Penetration of the Top 20 was 
93.21 percent this year, compared 
with 93.88 percent last year. 

The captive imports—Opel, Eng- 
lish Ford, Simca, Mercedes-Benz 
(and Auto Union and DKW), Vaux- 
hall, Metropolitan and Taunus — 
were particularly hard hit in the 
first half this year. 

They took only 23.47 percent of 
registrations, compared with 30.72 
percent a year ago. Only captives 
to boost their volume were Mer- 
cedes-Benz (including Auto Union 
and DKW), up 8.74 percent, and 
Metropolitan, up 4.23 percent, 

Big volume losers among the 
captives were Simca, down 54.11 
percent; Taunus, 43.78 percent; 
Vauxhall, 39.29 percent; English 


Patterson Ford Deal 


Sold to Craig Wood 


PATERSON, N. J.— George W. 
Patterson, president of Annis-Pat- 
terson, Inc., Ford agency here for 
32 years, has sold out to Craig 
Wood Ford and will retire. Craig 
Wood, in turn, has sold his Ridge- 
wood (N. J.) dealership to Robert 
Dombrosky, who will operate it as 
Village Ford Sales. 

Craig Wood, named for the for- 
mer professional golfer, who is 
president, will continue to operate 
at Annis-Patterson’s location at 860 
Market St., Paterson. Allis F. Sim- 
mons is a partner and general man- 
ager of Craig Wood, which also 
operates a Ford dealership in As- 
bury Park. 









Ford, 31.12 percent, and Opel, 20.13 
percent. 
* * * 

MONG the “non-captive” makes, 

percentage gains in volume 
were scored by Humber, which was 
up 329.41 percent; Sunbeam, 166.99; 
Rover, 156.00; Singer, 105.40; Skoda, 
71.57; Panhard, 47.12; Volkswagen, 
41.10; Austin, 37.42; Datsun, 35.36; 
Lancia, 32.75; Peugeot, 27.07; Cit- 
roen, 25.51; Saab, 13.47; Austin- 
Healey, 12.61; Rolls-Royce, 6.88, and 
Porsche, 2.34, 

Although three of the four big- 
gest gainers belong to the Rootes 
Group, their volume increase to- 
talling 2,215 units could not begin 
to make up for the lost volume 
of 7,832 units on Hillman. 

Biggest percentage losses in vol- 
ume for “non-captives” in the first 
half were BMW, down 63.43 per- 
cent; Goliath, 63.03; Hillman, 53.16; 
Fiat, 32.72; Alfa Romeo, 31.60; 
Borgward, 30.44; Volvo, 28.87; Toy- 
opet, 25.45; Triumph, 20.33; MG, 
10.81; Morris, 10.68, and Lloyd, 8.79. 

* * * 


Ae AL ee, Peugeot and 


MG, were new members of the 
Top 10 in the 1960 period, having 
ousted Vauxhall, Hillman and 
Volvo, Sunbeam vaulted from 28th 
place a year to 18th this year and 
pushed Saab out of the Top 20 in 


the process. 


Other makes in the Top 20 
which moved up in the standings 
were: Opel, from fourth to third; 
Fiat, from sixth to fifth; Tri- 
umph, from eighth to sixth; Aus- . 
tin-Healey, from 12th to seventh; 
MG, from 11th to ninth; Peugeot, 
from 16th to 10th; Mercedes- 
Benz, from 15th to 11th; Jaguar, 
from 19th to 17th, and Austin, 
from 22nd to 20th. 

Of the 56 listed makes in the 


first half, 24 averaged fewer than 
100 sales monthly. Only 16 makes 
averaged as many as 1,000 a month 
and only Volkswagen averaged 
more than 10,000 a month, 


It is yet to be determined how 


great a monthly volume is neces- 
sary for survival in the U. S. 


Total import makes counted this 


year, including listed marques and 
those in the “all others” classifica- 
tion, numbered 77, compared with 
80 in the first half of 1959, 


* * * 





June Sales Score 
For Imports 


New imported-car registrations 


for June: 
1960 1959 
Pos. Make Pos. 
1—12,268 Volkswagen 12,034— 1 
2— 5,604 Renault 8,180— 2 
3— 2,414 Opel 3,670— 4 
4— 2,204 English Ford 3,783— 3 
5— 1,869 Triumph 2,291— 8 
6— 1,849 Austin-Healey * 
I— 1,790 Fiat 3,545— 5 
8— 1,403 MG * 
9— 1,320 Simca 3,037— 6 
10— 1,276 Peugeot * 
* Hillman 2,845— 7 
* Vauxhall 2,067— 9 
* Volvo 1,780—10 


*Not in Top Ten, 








"Since we’re offering limited slip 
differentials on ’61 models, let’s 


HERE’S HOW TO DEMONSTRATE LIMITED SLIP DIFFERENTIAL 


Stop your right rear wheel 
on a pile of wet leaves 
which you can place at 
the curb yourself, then 
demonstrate how LSD lets 
you start up smoothly 
and with no wheel spin 
— because the power 
goes to the wheel with 
the traction. 


If you're near an uh- 
paved country road or 
lane where you can run 
one rear wheel off into 
soft soil, you can put on 
a powerful demonstration 
of how easy it is to get go- 
ing instantly—with LSD. 


Dirt really flies when a 
car with a conventional 
differential starts with 
one wheel in the mud. 
You can make a mud 
puddle in your used car 
lot or in a field—and 
show how LSD insures a 
quick, clean take-off. 


In the winter, if you're 
where the temperature 
goes below freezing, put 
one rear wheel on a patch 
of ice or packed down 
snow and show your cus- 
tomer how LSD lets you 
start up instantly. 


099 
get 7em on our demonstrators: 
A 
















fe alll 


Be sure to order factory-installed limited slip differentials on all 

of your ’61 demonstrators. The limited slip differential—which directs 
power to the wheel with the greater traction—is easy to sell when the 
prospect sees how it works! And there are prospects galore: 

police departments, taxi operators, doctors, rural letter carriers, 
salesmen, housewives, utility companies—everybody who really can’t 
afford to get stuck. The limited slip differential is a honey to 


demonstrate and a mighty good customer satisfaction builder. 


ORDER LIMITED SLIP DIFFERENTIALS ON ALL YOUR ’61 DEMONSTRATORS! 


<= DANA 


CORPORATION 
Toledo 1, Ohio 
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Compacts’ 


Shop 





By Kenneth C. Kelley Jr. 
Staff Writer 

on new-car dealer’s service 

business fell off in July from 
the levels reached in June and 
July, 1959, an AvTomotive News 
survey of a sampling of dealers in- 
dicates. 

Just about all measures of shop 
activity declined in July. There was 
one exception—Sales of parts for 
vehicles repaired in the shop ran 
6.6 percent ahead of the figure for 
July of last year. 

However, parts sales in the 
shop were 1.5 percent below the 
June total. Customer labor sales 
in July were 5.1 percent below 
June and 1.1 percent below the 
figure for July of last year. 

In addition to recording lower 
parts and labor sales, the dealers 
surveyed had fewer service custom- 
ers in July. The number of repair 
orders written in July was 1.0 per- 
cent below the June total and 6.9 
percent below July, 1959. 

Total July parts and accessory 
sales, including wholesale parts 
sales as well as parts sold for vehi- 
TT ean tic le absences 


60 Participants 
Listed for Show 


Suppliers Featured 
In Auto Wonderland 


By John E. Walsh 
Staff Writer 

HE number of manufacturers 

or trade associations which will 
participate in the giant Auto Won- 
derland exhibit at the 43rd Nation- 
al Automobile Show in Detroit's 

Cobo Hall Oct. 15-23 has grown to 
more than 60, it was announced 
last week. 

The preliminary list of partici- 
pants was released by Harry A. 
Williams, show manager, at a 
meeting at which details of the 
“show within a show” were de- 
scribed. 
The participants and the groups | 
they represent follow: 

Iron and steel: American Iron & 
Steel Institute. 

Rubber and tires: Rubber Manu- 
facturers Assn. 

Plastics: Society of the Plastics 
Industry. 

Aluminum: Aluminum Co. of 
America, Reynolds Metals Co. 
and Kaiser Aluminum. 

Zinc and die-casting materials: 
American Zinc, Lead & Smelting 
Co 











Glass: Libbey-Owens-Ford Glass 
Co.; Pittsburgh Plate Glass Co.; 
Chrysler Corp., and Ford Motor Co. 

Paints and protective finishes: 
Amchem Products, Inc.; Cook 
Paint & Varnish Co.; Ditzler Color 
Division, Pittsburgh Plate Glass 
Co.; E. I. duPont de Nemours & 
Co., Inc.; Jones-Dabney Co., divi- 
sion of Devoe & Raynolds Co., Inc.; 
Parker Rust Proof Co., and Rin- 
shed-Mason Co. 

Automotive components: AC 
Spark Plug Division; Allison Di- 
vision; American Metal Products 
Co.; Bendix Corp.; Bendix Prod- 
ucts Division; Bendix Radio Di- 
vision; Bendix-Westinghouse Air 
Brake Division; Borg-Warner 
Corp. 

Budd Co.; Clark Equipment Co.; 
Cleveland Graphite Co.; Dana 
Corp.; Delco Appliance Division; 
Delco Moraine Division; Delco- 
Remy Division; Detroit Aluminum 
& Brass Co.; Dryden Rubber Divi- 
sion, Sheller Mfg. Co.; Eaton Mfg. 
Co.; Allen Industries, Inc.; General 
Industries Co. 

Electric Autolite Co.; Federal- 
Mogul-Bower Bearings, Inc.; Fire- 
stone Steel Products Co.; Fuller 
Mfg. Co.; General Tire & Rubber 
Co., Textileather Division; Bolta 
Products and Industrial Products 
Division; Harrison Radiator Divi- 
sion; Hyatt Bearings Division; 
Kelsey-Hayes Co.; McInerney 
Spring & Wire Co. 


Role Debated . . . 


Business Shows 
General Decrease 





Midland-Ross Corp.; Motor 
Wheel Corp.; New Departure Di- 
vision; Orscheln Brake Lever 

(Continued on Page 69, Col, 1) 


cles being repaired in the shop, 
were 6.3 percent below June and 
0.4 percent below July, 1959. 
* * * 

A dealers are just about 

evenly split on whether the 
advent of the compact car has been 
a good thing for the service opera- 
tion of the dealerships. The num- 
ber who think the compact is a 
good thing for the service depart- 
ment slightly outnumbers those 
who doubt that servicing the com- 
pacts will help the dealership much. 

Those are the findings of a sur- 
vey on the role of the compact 
in the service department which 
was conducted along with the 
survey on July parts and service 
sales. 

Admittedly, there is a drawback 
to any survey of dealers’ attitudes 
about servicing the compacts at 
this time; the 1960 model year was 
the first one in which there was 
any wide selection of compacts on 
the market, so most dealers have 
only a short span of experience in 
servicing such cars. 

On the other hand, the survey is 
timely—additional compact lines 
will be introduced in a few weeks. 
This will add greatly to the num- 
ber of dealers with a compact in 
the showroom and, before long, in 
the service department, too. 

a ok * 

E dealers surveyed were first 

asked whether the compacts 
helped or hurt their service opera- 
tions. Of those giving a clear reply, 
58 percent said the compacts had 
helped, and 42 percent said they 
had hurt. 

There were, of course, many 
dealers who replied by saying 
that they could not determine 
whether the compacts had helped 
or hurt. Most of these said there 
wasn’t enough mileage on the 
compacts on the road to call for 
much service work, other than 
warranty claims. 

These were some of the com- 
ments of the dealers who felt that 
the compacts had helped their serv- 
ice departments: 

A South Carolina dealer said the 
compacts had produced additional 
volume for his shop. “Everything 
we've had has been a plus,” said an 
Oregon dealer. 

* * * 

KANSAS dealer said he hasn’t 

“had to put up with so much 

free service.” 

As in all surveys, those answer- 
ing the service questions shaped 
their answers in the light of what 
has happened to them personally 
and their view of the situation. 
When differing points of view come 
into consideration, the answers 
show that it’s largely a matter of 
how you look at it. 

For instance, a Pennsylvania 
dealer said the compacts had 
helped his service operation be- 
cause many of the people who 
bought compacts might have 
bought imports, had there been 
no American compacts. These 


(Continued on Page 65, Col. 1) 


rysler Ousts 
$750-a-Month 
Purchasing Agent 


HRYSLER CORP. last week 
said that a buyer for one of 
the Detroit plants of the Stamping 
Division was fired July 28 for “fail- 
ure to comply with corporate pur- 
chasing procedure.” 

The company said the buyer 
was not on the management level, 
since his salary was $750 a month, 
and that he had no tiein with the 
Newberg case. Interests in sup- 
pliers led to the June 30 resigna- 
tion of William C. Newberg as 
Chrysler president and the July 
21 agreement by Newberg to re- 
turn more than $450,000 in profits 
obtained from outside interests. 

Chrysler would reveal none of the 
details that led to the dismissal of 
the buyer. The company stressed 
that the man fired was not a major 
executive and described him as 

(Continued on Page 68, Col, 5) 












Plan ASIA Convention— 












In attendance at the first meeting of the ASIA 1961 Convention Program Committee, 
seated around the table left to right, are H. P. Schaller, United Motors Service, Detroit; 
J. P. Farber, Chapin-Owen Co., Rochester, N. Y.; Paul M. Woolwine, Woolwine Supply 
Co., Pratt, Kans.; J. L. Wiggins, acting executive secretary of ASIA; William J. Barron 
sr., (chairman) Barron Motor Supply, Cedar Rapids, la.; Elmer Oleson jr., ASIA staff; 
George Werner, M. Werner & Sons, Sandwich, Ill.; Arthur Cole, Art Cole Automotive 


Parts, Huntington Park, Calif., and J. L. McGovern jr., Raybestos Division of Raybestos- | 
Manhattan, Inc., Stratford, Conn., and standing, left to right, E. N. Robinson, Stewart- | 


Warner Corp., Chicago; Ray Barnett, Irving Cloud Publishing Co., Chicago; Charles H. 
Davis, Stanley Publishing Co., Chicago; R. L. Schutte, ASIA staff; H. A. McMurchie, 
ASIA staff; Frank Tighe, Chilton Co., Philadelphia, and Arthur Wolff, National Auto 


Supply Co., East St. Louis, Ill. 





61 Dodge Trucks Feature 
Inclined 6-Cylinder Engine 


DETROIT.—The 1961 Dodge 
trucks will feature the only in- 
clined six-cylinder gasoline engine 
in the industry, according to M. C. 
Patterson, gen- 
eral manager. 

The new over- 
head valve en- 
gine, which is 
slanted 30 de- 
grees to the right, 
develops 140 
horsepower at 
3,900 revolutions 
per minute. It 
has, a _ displace- 
ment of 225 cubic 

M. C. Patterson inches and pro- 
duces 215 pound-foot torque from 
1,600 to 2,800 RPM. 

In addtion to its fuel economy, 
the engine has other advantages 
for truck operators, Patterson 
said. 

“Inclining the engine has made 
it possible -for our designers to 
lower the hood height and increase 

accessibility to the engine compart- 
ment,” he explained. 

“In our new light-tonnage mod- 
els, the hood forms the top part of 
the fender housing. As a result of 
this new slesign, the top surface 
of the fender housing is lower, ex- 
posing more of the engine and 
making it even easier to service.” 

A number of aluminum compo- 
nents have been introduced to min- 
imize the weight of the engine. 
Aluminum parts include the water 
pump housing, water outlet elbow, 
oil pump housing, distributor case, 
and alternator frame. Intake valves 
also are aluminized to minimize the 
effects of high temperatures. 

Carburetor and air cleaner are 





* + * 





For '61 Dodge Trucks— 


All routine servicing can be performed 
eon the left side of the new 140-horse- 
power, six-cylinder Dodge truck engine. 
Among items easily accessible from this 
side are the oil dipstick, oil filler, water 
filler pipe and battery. Carburetor and air 
cleaner also are positioned on this side of 
the engine. 


located on the left side of the en- 
gine on a cast-iron intake mani- 
fold consisting of six long curved 
tubes, feeding each cylinder in- 
dividually for improved fuel 
economy. The exhaust manifold, 
mounted on the same side, has 
large radius curves for minimum 
back pressure, thus prolonging 
valve life. 


Deep block design, with the skirt 
extending below the crankshaft 
center line, provides exceptional 
structural strength and rigidity, ac- 
cording to Patterson. 

Another highlight of the engine 
is a 35-ampere alternator, which re- 
places the conventional generator. 

The alternator system consists of 
an alternator and rectifier assem- 
bly and a voltage regulator. The al- 
ternator produces alternating cur- 
rent, which the rectifier converts 
to director current. The regulator 
controls voltage from the alterna- 
tor. 


The alternator system charges 
even at idling speeds, and reaches 
its peak charge rate quickly. Low 
cut-in and rapid buildup of power 
keep the battery charged even dur- 
ing start-stop operations, Patter- 
son said. 

The new 140-horsepower engine 
will be standard on all conven- 
tional half-ton, three-quarter-ton, 
and one-ton models in the 1961 
Dodge line. It also is standard on 
half-ton and thre e-quarter-ton 
four-wheel-drive units, and on 
three-quarter-ton and one-ton 
forward-control models. 

In addtion to the 140-horsepower 
engine, Dodge will offer a smaller 
inclined six-cylinder engine of sim- 
ilar design for special applications. 
This engine will be available to 
truck owners who operate delivery 
services requiring high idling time. 

Rated at 101 horsepower at 4,000 
RPM with a displacement of 170 
cubic inches, this smaller engine 
produces 145 pound-foot torque 
from 1,600 to 3,200 RPM. 


Late Report... 


Leasers Upheld 
In Court Rebuff 


To Tax Position 


CHICAGO.—A decision favorable 
to the position of the American 
Automotive Leasing Assn. in the 
Hillard Case was announced by the 
United States Court of Appeals for 
the Fifth Circuit at New Orelans. 

The AALA had filed a brief as 
amicus curiae, a friend of the 
court, in the case of Hillard vs. 
Commissioner of Internal Reve- 
nue. The decision reversed the 
position of the commissioner. 

In the decision, the court deter- 
mined that a company engaged in 
renting and leasing of vehicles is 
in that business and not in the 
wholesale or retail automobile bus- 
iness. 

The court also said that the use- 
ful life of an automobile is not the 
full economic life of the unit, but 
that period of time that it has 
served the purposes of the owner 
of the vehicle. The court further 
stated that the commissioner had 
the privilege of reducing any ex- 
cess profit taken under capital 
gains where a profit is made on the 
sale of cars no longer useful in 
the taxpayers business. 

In the latter case, where pro- 
jected depreciation is taken by 
the lessor based on substantial 

economic forecasts of the indus- 
try, the commissioner cannot 

completely disallow capital gains, 
but he can make an adjustment. 

The court decision confirms the 
information that the AALA has 
furnished its members for the past 
five years, said David Brockman, 
Kansas City, Kans., president. The 
trade association provides its mem- 
bers with comprehensive deprecia- 
tion forecast information which en- 
ables them to handle this factor in 
their accounting procedures. 

Although Charlie Hillard is not 

a member of the AALA, he and his 
attorney allowed the association to 
file the brief which led to the 
Appeals Court decision. 

In the brief, the AALA filed a 
detailed description of the automo- 
tive leasing business, It pointed out 
that vehicles are purchased new by 
leasing companies from auto deal- 
ers and are leased in volume for 
periods of one year or more. 

When the lease expires, the cars 
are returned to the leasing com- 
panies and disposed of at whole- 
sale. While the cars are on lease 
a deduction for depreciation is 
taken by the leasing firms. 

When the cars are finally dis- 
posed of, if their actual salvage 

(or disposal price) exceeds the 
cost less depreciation taken, the 
excess is treated as a capital 
gain, the brief stated. 

The AALA’s Washington Tax 
Counsel will discuss the ramifica- 
tions of the Hillard case and the 
recent Supreme Court decision af- 
fecting Hertz Corp. at its midyear 
meeting in Chicago, Sept. 26. 


* 
Employes to View 
a. e 
Buick’s ’61 Line 

FLINT.—Forty-five thousand 
General’ Motors employes in Flint 
will preview the ’61 Buick line dur- 
ing week-long showings this week 
at the IMA Auditorium, 

The Buick field sales force from 
across the nation will get the first 
look at the new models today and 
tomorrow (Aug. 15-16) at the an- 
nual sales conference. The remain- 
der of the week will be devoted to 
Buick employes, plus workers from 
the AC Spark Plug, Ternstedt and 
Fisher Body divisions and General 
Motors Institute, 


Used-Car Market 


The overall average price of used cars sold at wholesale auction 
declined $8 last week to $969, according to Automotive News’ index. 
Much of the overall loss was provided by a reaction on ’60s, 
which were off $50 after a whopping increase the previous week. 
Other declines were $27 on ’58s, $5 on ’56s and $2 on ’54s. A new 


low was established for ’56s. 


Average prices increased $12 on ’53s, $5 on ’55s and $4 on ’59s. 
The price of ’57s remained unchanged. 

At a group of representative auctions last week the sales ratio 
was 70.9 percent, virtually unchanged from the 71.0 percent record- 
ed a week earlier. It was the third week in a row that the sales 


ratio had held above 70 percent. 


Auction reports begin on Page 58. 
















Here’s What It Means To Be A Rambler Dealer... 


¢Rambler Is 3rd In 
Sales Per Dealer 
In The Entire Industry! 
¢Rambler Is 3rd In Total 
Sales In State After State! 
¢Rambler Dealer Profits 
Are Higher Than 
The ao ae 
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Rambler Spells 
Success For 
Rambler Dealers 
OMT aka 












Director of Dealer Development 
American Motors Sales Corporation 
Detroit 32, Michigan 


Dear Sir: Will you please provide me with more complete 
information about the Rambler franchise. | understand that | 
am under eer ae Oe inqui ioe whe held in the 
strictest confiden 


We Have the Product for the Exploding Compact 
Car Market... There Are Still a Few 
Franchises Available in Select Markets .. . 


eee | 

















YOU Have The Opportunity! oem a ae 








(Please Print) 





Rambler Franchises Also Available in and ren Markets. 
In Canada Write te: aanad n Motor ie aa ; ey 2951 ~ eit Ave., Toromto = § (= RRM a es ce ee a me MP SS te 
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Specialists in Communication .. . 


NADA Sells Nothing But Words 


Eprror’s Note: The following is 
the third in a series of five arti- 
cles on the personalities and op- 
erations that make up the Na- 
tional Automobile Dealers Assn. 
in Washington, D. C. 


By William Ullman 


Washington Bureau Chief 


LL a reporter, a,,lawyer, or an 
evangelist, a trade association 
has nothing to sell but words. In 
a way, a trade association execu- 
tive has a tough- 
er row to hoe 
than any of the 
other callings. A 
reporter uses 
words to inform. 
A lawyer uses 
them to advise, 
prosecute, or defend. An evangelist 
uses them to save, But the associa- 





tion man has to use words to do | 


all these things, along with a dozen 
or so more. 


The test of an association like 


NADA, therefore, is whether it is), 


communicating the right informa- 
tion to the right people. In a sense, 
all its employes are specialists in 
communication. 

NADA has more different lines 
out to various groups than the 
average dealer might suspect. 
First, it maintains lines to the 
membership-at-large. It has special 
lines to its officers, directors, and 
managers of state dealer associa- 
tions. It has lines to committee 
chairmen. 

But it also keeps wires open 
to members of the press, to law- 
makers, to departments and 
agencies of the government, to 
auto makers, to a variety of 
manufacturers of automotive and 
truck equipment,’ to magazines 
and radio-TV stations, to univer- 
sity professors, and even to deal- 
ers in Europe. ; 

As producer of a big convention 
and exhibition, it must also keep 
lines out to convention cities, inn- 
keepers, professional speakers, en- 
tertainers, and whatnot. It even 
stays in touch with other trade 
associations. 

The necessity for communicating 
with so many different people and 
organizations has given ulcers to 
many a trade association man and 
driven him to a less nerve-wrack- 
ing job, like manufacturing steam 
boilers. Association work can be 
frustrating work, for it is hard to 
measure victory (as well as de- 
feat), and it is always difficult to 
tell whether or not anybody is get- 
ting your message, 

* * * 


Gomes people dislike the rarified 
atmosphere in which a trade 
association man must operate. It is 
easier to represent one dealer than 
two. It is easier to represent 10 
dealers than 100. To represent all 
the dealers in the nation is next to 
impossible, But NADA tries, and 
it frequently is more _ successful 
than anyone has a right to expect. 
Several of NADA’s main lines 
to members are handled by the 
association's 
of publications, Ray A. Sullivan. 
He is responsible for production of 
the monthly NADA Magazine; a bi- 
weekly Washington Report (on leg- 
islative matters), and a bi-weekly 
NADA News-Letter (aimed at 
NADA directors and state associa- 
tion managers and presidents). 
During the last eight years, 

Sullivan has wrought miraculous 
improvement in NADA Magazine, 
the association’s major wire to 
members, A relatively undistin- 
guished publication when he took 
over, it is today one of the fresh- 
est and brightest of trade associ- 
ation publications. Sullivan hasn’t 
been afraid to experiment—with 
typography, modern art and de- 
sign, and unusual subject mat- 
ter. 

His staff of four writers 
ing managing editor Robert Di- 
mond—-goes to the field for its ar- 
ticles whenever possible. As a re- 


sult, Sullivan’s NADA Magazine | 


has walked off with one award 


imaginative director) 


includ- | 


after another in the field of mem- 
bership magazines. 

“We are middlemen in this busi- 
ness of ideas,” he told me. “The 
ideas come from successful dealers, 
and we share them with others.” 

But it isn’t that simple, of course, 
as modest Sullivan well knows. 

But Sullivan’s kind of communi- 
cation, that of telling members 
| about policies and management, is 
but one of sevéral brands in which 
NADA deals, 

x a ca 
EGAL communication is han- 
dled by NADA Counsel Stephen 
S. Simmerman, a Virginia-born at- 
torney who has spent most of his 
life around Wash- 
ington, NADA 
grabbed him right 
out of law school. 

Since he stood 
third in his class, 
Steve wasn’t 
forced to hunt a 

job, He stayed 
home and an- 
swered the offers. 
NADA was lucky 
enough to land 
him and the deal- 
ers are lucky that NADA has hung 
onto him. 

Steve supervises the publication 
of Laws, a series of special re- 
leases which so far have covered 
tax problems, the federal wage and 
hour law, and federal labor legis- 
lation. His two assistants help pre- 
pare the basic information, 

Before a Laws release goes to 
the printer, Steve and his as- 
sistants “hold court” in his of- 
fice, They argue every phrase, 
every implication. Afterwards, 
Steve takes the release to an ap- 
propriate federal agency or an 
acknowledged expert for review. 
Then and only then is a copy of 
Laws published and mailed to 








8S. S. Simmerman 


At the moment, Steve is buried 
in a new tax series for dealers. He 
hopes to cover every single tax 
problem faced by franchised deal- 
ers. 

“I know that a dealer should 
have local advice on taxation prob- 
lems,” Steve explained. “I advise it. 
But the dealer should know some- 
thing about taxation himself. 

“Otherwise, he will run into dif- 
ficulties someday, And expert legal 
counsel isn’t always available to 
a dealer.. Even where it is, it 
doesn’t hurt to have a second 
check.” 

+ 3% * 

NOTHER new series is on the 
| legal aspects of labor relations. 

“When a union starts organizing 
a dealership,” said Simmerman, 
“there are certain things a dealer 
can do and there are other things 
he cannot do, It is important that 
every dealer know his rights and 
where he can get help and essen- 
tial information.” 

Steve also keeps lines out to of- 
ficials who administer federal 
laws. 

“This gives NADA a chance to 
get a sound interpretation which 
will be applied uniformly in every 
section. of the country,” he told 


NEW YORK.—A further shake- 
up of Renault, Inc., operations in 
the United States was revealed last 
week when the firm appointed a 
new general manager and took over 
another distributorship which pre- 
viously had been privately owned. 

Named general manager was 
Maurice Bosquet, a management 
associate of the parent company, 
Renault of France, who has also 
served as president of Renault, 
Inc., since last January. The ap- 
pointment takes effect Sept. 1. 

He replaces Robert E. Valode, 
who had served as vice-president 
and general manager of Renault, 
Inc., for the past three years. 

Valode, who returned to France 
in June for a vacation, will hence- 
forth supervise all Latin American 
operations for Renault of France. 

Bosquet has been with Renault 
since 1954. An authority in the field 
of international trade, he served 








me. “It also gives us a chance to 
acquaint officials with facts and 
dealer viewpoints.” 

NADA’s counsel also spends time 
analyzing dealer problems for na- 
tional implications, For example, 
Steve is an expert today on the fi- 
nancial problems a dealer can en- 
counter with a used-car warranty 
program, 

* * 
= no NADA attorney can serve 
as counsel for an individual 
dealer. That’s where the line is 
drawn. 

“However, we can, 
stances, give 
dealers and their 
counsel inforMa- 
tion that we have 
accumulated over 
the years,” Sim- 
merman explain- 
ed. 
A third line of 
communication to 
members is main- 
tained by Clark 
Moody, who pub- , 
lishes NADA’s all- Clark Moody 
important profit-and-loss figures 
for dealers. 

Moody came to NADA in 1950, 
after 36 years in the retail auto- 
mobile business. For a long time, 
he was general manager and part 
owner of Philadelphia Nash Co. 
Later, he was a business manage- 
ment specialist for Ford. 

During World War II, he head- 
ed the OPA section which set au- 
tomotive service prices, and after 
the war, he was general manager 
of a Washington Ford dealership. 
He came loaded with experience 
to organize NADA’s Business 
Management Department, 

“I have worked with many deal- 
ers,” recalled Moody, “but I have 
never seen any two who operated 
in exactly the same way. It’s too 
bad, but the qualities that make a 
good manager are never distribut- 
ed equally. A line can be the hot- 
test in the trade, but some dealefs 
will contrive to lose money on/ft. 
At the same time, other dealers 
will squeeze a good profit out of 
the coldest lines on the market, 
under the worst of conditions.” 

* * * 
OODY believes that good man- 
agement is largely a matter of 
attitude, 

Every three months, under 
Moody’s direction, NADA issues 
its profit and loss statements. 
One covers the overall averages 
for the whole industry, by size of 
dealership, Additional bulletins 
are issued to dealers handling 
each line. Space is provided for 
each dealer to insert- his own 
profit (or loss) figures. 

“A dealer can tell right away 
whether he is out of line with the 
national average,” explained 
Moody. “Our profit-and-loss bulle- 
tins are a score sheet for the retail 
industry.” 

(Next week, part four of this 
series on NADA will take a look 
at the year’s work which finally 
bursts into the three-day NADA 
convention, as well as the eso- 
teric specialties of PR and re- 
search.) 


in most in- 





How They Fared... 





Commercial Car Registrations 


By Makes 


First Half, 1960 vs. 1959 


First 


Make 1960 


Chevrolet 


Studebaker 
Diamond T 


Miscellaneous** 


167,787 
137,146 


20,364 
470,252 


Percent Percent 
Share of Points 
’59 Market Changes 


35.68 — 1.66 
29.16 + .15 
10.49 +1.31 
748 + .88 
5.89 —141 
2.74 
1.65 
151 
-68 
2 
12 
4.33 


First 
Half, 
1959 


Percent 
Share of 
60 Market 


34.02 
29.91 
11.80 
8.36 
4.48 
2.96 
1.63 
1.22 
49 
29 
12 
4.72 


49,340 
35,183 
27,679 
12,875 
7,753 
7,121 
3,176 
1,275 
553 


100.00 100.00 


*—White includes Autocar, Freightliner, Reo and Sterling. 


**.Miscellaneous includes imports, 
Herrington, Peterbilt, etc. 


* * * 


Corbitt, 


Diveo, FWD, Kenworth, Marmon- 
—Compiled from R. L. Polk & Co. data. 





Sales Near 500,000 in Half... 


Trucks at 9-Year Peak 


Te truck industry had its best 
first half in nine years this year, 
recording 491,453 registrations of 
new units, figures from R. L. Polk 
& Co. show. 

The total was 4.51 percent above 
the 470,252 new trucks seld in the 
first half of last year. It was the 
highest first-half total since 1951, 
when 515,975 trucks were sold in 
the first six months. 

Six truck lines increased their 
market penetration and unit sales 
in the first half over the showing 
in the like period of last year. The 
six, their unit sales, percent of 
market and percentage-point gains 
in penetration were: 

Ford, 146,992 units sold, 29.91 per- 
cent of the market, up 0.75 points; 
International, 57,998 units, 11.80 
percent, up 1.31 points; GMC, 41,101 
units, 8.36 percent, up 0.88 points; 
Willys, 14,529 units, 2.96 percent, up 
0.22 points; Diamond T, 1,423. units, 
0.29 percent, up 0.02 points, and 
miscellaneous, 23,209 units, 4.72 per- 
cent, up 0.39 points. 

* * * 


ROCKWAY increased its units 

sales to 609 but saw its pene- 
tration remain the same at 0.12 per- 
cent. 

White’s unit sales increased to 
7,994 but its penetration fell by 0.02 
points to 1.63 percent of the mar- 
ket. 

Four producers lost ground both 
in unit sales and penetration. The 
four and their totals were: 


Chevrolet, 167,213 units sold, 
34.02 percent of the market, down 
1.66 percentage points; Dodge, 
22,015 units, 4.48 percent, down 
1.41 points; Mack, 5,983 units, 1.22 
percent, down 0.29 points, and 
Studebaker, 2,387 units, 0.49 per- 
cent, down 0.19 points. 

Truck sales in June showed little 
of the bounce that was noted ear- 


six years as an economist with the| “streamlining” of United States dis- 


Organization for European Eco- 
nomic Cooperation before joining 
the auto firm. Prior to World War 
II, he was a French banker. 

Valode, a 25-year veteran of Re- 
nault and formerly assistant export 
manager, in his new duties will 
supervise Renault assembly plants 
in Mexico, Argentina and Brazil. 
The plants in Argentina and Brazil 
are joint projects of Renault and 
Willys Motors, Inc. 

In the distribution shakeup, 
Northwest, Inc., Seattle, which 
has served dealers in Washing- 
ton, Oregon, Idaho, Montana and 
Alaska, is being replaced by Re- 
nault Western Corp., a newly 
formed subsidiary of Renault, 
Inc, 


Two weeks ago, Renault cut out 


tribution. 

It acquired and closed down Auto 
Imports, Ltd., in Hempstead, N. Y., 
and purchased Delta Imports, Inc., 
New Orleans, to help make way for 
a new Renault-owned distribution 





R. T. Dil J. Quesenberry 
center in Kansas City—Renault of 
America, Ince. 

Renault now has distribution op- 


two other privately owned distribu-| erations in 11 U.S. cities. 


torships in what it termed a 


Renault last week appointed 








lier in the first half of 1960. The 
month’s sales totalled 85,535, off 8.48 
percent from the 93,460 registra- 
tions in May and down 1.78 percent 
from the 87,082 sales in June of 


last year. 
* * 


ALES in six truck lines in June 
topped the showing in the like 
month of 1959 and sales of the other 
six ran behind the year earlier 
total. The registrations of all lines 
in June of this year and last were: 


June, June, 

1960 1959 

Chevrolet. ................ 29,513 30,813 
Be Unc Lisitacaracvudectartt 24,799 25,929 
International .......... 10,145 9,933 
MIE Sch Sis doitessessvsesscbies 7,728 5,911 
Bs <ccieeicsdcsdeoesosecis 3,449 5,065 
EE ys sitcaicansicicotevecssts 2,545 2,308 
ID: 5 baSsddGiceccnenssesseass 1,348 1,489 
cya, <siceciene 991 1,276 
Studebaker ............ 650 553 
Diamend T .............. 246 235 
Brockway ................ 99 101 
Miscellaneous ........ 3,986 3,475 
III Soiixeisecesesessceed 85,535 87,082 


California was in its usual spot 
as the top truck-buying state in 
June with Texas, as usual, in sec- 


ond place. 
* * * 


TS top 10 states in registrations 
in June and their totals for 
June of this year and last were: 


June, June, 

1960 1959 
1. California ............ 9,081 9,822 
Tis II icsavsonicetetaced 7,201 7,926 
3. New York ............ 4,864 4,146 
4. Pennsylvania ...... 3,902 3,777 
IE cos cokevesecexanal 3,479 3,656 
See 3,348 3,272 
7. Michigan .............. 3,080 3,878 
Ty BID, aaisscicisssscciee 2,919 2,661 
BD. TROBE one cscecivcicecisct 2,563 2,770 
10. New Jersey .......... 2,319 2,285 


June registrations topped those 
of the like 1959 month in 26 states 
and the District of Columbia while 
24 states reported declines. 


Renault Gets New Chief, Revises Field Setup 


Richard T. Dill as general manager 
of the Kansas City operation, 
which covers 12 states. Until the 
Kansas City facilities are ready, he 
will headquarter at the Renault 
office in Denver, Denver, along 
with New Orleans, will be replaced 
as a distribution point by Kansas 
City. 

James Quesenberry was named 
general manager of Seattle opera- 
tions. 


Dill will be succeeded as man- 
ager of the Renault Eastern re- 
gional office by John W. Arent, 
formerly assistant to Jack Kent, 
general sales manager. 
Quesenberry formerly was West- 

ern regional manager for Renault, 
Inc., with headquarters in Burlin- 
game, Calif. He is succeeded in that 
post by John Lesinski, formerly 
South and Central West regional 
manager with headquarters in 
Dallas. 








LOWER PRICE WITH BENDIX | A POWER BRAKES 


Vacuum is the most popular power brake type by a big been sold is that they save money. They cost less to buy... 
margin—and, among vacuum power brakes, Bendix Hydro- less to maintain. Any way you look at it, whether you 
vac is specified more often than all other makes combined. build, buy, sell, or operate trucks, you’ll find it pays to 
One big reason why over 5% million Hydrovac units have specify Bendix Hydrovac—the best in power braking. 





—Hydrovac furnishes maximum de- l_.OAOS —Hydrovac weighs considerably less, per- 
pendability—with built-in safety standby of manual braking mitting up to several hundred pounds more payload—and 
in case of power failure. thus adding to profit. 


More Bendix Hydrovac vacuum power brakes are in use than all other makes 


Bendix tivis0s South Bend, inv. HR 
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AUTOMOTIVE AUTOMOTIVE NEWS PLATFORM 

1 1. Fair and equitable contracts between manufacturers and dealers in 
motor vehicles, parts and accessories; 

{ 2. Every dollar of auto excise, gasoline and oil taxes, collected by states 
and U. S. governments, applied to building and maintenance of highways; 
§ 3. Guard the precepts of individual freedom, which made the U, S. A. 
great and gave its citizens more of the better things of life than anywhere 
NEWS else in the world. 


Fate of the Individual Dealer 
In This Day of Bigness? 


oo dealers wonder why AUTOMOTIVE NEws, an inde- 
pendent publication, gives so much attention to the Na- 
tional Automobile Dealers Assn. One dealer in particular has 
embarked on a running battle on the subject. Everytime he 
sees dealers taking united action, he fires another shot our 
way. 


And, in one sense, he finds in us a kindred soul. We ad- 
mire those who are not content to run with the herd; who 
stand up, at risk of life and limb, to shout their opinions 
though the whole world be on the other side. 


Thoreau’s penetrating statement, “there is but little virtue 
in the actions of masses of men,” sets to vibrating within 
us a harmonious (or a rebel) chord. 


In this day when the trend is to bigness—big govern- 
ment, big business, big labor and so on, we tend to overlook 
at times the rights of the individual, we forget that the 
United States is unique in that our Constitution was not 
whole until the founding fathers added the Bill of Rights, 
designed to safeguard the rights of the individual. 


Yet, at the same time, dealers cannot be unmindful of 
the value of organization. We feel sure that the individual 
dealer would be a great deal more impotent and oppressed 
than he is were it not for the fact that dealers united are 
strong, and that dealers united seek to preserve the welfare 
of the individual dealer. 


Doubtless there are times when the united body of dealers 
loses sight of the individual dealer, but this is something to 
guard against, rather than a reason for rejecting organiza- 
tion. 


zareno 
zamxre 











Coming 
Events 


% Enrror’s Nore: To facilitate 
recognition, new items in this 
column will be starred and will 
appear in boldface type the first 
time they are used. 


Dealer Conventions 


Avg. 14-17—Automobile Dealers Assn, of 

est Virginia, Greenbrier Hotel, White 
Sulphur Springs. 

Aug. 21-23—Colorado Automobile Dealers 
Assn., Harvest House, Boulder, 

Aug. 28-29—Wyoming Automobile Dealers 
Assn., Cody,” ” re 

Sept. 11-13—New Hampshire Automobile 
Dealers Assn., Farragut House, Rye 
Beach, N, H. 

Sept. 12-13—Minnesota Automobile Deal- 
ers Assn., Leamington Hotel, Minne- 


apolis, 

Sept. 13-14—Federation of Automobile 
Dealers of Canada, Toronto. 

Sept. 16-18— Maine Automobile Dealers 
Assn., Samoset Hotel, Rockland, 

Sept. 18-19—Kentucky Automobile Dealers 
Assn., Sheraton Hotel, Louisville. 

Sept. 18-20—New York State Automobile 
ealers, The Concord, Kiamesha Lake, 


N. Y. 
Sept. 19-20—Wisconsin Automotive Trades 
Assn., Hotel Schroeder, Milwaukee, 
. 30-Oct. | — Montana Automobile 
ealers Assn., Rainbow Hotel, Great 


s. 

Oct, 15-17—Texas Independent Automo- 
bile Dealers Assn., Sheraton-Dallas 
Hotel, Dallas. 

Oct. 23-25—Automotive Trade Assn. of Vir- 
ginia, Hotel Roanoke, Roanoke. 

Oct, 23-25—New Jersey Automotive Trade 
Assn., Chalfonte-Haddon Hall, Atlantic 


City. 

Oct. 28-Nov, 2—Florida Automobile Deal- 
ers Assn., Cruise to Montego Bay and 
Port-au-Prince. 

Nov. 6-7—Oklahoma Automobile Dealers 
Assn., Skirvin Hotel, Oklahoma City. 








Automotive Cartoon 


Of the Week 





Nov. 15—Connecticut Automotive Trades "Send a note protesting the release of '61 model 
Assn., Hotel Statler-Hilton, Hartford. 
%& Dec. 5—Utah Automobile Dealers Assn., details and leak out another secret.” 


Newhouse Hotel, Salt Lake City. 

Jan. 15-19—National Independent Auto- 
mobile Dealers Assn., Eden Roc Hotel, 
Miami. 

Jan. 28-Feb. | — National Automobile 
Dealers Assn., San Francisco, 

March 13-14—Louisiana Automobile Deal- 
ers Assn., Roosevelt Hotel, New Or- 


leans. 

May 14-16—|daho Automobile Dealers 
Assn., Idaho Falls. 

May 21-23— Oregon Automobile Dealers 
Assn., Eugene Hotel, Eugene. 


Letterbox 








. - r used if you so request 
Auto Shows 
Sept. 23-Oct, |\—Commercial Motor Show, ° 
arl's Court, London. Previews 
Oct. 6-16—Paris Automobile, Bicycle, Mo- What’s the matter with you guys? 


torcycle and Sports International Ex- 
position, Grand Palais. Paris. Don’t you know what’s going on? 


op. er Cetins i Show, Texas State | We see pictures and stories on the 
‘airgrounds, Dallas, 1961 models all over the place, but 
Oct. 14-16—E Motor Show, D : 

Collesum, Beaver, ror show, Menver |not in AUTOMOTIVE News.—New 
or nonene Automobile Show, | YoRKER. 

obo Hall, Detroit. Eprror’s Note: AUTOMOTIVE 

Oct. 19-23 — Autorama, Industrial Arts ” ; ; 

Bidg., Exposition Park, West Springfield, News serves @ trade which is 

Mass. struggling to sell a record stock- 
Oct. 19-23—International Foreign and pile of 1960 model cars. Breaking 


Sports Car Show, Commonwealth Ar- : 
Rory, Boston. e release dates on ’61 models, in our 


Oct. i9-29— International Motor Show, | opinion, would be a poor way to 


Earl's Court, London, ade 

Nov. 5-12—Philadelphia Auto Show, Grand | S@7Ve Our readers. 
Exhibition Hall, Trade and Convention = 
Center, Philadelphia. Protect the Minority 


Nov. 5-13— World Car Show, Roosevelt 
Raceway, Westbu N.Y In “On the House” of July 18, 


a tes mA 
Nov. 9-12—Denver Kute Show, Coliseum, you comment upon a vote of “Chi- 


Denver. , 
Nov. 12-19—Pittsburgh Auto Show, National | Cago’s dealers” concerning “a state 


Guard Armory, Pittsburgh. : law banning Sunday sales.” I be- 
Noy. 23-27—Portland Auto Show, Memorial | lieve further investigation would 
ae. eens, Sve. disclose that the facts are some- 


Nov. 25-Dec. 3—Indianapolis Auto Show. 
Indiana State Fairgrounds, Indianapolis. | what at variance with the report 


Jan. 14-21—Syracuse Auto Show, Syracuse you may have used as a basis for 
Jan, Memorial, Syracuse. nice |your observation 
an. -—Birmingham Auto Show, Munic- : : 
ipal Auditorium, Birmingham, Ala. All Chicago’s automobile dealers 
on, — an nn gate mow, Wer were not “polled.” 
emorial Exhibit Hall, Rochester, N. Y. tion goes much 
Feb. 3-8—International Foreign & Sports But the ques 
Car Show, Dinner Key Auditorium, | deeper. Do we agree that the ma- 
Miami. ; _ |jority has now the moral right to 
Feb. 18-26—53rd Chicago Auto Show, Chi- compel, through resort to force, a 


59-8 ere en a minority dealer to close his busi- 
ness on Sunday or any other day 

General or hours? 
Seat. oe, ee remmien Englncaring Does it make any moral differ- 
Sept. 6-16, 1360—Machine. ool Exposition, | ence whether the minority is one 
nternational Amphitheatre, Chicago. percent or 49 percent of the total 


Sept. 12-15—National Truck Leasing Sys- | number? Does it make any differ- 


tem, Sheraton Towers Hotel, Chicago. 
Oct. 10-12— Automotive Parts Rebuilders |@Mce whether the force is applied 
Assn., annual convention, Conrad Hil- | by “goon squads” or state troopers? 


ton Hotel, Chicago, Businessmen must determine to 
Oct. 19-22— Automotive Wholesalers of resist the temptation to employ 


Texas, Rice Hotel Convention and Booth 
Conference, Rice Hotel, Houston, government bureaucrats to use the 


The Big Stories 


34 Years Ago—1926 
Cracked gasoline, now comprising about 30 percent of the total 
production of gasoline in the United States, will in the near future 
comprise the largest proportion of motor fuel, research engineers 


predicted. 
20 Years Ago—1940 
Within the U. S., there are resources of petroleum, oil shales, coal 
and other bituminous materials ample to provide gasoline at the pres- 
ent rate of consumption for 2,000 years. 


10 Years Ago—1950 
The top 10 cars in registrations for the first six months of 1950 
were Chevrolet, 668,123; Ford, 574,871; Buick, 250,613; Pontiac, 209,551; 
Oldsmobile, 172,269; Plymouth, 158,460; Mercury, 156,964; Studebaker, 
146,678; Dodge, 94,180, and Nash, 89,599. 





‘Poor Way to Serve... . 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
Address Editor, Automotive News, Detroit 7, Mich. 
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power of government against fel- 
low men in order to force compli- 
ance with the wishes of a pressure 
group whether it be a majority or 
a minority. 

Don’t you agree?—Epwarp J. 
STEPHANI, president, Nickey Chev- 
rolet, Chicago. 

cs 


* * 


Campers 


The publicity given to campers 
in the July 4 issue is a great boost 
to the camper industry and I am 
sure the comments of various auto- 
mobile agencies are quite interest- 
ing. 

In reading this article we find 
no mention of the Roll-A-Long, 
Sterling Trailer Coach Co., whose 
pictures are so prominently display- 
ed. We see mention of several other 
makes of campers, namely the Love 
Bird and Hiway Cruiser and won- 
der why no mention was made of 
our make, 

We would like to call your at- 
tention to an oversight on the part 
of William Carroll, West Coast 
editor, in that the Sportster is not 
a camper but a house car, our 
Challenger is a camper that slides 
into the pick-up box of a light pick- 
up. 

The Sportster is mounted directly 
on the frame of the truck cab and 
chassis, This permits a seven-foot 
wide floor whereas a camper has 
a four-foot wide floor. Bolting the 
Sportster body to the chassis in- 
stead of the side of the pick-up box 
enables Roll-A-Long to concentrate 
the weight between the rear of the 
cab and center of the axle offering 
a lower center of gravity, elimi- 
nates top-heaviness, sway and 
weaving the most objectional fea- 
tures to the slide-in camper. — 
Harry E, Weissserc, Sterling Trail- 
er Coach Co., El Monte, Calif. 

- + + 


Birdseed 


Epriror’s Note: At the bottom of 
a clipping of a photo in the July 
25 Automotive News showing al- 
falfa harvested alongside the 
Ford Central Office Building was 
this note: 

Is this to feed the Falcons and 
Thunderbirds ?—Denver Reaper. 


* - * 
A Voice from the Past 
Below is a copy of a letter sent 
to you June 16, 1957. Thought it 


would be interesting for AUToMoTivE 
(Continued on Page 55, Col, 1) 





up to 60% saving's— 
plus Kager-Beaver service! 


1 1 Here are some samples of the new, low, nationwide rates which spell out impressive 
on au tomobile, trailer, and savings for the shipper and receiver of automobile, lie; del truck parts! They 


apply to shipments moving to any and all continental U. S. destinations. No extra 


e 
tru ek parts shipp ed charge for pick-up and delivery within authorized limits. The savings shown are for 
100 pounds or more, but even if your shipment is smaller—as low as 30 pounds— 
n ‘ you will also realize savings. You get all this plus the many other advantages of 
Vil a R allway Express Eager-Beaver service! To learn the savings on your specific shipments, contact your 
local Railway Express Representative. 
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AUTOMOTIVE WASHINGTON 


Classic Cars Are Fun; 


New Ones a Problem 


By William Ullman 
Washington Bureau Chief 
ye some people around Washington have been sing- 
ing hymns of praise to yesterday’s automobiles, others 
in the area are worrying and fretting over the problems 


caused by today’s models. 
L ployes to the suburbs would 
Evidently the past can be a seen bialer twatlie pabdian, ee 


he eer Suldligetce of yalier- Decentralization would create the 

year are mem- need for “an expensive local street 
bers of the Ches-| 8¥stem” in the suburbs, and there 
apeake Bay/|is no indication that the suburbs 
Region of the| Could afford to pay for them. Sev- 
Classic Car Club eral such areas already are hard- 
of America. At a| Pressed to pay for their schools 

: and other services. 


recent meeting of 

the Club in near-| Some have suggested that if of- 

by Annapolis, fice buildings were in the suburbs, 

Md., one hearty| people would buy homes close to 

member laughed] their jobs. But experience in other 

in triumph as his| cities indicates that Americans do 
not usually behave as planners ex- 


_— 1927 Mercedes 
William Uliman started with a| pect them to. In Los Angeles, with 


roar on the first try. Another ex- 
hibited a gleaming Duesenberg J 
with Darrin coachwork which once 
belonged to Greta Garbo. 

Over the noise of the engines, Dr. 
Edwin C. Ruth, Washington, the 
club’s secretary, explained that a 
“classic car” is one built between 
1925 and 1942, with design and 
workmanship of high quality. An 
old mass-produced flivver may be 
an “antique,” but it can’t be a 
“classic.” 

“A classic car has to be almost 
hand or bench-made,” Ruth ex- 
plained. 

Classic cars are not an inexpen- 
sive hobby. One couple, with a 
partially restored Horch, admitted 
that they would spend another 
$1,200 to get it in the shape they 
wanted. 

They had already spent a good 
deal on a Pierce-Arrow, but it was 
worth it, they said. 

“It looked like something out of 
‘The Untouchables,’” boasted the 
husband. 


+” * 
Then the Present 


UT while the fanciers of the 

Alfas, the Bugattis, and the 
Rolls were trying to recapture the 
’20s, Washington planners were 
thinking of Fords, Chevrolets and 
Plymouths and wondering what to 
do about the ’60s. 

They have just about given up 
on the private automobile, and 
they are convinced now that some 
manner of rapid transit system 
will be necessary to carry Fed- 
eral workers back and forth be- 
tween suburbs and offices. 

A Mass Transportation Survey 
here proposes a half-billion-dollar 
network of freeways, trains and 
subways. Electric railways, utiliz- 
ing lightweight stainless steel] cars, 
would operate over 33 miles of 
track, half of it underground. New 
stations would be built near the 
major Federal office buildings, like 
Agriculture and Commerce. 

The new National Capital Trans- 
portation Agency here, which still 
has no staff or money, is charged 
with finding answers to the District 
of Columbia’s commutation prob- 
lem. 

The agency is getting plenty of 
advice, but few people are suggest- 
ing that a way be found to let the 
private automobile continue to do 
the job. At rush hour, Washington 
streets are handling all the traffic 
that they can bear—and then some. 
Even a light rain at five o’clock 
spells an hour’s delay in getting 
home for thousands of suburban- 
ites. 






































* 


+ * * 


Matter of Planning? 


NE does hear that the conges- 

tion is not the fault of the pri- 
vate automobile. It is the fault of 
the city’s planners, who permitted 
the Capitol, and the Justice, Agri- 
culture, Commerce, and Labor De- 
partments to be built in a concen- 
trated area only 15 blocks long. The 
answer to congestion, say these 
critics, is to decentralize the Gov- 
ernment, and to build office units in 
the suburbs. 

But Robert A. Keith, traffic 
planning engineer for the Na- 
tional Capital Planning Commis- 
sion, warns that dispersal of em- 





its sprawling metropolitan area, 
most workers live where they 
please, without regard to the loca- 
tion of their jobs. The mess there 
has forced L. A. to announce plans 
for a rapid transit system of its 
own. 

We know a young man who 
landed a new job this summer in 
the Washington suburb of Silver 
Spring, Md. His office ig in the 
heart of a large residential com- 
munity. But when he bought a 
home a few weeks later, he chose 
one in Virginia—a good 40 miles 
from his job. 

It’s no wonder the traffic plan- 
ners tear their hair. 

* * * 


New Smog Study 


As AUGUST 24 approaches, the 
date set for public hearings in 
Washington on control of air pol- 
lution from automotive exhaust 
fumes, nearby Montgomery County, 
Md., in which Silver Spring is lo- 
cated, has directed its county at- 
torney to study the possibility of 
requiring a “blowby” device on all 
new cars sold in the county. 

A big share of the Washington 
area’s dealers are concentrated in 
Montgomery County today, in- 
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cluding some of the largest vol- 
ume retailers. 


The county directive left the 
question open as to which type of 
antismog device might be required, 
but the device that destroys “blow- 
by,” or fumes emitted from the 
crankcase, is the most inexpensive 
developed so far. 

Washingtonians will get an op- 
portunity to comment on a similar 
proposal for the District of Colum- 
bia at the hearing next week. Local 
engineers agree that such a re- 
quirement would prove ineffective 
unless suburbs in Maryland and 
Virginia follow suit, since half of 
Washington’s traffic comes from 
adjoining areas. 

* * 


More Jobs Seen 


C= in employment across the 
Nation from now until Election 
Day will be “widespread but mod- 
est,” according to a Department 
of Labor survey of 149 major labor 
markets. 

The survey pointed to “mod- 
erate” employment increases in 
most auto centers when produc- 
tion of 1961 models gets under 
way. It also noted that steel pay- 
rolls would recover “to some ex- 
tent from their midsummer lows, 
partly as a result of renewed 


~~ DELCO-REMY 
IGNITION PARTS 
TO RESTORE 





demand from the automobile in- 
dustry.” 

Clouding the picture were reports 
from major aircraft centers, which 
foresaw a continuation of the long- 
term decline in aircraft employ- 
ment. 

* * cd 


Inventions Available 


ORE than 130 inventions are 

described in the August issue 
of the Products List Circular, pub- 
lished by the Small Business Ad- 
ministration. 

Among the automotive inven- 
tions described this month are a 
windshield cleaning system; a 
burglary-proof lock for auto 
steering wheels; a childproof auto 
door handle; a substitute for tire 
chains and snow tires, and an 
auto hat rack. 


Also described is an electric auto 
buffer which plugs into the dash- 
board cigar lighter. It works on 
both 6 and 12-volt systems and 
an accelerator depressor eliminates 
battery drain. A prototype is avail- 
able, with complete data on manu- 
facturing costs and sales research 
information. In addition, the patent 
covers any electrical device requir- 
ing substantial power used in con- 
junction with automobiles. 









NEW-CAR 


PERFORMANCE, 
SPEED SERVICE, 


~INCREASE 





PROFITS! 
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The Man Behind the Wheel .. . 





Sales Testing the Peugeot Wagon 


Eprror’s Note: This is one of a 
series of articles designed to ex- 
plore the selling features of im- 
ported cars. 

od * * 

By Maynard M. Gordon 

News Editor 
OLLIDING smack with the fast- 
growing fleet of compact sta- 
tion wagons is the ’60 Peugeot 403 
entry, a four-door two-seater which 
emphasizes storage space like new 
homes pitch for closets and cab- 

inets. 

On the American market less 
than a year, the Peugeot wagon 
has begun to attract attention from 
the suburban set as one that can 
hold six passengers if it needs to, 
sleep two if the motels are filled 
up or fold all but the driver’s seat 
away for maximum storage. 

With its rear space flattened 
out, the wagon has 87 cubic feet 
of load space to match its 1,000- 
pound carrying capacity, claims 
Peugeot. The right front seat 





may be removed to handle lengths 
up to 9% feet between the fire- 
wall and the rear door, suggest- 
ing the wagon as the ideal vehicle 
to haul short flagpoles, skis or 
long two-by-fours, 

A weekend trip of toting bas- 
sinets and playpens, unable to be 
accommodated in trunks or rear 
seats of larger sedans, proved Peu- 
geot’s point. 

* * * 


Lighter Springing 

ess strictly as a passenger- 
carrier, the Peugeot wagon ap- 

proaches the comfort and ride-abil- 


Brake Shoe Catalog 


A revised, 1960 edition of its 
Brake Shoe Catalog has been re- 
leased by National Brake Block 
Co., 37-17 57th St., Woodside 77, 
N. Y. Copies of the catalog are 
available upon request to the com- 
pany. 











ity long heralded for the 403 four- 
door sedan, Lighter springing has 
been added to the wagon for in- 
creased comfort, and rear-quarter 
squeaks appeared to be less numer- 
ous than those encountered on 
other compact wagons of European 
or American make. 

The Peugeot wagon employs leaf 
rear springs. Its 114%-inch wheel- 
base is 9% inches longer than the 
sedan, thus allowing the French 
manufacturer to provide squared 
rear doors for easier side loading 
and better weight distribution. 


An unusual wagon feature is 
a swinging rear door. Addition of 
a third seat aft probably would 
enhance the wagon’s appeal to 
large families, although the sales 
value of “room in the rear” might 
be diminished. The rear door has 
a large window and can be open- 
ed only from the outside, 

Moreover, the wagon has six- 
built-in sockets on the roof which 
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‘Five-Door' Station Wagon— 


“Five square doors” are provided by the 11414-inch-wheelbase of the Peugeot 
403 station wagon. Overall length of the wagon is 15 feet 1% inches. Whitewall tires 
and roof socket fittings for an accessory luggage rack are standard equipment. Lock- 
heed type hydraulic brakes have two actuating cylinders per wheel and rear brakes 


have free-floating shoes. 
eo es. oe 


* * * 


permit attachment of a luggage| more relaxed for six-footers than 


rack for even more hauling. 


Despite its 65-inch height, the 
Peugeot wagon’s front seating was 


Here’s opportunity for you! A national trade magazine* 
survey shows that 84% of the cars on the road today 
need some kind of ignition work. Just take a quick look 
under the distributor caps of your customers’ cars, and 
when you spot trouble, suggest a complete tune-up— 
replace worn ignition components with Delco-Remy parts. 


Why Delco-Remy? Because they are the quality ignition 
service parts for all popular American cars and light 
trucks. They’re ready to install, and make ignition sys- 
tems perform like new. And new packages make these 
Delco-Remy parts easier to stock, identify and sell. 


DELCO-REMY DISTRIBUTOR CAPS are 
designed and built of highly dielectric, shock 
and heat resistant materials, and feature voltage- 


saving internal ribs. 


DELCO-REMY CONTACT SETS are factory- 
adjusted and aligned for quick, easy installation. 


Heat-sealed, moisture-proof 


packages protect 


contact sets against dirt and oxidation. 


DELCO-REMY ROTORS combine maximum 
strength with minimum weight and superior 


balance to assure smooth 
or turnpike speeds. 


rotation at slow 


DELCO-REMY CONDENSERS assure cor- 
rect electrical capacity and resist voltage break- 
down. Hermetic seal keeps out harmful moisture, 


oil, and vapors. 


Delco-Remy electrical parts are available at car or truck 
dealers, or through the United Motors System. 


*MOTOR—June, 1959 


Delco-Remy 


electrical systems 


FROM THE HIGHWAY TO THE STARS 


DELCO-REMY ¢ DIVISION OF GENERAL MOTORS ¢ ANDERSON, INDIANA 





other compacts. Pedals were not 
crowded, and the column-mounted 
four-speed transmission proved 
easy to operate after an initial 
tendency to shift from first to over- 
drive-fourth was overcome. 


* + * 
Comfort Items Added 

NTRODUCTORY resistance to 

spartan wagon appointments 
has been met by Peugeot with the 
standardization of front-seat arm- 
rests, right sunvisor, under-dash 
trim pad and the sedan-type seats, 
which are individually adjustable. 
Bothersome omissions include rear- 
seat ashtrays and coat hanger 
hooks. 

Peugeot’s four-cylinder, over- 
square engine should wear in the 
tradition of the near-permanence 
claimed for its from France. Its 65 
brake horsepower allows a top 
speed of 85 miles per hour with- 
out strain. The overdrive feature 
boosted gasoline economy to 23 
miles a gallon on crowded Detroit 
expressways—no mean feat when 
some competitive products are con- 
sidered. 

The factory suggests that Peu- 
geot salesmen speak of 28 to 30 
miles per gallon as standard per- 
formance for tow n-and-country 
motoring. Almost 100 percent use 
of overdrive probably would re- 
ward a slow-getaway driver with 
these results. 

A salesman is best advised to 

(Continued on Page 64, Col, 1) 
” ” * 


Car Tested: 
PEUGEOT 
WAGON 


Price: $2,490. 

Engine: Cylinders, four; com- 
pression ratio, 7.5:1; brake 
horsepower, 65 at 4,750 revolu- 
tions per minute; semi-hemi- 
spherical combustion chambers; 
overhead valves operated by 
rocker arms and push rods; 
hard cast iron block with wet 
liners. 

Dimensions: Overall length, 

181% inches; overall width, 66 
inches; wheelbase, 114% inches; 
overall height (loaded), 65 
inches. 
* Suspension: Nine-leaf semi- 
elliptical front spring, two rear 
longitudinal leaf springs, four 
hydraulic shock absorbers, 

Transmission and drive: Four 
forward gears, with direct drive 
in third and overdrive in fourth. 
All gears, with exception of re- 
verse are synchronized. Rear 
axle underslung, using worm 
and wheel principle. 

Brakes: Lockheed-type hy- 
draulic, with two direct engage- 
ment shoes and two actuating 
cylinders per wheel. Rear brakes 
have free-floating shoes, con- 
trolled by a sway actuating cyl- 
inder. Master cylinder controls 
stoplight pressure switch. 

Accessories: Leatheret interi- 
or, whitewall tires, padded dash- 
board, trip mileage indicator, 
electric clock, windshield wash- 
ers, front armrests, two sun- 
visors, reclining seats, electric 
windshield wipers, heater and 
defroster, roof luggage rack 
sockets. 
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Exclusive Color W Check 


lets you assure customers 


NEW DUPONT Tela 





unless serious cooling system 





TRAGEMAREK 


NEVER NEEDS DRAINING 


failure turns it from red to yellow! 


“Never Drain” plus “‘Color Check” gives 
you the most powerful selling combina- 
tion in cooling system history! 

No motorist wants to see his anti- 
freeze and his money go down the drain. 
And with Du Pont’s patented Color 
Check, you can give your customers 
visible assurance that Du Pont ‘“Telar” 
never has to be drained from a properly 
operating cooling system! ‘“Telar’’ is the 
first and only anti-freeze and summer 
coolant that can be safely left in year 
after year! 


RUST-PROOFS ALL METALS WITH 
CHEMICAL ARMOR 


“Telar” has an all-new rust inhibitor 
that completely rust-proofs all cooling 
system metals, including aluminum, with 
a Chemical Armor. But if some serious 
mechanical cooling system failure ever 
should cause acids to contaminate the 
solution of ‘“Telar”’, Color Check tells 
you so by changing the solution’s color 
from red to yellow. Your customer is 
warned in time to have the solution 
drained and discarded and the cooling 





system repaired before costly damage 
results. In Du Pont’s five years of car 
tests, ““Telar’”’ rarely turned yellow. 


THE ULTIMATE IN PROTECTION 
AND SALES POTENTIAL 


Furthermore, ‘“Telar’’ gives year- 
round protection never before offered! 
In addition to preventing freezing in 
winter, ‘““Telar”’ is also asummer coolant. 

Great consumer demand for ‘““Telar”’ 
will be created by a record advertising 
expenditure in all areas—all backed by 
the power of the Du Pont name! And 
because of the importance of proper pre- 
installation service, ““Telar’’ will be sold 
only through servicing dealers. Best of 
all, every sale of ‘“Telar’’ builds profita- 
ble repeat business. Because, for your 
customer to continue to get the bene- 
fit of Color Check, only ‘‘Telar’’ can 
be added to “‘Telar’’. 








Be sure to get this unusual demonstration kit 
from your distributor. It lets you show your 


customers how Color Check works. 





This unique tag shows your customer his cool- 
ing system is protected with the ultimate anti- 
freeze and summer coolant— Du Pont “‘Telar’’. 


YOU MAKE $1.65 ON EVERY GALLON 


—and only servicing dealers sell it! 


ev anti-freeze and summer coolant 


Made by the makers of ZEREX® and ZERONE” 


REG. U. 5. PAT. OFF. 
BETTER THINGS FOR BETTER LIVING 
«+» THROUGH CHEMISTRY 
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Sales Conditions in Various Areas .. . 





Auto Market Reports 

































Los Angeles 

A total of 20,169 new cars were 
registered in Los Angeles County in 
June, compared with 20,999 in May 
and 24,294 in April, according to 
Donnelley’s Motor Recorder of 
California. 

As compared with May, domestic 
cars took a larger share of the 
market in June; imports had a 
smaller share in June. 

By makes, registrations were: 
Chevrolet, 3,115 (including 61 Cor- 
vettes); Ford, 2,707 (including 731 
Thunderbirds); Falcon, 2,207; Cor- 
vair, 1,542; Rambler, 1,324; Dodge, 
1,084 (including 991 Darts); Val- 
iant, 961; Pontiac, 830; Comet, 743; 
Oldsmobile, 731; Cadillac, 615, and 
Plymouth, 589, 

Buick, 527; 
Mercury, 389; 


Volkswagen, 516; 
Studebaker, 258; 
Renault, 233; Chrysler, 198; Aus- 
tin-Healey, 151; Fiat, 130; MG, 
114; Hillman, 98; Triumph, 93; 
Volvo, 85; Peugeot, 74; Simca, 73; 
Metropolitan, 70; Sunbeam, 68; 
Lincoln, 66; Opel, 62; Mercedes- 
Benz, 59, and DeSoto, 46. 

English Ford, 46; Morris, 41; Im- 
perial, 37; Austin, 35; Jaguar, 28; 
Citroen, 25; Borgward, 20; NSU, 18; 
Porsche, 17; Vauxhall, i7; DKW, 
13; Singer, 13; Taunus, 13; Alfa- 
Romeo, 9; BMW, 9; Lloyd, 7; Dat- 
sun, 6; Toyopet, 6; Lancia, 5; Go- 
liath, 4; Panhard, 4; Rolls-Royce, 
4; Skoda, 4; Auto Union, 3; Daim- 
ler, 3; Humber, 3; Rover, 3; Wart- 
burg, 3, and miscellaneous, 15, 

New-truck registrations totalled 
2,887 in June, compared with 
3,216 a month earlier and 3,468 
in April. 

By makes, the June count was: 
Chevrolet, 1,132; Ford, 1,022; GMC, 
236; International, 194; Dodge, 82; 
Volkswagen, 47; White, 46; Willys, 
30; Studebaker, 14; Diamond a> we 
English Ford, 10; Kenworth, 9; 
Peterbilt, 9; FWD, 8; Renault, 7; 
Autocar, 6; Mack, 3; Morris, 3; Reo, 
2; Divco, 1, and miscellaneous, 16. 

—WILLIAM CARROLL 
+ + oe 


Providence 

A total of 1,846 new cars were 
registered in Providence in June, 
compared with 1,781 a month ear- 
lier. 

By makes, registrations were: 
Chevrolet, 457; Ford, 438; Plymouth, 
165; Rambler, 164; Dodge, 92; Pon- 
tiac, 68; Oldsmobile, 65; Cadillac, 
61; Buick, 36; Volkswagen, 35; Stu- 
debaker, 34; Comet, 26; Mercury, 
25; Chrysler, 20; Renault, 17; Hill- 
man, 12; Lincoln, 7; DeSoto, 6; Im- 
perial, 4; Willys, 3, and miscellane- 
ous, 111. 

New-truck registrations, mean- 
while, declined from 120 in May to 
105 in June, By makes, registrations 
were: Ford, 42; Chevrolet, 26; In- 
ternational, 15; Dodge, 6; Mack, 4; 
Volkswagen, 4; Studebaker, 2; 
Divco, 1; Willys, 1, and miscellane- 
ous, 3. 

—Tuomas L, Forbes 
+ * ” 


Milwaukee 

A record 4,808 new cars were sold 
in Milwaukee County in June, com- 
pared with 4,821 in May (also a 
record for that month.) 

The first-half totals were 25,004 
this year and 21,949 last year. 

June sales by makes were: Chev- 
rolet, 1,057; Ford, 632; Rambler, 
594; Dodge, 402; Pontiac, 294; Fal- 
con, 267; Oldsmobile, 263; Buick, 
204; Comet, 135; Mercury, 107; 
Plymouth, 96; Valiant, 93; Stude- 
baker, 87; Cadillac, 84; Corvair, 63; 
Chrysler, 44; Lincoln, 15; DeSoto, 
11; Willys, 8; Imperial, 7, and mis- 
cellaneous, 245, 

—BgnNn OLLMAN 
+. * 


Fort Worth 


June new-car registrations in the 
Fort Worth area numbered 1,485, 
compared with 1,722 in May. 

Chevrolet continued its com- 
manding lead, with 559, and Falcon 
came within 16 units of upsetting 
standard Ford to take over second 
place. Falcon registered, 112; stand- 
ard Ford, 128. 

Other registratiens were: Pon- 
tiac, 105; Oldsmobile, 81; Ram- 
bler, 74; Dodge, 73; Buick, 68; 
Valiant, 47; Corvair, 45; Plym- 
outh, 40; Cadillac, 31; Renault, 30; 
Volkswagen, 16; Chrysler, 10; 


MG, 8; Studebaker, 8; Triumph, 
8; Morris, 6; Opel, 6; Jaguar, 4; 
Austin, 3; DeSoto, 3; Hillman, 3; 
Sunbeam, 3; Volvo, 3; Austin- 
Healey, 2; Imperial, 2, and mis- 
cellaneous, 7, 

New-truck registrations were: 
Chevrolet, 131; Ford, 52; Interna- 
tional, 27; GMC, 11; Willys, 7; 
Volkswagen, 5; Divco, 2; Mack, 2; 
Diamond T, 1; Kenworth, 1; Mor- 
ris, 1, and Studebaker, 1 

—Rvusy FENOGLIO 
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Baltimore 


New-car sales in Baltimore to- 
talled 2,676 in June, compared with 
2,618 in May. The first-half total 
was 14,821, 


By makes, registrations were: 
Chevrolet, 762; Ford, 473; Dodge, 
272; Plymouth, 202; Rambler, 187; 
Pontiac, 132; Buick, 111; Oldsmo- 
bile, 105; Comet, 64; Chrysler, 59; 
Cadillac, 57; Studebaker, 36; Mer- 


cury, 30; Volkswagen, 24; Renault, 
23; Volvo, 13, and English Ford, 12. 
DeSoto, 11; Hillman, 10; Im- 
perial, 9; MG, 9; Austin, 8; Fiat, 
8; Mercedes-Benz, 7; Lincoln, 6; 
Triumph, 6; Opel, 5; Simca, 5; 
Sunbeam, 5; Morris, 4; Peugeot, 
3; Porsche, 3; Saab, 3; Vauxhall, 
3, and miscellaneous, 9. 
New-truck registrations amount- 


*’!|ed to 332 in June, compared with 


312 the previous month. The first- 
half count was 1,292. 

By makes, June registrations 
were: Chevrolet, 119; International, 
69; Ford, 60; GMC, 40; Dodge, 11; 
White, 7; Brockway, 4; Mack, 3; 
Willys, 3; Reo, 1, and miscellane- 
ous, 15, 

—Karte Savace 
* ok * 


Sioux City, Ia. 

July sales of new cars declined 
in Woodbury County, Ia. (Sioux 
City) from both June, 1960, and 
July, 1959 levels. Last month’s re- 
tail totalled 308 new cars, compared 


to 373 in June and 333 in July last 
year. 

Chevrolet-Corvair led July regis- 
trations with 94 units, followed by: 
Ford-Falcon, 68; Dodge, 24; Pon- 
tiac, 19; Buick, 14; Rambler, 13; 
Valiant, 13; Oldsmobile, 11; Comet, 
8; Plymouth, 8; Renault, 8; Stude- 
baker, 7; Cadillac, 4; Mercury, 4; 
Volkswagen, 4; Chrysler, 3; Mer- 
cedes-Benz, 2; "Imperial, is Willys, 
1; Austin, 1, and Opel, 1. 

Forty-one new trucks were regis- 
tered in July, compared to 49 the 
month before and 55 in the same 
1959 month, July sales were: Chev- 
rolet, 20; Ford, 9; International, 8, 
and GMC, 4. 


* ok * 


Peoria, Ill. 


Sales in the Greater Peoria mar- 
ket during June slipped slightly 
from the two previous record 
months, but Rambler and Dodge 
picked up enough to solidify year- 
to-date rankings. 

A total of 1,168 units was 
moved in the two-county mar- 
ket, compared to 1,253 and 1,226 
in the two earlier months. Year- 
to-date sales total was 6,616. 

The market was plagued with 
industrial plant layoffs during the 
vacation month of July and sales 
were expected to show a continued 








drop when those figures become 
available, 

Sales for June, followed by year- 
to-date, were: 

Chevrolet, 270 and 1,629; Ford, 
158 and 976; Rambler, 108 and 552; 
Pontiac, 86 and 449; Dodge (into 
top five for first time), 81 and 368. 

Oldsmobile, 65 and 313; Falcon, 
58 and 402 (keeping fifth year- 
to-date); Mercury, 44 and 244; 
Comet, 43 and 170; Buick, 39 and 
283. 

Plymouth, 32 and 226; Valiant, 
31 and 143; Studebaker, 26 and 138; 
Corvair, 23 and 159; Cadillac, 21 
and 118; Chrysler, 16 and 69; De- 
Soto, 7 and 36; Lincoln-Continental, 
5 and 34, and Imperial, 1 and 18. 
All imports combined moved 54 
units for eighth place overall. 

—GeENE Bootu 


Heavy-Duty Truck Deals 


Listed in Ford Directory 

DEARBORN.—Ford Division has 
published a 30-page directory list- 
ing all Ford heavy-duty truck deal- 
ers throughout the nation. 

The directory also lists the ad- 
dress and telephone number of each 
of Ford Division’s 36 district sales 
offices. It is available through all 
Ford heavy-duty truck dealers, ac- 
cording to D. F. Ball, manager of 
heavy-duty truck sales. 
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40,300 automobile buyers in 1960* 


This is a conservative estimate. Year in and year out, sales 





records of the Indianapolis Auto Trade Association prove that 
many more automobiles are actually sold during the year than 


people are able to predict in January ... 
to 84% more. Impulse buying cannot be forecast . . . 


anywhere from 33% 


but you 


can influence potential automobile-buyers through The Star 
and The News. 


*1960 Consumer Analysis 


Sources: Sales Manager Survey of Buying Power, May 1960, 


1960 Consumer Analysis, latest Audit Bureau of Circulation Certified Report. 
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TURNINGS ... 


Converting Car Engines 


A Marine Sp 


ecialty | 


By Joseph M. Callahan 


Engineering Editor 


_A 


motor for a boat to escape 


PLEASANT project to contemplate these summer days 
would be the conversion of a car engine toran inboard 
up some cool river. 


The conversion in one ————— 


or another of an automotive, 
truck or industrial engine for ma- 
rine use not only is possible, but 
also it is practi- 
cally the only 
way boat engines 
are built. 

Each year ma- 
rine engine man- 
ufacturers buy 
about 25,000 of 
the several mil- 
lion engines pro- 
duced by the au- 
tomotive or in- 
dustrial engine 
makers, convert 














them in varying degrees and sell 
them as “marine” engines. 

In addition. several thousand ma- 
rine engines are produced annually 
by individuals who use marine con- 
version kits to convert their stock 
Chevrolet, Pontiac, Ford, Buick, 
Cadillac or Studebaker engines. 

* * * 


Occupy Boat Niche 


A — some marine engine 
experts oppose the use of these 
marine engine kits as being too 
costly, inefficient or unsafe, do-it- 
yourself engine conversions are an 
important and apparently lasting 


part of the booming boat business. 


The conversion kits range from 
$95 to $500 and more, depending on 
the extent of conversion desired 
and the engine to be converted. 

An un-converted automobile en- 
gine would not be suitable for a 
boat because of the completely 
different environment and per- 
formance req 

From the performance stand- 
point, the main difference is that 
the marine engine works about six 
times harder than the vehicular 
engine. There is a constant drag 
by the water on the boat’s hull and 
the screw, while a car develops a 
good deal of momentum which per- 
mits it to coast on its numerous 
roller bearings. 

In addition, a marine engine lit- 
erally “climbs up a hill” all the 
time. Normally a bpat’s engine is 
inclined five to 15 degrees in the 
front, but when the boat’s bow 
comes out of the water.as the speed 
increases, the engine might cruise 
at an angle of 18 to 20 degrees to 
the horizontal, and it. could be as 
great as 25 degrees. 

* oe 


Runs Wide Open 


URTHERMORE, a marine en- 
gine is much more likely to 
run at full-throttle for long periods 


INDIANAPOLIS 
IS RACING AHEAD! 


IN POPULATION... 





Chevy's Floater— 


A halftone shows a 283-cubic-inch Chev- 
rolet V-8 engine with the components 
(dark, shaded area) required to convert 
it to a marine engine. This is a Star 
Marine Engine Works conversion kit. 

oe 


of time. An indication of how much 
performance is demanded from one 
of these engines is that a 400-cubic- 
inch engine (such as Buick offers, 
for instance) will consume 22 to 24 
gallons of fuel an hour at full 
throttle, 

The different environment of the 
nautical engine is due to the fact 
that it runs in a damp atmosphere 








In 10 years time, metropolitan Indianapolis 
population has increased 23.8%, to an all- 
time high of 689,100. As the nucleus of a high- 


IN INCOME... 


The $6,962 annual effective buying income 
per family in metropolitan Indianapolis is 
9% above the national average. Income is 
high because employment is steady. This is 


IN AUTOMOBILE 


Annual Automotive Store Sales in metropoli- 
tan Indianapolis alone total more than 158 
Million dollars, a 42.6% increase from 1948 
to 1958 according to the latest Census of 
Business Retail-Trade. In fact, Automotive 
Store Sales in metropolitan Indianapolis are 
31.1% above the national average. 

Hoosiers are automobile-minded. Enthu- 
siasm for the international 500-Mile Race 
classic, proving ground for the industry, is 
fantastic! 

And, practically every family owns an 


. oe uel 
SON er Bien | cue provides J and TY 


income, 45-county trading area serving over 
two million people, Indianapolis offers you 
tremendous automobile sales potentials. 


only part of the Indianapolis income story. 
You are actually in a 4 Billion dollar, central 
Indiana market, unsurpassed in diversifica- 
tion and balance of industry and agriculture. 


SALES... 


automobile; nearly one-third of the families 
have two or more automobiles. 

You’Lt SELL MorE AUTOMOBILES IN ONE 
oF AMERICA’s RICHEST MARKETs through 
The Star and The News, Indiana’s two 
largest newspapers. Keeping pace with the 
market growth, they offer you saturation 
coverage, unmatched by any other media! 
Advertising gets 52.8% family coverage of 
the 45-county trading area, reaches a total 
of 372,819 families every week-day, 328,022 
families through The Star on Sundays. 


— 
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and, more importantly, it functions 
in a fairly enclosed area, without 
a normal fan to cool the engine and 
continually to purge the engine 
compartment of engine fumes. 

The absence of a normal fan, 
plus the enclosure, creates a dan- 
ger for boaters—the possibility of 
heavier than-air gas fumes ac- 
cumulating in the bilges or 





the fumes are ignited from any of 
a dozen of potential sources. 

Although a Chrysler Corp. ma- 
rine engineer recommends that 
anyone converting a car engine 
“should keep the block and throw 
away the rest of it,” here are some 
of the principal changes that should 
be made in the order of their im- 
portance: 

1. Install jacketed, water-cooled 
exhaust manifolds to cool the ex- 
haust, which gets extremely hot be- 
cause the engine is running at 
nearly full load so much of the 
time. The Goast Guard has regu- 
lations on this manifold, High tem- 
peratures around the engine would 
cause vapor lock, poor carburetion 
and loss of power. 

* Ba * 


Need Water Pumps 


Two. Install positive-action water 

pumps, which don’t lose their 
prime and continually force water 
through the engine. Such pumps 
are not needed in a car because 
the radiator keeps a reservoir of 
water above t'e engine and the 
weight of the water continually 
forces it into the engine. 

3. Install a crankcase oil cooler. 
The stagnant air around the en- 
gine takes little of the heat from 
the engine or the oil coursing 
through it. Several different oil- 
cooling methods are employed, in- 
cluding external and internal cool- 
ers. 

Engineers say a marine en- 
gine’s temperature should be 
thermostatically controlled at the 
rather low temperature of 140 to 

160 degrees because the engine 
gets so little external cooling. 

If the temperature is higher, ter- 
rific expansion and contraction 
problems develop. If it’s lower than 
140 degrees, sludging develops. In 
contrast, a car engine runs well at 
180 degrees, with 200 degrees some- 
times being permissible. 

4. Install a flame arrester, This 
device, also required by the Coast 
Guard, is a bronze baffle plate that 
covers the throat of the carburetor 
and prevents a backfire from 
reaching back into the engine com- 
partment and igniting any stagnant 
gas fumes present. Said one engi- 
neer, “Those gas fumes hang on 
the bilges like a ton of bricks.” 

* * + 


Extra Blowers Used 


N ADDITION, many boats have 
one or more blowers in the en- 
gine compartments which are run 
for a few minutes before the en- 
gine starts to clear the compart- 
ment of fumes. Very often, boat ig- 
nition systems energize these 
blowers, switching over to the igni- 
tion only after the bilges are’ clear- 
ed 


A very important part of any 
marine conversion is the transmis- 
sion, Power can be taken from ei- 
ther end of the engine, but gener- 
ally it’s taken from the front end 
because (1) the inclined engine 
would have too low a silhouet if the 
flywheel were at the rear, (2) this 
permits the propeller to run clock- 
wise and (3) the flywheel in front 
does a good job of counterbalancing 
the engine. 

Most marine engineers say the 
typical motor boat propeller 
should not run faster than 2,500 
to 3,000 revolutions per minute, 


est tO ae ne at thus necessitating a reduction 
a ar™. gear of about 1.6 to 1. The alter- 
‘ ff iy native would be a much smaller 
Per. propeller that would make the 
Me | ere & trantee OS boat considerably more difficult 
aren Kert Ot  whe won ent WOR coaxed to handle. 
ciayiors Ee naam st | write SY iarusia | Racing hydroplanes are probably 
~\s to ® yours the only boats not requiring reduc- 
the, greet to get nto at per event 1 tion gears. Heavy-duty clutches are 
puddy wat SAE cgginle 10 | hand * i eotony generally required on boats, also. 


The Coast Guard has regulations 
that aim to make marine engine 
electrical systems waterproof, fire- 
proof and explosion-proof. Genera- 
tors and starters are often com- 
pletely enclosed so that sparks 
cannot reach the bilges. 

* * 
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The Indianapolis Star 


Morning & Sunday 


YOURE IN...IN INDIANA WITH THe Indianapolis News 


Special Components 
NSIDE the well-converted marine 
engine is likely to be an entirely 
(Continued on Page 20, Col, 5) 
KELLY-SMITH COMPANY NATIONAL REPRESENTATIVES 
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Working hard... 


for somebody else? 


It takes an unusual kind of man to give up a secure, well- 
paying, top management job in an established dealership 
to go into business for himself. It takes a man with initi- 
ative and self-confidence and the determination to achieve 
a position of stature and responsibility by his own 
personal efforts. 


To that special kind of man, we would like to make a 
special kind of offer. 


The almost unprecedented success of the low-priced 
Dodge Dart has made it apparent that to capitalize on the 
full market potential available, new Dodge Dealers must 
be obtained as soon as possible. This has created a number 
of unusual opportunities for the experienced general 
manager or sales manager who has the desire as well as 
the experience to run his own deal. 


Currently, choice openings are available that offer a good 
selection of dealership sizes and market locations. If you 
have considered moving out on your own, a number of 
finance plans are available that provide the capital you 
need. One of these plans—The Dodge Dealer Enterprise 
Program—provides 75% of the necessary capital. 


Hundreds of men in your position have used these plans 


In 1960, the big deal is 


to make the change from manager to owner. They have 
started building their own business, securing their own 
futures, and you can do the same. 


As a Dodge Dealer you will be working under the highly 
flexible Dodge Market-Programmed Sales Agreement. This 
unique sales agreement is designed to change with the 
market, to keep your product alignment matched to 
market conditions. 


The introduction of the Dodge Dart was just one step in a 
continuous program to expand the market potential of 
Dodge and its dealers. A new line of Dodge Lancer com- 
pacts also is scheduled to be introduced this fall. 


There are many considerations to be resolved before 
making a decision as important as this. We don’t expect 
you to become a Dodge Dealer on the basis of what we’ve 
said here. We do hope you'll give it serious thought. We 
frankly hope you'll be interested enough to want addi- 
tional information. If you are, a confidential inquiry will 
bring prompt and satisfying results. Just write— 


John B. Naughton, General Sales Manager 
Dodge Division, 7900 Jos. Campau 
Detroit 11, Michigan 


DGE 





DODGE DART « LUXURIOUS '60 DODGE « DODGE TRUCKS 


Canadian inquiries should be directed to: A. L. Hancox, Director of Sales, Chrysler Corporation of Canada, Limited, Windsor, Ontario 
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High ways & Safety... 
$2.8 Million Allotted 


For ’62 Road Work 


System of Interstate and Defense 

Highways, the full amount au- 

thorized for fiscal year 1962 by 

the Federal-Aid Highway Act of 

1958; and $693,750,000 for the Fed- 

eral-aid primary and secondary 

systems and their urban exten- 
sions (the so-called ABC pro- 
gram), authorized by the Federal- 

Aid Highway Act of 1960, which 

President Eisenhower signed into 

law July 14. 

The announcement of the 
amounts of funds available for the 
fiscal year 1962 provides almost a 
full year’s lead time to the States 
for adequate planning of their use 
of the money, and thus assures or- 
derly progress in the program, 
Mueller said. 

The Federal-aid highway pro- 
gram is under the direction of Fed- 
eral Highway Administrator Bert- 
ram D. Tallamy, who heads the 





Secretary of Commerce Frederick 
H. Mueller has apportioned $2,893,- 
750,000 of Federal aid to the states 
for the fiscal year 1962 to continue 
the expanded national highway pro- 
gram launched in 1956. 

The apportionments include 
$2,200,000,000 for the National 





Slavin Is Chicago Winner 


In Chevrolet Contest 


CHICAGO. — Phil Slavin, presi- 
dent, Keystone Chevrolet, 3100 W. 
Lawrence Ave., won a trip to Eu- 
rope in a Chevrolet dealers’ sales 
contest. 

Slavin’s dealership sold more 
1960 Chevrolets over its quota than 
any of the other dealers in the top 
three Chevrolet groups in Chicago. 
As a reward, he and his wife will 
be Chevrolet’s guests on a “Roman 
Holiday” at the end of August. 
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Bureau of Public Roads of the De- 
partment of Commerce. 

Federal aid for highways has 
been provided to the states con- 
tinuously since 1917. The acceler- 
ated highway program launched 
by the Federal-Aid Highway Act 
of 1956 and augmented by Acts 
of 1958 and 1959 has already 
made available to the states 
$14,150 million for the fiscal years 
1957-61 (including $875 million 
authorized for the fiscal year 
1957 by the Federal-Aid Highway 
Act of 1954). 

The new apportionment of $2.2 
billion for the Interstate System 
is the full amount authorized for 
fiscal year 1962 by the 1958 Act. 
The system was established in 1944, 
but provisions for its accelerated 
construction did not come until 
1956. 


Settlement Board 


Urged for Suits 


Edward Cirlin, president of the 
Kings County Insurance Brokers 
Assn., Inc., Brooklyn, called on the 
major insurance companies to set 
up an arbitration board of medical 
experts to expedite settlement in 
automobile accident cases. 

Cirlin said that the establishment 


PU Ht 


GMAC 


» | GENERAL MOTORS ACCEPTANCE CORPORATION 


TIME PAYMENT 


Winning MORE TIME BUSINESS comes from better Time 
Sales Management. GMAC plans and programs can 
help General Motors Dealers achieve this goal. Ask 
your GMAC representative for complete information. 


Available to Dealers in CHEVROLET « PONTIAC » OLDSMOBILE * BUICK + CADILLAC new cars and used cars of all makes 
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losses would be substantially re- 
duced, and the insurance buying 
public would benefit by their claims 
being paid promptly. 

He said the board of medical 
experts should have the power “to 
promptly offer to pay or to settle 
a claim based on what the known 
degree of disability was.” 

* * + 
. o. 
Wis. Satisfied 
e . * 
With Licensing 
. s 
Of Epileptics 

The successful experience of the 
Wisconsin State Motor Vehicle De- 
partment in handling driver li- 
censes for persons who are known 
to have had epileptic seizures is 
providing possible guideposts for 
the controlled licensing of other 
physically handicapped persons. 

The department reports that it is 
satisfied with the operations of a 
new medical review board that 
supervises the licensing of epilep- 
tics, and that it is considering the 
long-range possibility of extending 
the machinery to cover other dis- 
abled classifications. 

The review board was set up by 
law recently. It requires personal 
interviews with those applicants 
who have had seizures. 

Those who are certified as free 
of seizure for a period of two years 
or more are automatically licensed 
by the department after medical 
approval. Those who have been free 
of seizures for a shorter period are 
licensed if the medical review board 
recommends it, after a personal ap- 
pearance of the applicant. 

During the last 10 years 1,561 
epileptic victims have been reported 
to the department by their physi- 
cians or by themselves, About 888 
are now licensed to drive. The de- 
partment has found that under 
proper medication they do not pre- 
sent hazards to others. 


Public Relations Tips 














“Now, let’s see. With a grease 
job and a polish job, that comes 


3”? 


to. 





of such a board would be a major 
step in clearing up “the hodge- 
podged, confused auto insurance 
picture.” 

Not only would the insurance 
companies show their good faith by 
such a move, Cirlin said, but the 
plan would be workable and to 
the interest of the companies whose 


Safety Appeal 
Frequent Brake Checks 
Urged by Inventor 


“Driver alertness, good manners 
and good brakes can reduce the ap- 
palling increase in automobile acci- 
dents,” according to Thomas L. 
Gatke, inventor of the molded auto- 
motive brake lining which revolu- 
tionized the motor-car industry 
more than 35 years ago. 

“To compensate for his inatten- 
tiveness and bad manners on the 
road, many a driver calls upon his 
worn and neglected brakes to avert 
an accident and finds they are un- 
equal to the situation,” said the 
founder and president of Gatke 
Corp. in calling for frequent checks 
of car brakes by motorists. 

“Compulsory periodic auto in- 
spection is the rule in some states 
and there are many voluntary in- 
spection programs being carried on, 
but despite this fact, there are 
many thousands of drivers whose 
car brakes have never been exam- 
ined or who have in some way 
evaded needed brake replacement,” 
Gatke added. 

+ o 7 


New Map for Ohio 


The Ohio State Highway Depart- 
ment is preparing a completely new 
highway map, the first in 18 years. 





2 
Turnings 
(Continued from Page 17) 
new set of components, mostly in- 
stalled because of the hard work 
the engine does. 

Among these components are a 
hardened crankshaft, special 
camshaft and valves, tri-metal 
bearings, mechanical valve lifters 
(hydraulic lifters are no good in 
a potential sludging situation), 
pistons with 2 to 3 percent more 
tin, cadmipm-plated valve 
springs, roller chain drives and 
different heads, Special oil pans 
provide extra lubrication and 
minimum engine height. Air 
cleaners are not employed. 

Fuel systems are drastically 
changed. Side-draft carburetors are 
used to get lower engine silhouets. 

Fuel filters with triple capacity 
are generally used, and the gas 

tank fuel lines feed from the top 
of the tank, eliminating all siphon- 
ing effects. 

Then, if there is a leak in the fuel 
system, the fuel doesn’t leak into 
the engine area, Carburetors also 
are drip-proof. 
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FACTS ABOUT THE HULLABALOO 
IN THE ANTI-FREEZE FIELD... 


You have heard, of course, about all the “new” 
products announced this year. You’ve probably 
read the sensational claims made for some of 
them. All of a sudden there’s something that’s 
supposed to “eliminate” water and anti-freeze. 
And there’s something else you “never drain” 
(never, that is, unless etc.... etc....) 

Now let’s set the record straight! There has 
been no “breakthrough”...no earth shaking dis- 
coveries in the field of anti-freeze protection. All 
of the “new” products—whether called a “fluid” 
or a “coolant” or “anti-freeze”—are ethylene gly- 
col plus rust inhibitors. (All except one, that is, 
and that one is a packaged solution of glycol and 
inhibitor plus water.) Yes, they’re all ethylene 
glycol based products. 

And what’s new about this? Ethylene glycol 
was introduced to the anti-freeze market thirty- 
three years ago when “Prestone” brand anti- 
| freeze was first marketed. And ethylene glycol 
| is still the best anti-freeze base. 


And what about inhibitors...that very important part 
of the product that is not ETHYLENE GLYCOL? 


The answer to this one is easy. The best anti- 

freeze inhibitors, including the exclusive Mag- 

netic Film, are used in “Prestone” brand anti- 
| freeze. This was true last year and it’s true this 
| year! 


P.S. Let’s not forget that every Detroit auto- 
mobile maker states in his car owner’s manual 
that water and anti-rust should be used in the 
summer and a fresh filling of anti-freeze should 
be installed every fall. 





UNION “Prestone” and “Union Carbide” are registered trade-marks for products of 
LIS UNION CARBIDE CONSUMER PRODUCTS COMPANY : Division of Union Carbide Corporation - 270 Park Avenue, New York 17, N.Y. 
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Roundup from State Capitals... 
Legislation Affecting Auto Industry 


By Bethune Jones 
Legislative Correspondent 


AN OVERALL uptrend in the level of state taxes is being 
further extended this year, although slowed by influences 


of the forthcoming election and the fact that the legislatures 


of only 26 states met in either 
regular, budgetary, special or 
extended sessions. 

While there were a few signifi- 
cant instances of 
tax reductions, 
the general up- 
trend in state 
taxes that has 
been in progress 
more than a dec- 


steam again next 
year when elec- 
tion thoughts will 
be less pro- 
nounced and leg- 


Bethune Jones 
islatures will convene in regular 








Ries: 


Traveling thousands of air miles per year in their Beechcraft 





session in all but three states— 
Kentucky, Mississippi and Virginia. 

Included in the trend are numer- 
ous types of levies of direct and 
indirect concern to the automotive 
industry. Those not directly hitting 
the industry are nevertheless signif- 
icant in that they may serve as 
alternatives to less welcome taxes 
and also because of their bearing 
upon consumer spendable income. 

Current-year state legislative 
action in the tax field was fea- 
tured by the enactment in Ken- 
tucky of a new 3 percent retail 
sales and use tax, which went 
into effect July 1. 


several other revisions, including 

state income tax reduction, Overall 

effect of tax action in the state 

will be to raise an estimated $62 

million in additional annual reve- 

nue during the current biennium. 
om +. * 


os Michigan Legislature refer- 
red to the electorate in Novem- 
ber a proposed state constitutional 
amendment to permit an increase 
in the state sales tax from 3 to 4 
percent, to yield about $120 million 
in additional annual revenue. If this 
is rejected by the voters, pressure 
will be intensified for the enact- 
ment of a state personal income 
tax. 
New withholding systems for the 
collection of state persona] income 
taxes were enacted this year by the 
legislatures of Georgia and Louisi- 
ana. 

Other states using withholding 
systems for income tax collection, 


laws, are Albama, Arizona, Colo- 
rado, Delaware, Idaho, Kentucky, 
Maryland, Massachusetts, Mo n- 
tana, New York, North Carolina, 

nm, South Carolina, Utah and 
Vermont. Most of these laws were 
enacted in recent years. 

Rhode Island lawmakers this 
year enacted a package of state tax 
increases expected to yield $10 mil- 
lion in additional annual revenue. 
Included were boosts in the state 
gasoline tax from six to seven cents 
a gallon and from 5% to 6 percent 
in the effective rate of the business 
corporation levy. 

* a * 


Higher License Fees 


7 Rhode Island program also 
included higher passenger-car 
registration and driver’s license 
fees, inheritance tax rates, fees for 
miscellaneous licenses and services 
and the state bank excise tax. 
Through still another phase of 
the program, the state will collect 
the intangibles tax and return 40 
percent of the revenue to cities and 
towns. The state will keep the rest. 
The Rhode Island Legislature 
also made permanent a 3 percent 
retail state sales tax, heretofore 
imposed on a year-to-year basis. 
In addition to the Rhode Island 


The Kentucky solons also made! under terms of previously enacted | gasoline tax boost, such levies also 









Twin-Bonanza helps executives of Mail Advertising Corporation 
of America keep their mailing lists current. Here, President Jack 


Mail Advertising Corporation of America tells why... 


They Take The High Road To 
Supply You Better Mailing Lists 


~ ined 


R. Cole (wearing dark tie) and Vice-President Don McLeese 









arrive in a Midwestern city to check established neighborhoods 
for changes. In background is Company Pilot Maynard Week. 








How do you keep up with 40-million 
families? Jack R. Cole’s answer: 
A 200 mph Beechcraft Twin-Bonanza! 


The nation’s largest direct mail advertisers are regular cus- 
tomers of Mail Advertising Corporation of America—and it’s 
easy to see why. This well-known company maintains a mail- 
ing list of over 40-million U.S. and Canadian families on IBM 
cards! Punched for family selection by income, home owner- 
ship and family size, this extensive card file is kept current by 
proven and new methods: 

Telephone directories and other such sources help keep 
the list updated. “Family economic ratings” are double-checked 
with Census figures as soon as they are available. But Presi- 
dent Jack R. Cole (an advisor to the Census Bureau) goes a 
giant step farther. 

To keep in close personal touch with changing conditions, 
wherever they occur, M.A.C. makes use of a twin-engined com- 
pany airplane. Their 200 mph, all-weather, Beechcraft Twin- 
Bonanza makes it easy for the company to make on-the-scene 
studies of economic and social characteristics of new housing 
areas anywhere in the nation. Their Beechcraft Twin-Bonanza 
can take company executives non-stop to cities 1,000 miles 
away to uncover facts needed to supplement plant research data! 

On arrival, observing area development from the air 
through the large Panoramic windows of the plane gives the 
company an accurate picture of how and in what direction a 
city is growing... lets them take into consideration the effect 
the growth will have on established areas. 


During long flights, the company executives frequently 


work as they travel. Individual tables in the Beechcraft Twin- 
Bonanza make it easy for key men to study available informa- 
tion and arrive well-informed, ready to look for the facts they 
lack. 

Conferences are often held en route with no conversational 
difficulty, thanks to the Twin-Bonanza’s super soundproof de- 
sign which seals out noise and vibration. 

What’s more, President Cole uses the plane effectively to 
keep in close touch with his eleven branch offices and plants 
scattered across the U.S. and Canada. 


Making use of new ideas and modern equipment to keep 
mailing lists up-to-the-minute is a trademark of Mail Adver- 
tising Corporation of America. Customers will testify to the 
fact that these modern methods produce mailing lists that 
produce results! 

Like to know how you can put a Beechcraft to work mak- 
ing money for your business? Write, wire or phone Robert 
Graf, Inc. for full information on the complete line of 200 mph 
Beechcrafts that make up “The Air Fleet of American Busi- 
ness”, There’s no cost or obligation, of course. 


Robert Graf, Inc. 


Authorized Beechcraft Distributor 
(Serving N. and S$. Dakota, Nebraska and Western lowa) 
Municipal Airport © Box 1205 © Omaha, Nebraska 

Phone: JA 2810 





were raised in Alaska and Virginia, 
The Alaska rate went from five to 
seven cents a gallon, while the 
Virginia rate was increased from 
six to seven cents a gallon on auto- 
mobiles and from eight to nine 
cents on trucks. 
* * * 

— West Virginia Legislature 

enacted bills placing an addi- 
tional 5 percent markup in state 
liquor stores, to raise $1,750,000 in 
additional annual revenue, and ex- 
tending a 3 percent insurance pre- 
mium tax, yielding $1 million. 

A bill wag enacted in Vermont 
to impose a 2 percent tax, up to 
a maximum of $150, on the differ- 
ence between the price of a new 
vehicle and the value of one traded 
in on the purchase. 

uisiana lawmakers extended 
for another four years a 2.3-cent 
gas severance tax yielding more 
than $50 million a year. 

Among instances of tax reduction, 
a bill enacted in Hawaii cut per- 
sonal income taxes by more than 
$4 million annually and will also 
Save business and industry more 
than $3 million a year through 
lower taxes on gross revenues in 
agriculture, manufacturing and 
wholesaling. 

The Mississippi Legislature en- 
acted a measure providing for 
gradual reduction of the state in- 
come tax in a manner that during 
the next six years will cost the 
state a revenue loss estimated at 
$25,350,000 on the basis of present 
tax receipts. Advocates hope, how- 
ever, that this revenue loss will be 
offset by an influx of new industries 
and resultant manufacturing em- 
ployment gain. 

+ * as 


N. Y. Enacts Relief 


— income tax law changes 
made in New York, featured by 
revisions to bring the state statute 
into conformity with federal law, 
give taxpayers some $21 million in 
relief. Gov. Nelson Rockefeller has 
promised to recommend further 
state income tax relief approximat- 
ing $90 million next year. 

Among other developments in 
state capitals, motor vehicle inspec- 
tion and equipment laws have been 
attracting recent attention in a 
number of states. 

The Louisiana Legislature, be- 
fore concluding its 1960 session, 
passed a bill providing for estab- 
lishment of a new statewide mo- 
tor vehicle inspection program, A 
similar measure was enacted ear- 
lier by the Mississippi Legisla- 
ture. 

New York State Motor Vehicle 
Commissioner William S. Hults has 
advocated broadening of that 
state’s compulsory motor vehicle in- 
spection law, which now limits 
inspections to carg four or more 
years old. Hults said it should be 
made applicable to all cars regard- 
less of age. 

Indiana State Senator Eugene 
Bainbridge has announced plans to 
seek the enactment next year of a 
law requiring safety inspection of 
all used cars before they could be 
sold. 

Recommendations recently su b- 
mitted to Gov. James Blair of Mis- 
souri by his traffic safety commit- 
tee include a proposal for further 
consideration of the possibility of 
enacting a new state law to require 
periodic motor vehicle mechanical 


inspections. 
+ * oe 


Minn. Interest Up 

NACTMENT of a Minnesota law 

providing for compulsory peri- 
odic inspection of motor vehicles at 
state-licensed private garages and 
service stations was advocated by 
State Safety Director Harry Sieben 
at a hearing conducted by the State 
Legislative Interim Commission on 
Highways, Despite the fact that 
such a bill was rejected by Minne- 
sota lawmakers last year, Sieben 
said there is now “a growing inter- 
est and demand for periodic in- 
spections.” 

In the field of equipment regula- 
tion, the possibility that owners of 
700,000 motor vehicles in the Wash- 
ington (D.C.), area may be re- 
quired to install an inexpensive 
anti-smog device arose when a 
study of the feasibility of such a 
move was authorized by the Metro- 
politan Area Traffic Council, with 
no target date mentioned, 

Meanwhile, the council voted to 
ask Govs. J. Millard Tawes of 
Maryland and J. Lindsay Almond 
of Virginia to back suggested leg- 
islation to make the device man- 

(Continued on Page 23, Col, 1) 
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California at that time of the 
law’s passage were that such de- 
vices on lower priced carg would 
cost $50 or $60. 

The Iowa State Safety Depart- 
ment recently took under consider- 
ation proposals for a legal sound 
S limit for cars. State Highway 
ped with the devices, except in| Patrol and safety education officials 
counties that rule they have no/| expressed favor for stricter laws 
smog problem. Two years after| against loud “Hollywood” or “glass- 
approval, all used commercial vehi-| P2ck” type car mufflers on cars 
cles must have the devices before|%tiven by some youths. 
they can be registered, again except ne 
in the exempt counties. N CONNECTICUT, a resolution 

A new mo ve urging the installation and use 
control cues ake aaa S —_ of seat belts was adopted by the 
California act to establish stand- | t#te Safety Commission. Its chair- 
ards for pollution-control devices |™2, Bernard J, Ackerman, named 
and issue certificates of approval | # special four-member committee 


after tests, Estimates cited in | *°_PTomote the use of such devices. 
The Connecticut resolution rec- 


ommended the use of seat belts 
manufactured in accordance with 
specifications of the Society of 


Legislative Roundup 





(Continued from Page 22) 


datory on new cars, starting with 
the 1962 models, registered in 
communities within their states 
near Washington. 

The council further approved 
steps to seek voluntary installation 
on all ’61 models that will be sold 
in the area. 

Proposed by District of Columbia 
Engineer Commissioner A, C. Well- 
ing, the steps were approved by the 
council’s executive committee. The 
council, a voluntary group of Wash- 
ington metropolitan area officials, is 
headed by Welling. 

The device favored by the council = 
enables the engine to destroy so- Nu-Era Plans to Move 
called “blowby” fumes normally To Massachusetts Plant 


, Automotive Enginee ledged 

vented Some the conan Sab, hoe NEW BEDFORD, Mass.—Nu-Era| the aaunietene ocenanatiink = a| L-M Names Fleming Dealer in Fort Worth— 
eyes hr aan nn aii to Corp., Rochester, Mich., will move| national drive designed to encour-| sam Fleming, a former Buick dealer, has been appointed Lincoln-Mercury dealer 
extiaien panies aa air pollawnan. - oe in eg The firm has a| age their use. in Fort Worth. There had been no L-M dealer in Fort Worth for about six months. 
ee buitt in the N on oH ator eo to be| Bills enacted by the 1960 South/ Fleming, serving his second term as president of the New Car Dealers Assn. of 
T WAS noted that if the anti- —_ e New Bedford Industrial | Carolina Legislature include a Greater Fort Worth, has been in the new-car business in Fort Worth since 1955. 
“plowby” device were to be in- measure to prohibit the sale of| Fleming also will handle Comet and English Ford. Shown at the grand opening are, 
stalled only on new vehicles it Nu-Era manufacturers light auto-| new-design headlights for cars un-| from left, Fleming; George Coats, L-M assistant general sales manager; Mayor Tom 
motive products, mufflers, exhaust| less approved by the chief state| McCann of Fort Worth; L. P. Cookingham, Fort Worth city manager, and D. E. Kuhn, 


would take about a decade to equip} _; nn ¢ 
all cars registered in the Washing- pipes and transmission parts, highway commissioner, L-M district sales manager. 


ton area. In raising the possibility 
of requiring installation on existing 
vehicles, Welling said the key ques- 
tion is one of availability. 

John M. Lambert, a representa- 
tive of AC Spark Plug Division, 
earlier said his company is pre- 
pared to supply its version of the 
device in almost unlimited quanti- 
ties starting at once. He put the 
cost of an individual installation at 
about $10. A spokesman for the 
Automobile Manufacturers Assn. 
said assembly-line installation 
would cost “probably under $10.” . 


WAC TTA 


Welling said the District of Co- 
lumbia would hold a public hear- 

ing Aug. 24 on proposed regula- 

tions to require ’62 and later car 

models to be equipped with the 
device. 

The proposed District regulations 
would also prohibit visible exhaust 
from warmed-up vehicles and for- 
bid motorists to idle the engines of 
parked or standing cars more than e 
three minutes. _ 

Merril PICK-UP PADS 
Calif. First to Act © one 360° 
7S California Legislature ear- i 

lier this year enacted a measure PADS ADRIST 10 

requiring the installation of smog- THREE HIGHS. 
control apparatus on all new auto- - 
mobiles sold in that state a year 
after two such devices have been 
found acceptable. 
The California measure further 
requires that all used cars one year 
after such approval must be equip- 


Motor Wheel Aide 
Sees Truck Firms 


In Merger Wave 


LANSING.—Merging of motor 
carriers to form giant companies is 
the only way the transportation in- 
dustry has to cut out the expensive 
duplication of operating costs, 
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Handles cays easier, faster, safer... 
makes service and repair work more profitable 


George J. Bleibtrey, director of 
traffic of Motor Wheel Corp., told 
members of the Lansing Motor 
Carriers Assn. 

In making his predictions as to 
the future of the industry, Bleib-| 
trey declared that mergers are in-| 
evitable, but that such moves will 
not be harmful to the users of 
transportation because there will 
still be vigorous competition among 
the railroads and the motor car- 
riers themselves and between these 
different means of moving mate- 
rials. 

“Mergers will go through more 
rapidly than heretofore and 10 
years from now there will be only 
giant railroads and giant motor 
carriers. We are living in the super- 
market era, and this is the way 
the transportation industry has to 
cut out the expensive duplicated 
costs of operating.” 

Bleibtrey predicted that in five 
years there will be 25 percent fewer 
companies which will maintain 
terminals or provide regular serv- 
ice, 





The Rotary Two-Plunger Frame Pick-Up 
Lift was designed for car dealers and 
service shops. Better than any other lift on 
the market, it has the flexibility required 
to lift the many car shapes, sizes and 
body styles now on the road. 

This ‘“‘octopus-like” reach and posi- 
tioning feature is important to faster, 
safer, better service and repair work. 

With plungers and runners placed side- 
by-side, wide open accessibility extends 
from bumper to bumper and all undercar 
parts requiring mechanical work are ex- 
posed to easy reach. Other features of 
this new lift include: 


e Width at jacks only 39”. ..compact 
and foreign cars can straddie lift easily 
e Heavy-duty 814” jacks permit greater 
off-center loading 

e Safe, maintenance-free Rotary Full-Hy- 
draulic operation 

© Rotary’s exclusive Hydra-Seal packing 
insures smooth, dependable jack action. 
e Exclusive cable-and-strut equalizing 
system ... keeps both runners level at all 
heights, whether moving or stopped. 

e Fool-proof manual safety locks pre- 
vent accidental lowering of lift 

e Two-position wheel spotting dish 

e Low-cost installation in any location 





LIGHTER, STRONGER ARMS 
PIVOT EASILY 

Instead of the usual heavy, solid stock, 
Rotary has developed a stressed steel arm 
with welded interior reinforcing bar. This 
type construction combines strength with 
the light weight necessary for easy posi- 
tioning. A super-smooth milled pivot end 
also insures ease of movement. Rounded 
contours prevent tire damage. 


MAIL COUPON FOR COMPLETE DATA 


Rotary Lift Company 

1186 Kentucky / Memphis 2, Tenn. 

Please send information on the Rotary Two-Plunger 
Frame Pick-Up Lift Model FP28H to: 


“These curtailments will be Maine 
brought about by mergers which oe 
are now being thought of, in the Company 
process of being negotiated, or 

Address 


waiting for the approva] of the 
Interstate Commerce Commission,” 
he said. 
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fraud that. entitles the purchaser 


tion, actual or implied, or conceal- 
ment of a matter of fact, material 
to transaction, made falsely; 
knowledge of falsity or statements 
made with such utter disregard and 
recklessness that knowledge is in- 
ferred; 








Lawsuits Affecting Dealers . . . 
Court Decisions 





tion; (4) reliance, with right to rely 
and (5) injury as consequence of 


ONSIDERABLE discussion has| reliance. 
arisen from time to time over For example, in v. Free- 
the legal question: Exactly what is| man, 160 N. E. (2d) 583, the testi- 


of an automobile 
to recover two 
damage awards, 
one for ordinary 
damages and the 
other for exemp- 
lary damages? 
A few weeks 
ago a higher 
court held that 
the elements of 
actionable fraud 
are (1) a false 
repregenta- 


to one Crabbe for $1,425. 

The speedometer in the Pontiac 
registered approximately 22,000 
miles at the time of sale, although 
the actual mileage was in excess 
of 50,000 miles. 

Freeman failed to inform Crabbe 


Chrysler’s Krass Heads 


AMA Ocean Rate Group 

DETROIT.—Leo W. Krass, gen- 
eral traffic manager, Chrysler Corp. 
International Operations, has been 
elected chairman of the Ocean 
Rate Committee of the Automobile 
Manufacturers Assn. 

Krass, who will serve a one-year 
term, succeeds T. J. Gilsenan, traf- 
(3) intent to mislead an-| fic director, General Motors Over- 
other into relying on representa-'seas Operations. 





L. T. Parker 


(2) 


\EAKW ROOt PISTON RINGS 


.- NEW 


NEW SLO-CHROME MEANS IMMEDIATE 
AND PERMANENT OIL CONTROL 


SLO-CHROME—exclusive 
with McQUAY-NORRIS—is a 
special, unhurried plating 
process whereby dense, fine - —_— 
grain chrome is carefully applied to assure immediate and 
permanent oil control. SLO-CHROME is more expensive to 
produce than other types of plating, yet costs you no more. 
SLO-CHROME is used on all steel rails, and on top chrome 
rings. 


SEVEN 
WIPING 
EDGES 


The famous Leak-Proof 
piston ring set (including the 
outstanding ‘‘400” oil ring) 
has seven (count 'em) wip- 
ing edges. No other ring set 
has so many wiping edges 
to save your customers gas 
and oil. 
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that the speedometer had been set 
back. After using the automobile 
for some time Crabbe learned that 
the automobile had been used by 
Freeman Automobile Co. in con- 
nection with its business and to 
provide personal transportation for 
the defendant and hig wife. Fur- 
ther the court found also that the 
speedometer mileage had been re- 
duced by a mechanic. 

* + * 


Silence Is Fraud 
RABBE sued Freeman Automo- 
bile Co. for heavy damages on 
the contention that Freeman Auto- 
mobile Co. had practiced fraud be- 
cause its representative had not 
informed him that the speedometer 

had been set back. 

In other words, Crabbe con- 
tended that Freeman Automobile 
Co.’s silence in this respect con- 
stituted fraud. 

The higher court agreed with this 
contention, and said: 

“Where a prospective customer 
looks at a speedometer reading, he 
is rightfully entitled to rely upon 
the reading and to believe the car 
has gone the number of miles 
shown by speedometer. One of the 
fundamental tenets of the Anglo- 
American law of fraud is that fraud 
may be committed by a suppression 
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misled by fraud, misrepresentation, 
deceit or imposition, and hence. he 
may recover damages from the 
seller and also rescind the contract, 
return the automobile and get back 
the full purchase price, plus inter- 
est. 








BEST DEAL_IN TOWN 
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* * * 


Ownership of Auto 


CCORDING to a new outstand- 
ing higher court decision, the 
lawful ownership of an automobile 
remains in the name of the person 
who holds the valid certificate of 
title, irrespective of complications. 

For illustration, in Zoloto v. 
Ohio Motors, 160 N. E. (2d) 318, 
the testimony showed facts, as 
follows: Ben Zoloto purchased an 
Oldsmobile from Peffly Motors, 
Elkhart, Ind., at an auction sale 
in Fort Wayne, Ind., for $2,150. 

At this time the application to 
transfer the title bore no name as 
the assignee, the purchaser thus be- 
coming the owner of a so-called 
“open” title to the automobile. 

The application was signed by 
C. A. Grady, one of the owners of 
the Peffly Motors, but the signature 
of C. A. Grady was not notarized. 

Thereafter, the automobile was 
taken to Chicago, where it was 
placed by Zoloto on a used-car lot. 
Zoloto arranged to sell the auto- 
mobile to Connersville Auto Sales, 
Inc., which gave Zoloto a check for 
$2,250. This check was dishonored 
by the bank. 

Nevertheless, Connersville Auto 
Sales sold and delivered possession 
of the automobile to Ohio Motors. 
Zoloto sued the latter to get pos- 
session of the automobile. 

* * * 


Tracing the Title 


Te higher court said that it 
may be assumed that the name 
of Ohio Motors had been written 
in as assignee in the application 
for transfer of title in the original 
certificate, but that Peffly Motors 
was still the legal owner of the 
automobile. Hence, Zoloto could not 
repossess the automobile from the 
Ohio Motors. This court said: 

“In the opinion of this court, 
the application for transfer of 
title in the certificate of title 
from Peffley Motors to the said 
plaintiff (Zoloto) was never fully 
executed. 

“First, the name of the said 
plaintiff-appellee had not been in- 
serted as the assignee; and second- 
ly, the signature of the assignor, 
Charles A. Grady, had never been 
properly notarized, It is difficult 
to understand how title to the auto- 
mobile could have been transferred 
to the said plaintiff (Zoloto) under 
the circumstances. 

“Of course, it follows that if the 
title were not in the plaintiff (Zo- 
loto), the said plaintiff could not 
have transferred the title to Con- 
nersville Auto Sales, Inc. The hold- 
er of a void certificate hag no title, 
and can pass none to a third per- 
son.” 













“Add one more line—‘No 
monthly payments, and I'll take 
your deal.” 





of the truth. The court believes the 
nondisclosure of the true mileage 
on the automobile offered for sale 
as a used car, constituted action- 
able fraud.” 

For comparison, see Regula v. 
Gerber, 70 N. E. (2d) 662. The 
higher court held that where a de- 
fect in an automobile is concealed 
by the use of heavy motor oil in 
the crankcase and the purchaser 
has no notice of such defect, he is 


* * * 


Need Not Stop Quickly 


Rewer a higher court ren- 
dered an outstanding decision 
to the effect that the driver of a 
motor vehicle, particularly a large 
motor truck, is not expected to stop 
quickly. Hence, drivers of autos 
must constantly keep this hazard 
in mind. 

In Hickambottom v. Cooper 
Transportation Co., 329 Pac. (2d) 
609, it was shown that a truck 
with a length of 50 feet and 
weight of 32% tons was travelling 
at a speed of between 40 and 45 
miles an hour when it collided 
with an auto which was parked 
partly on the highway at night- 
time. The driver of the auto was 
killed. 

In subsequent litigation, the 
higher court refused to hold the 
trucking company liable in dam- 
ages to dependents of the deceased 
driver of the auto, saying: 

“It is common knowledge that 
equipment of this size and weight 
(32% tons) travelling at a speed of 
between 40 and 45 miles per hour, 
may not within a matter of a sec- 
ond or two be brought to a stop 
or be swerved to the right or left 
without grave danger of ‘jacknif- 
ing’ or overturning. 

“The fact that defendant (truck 
driver) had the space within which 
to pass around the decedent’s auto- 
mobile is of no significance unless 
the defendant (truck driver) had 
time within which to do so after 
he first saw the decedent’s auto- 
mobile.” 








Secret | ove of \V 


It probably won’t surprise you to learn that most people— 
given a choice of any motor car—would choose Cadillac. 

For Cadillac is so widely acknowledged the master of motor 
cars that it has become a vital part not only of the American 
dream—but of the aspirations of people everywhere. 

Happily, more and more of Cadillac’s “‘secret admirers’’ 
have this year decided to declare their intentions, to select 
their own favorite Cadillac model—and start driving one! 

And with good reason. 

First of all, the car itself provides a greater temptation to 
action than ever before. In the way it looks and rides and 
handles—it has widened even further the gulf that exists 
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otorists }iverywhere ! 


between Cadillac and other motor cars. © 

Secondly, the “‘car of cars’”’ is now within the means of an 
even larger number of motorists. 

Its original cost is surprisingly close to cars of far less 
stature and acceptance. Its dependability and reliability are 
unparalleled. And it is the ‘‘resale champion’”’ of all motordom. 

This fortunate combination of advantages contributes to 
the high regard in which the Cadillac franchise is held by 
knowledgeable automobile retailers. Cadillac dealers and 
salesmen are aware that—year after year—the car and its 
superlative attributes present one of the very best oppor- 
tunities and most satisfying futures in the industry. 


CADILLAC MOTOR CAR DIVISION - GENERAL MOTORS CORPORATION 














Your local IARK aeater pays the freight now! 
Because Studebaker TARK sates are up, up, up, he's offering 


you this spectacular money-saving Volume Bonus Value... 








the quality-crafted TARK ot your choice delivered freight-free 
from South Bend to you! Don't wait! See him today! 





Ad Pitch in California— 


Freight-free delivery from South Bend is offered by Studebaker Lark dealers associa- 
tions for Los Angeles and Orange Counties and Santa Barbara, Bakersfield and San 
Bernardino in their first 1960 newspaper advertisement. The ad will appear in 27 daily 
newspapers in Southern California. The newspaper ads are in support of current radio 
and television schedules. 


AUSCO 
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How They're Pushing Sales... 


Dealer Ad Ideas 


‘Cars Need Physicals, Too’ 
~ AN ad soliciting service busi- 

ness, Lewis Motor Co. (Ford), 
Marshall, Tex., noted that 
need physicals, too.” 

“Just as you should have a phy- 
sical checkup every so often to keep 
yourself in good shape, so should 
you have your car checked to keep 
it in good, safe driving condition,” 
the dealership said. 


* * * 


Dealer Plays It Cool 


AN UNUSUAL promotion to stim- 
ulate used-car business during 
the heat of summer was staged by 
City Chevrolet-Oldsmobile, Ltd., 
Hamilton, Ont. 

The firm placed a pile of ice 
blocks on its parking lot and in- 
vited visitors to guess how long it 
would take to melt. 

A ballot box was spotted on the 
firm’s used-car lot. Visitors were 
invited to make as many guesses 
as they wished. There were 31% 


“cars 





and Truck 





tons of ice in the pile when the 
melting process began, 

The person making the best 
guess won $100 in silver dollars. If 
the winner had purchased a used 
car from the agency during the ice 
melting period, he was given double 
prize money, 

As additional traffic pullers, the 
firm offered free popsicles for 
children accompanied by their 
parents. 

In launching the promotion with 
a full-page newspaper ad, City 
Chevrolet-Oldsmobile featured a 


Ford’s Gornick Heads 


AMA Tax Committee 


DETROIT.—Alan L. Gornick, di- 
rector of tax affairs, Ford Motor 
Co., has been elected chairman of 
the Taxation Committee of the 
Automobile Manufacturers Assn. 

Gornick succeeds Frank V. Olds, 
assistant comptroller — administra- 
tion, Chrysler Corp., who has com- 
pleted a two-year term. 


Shop Cranes 


Cranes 


Make heavy work easier, faster, safer 






Send for 
Catalog C160 
Showing All 
Ausco Cranes. 





Hydraulic Mobile Shop 
Cranes- 4, 44, 1 ton 


These handy cranes can be 
moved about anywhere in the 
shop. Saves time, money and 
backaches in lifting and mov- 
ing heavy machinery, motors, 
crates and boxes. Rugged con- 
struction for years of service. 


ST. JOSEPH, MICHIGAN 
WINDSOR, ONTARIO, CANADA 


When there's heavy lifting to be done, it’s mighty good to have an Ausco crane 
in the shop. There’s a size and model for every purpose. 











No. D-8900 





Truck Mounted Utility Cranes- “2 Ton - 1 Ton 


These husky, low cost cranes mount on service or delivery truck. 
Adjustable telescoping extension boom is standard at no extra 
cost. Extra mounting wells may be put in several trucks and 
3 throughout the shop to multiply usefulness of cranes. Manual- 
aay hydraulic and electric-hydraulic models. 





photo of the big pile of ice as it 
started to melt, with members of 
the sales staff seated on the ice 
blocks. 

The ad was captioned: “Prices 
Melt At City Chevrolet, Coolest 
Used-Car Sale In History.” 

* ok a 


VW Is ‘Official’ Car 

Auto-Imports, Ltd., Indianapo- 
lis, has provided the official car, 
a Volkswagen, for the Indiana- 
polis Star Hobby and Gift Show 
to be held Nov. 5-13. Bernard B. 
Morgan jr. is president of Auto- 
Imports. 


* * * 
Tinney Holds Birthday Sale 
. NEY CADILLAC, Buffalo, 
marked its sixth anniversary 
with a full-page newspaper ad in 
color, which launched a three-day 
anniversary sale. 

The dealership said it was offer- 
ing 65 new Cadillacs in stock for 
immediate delivery. 

* * * 


Plug for Service 


PPOINTMENT of a new service 

manager gave Tidwell-Burgess 
Motor Co. (Chrysler-Plymouth-Val- 
iant-Imperial), Carlsbad, N. M., an 
opportunity to plug its service de- 
partment. 

“Top service makes satisfied cus- 
tomers,” said the dealership in an 
ad announcing the appointment of 
its new service manager, Dell Alex- 
ander. 

The ad included a picture of 
Alexander and thumbnail biogra- 
phies of his staff. 

a* * 


Bible from the Dealer 


oe, new car sold by Hedges 
Pontiac, Indianapolis, has a 
small New Testament, the gift of 
Dealer John W. Hedges. 

A personal note from Hedges asks 
the car owner to carry the New 
Testament and read some of it each 
day. 


* * * 


‘We're Relaxed...’ 


yas MOTORS, Binghamton, 
N. Y., thinks there is too much 
pressure and not enough pleasure 
in car buying today. 

That was the theme of an insti- 
tutional newspaper ad used by Mil- 
ler to appeal to prospective car 
buyers who want to deal in a 
leisurely manner. 

Said ad copy: “Used to be that 
a man looked forward to a quiet, 
friendly visit with his dealer 
when it came time for a new or 
a used-car purchase, Now he has 
to contend with banners and 
bands, price shouting, search- 
lights, bell-ringing— all types of 
bargain basement hoopla. 

“We try to make automobile buy- 
ing at Miller Motors a genuine 
pleasure. We’re relaxed—and so will 
you be, We aren’t frantic to sell 100 
cars a day, so we have plenty of 
time to see that you get the partic- 
ular car that suits your needs and 
budget. 

“The world is full of pressure and 
we don’t want to add to it. You 
will find it easy to do business with 
us. Day in and day out our prices 
are the best. They must be, since 
we sell as many cars as any dealer 
in this part of the state.” 


Dealer Explains 
Move to Suburb 


MINNEAPOLIS. — Malkerson 
Olds, which has been the downtown 
Oldsmobile dealer here since 1945, 
is moving to Shakopee, Minn., ac- 
cording to Lester A. Malkerson, 
owner. 

Malkerson has purchased the bus- 
iness of Christenson Motors at 
Shakopee and in addition to Olds- 
mobile, also will handle Chevrolet 
and Pontiac. Malkerson Motors, as 
the firm will be known at Shako- 
pee, will begin operation Aug. 6. 

Maikerson said he hopes his pres- 
ent site at 23 N. Ninth St. here and 
part of an adjoining block can be 
developed as a motor hotel and 
office project. The economy of 
downtown Minneapolis makes the 
urban dealership site more desir- 
able for the proposed projects than 
for automotive uses, he said, Shako- 
pee is about 20 miles southwest of 
Minneapolis. 


Jaguar Adds Illinois Outlet 

ROCKFORD, Ill—Forest City 
Imported Cars, Ltd., 4518 W. State 
St., has been awarded a Jaguar 
franchise. The firm is headed by 
Tom O. Klinedinst. 








| Ae RIBS Irs AVOe SMULUNG 
CARS 





build traffic with your 
showroom dead space 


Liven up the dead space between your cars and the 
showroom windows. Put in a traffic-building 
hobby display. There are always a dozen or so 
groups in town just itching to show off their 
wares—the YMCA, YMHA, camera clubs, church 
groups, Boy Scout troops, what have you. Give them 
that big opportunity in your show window. And when 
you do, work your car into the display. With the 
Boy Scouts, for example, throw a tent and a few 
knapsacks on the tailgate of a station wagon, 
lay some green matting on the floor and have the 
boys set up the exhibit. Then sit back and count 
noses. There’ll be plenty of parents, friends 
and supporters dropping by to see what the kids 
have done. Invite them in for a closer look. 
Parents, friends and supporters buy cars! 












keep your reputation spotless... 
polish those plate glass windows 


No one likes to buy a dirty new car. That’s how 
they look through a dirt-streaked show window. Give 
your cleanup man a specific date each week for 
the job of washing windows, whether they look 
‘pretty clean” or not. This way that new-car gleam 
will always come through and you’ll keep your solid 
reputation as a clean, inviting place to do business. 


summer sun sells SOLEX® 


When the summer heat sets in, that’s the time to 
get your prospect behind the wheel of a demo 
equipped with green-tint SOLEX plate glass. 
The bigger the windshield, the more he’ll appreciate 
the cool comfort of SOLEX. It absorbs more than 
50% of the sun’s heat. SOLEX is easy on the 
eyes, too. Your customer can forget about forgetting 
his sun glasses. With SOLEX he doesn’t need 
them. And it’s a must for air-conditioned cars. 
Order your cars with SOLEX and watch 
your summer sales go up. 





All PPG Automotive Safety Glass complies with every recognized safety code. \ 


Pittsburgh Plate Glass Company Sp SOLEX® “the best glass under the sun!” 
I 


Paints * Glass * Chemicals * Fiber Glass 
In Canada: Canadian Pittsburgh Industries Limited 


l 
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change-over time is nearer than you think! 


are your answer to an efficient parts dept. 












Borroughs sliding shelves 


18 gauge steel. 35%” long with 7%” 
front and rear flange. Front flange 
has a %” return flange, and is 


pierced at each end to receive 3” 
label holders. 


Borroughs sliding dividers 
20 gauge, in 1%”, 3%”, 45%” and 
6%” heights. 3” base flange. 
Dividers snap over front and rear 
shelf flanges and hold by spring 
tension. Label holder attached. 


Sliding label holders 


Travel with dividers. 20 gauge steel. 
Holders snap over shelf at any point, 
utilizing spring tension. 3” black * 
oxide label holder attached. 





Borroughs standard trays 


22 gauge one-piece flanged and 
hemmed body, for maximum 
strength. Formed pull. Lanced label 
holder and partition slots. 20 
gauge back stop spot welded to 
back of tray. 





Choice of green, gray, buff, 
white or cascade, electrostati- 
cally baked-on enamel. 


at no extra cost 





send for 
Borroughs Bin Catalog TODAY! 





These Borroughs warehouse distributors are at your service.... 


ALEXANDRIA, VA.: Universal Equipment Co. HOUSTON: W. W. Cannon Co. PORTLAND, Ore: The Brower Co. 
2420 Oakville St. 1901 Winter St. 1633 N. W. 21st Ave. 
Anchorage, Alaska: Fred J. Snyder INDIANAPOLIS: Automotive Bin ServiceCo.,Inc. SACRAMENTO: Poul W. Roeder Co. 
aecaainl = E. oe St. ‘i 54 West 30th St. 1721—13th St., P.O. Box 1552 
t Bins & Equipment Co., Inc. JACKSONVILLE: Bins & Equipment Co., Inc SALT LAKE CITY: Business Equipment Co. 
eS aaa wie Sciond Hager Na. 2610 ligustrum Rd.” 902 S. Main St. 
COMALL, .t East Coast Distributi . 
2010 oe = ng Co. KANSAS CITY, MO.:  Siggins Co. ST. LOUIS: Sigging Satue Co. 
706 Broadway jerce Ave. 
BUFFALO: Automotive Bin Service Co., Inc. ST. PAUL: Borroughs Mfg. Co. 


LOS ANGELES: Green-Penny Co. 


20 East North St. 
4180 E. Noakes St. 


Factory Branch and Warehouse 
809 Hubbard Ave. 


CHICAGO: felix F. Loeb., Inc. 
8810 S. Vincennes Ave. LOUISVILLE: Automotive Bin Service Co., Inc, SEATTLE: The Br 
i“ ‘ower Co. 
CINCINNATI: Automotive Bin Service Co., Inc. 204 Builders Bldg. 114 Virginio St. 
1220 Richmond St. MEMPHIS: Metal Products Co. SEATTLE: William A. Gore Co. 
CLEVELAND: Automotive Bin Service Co., Inc. 359 Madison Ave. 214 3rd Ave., S. 
8905 Lake Ave. MILWAUKEE: felix F. Loeb, | STERLING, ILL.: Felix F 
DALLAS: W. W. Cannon Co, , 864 E. Birch ne ; . 1708 yd ne: 34 
9739 Denton Dr. NEW ORLEANS: Edco Metals, | TACOMA: Tacoma Asbestos Co. 
COE Seinen tiite Co. * 73'S. Wren St. 25th and Holgate 
DETROIT: Automotive Bin Service Co., Inc. NEW YORK: Borroughs Mfg. Corp. TOLEDO: y~ yw endow nraiaed Co., Inc. 
10040 Freeland Ave. 121 Varick St. WATERTO 
FARGO: Adams, inc. OAKLAND: William A. Gore Co. oh amet ; Alerter eed Prodeem, bee. 
6 North 13th St. 1834 Adeline St. cunt eit a4 N. a S ; 
FORT WORTH: W. W. Co. : Automotive Specialties, inc. 
* 0. Box 46a CAH ONA GY: Wt WY, Connee Co. 252 Ponce de Leon Ave., Hato Rey 
FRESNO: Healey & Co. ree CANADA: Wickware-Stackbin, Ltd. 
2302 Tulare St. OMAHA: Siggins Co. P.O. Box 740, Perth, Ontario 
HONOLULU,Hewall: Hunters’ Office & Industrial 1236 S. 13th St. MEXICO, D. F.: Mr. John De Young “EIMISA”, 
Equipment Co. PHULADELPHIA: East Coast Distributing Co. Dr. lucid 270, Esq. Dr, Pasteur 
538 Reed Lane 780 S. 52nd St, Aptdo. 21842 





BORROUGHS MANUFACTURING COMPANY 


OF KALAMAZOO 


A SUBSIDIARY OF THE AMERICAN METAL PRODUCTS COMPANY OF DETROIT 


3026 NORTH BURDICK ST. ap KALAMAZOO, MICHIGAN 











A Look at Leasing... 








Ryder Is Presented 
Horatio Alger Award 


AMES A. RYDER, president of 

Ryder System, Inc., Miami leas- 
ing firm, has been presented a 1960 
Horatio Alger Award, given an- 
nually to American business execu- 
tives who have risen from “rags to 
riches” in the tradition of the fic- 
tional story-book hero. 

Ryder, 46, went to work as a 
laborer for 25 cents an hour after 
graduation from a Miami high 
school when he was 19. Shortly 
thereafter, he recalled, he invest- 
ed $125 in a used Ford Model A 
truck to haul “anything anybody 
would pay me to move.” This was 
done after finishing his regular 
day’s work. 

A year later, Ryder said, he 
leased five trucks to a beer dis- 
tributor and he was on his way in 
the leasing business. Last year the 
Ryder System had more than 19,500 
vehicles on lease in 112 United 
States and Canadian cities, he 
added. 

The firm’s gross revenue in 1959 
was $83,620,000 and the net income 


Pa. Limit Scored 
By Trailer Men 


ICC Asked to Form 


Advisory Committee 


HOT SPRINGS, Va.—The 35-foot 
single vehicle length limit law im- 
posed by Pennsylvania was singled 
out by the directorate of the Truck 
Trailer Manufacturers Assn. as a 
restriction on transportation prog- 
ress. 

Directors of the TTMA, meeting 
in conjunction with the group’s 12th 
annual summer meeting, approved 
a resolution of its legislative com- 
mittee calling on the Pennsylvania 
state legislature to repeal the 
length limit on semitrailers as such 
and to apply only the present over- 
all 50-foot tractor-semitrailer com- 
bination length limit. The state, like 
many others, presently allows the 
overall combination length of 50- 
feet but, unlike the others, does not 
allow a 40-foot semitrailer within 
the combination. 

The TTMA board also approved 
a resolution calling upon the In- 
state Commerce Commission to 
establish an industry advisory 
committee as a proper legal 
means of achieving close and ef- 
fective liaison with motor vehicle 
operators and truck and truck 
trailer manufacturers. 

The meeting received a report of 
substantial engineering progress 
toward a standardization program 
for trailer landing gears, with the 
objective of doing away with a 
multiplicity differing specifications 
of different manufacturers so that 
landing gears will be available that 
will be compatible with all makes 
of trailers. The group decided that 
a@ survey will be made of the entire 
landing gear range. 

Private motor carriers, those who 
transport their own merchandise in 
their own trucks and truck trailers, 
have an abiding interest in high- 
way safety, according to Clarence 
S. Decker, president, Private Truck 
Council of America, 

“One of the important features 
desired in trailers is safety, re- 
liable brakes, and signal devices. 
We want our trailers as light as 
is practical and the least main- 
tenance effort required, the bet- 
ter we like it. But in those things 
our desires do not differ from 
yours,” Decker said. 

Former United States Senator 
James H. Duff, Pennsylvania Re- 
publican, told the meeting that to- 
day’s international tensions call for 
“a discipline of living for a life or 
death conflict between liberty and 
slavery.” 

While Duff disclaimed any ready 
solution for our international prob- 
lems, he did make the point that 
times like the present are ill-suited 
to easy living and of the all-too- 
prevalent “something for nothing” 
attitude. 

Instead, he said, we must disci- 
pline ourselves if we are to survive 
this “most dangerous era.” 





was $3,289,690, Ryder said. The firm 
closed the year “doing business at 
an annual rate of $100 million,” he 
added. 

Ryder said there are no secrets 
to his success. 

“I was just a country boy with 
a new idea that proved a neces- 
sity,” he explained, “I worked hard 
at it and hit a streak of luck at 
the right time, And I have been 
most fortunate in having loyal, 
hard-working associates and em- 
ployes in building the business.” 

ea ~ * 


PHH Makes Changes 
ETERSON, HOWELL & 
HEATHER, INC., Baltimore 

auto-fleet management and leasing 

firm, has announced that Wilbur E. 

Webster jr., former promotion de- 

partment director, will head up a 

new special research unit. 

Harley W. Howell, president, 
said the promotion unit will be 
merged with the new fleet-man- 
agement department under John 
S. Lalley, vice-president. 

The special research department 
will investigate “the potentialities 
of equipment and personal car leas- 
ing,” Howell said. 

* * * 


High Mileage Aids Leasing 


beer trend to leasing is most 
noticeable in firms reporting 
high annual mileage, according to 
a study by Dartnell Corp., Chicago, 
of 650 companies. 

Dartnell said 37 percent of the 
firms now lease their automotive 
equiprnent, compared with 25 per- 
cent in 1956 and 14 percent in 
1952, Most fleet managers were 
of the opinion that leasing’s ad- 
vantages show up best if the 
annual mileage tops 15,000 miles, 
Dartnell said. 

The company also reported that 
few fleet managers are swinging 
heavily to the domestic compacts. 
Most are testing the cars on a 
“little-by-little’ basis to see wheth- 
er economy claims hold up under 
fleet-operating conditions, Dartnell 
said. 

Capital freed for other company 
purposes was the reason given most 
often for the switch to leasing, 
Dartnell said. Fewer administra- 
tive headaches and improved em- 
ploye moral were other major rea- 
sons given, the firm added. 

* * Or 


Lee Adds Publications 


SAM LEE, publisher of Fleet 
\7 News, has announced publica- 
tion of a second letter, Leasing 
News, which he called a “how-to- 
do-it, what-to-watch-for” publica- 
tion to keep leasing companies up 
to date on latest developments in 
the field. 

He said the two letters will cover 
financing, insurance, lease docu- 
ments, personnel training, advertis- 
ing, state regulations, taxation, 
fleet maintenance and fleet promo- 
tion. 

* + + 

Leasing Notes 

UTTELL MOTORS (Lincoln- 

Mercury-Taunus), Pawtucket, 
R. L, has entered the auto-leasing 
field with the formation of an 
affiliate company, Suttell Cars 
Rental William Wintz has 
been appointed general manager of 
H. D. Lessors, Inc., leasing branch 
for Hull-Dobbs-Oakley Supervision 
Service’s 40 Ford dealerships in the 
U. S. and Canada . . . Executive 
Leasing Service has opened at 8377 
Westview, Houston. R, C. McNair 
is general manager of the firm, 
which will specialize in leasing ve- 
hicles to executives and profes- 
sional] people . . . Hansord Pontiac, 
Minneapolis, has appointed Elmer 
Deeds to the firm’s executive leas- 
ing staff .., C. Lewis Folkner has 
been named manager of Mesa 
Rentals, Inc., Albuquerque, which 
leases and rents Ramblers to com- 
panies and individuals. 


Chieftain Motors Bows 


STONY PLAIN, Alt a.—Edward 
Mayer has opened Chieftain Mo- 
tors (Pontiac-Buick). He is the son 
of Jake Mayer, who has been a 
General Motors dealer since 1925. 
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VALVOLINE 


90,000 MILE 
GUARANTY 


Va/voline’s exclusive new 50,000 mile 








guaranty will pay off for you/ 


® You will sell more new cars. The Valvoline 50,000 Mile 
Guaranty brings ’em in and helps you lead ’em to 
the dotted line. 


® You get free follow-up system which is handled 
entirely by Valvoline. No worry, no work for you. 


@ You get free sales aids. Supplied to you without 
cost are complete salesroom display pieces, mailers, 
radio and TV scripts, and newspaper ad mats. Powerful 
persuasion that doesn’t cost you one penny. 


® Start cashing in now... with increased profits from 
new car sales and from your booming service department. 

Get all the facts from your Valvoline distributor or contact 
Valvoline direct. There are 50,000 good reasons to call 

Valvoline today ! 


VALVOLINE OIL COMPANY ° Refinery — Freedom, Pennsylvania * Home Office — Ashland, Kentucky 
Division of Ashland Oil & Refining Company 
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Backshop 





OMETIMES I wonder how many 

of my good dealer friends 
around the circuit realize how much 
just one act can please or antag- 
onize a car owner to the point 
where it makes a lasting good or 
bad impression. 

I recently had a chance to hear 
how one dealer’s service manager 
made a lasting friend of a man 
who trades cars every year and 
how others have gained black 
eyes. 

We in the trade often wonder 
why some dealers are credited with 
being good dealers or being just 
the opposite by the public, when 
contact and observation does not 
indicate why they should merit 
either label. 

The same applies to makes of 
cars and trucks. 

Perhaps a rain-imposed sym- 
posium I sat in on during a recent 
Booster Club golf party may hold 
an inkling. i 

* 


The Rains Came 


i ATTENDED a joint Booster- 
Jobber Day put on by the boys 
of B-19 Detroit and B-41 Toledo 
where nearly 200 Boosters and their 
jobber guests met for a day’s golf- 
ing and recreation. 
About 3:30 in the afternoon the 
heavens opened and everybody on 
the golf course got soaking wet. 
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28 Pct. Still Substandard, Survey Finds .. . 





Brake-Fluid Danger 


ENTIAL death still stalks the 
nation’s highways in the form of 
substandard brake fluids, even 
though 27 states and the District 
of Columbia have passed legislation 
aimed at preventing the sale of 
such products. 

In a recent test, Chrysler Corp. 
engineers found that 28 percent 
of the brands of brake fluid being 
marketed in the Detroit area 
were substandard and that these 
substandard fluids are “even 
worse than they were five years 

” 


Of the 75 brands of commercial 
brake fluid tested, 15 were found 
to be so substandard that they 
would not qualify under any Society 
of Automotive Engineers rating 
formula, and six brands were of 
the “moderate” type or of SAE 
70R2 which in most of today’s high 
engine-output cars are considered 
to have a boiling point below a 
safe factor. 

* oe * 

ESPITE the fact that 15 brands 

were definitely substandard and 
did not meet any SAE specifications 
(compared with 23 such brands five 
years ago), the quality of the sub- 
standard brands tested was consid- 
erably below that of the same 
brands of the earlier period, Five 
years ago, these substandard brands 
boiled at an average temperature 
of 181 degrees Fahrenheit, while to- 
day’s purely substandard brands 
boil at 179 degrees. 

Five years ago, the 23 moder- 
ate-duty brands boiled at an aver- 
age of 245.5 degrees, while the six 
moderate-duty brands tested this 
year boiled at an average of 258 
degrees, showing an improvement 
in their quality. 

Today, it is considered that a safe 


(Continued on Page 35, Col. 1) 


peratures up to at least 300 degrees, 


30 Pet. of Engine Failures 
Laid to Bearing Trouble 


was exactly 50 percent of the 
engines now sent to engine re- 
builders across the nation are five 
years old and normally ready for 
reboring and complete remanufac- 
turing, nearly one-third are coming 
back because of bearing trouble, a 
recent survey of independent re- 
building shops indicates. 
According to this survey which 

covered all of the authorized Ford 
engine rebuilders and other firms, 
one-half of the engines being 
traded in on rebuilt engines were 
five years old, 28 percent were 


Warranty CRiced 
On Rebuilt Motors 


E 24 authorized Ford engine 

rebuilders have joined with the 
eight small parts and warehouse 
operators that make up the Ford 
authorized reconditioners and 
warehouse distributors national or- 
ganization in offering a uniform 
national warranty schedule for 
their rebuilt engines. 

Issuance of this universal war- 
ranty and policy agreement per- 
mits the organization to mer- 
chandise on a national basis and 
sets the stage for a national serv- 
ice policy on rebuilt engines. 

Under this, operators whose vehi- 
cles operate in many different 
areas of the nation can look to 
each member of the association for 
the same universal treatment and 
care of their service problems that 


formerly had to be handied by the 
(Continued on Page 33, Col, 3) 





four years old, 18 percent were 
six years old and approximately 
4 percent were three years old or 
less. 

Because of the age of the ma- 
jority of the engines being traded, 
it is not surprising that 41 percent 
came back because they needed re- 
boring and new rings. 

However, it does seem to support 
the thinking of some replacement- 
bearing manufacturers that cam- 
shaft lobe and bearing troubles also 
are playing a major role in retiring 
engines from service currently be- 
cause 30 percent of the engines 
traded in failed because of bearing 
failure and 16 percent because of 
etched lobes and crankcase-bearing 
seats. Only 13 percent were re- 
turned for other causes. 

aa * ” 
ys etching of camshaft lobes 

coincides with the findings of a 
major truck-engine maker which 
made a search of service records 
when designing a new series of 
engines. 

This manufacturer found that a 
large part of its former service 
trouble was caused by putting en- 
gines into service with dry cam- 
shafts. The etching process started 
in some cases in their own test 
departments before the engines 
were ever installed in a truck. 

A big share of the camshaft 
trouble, however, was caused by 
the trucks standing idle in the 
dealer’s stock before being sold 
and then being put into service 
after the camshafts had had an 

(Continued on Page 31, Col. 1) 


and with the larger more powerful ! 
cars, fluids should be able to remain 
constant at 350 degrees. 

The insidious thing about these 
substandard fluids is that they are 
not only “phantom killers” in them- 
selves, but when they are added to 
the 54 brands that do meet SAE 
heavy-duty or super-heavy-duty 
specifications, they tend to lower 
the top boiling point of the safe 
fluid that is in the car and make 
it unsafe, 

+ ca * 


‘Phantom Killers’ 


T= phrase “phantom” or “van- 
ishing” killers is used in con- 
nection with these substandard 
brands because, while they vaporize 
under hard stopping conditions, by 
the time the car is investigated as 
to the cause of an accident, the 
brakes have cooled and the vapor 
returns to its fluid state and the 
brakes will work again. 
Engineers like Charles M. 
Heinen, assistant chief engineer 
of materials laboratories for 
Chrysler Corp., and F. J. Markey, 
sales engineer of the Delco Mor- 
aine Division of General Motors, 
who are working to develop safer 
brakes, realize the extreme dan- 


Dealer Servicing 
Saves for Owners 


Competent Workmen 
Can’t Be Duplicated 


By L. H, Houck 


Travelling Correspondent 


7 take your car back to your 
dealer for service? Especially 
when good Ol’ Gus is right around 
the corner with hig service station? 
Because it can save you hun- 
dreds of dollars as 2 case history 
developed from a personal inves- 
tigation discloses, 

There are a lot of good service 
stations and the oil companies are 
spending a lot of money to make 
them better. The same oil com- 
panies are spending a lot of money 
teaching the owners and operators 
that they can supply their own 
brands for all the factory recom- 
mendations and showing them how 
service should be performed. 

But one of the problems that 
neither the service station manager 
nor the oil company has been able 
to solve ig the shortage, or almost 
total lack of competent help, and 


the inability of the station to pay 
(Continued on Page 32, Col. 1) 





ger in allowing these substandard 
brands of fluids to be marketed, 
although they admit that they 
have no proven figures on the 
number of fatal accidents caused 
by brake failure due to substand- 
ard fluids and contributing fac- 
tors. 

Another insidious potential “kill- 
er” is found in the cars equipped 

(Continued on Page 34, Col. 1) 


By New Ford Program — 


States Which Govern 


Brake Fluid 
1. Alaska 15. New York 
2. Alabama 16. North Carolina 
3. Arkansas 17. Oklahoma 
4. California 18. Pennsylvania 
5. Connecticut 19. South Carolina 
6. Delaware 20. Tennessee 
7. D, of C. 21. Texas 
8. Florida 22. Virginia 
9. Georgia 23. Wisconsin 
10. Louisiana 24. Rhode Island 
11, Maine 25. Massachusetts 
12. Minnesota 26. Kentucky* 
13. Mississippi 27. Arizonat 
14. New Jersey 28. Michigant?+ 

*—Sept. 1, 1960. 


+—Sept, 24, 1960. 
++—Jan. 1, 1960. 
... as of May, 1960 








Mechanic Shortage Attacked 


w= may prove to be a major 
step toward solution of the in- 
creasingly critical shortage of skill- 
ed automotive technicians was 
taken last week by the Ford Divi- 
sion. 

Ford is testing a program, first 
of its type for the industry, aimed 
at attracting, training and plac- 
ing qualified young men in the 
service departments of Ford deal- 
erships. 

The basic steps in the program, 
according to Carl M, Doman, Ford 
Division national service manager, 
are: 

1. A group of leading technical 
high schoo! instructors will be 
thoroughly trained at the Ford 
Technical Laboratory in Detroit in 
approved Ford service techniques. 

2. Instructors, in turn, will train 
interested high-school seniors (eve- 
ning classes) throughout their final 
school year. 

3. Wherever possible, students 
will be employed on a parttime 
basis in dealerships during the 
school year. 

4. Upon completion of the course, 
students will be offered to dealers 
for employment as apprentice serv- 
ice technicians. 

* * + 
vo pilot program is being con- 
ducted in eight of the division’s 
36 districts. A group of six to 10 
dealers within each district is 
working with the division in carry- 
ing out the plan, 

The participating districts are 
Atlanta, Cleveland, Davenport, 
Ia., Denver, Houston, Indianapo- 
lis, Pittsburgh and Minneapolis- 
St. Paul. 

The dealers in each district, 
working as a committee under the 
guidance of the district service 
manager, select the instructors and 
the students, The instructors for 
this first test have already been 
selected and have finished an inten- 
sive two-week training course at 

* = * 





Ford Trains Service Technicians— 


This shows a typical session of Ford's apprentice service technician program. In- 
structor is A. J. Pepper of the Ford service department. Students, from left, are Cecil 
E Kline, St. Paul; Glen Lancaster jr., Bellvernon, Pa.; W. H. Jennings, Englewood, 
Colo.; William lL. Webb, Greenwood, Ind.; Leo Swancer, Arme, O.; Charlies Harkey, 


Atlanta; E. O. Culver, Houston, and Neil E. 


Hoover, Moline, |Il. 


Ford’s laboratory. They have been 
supplied with a complete course 
outline and necessary materials, 
* * + 

QMacrion of students will be 

made in cooperation with school 
authorities. Basically, each dealer 
participating in the program will 
sponsor at least one student. 

Classes will be conducted two 

nights a week, three hours per 
night, in Ford’s district service 
schools and, where possible, spon- 
soring dealers will employ stu- 
dents in their dealerships on a 
learning basis during the school 
year. 

“Such employment,” Doman said, 
“enables the student to learn at 
first hand the practical application 
of the theory and practice learned 
in the classroom and provides the 
dealer an opportunity for close ob- 
servation of the student’s capabil- 
ities,” 

* * + 


Second Year Planned 


7 IS presently anticipated that a 

second-year program will be set 
up for the graduating students. 
This would be an apprentice pro- 
gram in which the student would 
work with all types of specialty me- 
chanics and take corresponding 
specialty courses at the district 
service school, This would give the 
student a basic background in all 
major mechanical] subjects. 

This program is an outgrowth 
of several years of study on how 
the industry can channel more 
mechanically inclined boys into 
automotive service as well as a 
series of year-end programs that 
have been fostered by the Ford 
Division among automotive stu- 
dents in the Detroit vocational 
program. 

In these contests, the boy with 
the best grades at each metropoli- 
tan vocational school was invited 
to enter a contest in which he was 
given four days of intensive train- 


§| ing and examination at the close of 


each school year. 
oK * * 
HE winners in these contests 
were rewarded with prizes of 
tool kits and those boys who in- 
tended to make automotive service 
their life’s work were placed with 
sponsoring dealers in the area. 
Ford also sponsored an ar- 
rangement with vocational 
schools in the Cincinnati area 
where senior boys in the automo- 
tive class were put in the shops 
on a work and learn program, In 
this series, two boys were taken 
on as helpers by each dealer. 
One worked while the other went 
to school for a week and then 
they switched roles. 
Without the sponsorship of the 


dealers in the area and without the 
(Continued on Page 41, Col, 1) 


Service New Products 


Page 52 














seamen 


es 


—_— dS 


AUTOMOTIVE NEWS, AUGUST 15. 1960 31 





Survey of Rebuilders Shows... 





30 Pet. of Engine Ills 


Blamed on 


Bearings 


(Continued from Page 30) 


opportunity to become completely 
dry. 

It was felt that not enough lubri- 
cation got to the camshaft lobes 
soon enough to prevent the injury 
that a bare metal-to-metal contact 
produces. 


* - aa 
Problem Is Solved 


IS manufacturer is certain 

from the records on the new 
engine that completely dunking the 
camshaft in oil before it is assem- 
bled and providing for a thorough 
lubrication so that each lobe dips 
in a bath of oil before it touches 
the valve riser, has solved this 
problem. 

Most engine rebuilders believe a 
great deal of the main-bearing 
trouble is due to not changing the 
modern high-detergent oils soon 
enough, These rebuilders and some 
replacement-bearing makers feel 
that, with modern hard bearings, 
abrasives that are being held in 
suspension by some high-detergent 
oils cannot embed themselves in 
the softer lead that lined older 
bearings and now act as an abra- 
sive on the main-bearing seats. 

They also find that, in engines 
that have been in taxicab work 
and other service that entails 
considerable engine idling, the 
tops of the bearings and bearing 
seats show the greatest wear. 

While only a small percentage of 
the engine rebuilders answering 
the survey kept records close 
enough to know what was the pri- 
mary reason for the failure of the 
engines, a sampling of the returns 
received tends to show the differ- 
ence that areas of use produce. 

* * * 
OR instance, a Missouri rebuild- 
er found that only 5 percent of 
the engines he received failed be- 
cause they needed new rings and 
reboring, while 75 percent were due 
to bearing failure and 20 percent 
for acid etch and clogged screens. 

In the neighboring state of Iowa, 
however, a rebuilder reported that 
75 percent of his engines came in 
because they needed reboring and 
new rings, only 10 percent because 
of bearing trouble, 5 percent be- 
cause of acid etch and 10 percent 
for other reasons. 

A Virginia rebuilder reported 

that 60 percent of his engines 


Dealers’ Files 
Called Place to 
Hunt U. C. Sales 


NEW YORK.—Big inventories of 
late-model used cars present an un- 
usual opportunity to the dealer who 
actively exploits the “two-car fam- 
ily’ market, according to Charles 
R. O’Donnell, sales vice-president of 
Universal CIT Credit Corp. 

“The problem of reducing heavy 
inventories of used cars is an 
urgent one right now for many 
dealers,” O’Donnell said, “Stocks 
are at an alltime high and prices 
—particularly on late models—have 
been slipping. At the same time, 
from the point of view of the fam- 
ily that needs a second car, values 
have never been better.” 

A natura] place to look for sec- 
ond-car prospects is in the dealer’s 
own files, O’Donnell said. 

“Customers who previously 
bought new cars from you can 
often be qualified as second-car 
prospects and brought into the 
two-car market,” he said. “Check 
your finance company for former 
customers with good credit ratings. 
When you get a reminder that a 
customer is making a final pay- 
ment on his car, remember he may 
be in the market for a second car, 





failed because of worn bores, 20 
percent due to bearing failures, 15 
percent because of acid etch and 
5 percent because of broken rods 
and blocks, Fully 55 percent of 
his engines were in the 1955-1956 
age bracket. 

A Connecticut rebuilder reported 
that 30 percent of the engines he 
received were taken out of service 
because of worn bores, 60 percent 
because of bearing failure, 5 per- 
cent because of acid etch and 5 
percent for other causes, Only 40 
percent of his engines were in the 
five year group. 

od * * 


20 Pct. Need Reboring 


KENTUCKY rebuilder found 
20 percent of the engines he 
received failed because they needed 
reboring, 50 percent had bearing 
trouble, 10 percent showed evidence 


of acid etch and 20 percent failed 


for other reasons. 

A state of Washington rebuild- 
er reported that only 20 percent 
of the engines he received failed 
because of enlarged bores, 20 per- 
cent because of bearing failure. 
Fifty percent failed due to oil 
trouble, acid etch, clogged screens 
and the like, and 10 percent 
failed for other reasons, Again 
this rebuilder was getting most of 
his engines in the five-year age 
group. 

Of all the engine rebuilderg sur- 
veyed, only three were getting any 
import engines for rebuilding and 
only one of these said he was get- 
ting the foreign jobs in any vol- 
ume. This rebuilder is located in 
Connecticut. 

« - + 


To import engines reported as 
coming in currently are from 
MG, Volkswagen, Triumph, Simca 
and Renault. 

Most of the engines being re- 
worked were Ford, Plymouth, 
Chevrolet and International Har- 
vester. 

These rebuilders had no means 
of knowing the miles put on these 
engines before they failed, nor did 
they know what service they had 
been in. 


La gebacot 





Designed to Test Brakes— 


This mobile laboratory is being used by the products division of Bendix Aviation 
Corp., South Bend, to road-test brakes produced by the division. The concrete slabs 
on the trailer are used to simulate state weight limits. Two-way communication between 
the driver and engineering personnel in the lab is possible while the vehicle is in 
motion. A commercial radio channel provides communication between the truck in 
the field and the home base, 


SELLING SLANT OF THE MONTH! 





time to 


CLEAN UP 
with 


Now’s the time to cash in on AC's top quality clean-up 
replacement filters. On this page and the two following, 
you'll see the tremendous profit potential that’s yours when 
you stock and sell AC oil and gasoline filters and air 
cleaners. Help your customers to a cleaner, better performing 
engine—while you cleanup with reliable AC products. 


brighten your profit picture with 


AC TRIPLE-TRAPPER OIL FILTERS 


More and more car owners are recognizing the AC Triple- 
Trapper Oil Filter as three ways better: 1) It’s made of 
stronger filtering material, 2) It has more usable area, 
3) It provides greater trapping capacity. Here’s your 
opportunity to cash in on the oil filter that’s used on more 
new cars than all others combined. The chart at the right 
shows the potential profits you can expect when you stock 
and sell AC Triple-Trapper oil filters—the finest engine 
protection money can buy. So swing into action NOW! 
Ask your customers the big profit question—“‘May I 


change your oil and filter?” 


DEALERS —Contact your regular supplier 


for an invitation to the 
AC OIL FILTER CLINIC 


Your regular AC supplier can 
arrange for you to attend an AC 
Oil Filter Clinic—a first-rate door 
opener to new filter sales. Get in 















are 


touch with him right away. When 
the Clinic is available, he will send 
you an invitation, as shown here. 


if not a replacement.” 

O’Donnell emphasized that sec- 
ond-car prospecting “is an exten- 
sion rather than an addition to 
your regular prospecting; it is not 
so much a new prospecting system 
as a simple awareness of the sec- 
ond-car potential—a recognition by 
your salesmen that any prospect 
may be a two-car prospect. 





STOCK UP ON AC TRIPLE-TRAPPER OIL FILTERS NOW! 











Car Owners’ Experience Shows... 





Dealer Service Pays in the End 


(Continued from Page 30) 


wages demanded by skilled per- 
sonnel, 


















small leak, 
* oe 


” 
Washer Is Broken 


THE second lube and drain, 

the attendant replaced the rub- 

ber washer, breaking it when he 
tightened the plug. 

Had the owner taken a long trip 
on the last drain, there was little 
question but what he would have 
lost all his oil on the road since 
the leak was getting worse fast. 
The result would have been a 
ruined engine. 

In another case, an owner got 
his car back with a badly bent 
bumper because inexperienced 
employes lifted the car with a 
bumper jack when this particular 
car’s manufacturer cautions its 
owners not to permit it, 

In another case history, this 
writer witnessed a service station 
owner trying to lift the front of 
a car with one of the large bumper 
jacks which raises the front or 
rear half off the ground, He stop- 


-_™ GET on with the case history: 
The dealer delivered a new 
car, freshly made ready. The care- 
ful owner was delighted to discover 
he had a car from which dripped 
no oil to mar his garage floor and 
driveway. 

When the mileage had gone 
up to the drain period, he took 
his car to his regular service sta- 
tion and stayed with it until the 
oil had been drained, the filter 
replaced and the car lubricated. 

He was surprised to find the next 
day that hig car was leaking oil 
slightly. Since the service station 
attendant had spilled some oil in 
refilling and had to open another 
can to bring it up to the full 
mark, the owner attributed the 
leak to the oil dripping off from 
the spill. 

* aa 


* 
Second Oil Change 


installed. This caused the first| ped when he saw that the bumper 


brackets would not support that 
much weight, 
* a ok 

[puALaes have many advan- 

tages for the customer as com- 
pared with most service stations 
and one disadvantage. The average 
dealer can’t get to the lube and 
drain job as fast as the average 
service station. 

The owner can get it done by 
telephoning ahead at almost any 
time he wants it. This slight dis- 
advantage is nothing compared to 
the dangers of. inefficient help at 
service stations, 

Dealers have trained person- 
nel who recognize the parts and 
the malfunctions of leaking long 
before the owner thinks about it. 
If the man on a dealer’s lube 
rack sees something he doesn’t 
understand, if he is not a full- 
fledged mechanic himself, he can 
call one instantly. 

Another advantage of taking the 
car back to the dealer is that small 
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adjustments can always be made at 
the same time by factory-trained 
mechanics. In the case of major 
tuneups or other repairs, the lube 
and drain job can be done at the 


same time. 
* + * 


Warranty May Be Voided 
ore: dealer advantage is 
the opportunity to discover a 


defective part that can be replaced 
under factory warranty. It should 





be remembered that repairs at- 
tempted by unauthorized personnel, 
such ag at service stations, void 
most factory warranties. 

One more case history: An owner 
had a miss in his motor and had 
it checked out at his service sta- 
tion, They installed a new plug. 
Not long after he developed an- 
other missing cylinder and went 
back at the same service station. 

A different attendant discovered 
it was the same plug. But he 
couldn’t remove the plug. He said 
someone had installed the wrong 
plug, not realizing it had been in- 
stalled at that station. 

The owner became alarmed 
and took his limping car to the 
dealer where it was discovered 
that a misfit plug had been 
forced in by cross-threading and 
had never been seated on the 
gasket. It had to be chiseled out 
and the tap run over the threads 
again. 

Owners should learn from own- 
er’s manual, the dealer and other 
reliable sources exactly what their 
cars require and then see that they 
get it. 


The AUTOMOTIVE NEWS ALMANAC is 
@ year-round friend, Use it often for statis- 
tics, buyer information and personnel data. 
















E DROVE another 2,250 miles 

and returned it for an oil drain 
and lube job, cautioning the same 
attendant, not to spill any more vil. 
The oil was replaced without inci- 
dent. 

The next day the oil drip had 
enlarged to a pool about the size 
of a small bucket. In the afternoon 
of the same day, while parked 
in the driveway, it leaked a place 
almost as big as a small tub. 

This became alarming and so 
the owner crawled under and saw 
that the drain plug was wet from 
oil all around and that the leak 
had blown back from driving to 
cover a section of the tierod. 

Back he rushed to the service 
station and the attendant crawled 
under to take a look. He said that 
the rubber gasket on the drain 
plug appeared to be broken, that 
they should put it on the lift and 
replace the gasket. 
am * + 
7 owner had other ideas and 
rushed his car to the dealer 
to ask him if a rubber gasket be- 
longed on the drain plug, explain- 
ing the circumstances, 

The dealer informed him that 
there was no rubber gasket but 
that the drain plug normally had 
a small plastic washer under the 
cap, He gave the owner a new 
plug and a new plastic, heat- 
proof gasket so he could have 
them replaced when the service 
station drained the oil to stop 
the leak and asking the owner to 
bring back the rubber washer, 
if there was any, 

When the car was placed on the 
lift within the hour, the oil was 
drained out and a rubber washer 
removed. Above the rubber washer 
was the plastic gasket deformed 
perfectly to fit the depression when 
properly installed and tightened. 

Where had the rubber washer 
came from? 

It was decided that in the first 
drain, the plug was laid on the 
bench. When it was picked up, a 
rubber washer, identified as being 
used in hydraulic mechanism, was 
picked up by the attendant and 
placed on the plug. The plug was 


Wheel & Rim Assn. 


Begins Promotion 
For Winter Sales 


JACKSONVILLE, Fla, — Special 
“Winter Tire ‘n’ Wheel Sales Maker 
Kits” are offered to tire dealers and 
distributors by the National Wheel 
and Rim Assn., 1082 Hendricks 
Ave., Jacksonville 7, Fla. There is 
no charge for the kits, 

Each kit contains customer mail- 
ings, folders, envelope stuffers, 
newspaper mats, radio scripts, 
publicity releases, color banners for 
window and point-of-sale use, steer- 
ing-wheel hangers and catalog in- 
formation relating wheels to car 
makes and models, 

An association spokesman said 
the promotion is aimed at the 
“broader selling opportunities and 
customer benefits of winter tires 
mounted on new wheels, rather 
than just snow tires.” 


SLANTS 


polish off extra profits with these 


AC GASOLINE FILTERS 


the 
ACCRETED 
FILTER 


Used as a replacement element in the gasoline 
filter of most >56—’59 models, the accreted filter 
element makes a highly efficient dirt catcher. 
The element is scientifically molded of cellulose 
fibers for maximum filtering efficiency. This easy 
to check—easy to install AC filter element gives 
you $1.20 profit for just 10 seconds work. Just 
two sizes fit most cars. Order your supply of 
these quick profit builders today! 





for quick in-line filter installation get 
the NEW K-D WIRE HOSE CLAMP PLIERS— 
yours with the GFM-80 MERCHANDISER KIT 


The K-D Clamp Pliers make it easy to reach into hard-to- 
get-at places. Unique jaws swivel 180 degrees for 
quick removal or installation of wire clamps. 
Fits all sizes of wire hose clamps. 


Sicomie... TTT 


“Wd 


ORDER NOW FROM 


Every service station, car dealer and 
garage needs a pair of K-D hose 
clamp pliers. Saves work—saves time 


the 
IN-LINE 
FILTER 


AC’s In-Line Filters are designed to meet the 
rigid filtering requirements in today’s cars. 
They trap particles five times finer, with 
ten times more filtering area, and cost about 
one-half less than ordinary filters. Average 
retail price is $1.80 each—and your profit 
is nearly 50 percent. You need stock only 
five types to cover the entire market—thus, 
your investment is modest. Stock up now! 
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‘Trouble-Shoofers' Are Offered Jobs— 


Darrell Dean, second from left, and Danny Radish, third from left, 1960 Manual 
High School graduates and winners of the Indianapolis Plymouth Trouble Shooting 
Contest, have been offered employment in the service departments of Indianapolis 
dealerships. They are shown here receiving the news from William Kennedy, behind 
wheel, Plymouth-DeSoto-Valiant area service representative, as they returned from 
a two-week expense-paid trip to Detroit where they received instruction in the latest 
auto shop techniques at the Chrysler Training Center. At left is Victor McDowell, auto 
shop instructor at Manual High School. At right is Charles Eilert, service manager, 
Gates Motors, Inc., who was a member of the planning committee for the local contest. 
aie ae offers to the two young men came from Gates Motors and Jones and 

ley, Inc. 





Ford First on Engines . 





Warranty for Rebuilts 


(Continued from Page 30) 


rebuilder who sold or installed the 
rebuilt engine originally. 
os + * 

oo warranty, which also had to 

have approval of Ford Division, 
covers both warranty and policy on 
engines (both car and truck), cyl- 
inder heads, crankshaft kits, auto- 
matic transmissions, exchange 
parts and Ford clutch discs and 
pressure plates. 

The Ford rebuilder program on 
engine and small parts was insti- 
tuted by Ford almost 30 years ago 
and was designed to eliminate high 
cost operational maintenance. To- 
day the aims of the program are 
virtually the same. 

There is an added advantage 
of being able to help fleet car 
and truck operators keep vehicles 
on the road, as the plan provides 
exchange of worn engines and 
small related parts for recondi- 
tioned units on a national basis. 

Under this new program, each 


rebuilder will be authorized to use 
the Ford Authorized Recondition- 
ers Seal on every rebuilt part. 

In addition to rebuilt engines and 
automatic transmissions, the group 
also remanufactures armatures, 
brake boosters, brake shoes, car- 
buretors, clutches, distributors, fuel 
pumps, starters, voltage regulators 
and water pumps. 

~ 


— group is also being looked 
upon with considerable favor by 


Electrical Parts Catalog 


Offered by Autolite 

TOLEDO.—An Electrical Service 
Parts Catalog has been published 
by Electric Autolite Co. 

The catalog, designed to fit in the 
regulation counter binder, contains 
parts specifications for American 
and Canadian-made automobiles 
and trucks for the past 10 years. 
Listed as S-40G, the new catalog 
replaces the one issued in 1957. 





collect a bigger payoff with 


AC AIR CLEANER ELEMENTS 


millions 
of prospects 
waiting to buy 


Dry-type air cleaners are rapidly replac- 


Ole me eel 
Alem ema laa 
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ing all other types—and are now standard 
equipment on most new cars. What a profit potential these 
replaceable air cleaner elements offer! Sales figures show 
that 2 out of 3 cars now having dry-type air cleaner elements 
need them replaced. And there’s not an easier replaceable 
item on an automobile. Just remove one wing nut—and 
you’re in business. In less than a minute you can remove this 
filter, check it with your customer and replace it if necessary. 
What could be easier? But here’s the payoff for bonus business. 
Once you are under the hood an opportunity quickly opens 
up for the sale of a battery, spark plugs, oil filter, fan belt 
and other replaceable items. Now’s the time to grab these extra 
profits—with AC Air Cleaner Elements. 


AC LEADS THE WAY— OVER 99% EFFICIENT 
Always working toward still finer products, AC has developed 
a dry-type air cleaner element with filtering efficiency over 
99 percent. A special feature of the AC Air Cleaner Element 
is its plastisol end plates, which effectively seal out all 
unfiltered air—and which function as a gasket between the 
air cleaner element and air cleaner assembly. Another feature 
is the inner screen flame arrester. Get in on the air cleaner 
profit parade now by stocking up—with ACs! 


The chart below shows the 
profit picture when you stock 
PTO) MOM TMG cy Lica ace 
ments. The figures are based 
on an average profit of $1.90 
per element—and the average 
number of air cleaner pros 
pects you have based on the 
NGI MOM COICO mC Neils 





you pump a month 


YOUR REGULAR AC SUPPLIER 
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two other vehicle makers, one of 
which has already made arrange- 
ments with four of the Ford author- 
ized rebuilders to remanufacture 
their engines under a similar ar- 
rangement but in separate estab- 
lishments. 

This offers considerable oppor- 
tunity for lowering costs while 
holding to high quality standards 
ag much of the work of rebuild- 
ing can be handled at one time 
regardless of make of engine, The 
vehicle makers, however, insist that 
the rebuilding assembly lines be 
maintained in separate buildings. 

Vehicle makers regard this ar- 
rangement ag another important 
step toward maintaining the rep- 
utation of the product in the field 
and in the hands of the user. 

Dealers in both organizations 
have felt that the lack of a quality 
standard and a warranty by the re- 
builders hurt them in maintaining 
a good reputation for the vehicles 
when rebuilt engines failed in their 
vehicles. 

Now they feel they have a uni- 
versal source for these engines and 
other rebuilt parts that assures 
them of trouble-free service and a 
universal warranty that will pro- 
tect them in case of any failure in 
the field. 


Garage Owners 
Elect McMurrey 
In California 


SANTA ROSA, Calif—Frank W. 
McMurrey, of the Stephens and 
McMurrey garage in North Holly- 
wood, was elected president of the 
Independent Garage Owners of 
California, Inc., at the organiza- 
tion’s 20th convention here. 

McMurrey, formerly first vice- 
president, succeeds Louis Leigh, 
Westchester, in the top executive 


post. 

Allen E. Brown, of the Valentine 
& Crow brake and wheel shop in 
Pasadena, who had been second 
vice-president, moved up to first 
vice-president, and Dell E. Pezzoni, 
of Del-Art Motors, Stockton, was 
elected second vice-president, Pez- 
zoni is also president of Stockton 
IGO Unit No. 27. 

For secretary, the directors chose 
Ernest J. Bailey, of Parslow Bros. 
Garage, San Diego. He succeeds 
David A. Ellis, Sacramento, N, L. 
Mullins, of Nick & Charles Auto 
Service, Pico-Rivera, was reelected 
treasurer. 


Bear Doubles 
Class Schedule 
At Rock Island 


ROCK ISLAND, Ill.—The Bear 
safety service school here began a 
weekly schedule for new classes 
last month, thus doubling the pres- 
ent number of classes for which 
students may register, Victor B. 
Day, president, announces. 

“By doubling the number of 
classes, we can enroll more stu- 
dents and at the same time keep 
the size of the classes smaller to 
assure each student maximum at- 
tention,” Day said. “Weekly classes 
will make enrollment easier, al- 
though students should notify the 
registrar at least two weeks in ad- 
vance in the event a particular 
class is filled.” 

New Vu-Graph slides are fea- 
tured in the Bear school, said Day. 
“ Courses from two to four weeks 
long are offered. These cover basic 
theory and practical work in aline- 
ment; frame correction; wheel bal- 
ancing with special studies in man- 
ual and power steering adjustment; 
wheel straightening; front axle and 
rear housing correction; tire tru- 
ing; operation of safety-check 
equipment; heavy-duty alinement, 
and customer reception. 

Three and four-week courses 
allow a student time for additional 
emphasis on the type of equipment 
in the shop where he is employed, 
Day said. 


Bulger Buys Cage Deal 

WICHITA.— Joseph A. Bulger, 
general manager of Gage Cadillac- 
Oldsmobile Co., 1900 E, Douglas, 
has purchased the dealership from 
Ed Gage, Detroit, who operates two 
Oldsmobile dealerships in the De- 
troit area. The firm hag been re- 
mereed Bulger Cadillac-Oldsmobile, 
nc, 
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28 Pct. Found Substandard in Detroit Study yy 
Brake-Fluid Menace Remains 


(Continued from Page 30) 


with the modern foot-applied park- 
ing brake that acts on the rear 
wheels but has no warning light 
or other means except the release 
lever that is almost completely hid- 
den under the dash to warn the 
driver that his parking brake may 
be partly applied. 

Approximately 58 percent of the 
cars sold this year are equipped 
with this type of brake and were 
sold with no warning light to let 
the driver know when he was driv- 
ing with his brake partially on. 

* * 7 

A RECENT near accident drives 

home the dangerous situation 
that can develop under this condi- 
tion. In this case, a car that had 
no warning light was driven at 
normal expressway speeds with one 
brake shoe held partially on by the 
parking brake. 

This developed so much heat that 
it not only caused a failure in the 
brake, entire loss of brake fluid 


but it also “blued” the metal part 
of the shoes on that brake, 

Under this high heat condition, 
the brake cylinder cup has a 
natural tendency to reform and 
lose the flare that holds it against 
the brake cylinder. This allows 
the fluild to gush out of the sys- 
tem, When the cup cools it also 
shrinks in diameter, it is claimed. 

There seems to be no question 
that vaporization of the fluid also 
takes place regardles of the quality 
of the fluid in the system, The only 
reaction to subnormal fluids under 
this condition would be that the 
brake would fail sooner and under 
much less heat. 

In addition to the rubber cylinder 


Car Wash Assn. Trade Show 


Slated Oct. 20-23 in Miami 


DETROIT.—The Automatic Car 
Wash Assn.’s 1960 trade show will 
be held Oct. 20-23 in Miami, 

The 1961 show is scheduled for 
Dallas, according to Jack Milen, 


and entire loss of braking ability' president. 


Ask yourself... 
THESE SIX QUESTIONS 
about INTERCOM and SOUND 








CAN IT HELP ME MAKE MORE SERVICE 
SALES? Dealers, large and small, re- 
port 20% to 50% increases in custom- 
er labor sales with Executone Systems 
... delivery times are easier to meet; 
satisfied customers keep coming back. 


CAN IT HELP ME SELL MORE CARS? 
Executone-equipped salesmen get in- 
formation from other departments 
quickly . . . close sales faster. Back- 
ground music creates a pleasant, re- 
ceptive atmosphere. 









CAN IT KEEP MY MECHANICS WORKING 
FULL TIME? Executone intercom with 
remote reply lets mechanics answer 
inquiries without moving . . . obtain 
parts or tools without stopping work. 






CAN IT GIVE ME BETTER CONTROL? 
The Executone-equipped Dealer has 
more time to manage...to merchandise 
... for new and used car sales, service. 









CAN IT ADAPT ECONOMICALLY TO MY 
SPECIAL NEEDS? All the above 
Executone benefits can be tailored to 
your own way of operating... 
Executone Systems can be expanded or 
modified to meet changed conditions. 


CAN IT ELIMINATE BOTTLE-NECKS AND 
CONFUSION? Roving personnel are 
quickly located . . . jobs flow through 
smoothly . . . car jockeys are efficient- 
ly dispatched . . . with Executone. 


Get all the facts on Executone’s profit-building extras. Learn about 
Executone’s unusual services: no-cost communications survey of 
your operation . . . full installation responsibility . . . instruction 
of your personnel . . . maintenance on your premises . . . full-year 
guarantee. Mail this coupon today! 


LYECUIOME eorsvicsron ss sane sen 


Dept. R-2, 415 Lexington Avenue, New York 17, N. Y. 


Please send me your booklet on HOW TO INCREASE AUTO SERVICE SALES, 
GOOD-WILL, AND PROFITS. 
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cup in the brake cylinder, some 
makers use metal expanders which 
will keep the cups from losing their 
flare and shrinking under high heat 
longer than the assemblies where 
only the rubber cup is used, Thus, 
in a sense, these metal expanders 
can prevent many accidents of this 
type, 

Since they cost a few cents per 
wheel, some vehicle companies and 
many service stations do not put 
them in the brake cylinder either as 
original equipment or in brake re- 
Pair procedures. 

* * * 


Mountain Problem 


terrible thing about brake- 
fluid failure is that unless a leak 
develops in the system, cars nor- 
mally operate at brake-cylinder 
temperatures of 158 to 250 degrees 
under hard driving. But the high 
heat that makes them “killers” de- 
velops under conditions when the 
brakes are needed the most. 


Coming down a long hill with the 
brakes on can generate as much as 
600 degrees of heat surrounding the 
brake cylinders, engineers say, and 
a dragging parking brake can de- 
velop 700 degrees or more. Even 
the master cylinder is located in the 
engine compartment where temper- 
atures of 300 degrees are not un- 
common on hot days and in stop- 
and-go driving, 

Safeguards for mountain driv- 
ing are giving brake engineers 
great concern in today’s cars with 
their “hothouse” wheel compart- 
ments. And the problem is be- 
coming more acute as the size 
of the wheels is reduced, 

The day may come soon when 
present brake linings and hydraulic 
brake parts may not be able to 
stand the tremendous heat that is 
developed, 

Currently, however, the problem 
is centered around areas of moun- 
tain driving where, for instance, 
every 1,000 feet of elevation con- 
tracts the volume of the fluid and 
lowers its boiling point from that 
of sea level. 

Another problem is rush-hour ex- 
pressway driving where the con- 
tinual stop and go driving acts as 
a heat-soaking agent and allows 
cylinder temperatures to climb. 

* + + 


ACcoRDENG to Chrysler engi- 
neers, the quality of heavy-duty 
SAE 70R1 type brake fluids is 
alarming. Several of the commercial 
SAE 70R1 designated brake fluids 
tested will not conform to SAE 
specifications and a number of 
others are borderline. 

Since only a limited amount of 
specification testing has been done 
to date, it would seem that a high 
percentage of trade-name brake 
fluids designated as SAE 70R1 type 
are illegally labelled. 

Chrysler engineers have not 
completed their tests on type 

70R3 heavy-duty fluid but it is 
indicated that there is some 
cheating going on by some mak- 
ers of even this highest type fluid. 
While 27 states and the District 

of Columbia now have brake-fluid 
legislation permitting the sale of 
only SAE 70R type brake fluids, 
only 10 states require registration 
and certification that individual 
brake fluids conform to the mini- 
mum SAE standards. Many states 
which do not require registration 
do not designate any enforcement 
department or agency. 

Since certain less-reputable man- 
ufacturers of hydraulic brake fluids 
can operate in these states with 
minimum risks, it is apparent that 
the illegal use of the SAE 70R1 
type designation could be harmful 
or damaging to the SAE, to the 
driving public and to the dealers 
who sold the illegally marked fluid 
in the belief that they were selling 
a safe, high-test heavy-duty fluid. 


ie * * 


Many Substandard Brands 


Caren engineers found that 
while a few SAE 70R3 type 
fluids have borderline boiling points, 
eight trade-name fluids have boil- 
ing points above 400 degrees. 
While there has been an apparent 
reduction in the number of individ- 
ual brands of substandard and 
moderate-duty brake fluids sold in 





For Safer Fluids— 


Brake engineers know what happens in 
either a master or brake cylinder when 
heat rises too high. In this machine, devel- 
oped by F. J. Markey, of Delco Moraine 
Division, thermo-couples in the cylinders 
give accurate reading of temperatures in 
both vital elements. Thus, varying degrees 
of contamination of brake fluids, as well 
as the fluids themselves, can be adequate- 
ly tested. 

ot “a 
the Detroit market, the availability 
of these undesirable fluids is more 
extensive than the actual percent- 
age of these fluids purchased. 

This is illustrated by the follow- 


fluids sold by all retail outlets con- 
tacted during this | qurvey: 


stand- SAE SAE SAE 


Retail Outlet ard 70R2 70R1 70R3 
Major gasoline 

stationg .............. 14 2 5O 24 
Independent 

gas stations ...... =: 2 § 2 
Auto acces- 

sory stores ........ 68 41 104 43 
Franchised 

car dealers ........ re 8 & 


Although 27 states and the Dis- 
trict of Columbia have enacted leg- 


sjislation to protect motorists from 


substandard brake fluid, only ten 
states have put sufficient teeth in 
their legislation to prevent the 
marketing of spurious products. 

* * om 


™ THE interest of safety, this 
nation should have legislation 
that will adequately protect the 
owners of cars and trucks against 
being sold any of these substandard 
brake fluids. 

And every state that now has 
such legislation should put suffici- 
ent teeth in their laws to prevent 
the unscrupulous from marketing 
their spurious products. 

Dealers should take every precau- 
tion to make certain that their 
source of brake fluid is reliable and 
that each package is plainly label- 





ing table of the types of brake led as to its SAE rating. 


Now—EASTERN’S Flying Freighters offer 


OVERNIGHT 
DELIVERY 


NEW YORK—MIAMI—SAN JUAN 





NEW YORK—ATLANTA—NEW ORLEANS—MOBILE—HOUSTON 


CHICAGO— ATLANTA—MIAMI—SAN JUAN 


© Reserved space on every Freighter flight. 

@ Pressurized and temperature-controlled. 

@ Flights daily except Saturday and Sunday nights. 
© Pickup and delivery service available. 


In addition, Eastern offers freight space on over 400 daily passenger 
flights — including DC 8-B Jets and Prop-Jet Electras—to 128 cities 
in the United States, Canada, Bermuda, Puerto Rico and Mexico. 


For Infermation and Freight Reservatiens, call your 
Freight Forwarder, Carge Agent er Eastern Air Lines. 
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By Jack Weed 


Backshop ... 





(Continued from Page 30) 


again something that all of us 
know but many times fail to realize 
fully or act on and that is that 
bad impressions gained through 
lack of proper service attention 
can lose more customers for a 
dealer than he can buy with long 
trades or discounts. 


Conversely, one act of going out 
of one’s way to take care of an 
owner in trouble will many times 
make a booster that will be worth 
a great deal to any merchant deal- 
ing with the dear public. 

* 


* ok 
Discounts Assailed 


Bo°ts the manufacturers’ reps 
and the jobbers who joined our 
gab-fest said that generally their 
business was down in June as 
against April but that it came back 
strong in July. They all felt their 
business for the first six months 
was ahead of the similar period of 
last year. 

Jobbers in this area, especially 


had to move our tables and rec- 
ords into the clubhouse. 

As the boys came out of the 
locker room after changing clothes 
many of those with whom I have 
been batting the breeze for the past 
20 years came over and sat down 
at my table—and, of course, started 
talking about cars. 

Most of these guys were what 
can be considered professional am- 
ateur drivers—in other words, while 
driving a car is not their main job, 
they still have to cover 35,000 to 
60,000 miles a year with the seat 
of their pants glued to the driver’s 
seat in order to make their jobber 
calls. 

Being in the business, they know 
something about cars, and driving 
that much, they get many impres- 
sions of dealer operations. 

* * * 
Lasting Impression 
ORE Booster who headquarters 
west of Detroit said he knew 
one Detroit dealer who had a serv- 
ice department that was on the ball 
and if he was located in Detroit he 
would buy cars and trucks from 
that dealer because of the service 
he got from the dealer a couple of 
years ago. 

He was bringing a new tractor 
into Detroit to get some equip- 
ment mounted and in one of the 
suburbs the engine died. As they 
had their old truck with them, 
they hitched the new job to the 
old and hauled it along. 

They stopped at every Ford deal- 
er they came to and asked the 

service boys to see if they would 
find out what was wrong and fix it. 
It wasn’t until they came to Stark 
Hickey’s shop that. they found a 
service manager who would even 
have a mechanic look at the job. 
The others were either too busy, 
didn’t have room to take a truck 
they didn’t sell into their shop or 
gave this Booster the “bum’s rush” 
for some other reason. 

But Stark’s service manager told 
them to bring in the job and they 
would find out what was the matter 
in a hurry. They hauled the new 
tractor up to the second floor and 
in less than an hour this Booster 
was on his way—and there was no 
bill. It was in the warranty and 
Hickey’s men took care of him as if 
he had been a regular customer. 

Knowing the Booster who had 
this experience, I will wager Stark 
Hickey has gotten more favorable 
publicity from that one instance 
than from hundreds of dollars 
worth of advertising. 


* x 
Knocking the Product 

NOTHER maker of service tools 

at the table complained bitterly 
about one of the highest priced cars 
he had owned and how he would 
never have another. It was built 
in 1957, the year that nearly all 
manufacturers had plenty of qual- 
ity control trouble. This peddler 
knew that, yet he still held his 
grudge and was quick to condemn 
the particular make even though 
he hasn’t driven one since. 

This same peddler now owns 
one of the high-priced cars made 
by another company, loves the 
car (because it was built solid 
at the factory) but was condemn- 
ing all Detroit dealers in that 
make for their universally poor 
service. He also owns a medium- 
priced car that is currently giv- 
ing owners some trouble but he 
loves it because he happened to 
buy it from a service-minded 
dealer who takes care of his cus- 
tomers. 

Designing engineers and dealers 
who are pushing air conditioning 
should have heard the wails of a 
couple of the boys who drove cars 
with air conditioning. They said 
they shuddered when they felt a 
miss in their engine as it cost them 
at least $14 to get a spark plug 
changed and rarely got out of a 
shop for less than $50, for even 
a minor tuneup. 

They blamed the car makers, not 
the air-conditioning application. 

As you can imagine, I was having 
a ball making these guys do a little 
thinking and correlating things 
they knew about the industry with 
some of the troubles they were hav- 
ing. 

This discussion only points up 





































distribution discount practices of 
several after-market makers. 
They say that little or no attempt 
is being made to police these 
makers’ outlets and that these 
discounts are being unjustly used 
in a manner that hurts them. 
They say that no jobber as such 
should be given redistribution 
rights and discounts, They feel that 
this redistribution practice should 
be confined to warehouse distribu- 
tors exclusively, who do not have 
any contact with dealers who can 
use the additional discount to up- 


set the market. 
* * * 


64 Ways... 


e.. back to my “brainstorm- 
ing” experience, it may be just 
a coincidence that a folder comes 
to my desk from Ross Roy and 
BBD&O, one of the country’s larg- 
est advertising agencies with many 
accounts in the automotive field, on 
the subject “64 Ways for Service 
Stations to Increase Their TBA 
Sales.” 

I was particularly interested in 
this folder, not so much for the 
suggestions offered, but because 
of the manner in which these 
suggestions were developed. 

“Brainstorming” was the method 


outstate, are bitter about the re- | used by the agency to develop these 


QUAKER STATE OIL REFINING CORPORATION, OIL CITY, PA. 


ideas. In this case, 22 experts in the 
field of TBA selling were brought 
together in one room around a con- 
ference table and asked to pro- 
pound their ideas on the subject 
and not hold back because any per- 
son felt his idea might have little 
merit or was not practical. 

The sessions are run under what 
are called the Osborn ground rules, 
which it is claimed give this tech- 
nique its effective individuality. 
These are: 1. Criticism is ruled out. 
(Adverse judgment of ideas must 
be withheld until later.) 2. “Free- 
wheeling” is welcomed. (The wilder 
the ideas the better; it is easier 
to tame down than to think up.) 
3. Quantity is wanted. (The greater 
the number of ideas, the more like- 
lihood of good ones.) 4. Combina- 
tion and improvement are sought. 
(Suggestions by others on an idea 
give better ideas. Combinations of 
ideas lead to more and better 
ideas.) 

These rules are enforced by a 
panel chairman who runs the meet- 
ing. 

This idea seems to have consid- 
erable merit providing—and much 
emphasis must be placed on that 
“providing’”—that the men who 
finally judge the merits of the ideas 
are not only proficient and efficient, 


experience, skill, knowledge. Quaker State is the result 
of all three, plus purest Pennsylvania quality. That’s why 
it brings you satisfied customers and steady profits. 
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but are able to keep an absolutely 
open and flexible mind. 
+ * oa 


Personal Contact 


~~ while we are on the subject 
I would also like to pass on to 
readers who have labored this far 
with me just one very important 
paragraph that appears in the cur- 
rent bulletin of AAA to its contract 
garages and service stations, as it 
applies even more strongly to fran- 
chised dealer service men—and the 
dealers themselves—than to the 
gasoline station men. 

Under the heading of “Are You 
Really Selling Service?” this one 
paragraph says: “Two main fac- 
tors determine good service— 
knowhow and promptness — and 
everyone in the service field 
should possess these traits. You, 
as the representative of a firm in 
the eyes of the public, are the 
manager and owner all in one. 
Any opinion the public may have 
of your firm will come from de- 
cisions they make as the result of 
personal contact with you.” 

There igs much more to service 
than being a representative or fix- 
ing and correcting an item. Every 
man who contacts the public in a 
service capacity must be a sales- 
man of good impressions or he fails 
in his job. 
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FORD FAMILY OF FINE CARS CLEARINGHOUSE e NO. 200 OF A SERIES 


...one of America’s 
most profitable markets 
offers exclusive opportunities 
to Ford Dealers 











Enterprising Ford dealers everywhere 
today are making the most of their excep- 
tional opportunities in the parts replace- 
ment field. Record sales reports from both 
large and small communities around the 
country are a dramatic indication of the 
marketing advantages our dealers enjoy 
over all major competition. 

What are these selling advantages? 
Let’s look at some revealing facts: 

First, you have the market! With over 
15-million registered Ford passenger cars 
and trucks on the road today, you're 





assured of a constant demand for service 
parts. Moreover, it’s a market that is 
little affected by changing times. When 
times are poor, people tend to repair their 
vehicles rather than trade them in. When 
times are good, they spend more freely; 
have needed repairs promptly performed. 
Here’s a top-profit business you can count 
on year after year! 

Second, you have a dual business oppor- 
tunity! Since only Ford dealers are 
authorized to sell genuine Ford —FoMoCo 
—parts at both wholesale and retail, 





you're in a far more favorable selling 
position than competitive dealers or parts 
jobbers. And as a parts jobber, Ford pays 
you a jobbing incentive! 

Third, Ford backs you all the way... 
with its Parts Pricing Board that elimi- 


nates non-competitive prices . . . with 
up-to-the-minute price changes that keep 
your stocks competitive . .. a parts 


obsolescence plan . . . and many adver- 
tising and promotional materials that 
spotlight both your retail and jobber 
parts operations. 





A great and growing market . . . whole- 
sale and retail sales opportunities .. . 
complete merchandising support—these 
and many other advantages are yours 
with the Ford parts franchise. Want more 
facts? Watch your mail for the booklet, 
“Grow With The Market ... A Report 
On Your Increasing Ford Parts Selling 
Opportunities.’’ Here is a handy guide to 
one of your richest sources of profit— 
the Ford parts market. 

Another reason why it’s great to be a 
dealer in the Ford Family of Fine Cars. 


FOR 
15,000,000 
VEHICLES 





FOR THE AMERICAN ROAD; THE FARM; AND INDUSTRY 
Ford e Falcon e Thunderbird « Comet « Mercury @ Lincoln « 
Lincoln Continental « English Ford Line « Taunus ¢ 
Ford Trucks « Farm and Industrial Tractors and Equipment « 
industrial Engines ¢ Aeronutronic—Products for the Space Age « 
American Road Insurance Company « Ford Motor Credit Company 





The American Road, 
Dearborn, Michigan 
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Profit on the High C’s... 
Clean, Competent, Courteous 


By Ed Brown 
Staff Correspondent 


'W YORK.—Cleanliness to at- 

tract the ladies and thorough- 
ness to attract the men. That’s the 
formula which has resulted in a 
75 percent service absorption and a 
special dealer merit award for 
Koeppel Motors (Lincoln-M*~ ry), 
Jamaica, Long Island. 

According to Morton Manes, 

president, cleanliness in the serv- 
ice department is one of the most 
important features a dealership 
can offer. With more of today’s 
automobiles being cared for by 
wives, he says, there are hidden 
merits in making the service de- 
partment attractive to them. 

On the other hand, thorough, 
competent service work appeals di- 
rectly to the man of the house. 
He is interested in having topflight 
work done on his automobile, and 
is willing to pay a fair price for 
such work. 

One recent example was recalled 
by Manes: 

“A man came into our service 


department, exasperated, frustrated 
and ready to condemn every Conti- 
nental in the world. He had an air 
conditioner in his Continental that 
no one seemed able to fix. He had 


$1 Million Plant Opened 
By GSM in New Jersey 


PENNSAUKEN, N. J. — GSM, 
Inc., remanufacturer of auto and 
truck engines, played host to more 
than 1,500 automotive industry ex- 
ecutives at open house sessions 
marking the opening of its new $1 
million plant in the Pennsauken 
Industrial Park. 

GSM expects to double its pro- 
duction at the new facility, which 
will make use of the latest elec- 
tronic and automated precision 
equipment available for engine re- 
manufacturing, according to Sam- 
uel Rosenberg, president. He said 
the firm will produce more than 
30,000 remanufactured engines in 
the first year at the new site. 


already made a grand tour of the 
L-M dealerships in the city. 

“We are one of the few dealer- 
ships who boast an air conditioner 
repair department. Our man went 
to work on this particular car and 
we were able to return it in good 
operating condition to its owner in 
a short period of time. We not only 
have him ag a steady customer 
now, but he has already sent us his 
brother, who also operates a Conti- 
nental, and has promised that he 
will be sending his friends, as well.” 

* * a 


i ADDITION to road testing 
every car that is serviced at the 
dealership, Service Manager Joseph 
Metzler also has every new car 
thoroughly tested. 

“Nothing is more frustrating to 
the new owner,” Manes said, 
“than a car that has not been 
thoroughly checked before new- 
car delivery. As a matter of fact, 
We save ourselves untold head- 
aches by doing a good pre-deliv- 
ery check, And, incidentally, we 











Convertible Tops 10 Pct. 
For Pentiac Sales Mark 


PONTIAC.—An increasing de- 
mand for Pontiac convertibles 
has boosted convertible sales to 
a@ record 10.1 percent of all the 
new Pontiacs sold since introduc- 
tion of the ’60 models last fall, 
it is announced by 8S, E, Knud- 
sen, general manager. 

Offered in both the Bonneville 
and Catalina series, convertible 
sales hit an alltime peak during 
May, accounting for 12.5 percent 
of all Pontiac deliveries for that 
month, as compared to 10 percent 
for May, 1959, Knudsen revealed. 
Two years ago about 5 percent 
of Pontiac retail sales were con- 
vertibles, he said, 

Pontiac’s convertible sales have 
been equally divided between the 
Bonneville and Catalina series. 





believe it saves money in the long 
run.” 

As Manes explains it, the me- 
chanic puts his own personal guar- 
antee stamp on every service job 
he completes. 

“Our mechanics are working on 
a piecework basis, This means that 
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“Du Pont LUCITE” 
is your best bet for all 
acrylic repairs” 






Warner Pontiac Sales, Inc., 
Chicago, ///., reports: 





e The body repairmen among Warner Pontiac 

Sales’ 30 employees know that the over-all 
system of Lucire refinishing adds greatly to 
results. Each Du Pont staple product speci- 
fied in the easy-to-use system—solvent, prim- 
er-surfacer, sealer, thinner—works smoothly 
with Lucirs for top durability. 


“Today, just about every car that comes 
into our body shop for repairs is finished 
with one of the acrylics. So I can tell 
you I know as much about repairing 
these new finishes as anybody .. . and 
I can tell you that Lucire, the Du Pont 
acrylic lacquer, is your best bet for all 
acrylic repairs. 

**You can’t beat Lucire for fast, trou- 
ble-free performance and dependable 
handling. It dries more evenly. It’s eas- 
ier to work with because it flows more 
easily, and it’s easier to buff after drying. 


**And with LuciTE we can give custom- 
ers exact matches in color, fast. Du Pont 
factory-packaged stocks put every acryl- 
ic color known at our finger tips .. . all 
in the most precise shades. Our cus- 
tomers prefer the deep luster and easy 
care of LucIrTE, too. 

*“‘As far as I’m concerned, LucITE is 
twenty miles ahead on any repair job. 
You do yourself and your customers a 
big favor when you use it exclusively. 
Remember that next time your Du Pont 
jobber comes in!’’ 


Du Pont research leads refinish progress 


BETTER THINGS FOR BETTER LIVING, . 


REG. U. 5. PAT.OFF 
» THROUGH CHEMISTRY 





every job they turn out must be 
done almost to perfection. If the 
work comes back to us, the me- 
chanic, on his own time, or at his 
own expense, is expected to correct 
the defective work. 

“He can do the work on Satur- 
day’s or at night, or he can do it 
during the day, but, of course, he 
won't get paid for it.” 

ag * * 


Tes Koeppel dealership found 
that this arrangement works 
best in all respects, The mechanic 
neither rushes through a job, 
botching it, nor does he loiter over 
it in order to avoid any extra work, 
He does as thorough a job ag pos- 
sible the first time around, in order 
to avoid callbacks. 

In addition to the above salary 
arrangement, both service inspec- 
tors, the parts man and the serv- 
ice manager are all on a percent- 
age basis. This also serves to in- 
crease their interest in a job 
properly performed. 

New-car prospects are culled 
from the service department. Each 
week, one of the salesmen is on 
duty in the service station. It is his 
responsibility to talk to every own- 
er who comes into the establish- 
ment who drives a ’58 or older 
model. 

Should the salesman be occupied 
elsewhere and the service manager 
runs across a repair job that is 
going to be expensive for the own- 
er, he calls this to the attention of 
the sales department for their fol- 
low-through. 

After a new car has been deliv- 
ered, according to Manes: “The 
customer receives a name and tele- 
phone number on his bill, which he 
is instructed to call in the event 
of service difficulty of any kind. 
This immediately gives him a con- 
tact in the service department, and 
puts his mind at ease as to the kind 
of reception he will get. 

“A few days later, he will receive 
a letter, signed by the service man- 
ager, which invites the customer to 
visit the service facilities and look 
them over. In addition, the new 
customer is advised to make a note 
of any difficulties he experiences 
with his new car and to bring the 
list with him for his thousand-mile 
check.” 

* cd a 
pe service customer is barraged 
with direct-mail promotions 
from the service department. Every 
month another service special is 
featured. 

If the records indicate that the 
customer has not been into the 
service station for 60 days, the 
girl in the service department 
calls to remind the owner that 
his car probably needs checking. 
If 90 days go by and still no 
response, a little card asking why 
the service department is “in the 
dog-house” is dispatched, Usually, 
one or the other works. 

Customer complaints are care- 
fully checked out, and as mentioned 
above, any careless work is imme- 
diately rectified. 

“Nothing works as well in the 
service department as giving the 
customer competent work and a 
little courtesy,” Manes says. “We 
know that we have managed to 
build a good reputation in the 
service field and we feel it has 
been due to these two factors more 
than any other.” 


13,209 Attend 
Raybestos Clinics 


On Brake Service 


BRIDGEPORT, Conn. — Brake 
Service Clinics sponsored by dis- 
tributors and conducted by the 
Raybestos Division of Raybestos- 
Manhattan, Inc., have been at- 
tended by 13,209 mechanics during 
the past three months, the firm 
said. 

Main feature of the new brake- 
service program ig a full length, 
technical, sound, color motion pic- 
ture entitled, Total Brake Service 
With Raybestos. 

This film shows brake service 
work being performed on 16 cars. 
Real automobiles—not models—are 
used so that mechanics can see the 
brakes exactly as they see them 
when they are doing a brake job 
on a car. 

All mechanics viewing the film 
have also received engineering bul- 
letins and booklets which contain 
many of the main points they see 
during the clinic presentation, 


SSE 











DETROIT.—Here is the schedule 
of field service schools for the next 
month—a regular feature of AuTo- 
Motives News. 


For Make Servicemen 


AMERICAN MOTORS SALES 
CORP. — Five service-training mo- 
bile units will be holding schools 
in the following states Aug. 22-Sept. 
16: Unit 101, Ohio and Indiana, 
Lester F. Howard, instructor; Unit 
102, New York, LeRoy Roberts, in- 
structor; Unit 103, Wisconsin, Har- 
vey Dittberner, instructor; Unit 
104, Minnesota, Harry Rowe, in- 
structor; Unit 105, Colorado, Henry 
Shafer, instructor. 

CHRYSLER CORP.—The service 
training courses from Aug. 22- 
Sept. 16 will cover the most re- 
cently developed procedures for fac- 
tory approved service maintenance 
operations, diagnosis methods, plus 
the proper usage of the latest 
special tools and equipment. The 


Service Schools in Field 


Make and Open Sessions in Next Month Listed 
By Vehicle, Equipment Makers 
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service personnel of Chrysler Corp. 
dealers and factory personnel. 

Chrysler training centers are lo- 
cated at: 26001 Lawrence Ave., 
Center Line, Mich.; 5500 Howard 
St. Skokie, Ill.; 2930 Forrest Hill 
Dr., S.W. Atlanta, Ga.; 401 Theo- 
dore Fremd, Rye, N. Y.; 550 S. 
College Ave., Newark, Del.; 1111 
N. Brookhurst St., Anaheim, Calif. 
For further information, contact 
your nearest Chrysler training cen- 
ter. 

FORD DIVISION—During the 
period of Aug. 22 to Sept. 16, the 
Ford 35 district school instructors 
will be conducting their 1960 train- 
ing program. The scheduled courses 
to be conducted are truck engine, 
Falcon rear axle, Cruise-O-Matic 
transmission and power brakes. 

GMC TRUCK & COACH DIVI- 
SION—Instruction in the approved 
overhaul, maintenance and diag- 
nosis procedures using the latest 
tools and equipment is available 





sonnel sponsored by a GMC truck 
dealer, or a GMC truck fleet opera- 
tor. The following courses are 
offered: 1. rear axles, 2. standard 
transmissions, 3. automatic trans- 
missions (Hydra-Matic, twin 
Hydra-Matic, and torqmatic), 4. 
diese] engine (one-week tuneup 
class or two-week overhaul)), 5. 
gasoline engine tuneup, 6, gasoline 
engine overhaul, 7. power steering 
(in-line or booster type), 8, carbure- 
tion, 9, four-wheel drive, 10, air- 
suspension, 11, hydraulic brakes. 
GMC maintains classrooms in the 
following cities: Atlanta, Jackson- 
ville, Boston, Charlotte, Chicago, 
Milwaukee, Cincinnati, Dallas, El 
Paso, Houston, Denver, Salt Lake 
City, Detroit, Cleveland, Kansas 
City, Oklahoma City, Omaha, Los 
Angeles, Memphis, New Orleans, 
New York (two centers), Oakland, 
Philadelphia, Washington, Pitts- 
burgh, Buffalo, Portland, St. Louis 
and Minneapolis. Address inquiries 
to Service Training Activities, GMC 
Truck & Coach Division, Pontiac 
11, Mich. 

INTERNATIONAL HARVEST- 
ER—tTechnical training centers 
located in Atlanta, Dallas, and 
Harrisburg, Pa., are conducting 
training for dealer and fleet serv- 
icemen, Five different courses are 


men, dealer service management, 
diesel service, light-duty fleet serv- 
icemen and heavy-duty fleet serv- 
icemen. Correct diagnosing, main- 
tenance and service procedures are 
emphasized in each service opera- 
tion. For further information, con- 
tact your nearest International 
truck district or branch. 

STUDEBAKER -PACKAR D— 
Technical training centers in New 
York, South Bend, and Los Angeles 
have scheduled courses on all 
phases of the 1960 Lark and Hawk 
models ag well as Mercedes-Benz 
and DKW passenger cars for Aug. 
22-Sept. 16. In addition to these, 
there is a new training center in 
Decatur, Ga., with W. N. Hall as 
head instructor. Training will be 
conducted at New York by F. X. 
Coghlan, at Los Angeles by L. J. 
Young, and at South Bend by A. S. 
Kidder. 

WHITE MOTOR OO.— Diesel 
school Sept. 12-16 (Cummins). At 
the White factory in Cleveland. 


For All Servicemen 
ALLEN ELECTRIC and EQUIP- 
MENT CO., Kalamazoo, Mich.— 
The Allen Power-Tune course, cov- 
ering diagnosis and electrical 
performance troubles, includes 
training on regulators, generators, 
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cuit and use of Allen scope. Also 
offered is the Allen PM Tune-Up 
school for learning the fundamen- 
tals of the tuneup business includ- 
ing servicing and merchandising. 

A nominal fee is charged. For 
representative or write directly to 
Educational Department, Allen 
Electric & Equipment Co., 2101 N. 
Pitcher St., Kalamazoo, Mich, 

AMMCO TOOLS, North Chicago 
—Brake servicing. Contact Dick 
Stevenson, Ammco Tools, Inc., 2150 
Commonwealth Ave., North Chi- 
cago, Ill. Clinic type instruction 
facilities available through 33 mo- 
bile units manned by factory-train- 
ed technicians. Five-day, complete 
brake servicing course available 
starting Sept. 12. 

JOHN BEAN DIVISION, Lan- 
sing.—(A) Wheel alignment, wheel 
balance, steering systems, Sept. 19; 
(B) Advanced wheel alignment, 
power steering, advance suspen- 
sions and minor frame straighten- 
ing, Sept. 26; (C) Collision service 
of front suspension, frame straight- 
ening and body alignment, Oct. 3; 
(D) Brake servicing, Sept. 12. Com- 
bined courses are also offered. 
(ABC), Sept. 19-Oct. 7; (AB), Sept. 
19-30; (DA) Sept. 12-23. 

BEAR MFG. OO., Rock Island, 


(free of charge) to all service per-| offered. They are: Dealer service-| batteries, distributors, ignition cir- (Continued on Page 40, Col. 1) 


courses are offered tuition free for 








“We like to do business with Texaco — 
they are really jobber-minded.” 


Why there’s | 
a promising future 
with Texaco 


a 


Here are 6 reasons why Dealers and 
Distributors grow with Texaco: 
1. THE BEST petroleum products, known ql 
and accepted nation-wide. Continuous oe 
research and development insure that 

Texaco will always have outstanding | 
products. 

2. THE BEST national advertising pro- 

gram, year after year .. . constantly 

selling Texaco and Texaco products. 

3. THE BEST sales promotional material 

to help build customers. 

4. THE BEST retailer policy — Texaco 

helps its Dealers, Consignees and Dis- 

tributors to sell profitably. 

5. THE BEST customer credit card — in f 
fact, the only petroleum credit card 
honored under one sign nation-wide, 
and in Canada, too. 

6. THE BEST opportunity to cash in on 

“touring” business — because when 
Texaco customers are touring they like H 
to stop at Texaco stations on the road. 
This means you have more than 40,000 
other Texaco Dealers helping you. 


A PROMISING FUTURE is one of the 
advantages of being a Texaco Dealer 
or Distributor. There may be an oppor- 
tunity for you. Investigate! 


TUNE IN TO THE TEXACO HUNTLEY-BRINKLEY 

REPORT~— MONDAY THROUGH FRIDAY—NBC-TV 

RE ee ee SO RR A NER OO! A em em, ae ete 
AN-8 

SALES MANAGER, TEXACO INC., 

135 E. 42ND ST., NEW YORK 17, N.Y, 





TEXACO DISTRIBUTOR CARL FITZEKAM, NEBRASKA CITY, NEBRASKA, SAYS 


**Coing with Texaco 15 years ago paid off for us in 5 ways. Our station sales picked 


| would like complete Information about the possl- 
bility of teaming up with Texacoasa: [_] Dealer 











C Consignee ["] Distributor (Please check) 
up right away. So did our farm business. We developed a good heating oil business. NAME 
We also built a profitable truck trade. Most important, Texaco’s product acceptance, ernest 
ee CITY 
and consistent advertising, plus its sound jobber policies, enabled us to get the added ‘it 





security that comes with a well-balanced operation.” Sell the best...sell TEXACO 
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Service Schools in Field 


Make and Open Sessions in Next Month Listed 
By Vehicle, Equipment Makers 
(Continued from Page 39) 


fil.—School offers training in align- 
ment, balancing and frame 
straightening for four-week pe- 
riods. Next classes Aug. 29 and 
Sept. 12. Address all inquiries to E. 
Miles Bacon, director, Bear Auto- 
motive Service School. 

BARRETT EQUIPMENT CO., St. 
Louis, Mo.—Brake School—Theory, 
principles and practical application. 
Training conducted by the Barrett 
Brake Schools in St. Louis, Miami 
and Los Angeles with a new school 
opening in Philadelphia. For dates 
of scheduled classes and enroll- 
ment contact Barrett Equipment 
Co., 2101 Cass Ave., St. Louis 6, Mo. 





distributor to meet local needs and 
the length of an individual course 
is three or four evenings or one 
full day. No tuition fee is charged. 
Additional information may be ob- 
tained by contacting a Bendix dis- 
tributor or writing to the Bendix 
training director in South Bend. 
DeVILBISS CO., Toledo.—At fac- 
tory and at field. schools, company 





Shatterproof Directory 


Lists 6,000 Dealers 


DETROIT. — More than 6,000 
shops are listed in the revised Na- 
tional Directory of Authorized 

BENDIX PRODUCTS DIVISION, | Shatterproof Dealers, now being 

South Bend—Courses are offered on | distributed by Shatterproof Glass 
Bendix power brakes and Strom-_| Corp. 
berg carburetors through schools Every American car, truck and 
sponsored by authorized Bendix) bus, plus almost all foreign ve- 
distributors. The schools previde | hicles can be serviced with lamin- 
the basic service and sales training | ated safety glass windshields at 
for automotive servicemen required| any one of the dealers listed by 
in the development of service deal- | city and state in the new directory, 
ers. Classes are scheduled by each | according to the company. 











instructors will give a complete 
course of instruction in spray 


painting, with emphasis on use of | _ 


the new airless equipment, on 
spraying catalysts and other ad- 
ditive materials, on use of the re- 
mote cup spray outfit and other 
new systems and products, Indus- 
trial, auto refinishing, maintenance 
and jobber schools have all been 
scheduled at the factory and field 
schools for jobbers have been 
scheduled in the Midwest and on 
the West Coast. Attendance at the 
factory school in Toledo is without 
charge for instruction or equip- 
ment. However, a nominal charge 
is made for attendance at field 
schools. 


ELECTRIC AUTOLITE CO., To- 
ledo—Specialized electronic s emi- 
nars are offered for students at 
leading schools across the country. 
They are devoted primarily to the 
impact of semiconductor technology 
upon the design of ignition and 
electrical systems, related compon- 
ents and accessories. For further 
information, write to the Electric 
Autolite Co., 511 Hamilton St., 
Toledo, O. 

INLAND MFG. CO., Omaha — 
School teaches all aspects of radia- 
tor repair and takes one to two 
weeks to complete, depending upon 
the student’s prior knowledge. No 


NEW PROFIT-BUILDING 










MT-4050 Master Analyzer 


MT-G615A Anal (shown in con- 
sole). Mechanics tell us it has the 
easiest-to pace nto pattern of them 


all. It spots ignition system troubles 
with pin-point accuracy. 


MT-415B Combination Tach-Dwell 
Meter (shown in console). Tach scale 
engine rpm for servicing auto- 
—_ ne aoe cy _— 
adjusting carburetor idling jets. Dw 
scale checks dwell or cam angle and re- 
sistance of breaker points; set breaker 
points. Use on 6, 12, or 24-volt systems. 


MT-430 Ignition Analyzer (shown in 
console). Tests primary and secondary 
coil efficiency, coil heat, stalled motor 
coil current, capacitor efficiency, sec- 
ondary coil resistance, capacitor leak- 
age, coil polarity, ignition efficiency, 
misfiring, motor idle current. 


MT-401A Pence aeier Meter 
(shown in console). Tests generator, 
checks regulated amperes, cutout and 
regulated voltage. Also used to test bat- 
tery and locate electrical leaks. 15-volt 
range for cars and trucks; 60-volt range 
for ignition systems over 12 volts. 


MT-425 Vacuum and Fuel Pump 
wide i (shown in console). Detects a 
wide line of engine troubles from leaky 
nifolds to weak valve springs. Top 
dial registers vacuum up to 26 inches 
of mercury. Bottom dial shows fuel 
pressure up to 10 lb per sq in. 


KRA-3i5 Roll Cab with 19”x2614” top, 
34%,” high. Drawer is 1» (wom ie 
44%” eep. Up- 
per = f has 
11” depth, low- 
er compart- 
ment is 13%” 
high. Two met- 
al doors with 
lock which also 
locks drawer. 





MT-650 Console. Housing only, with- 
out instruments or roll cab. Available 
for those who already own the instru- 
ments and wish to consolidate them. 


Optionally Available 


MT-405A Exhaust Gas Analyzer. 
Checks the air-fuel ratio — shows you 
if engine is operating efficiently; if car- 
buretor is set properly. Flexible sam- 
pling tube and tail pipe adaptor fits all 
cars. Carburetor idling adjustments can 
be made without dynamometer. 


MT-412 Tachometer. Designed for me- 
chanic who wants tachometer only. Two 
scales — low scale calibrated from 0 to 
1,000 rpms; high scale from 0 to 5,000 
rpms. Use on 6, 12, or 24-volt systems. 


equipment. 


8082-H 28TH AVENUE e 


MASTER ANALYZER 





© Select Your Own Combination of Test Units 
© Roll a Complete Test Center Right to the Job 
© Get It Now on Easy Payments 


This SNaP-oN MASTER ANALYZER is designed for the modern 
shop offering the finest in repair service. Here in one compact, mobile 
unit is everything you need for engine and ignition analysis. Hand- 
some, well-built, console-contains the Anal-O-Scope® electronic engine 
analyzer plus the four test meters listed at left, together with the roll 
cab. All instruments can be easily removed for use outside the con- 
sole. The two meters described at bottom are available as optional 


You can count on this test equipment for accuracy and dependability 
— it’s SNAP-ON quality throughout. Each unit carries a full year’s 
warranty against defect. Here is profit-building equipment designed to 
spot hard-to-find troubles and speed repair of today’s complex cars 
— equipment every shop needs to be up to date in all respects. Your 
SNAP-ON man will be happy to prove it with a demonstration. 


| Sunp- BACKED SHOP EQUIPMENT 


KENOSHA, WISCONSIN 
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Service Entrance Accented— 
The new Rambler dealership in Midland, Tex., John Shortes Motors, is housed in a 


building which features a front drivein service entrance. In addition to the spacious 
showroom, cars can be displayed on an apron surrounding the front of the dealership. 


equipment. George Mitchell will be 
the instructor. 


RAYBESTOS DIVISION, Bridge- 
port—A complete brake service 
course will be held at the Raybestos 
Brake Service School and Work 
Shop located in Stratford, Conn. 
This course will consist of five con- 
secutive daily sessions, each session 
going from 8 a.m. to 4 p.m. All 
phases of brake service work such 
as major adjustments, minor ad- 
justments, and complete brake 
overhauls of all types of both new 
and old brake systems will be cov- 
ered. Personal instruction is aug- 
mented by a technical sound, 
color, motion picture showing ad- 
justment procedure and trouble 
shooting procedure as well as 
changes made in 1960 brakes. 
Individuals who successfully com- 
plete the course will receive a cer- 
tificate showing that they are qual- 
ified to work on all types of auto- 
motive brakes. The course will be 
conducted by A, D’Andrea, director 
of service training. For further in- 
formation, write to J, W. Hefferon, 
— Division, Bridgeport 2, 

nn, 


SUN ELECTRIC CORP., Chicago 
—Training courses are available in 
test equipment operation and 
tuneup. Two 32-hour evening 
classes are to be held each month. 
Courses will be conducted in Sun’s 
Automotive Division Training 
Center, Harlem and Avondale Aves., 
Chicago, Ill. For further details, 
write R. C. Heidrich. 


SUNNEN PRODUCTS CO., St. 
Louis—Specialized phases of engine 
rebuilding instruction for servicing 
pistons and connecting rods regard- 
ing pin fitting and reconditioning 
and alignment of rods. Cylinder siz- 
ing and finishing instructions also 
available. Instruction offered by 
factory engineers with service units 
completely equipped, For details on 
instruction available without obli- 
gation throughout the nation, con- 
tact A. Del Pico, Sunnen Products 
Co., 7910 Manchester, St. Louis, Mo. 

THERMOID DIVISION, H. K. 
Porter Co., Inc., Trenton, N. J.— 
Brake service school conducted at 
various times during the year, de- 
pending upon the demand. 

UNITED MOTORS SERVICE— 
Instruction in factory-approved 
service methods, using the latest 
equipment, is available in (1) auto- 
motive electricity (Delco-Remy), 
starting, lighting and ignition sys- 
tems, (2) carburetion (Rochester), 
(3) electronics (Delco auto radio, 
Guide-M atic and Twilight Senti- 
nel), (4) automatic transmissions 
(Hydra-Matic), (5) Delco standard 
hydraulic and power brakes. United 
Motors Service Classrooms operate 
in these cities: Detroit, Cleveland, 
Boston, New York (two centers), 
Chicago, Washington, Jacksonville, 
Fla.; El Paso, Tex.; Portland, Ore.; 
Dallas, Los Angeles, Memphis, At- 
lanta, Philadelphia, Charlotte, N. 
C.; Denver, San Francisco, St. 
Louis, New Orleans, Houston, Buf- 
falo, Minneapolis, Oklahoma City, 
Milwaukee, Kansas City, Salt Lake 
City, Omaha, Pittsburgh and Cin- 
cinnati. 


WALKER MFG. CO., Racine, 
Wis., is conducting clinics through- 
out the country designed to help 
independent dealers build their 
muffler business and obtain maxi- 
mum profits from installations. 
Harry Liebendorfer is conducting 
the clinics. 


WEAVER MFG. CO.— Spring- 
field, DL, offers a complete wheel- 
alignment instruction course. 
Classes are conducted in the com- 
pany’s laboratory garage the first 
full week of each month. A one- 
week advance notice is required. 
Address all inquiries to the Weaver 
Mfg. Co., (Division of Dura Corp.), 
2171 S. Ninth St., Springfield, Ml. 


charge for training course to grad- 
uates who buy or whose employers 
purchase equipment — $200 other- 
wise. Write to Inland Mfg. Co., De- 
partment TS-20, 1108 Jackson St., 
Omaha 2, Neb., for additional in- 
formation. 

OKLAHOMA STATE TECH., 
Okmulgee, Okla, — An 80-hour 
course in specialized auto air con- 
ditioning is being offered. The 
course will include both theory and 
practical experience on the instal- 
lation and repairing of the latest 
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By Robert H. Brown 
Staff Correspondent 

CORDELE, Ga.—A good many 
years ago, along about the end of 
World War II, someone started a 
trend in the service departments 
by decreeing there shall be no work 
on one afternoon a week. 

Promptly at one o’clock, the 
work orders are turned in, the 
time clocks punched and away 
the mechanics go for an after- 
noon of fishing, hunting or work- 
ing in their yards at home. 

It’s become the fashionable thing, 
especially in small towns and cities, 
for all lines of retail business. 

There’s a big problem for the 
auto dealerships, however, and that 
is what afternoon to close. Should 
it be on the afternoon the other 
stores close or should it be Satur- 
day afternoon? 

Pat Dobbins, who with N. A. Pitt- 
man recently took over Strickland 
Motor Co., Ford dealership here, 
recalls: 

“We started a little survey to 
see what afternoon would be best 
for us to close. I looked up and 
down the street; not a soul was 
stirring on Wednesday after- 
noons, 

“At that time, the service depart- 
ment was staying open on the af- 
ternoons the stores were closed, I 
found on several occasions they 
were looking for work.” 

With this information, Dobbins 
started checking the stores on Sat- 
urday afternoons and found them 
busy waiting on customers. The 
streets were crowded with people. 

It wag true that on Wednesday 


More Mechanies 


Goal of Ford 


New Program Seeks 
To End Shortage 


(Continued from Page 30) 




































dealers having a full understanding 
of the limitations of how much or 
how little an automotive student 
can do once he has completed his 
school work only a very small per- 
centage of the boys who have in- 
dicated that they were interested 
in service work would ever become 
automotive technicians, 

. * * 


Every Boy Needed 
ER the current method of 
teaching automotive work in 
public schools, the boys graduating 
from these schools are not equipped 
to hold down a journeyman’s job 
in a shop. When dealers hire such 
boys and put them to work in their 
shops, only a very small percentage 
can stand the arduous period of in- 
doctrination into service shop pro- 
cedures. 

Yet, the industry needs every boy 
who has the aptitude for automo- 
tive mechanical work. It needs 
them as technicians, as parts men 
and as order writers, 

This new Ford program, it is 
felt, should help Ford dealers 
meet the ever-growing service re- 
quirements of the American pub- 
lic and provide an opportunity 
for mechanically inclined young 
men not planning to enter college 
with an opportunity to enter a 
productive career immediately 
upon graduation from high 
school. 

This program, properly applied 
in each area, should also tend to 
upgrade the job of automotive tech- 
nician and minimize use of the 
term “grease monkey” and other 
disparaging terms that have been 
applied to automotive service work- 
ers. Today’s automotive technican 
must be a highly skilled worker 
and be well grounded in more skills 
than most any other category of 
skilled workmen. 


Kleve Heads Dealer Group 

HELENA, Mont.—New officers of 
the Helena Automobile Dealers 
Assn. are G. Leonard Kleve, presi- 
dent; Rex Grimes, vice-president; 
Don Fredrickson, secretary, and 
George Larson, treasurer. 


Georgia Dealer Solves... 
The Half-Day-Off Problem 


afternoons, when most stores were 
closed, they brought their trucks 
to the service department for re- 
pairs. This enabled them to keep 
them running when the stores were 
open, 


sons for keeping the service de- 
partment open when the other 
stores were closed. 


lost business from car owners that 
would come in on Saturdays? 


turning down something like 25 to 
30 customers on some Saturdays 
because we were closing at 1 p.m.,” 
Dobbins said. 





AUTOMOTIVE NEWS, AUGUST 15, 1960 


chanics to see how they would 
like the change. Most of them 

said it did not matter to them. 

They just wanted a half-day off. 

After three months of giving 
the Wednesday closing plan a test, 
Dobbins said the plan is working 
out very well and the service de- 
partment is keeping busy on Sat- 
urday afternoons. 

Of course, not all of the me- 
chanics agreed they liked the 
change. Some said it would inter- 
fere with their long weekends, but 
now that the change has been 
made it is being reflected in their 
pay checks, which always helps, ac- 
cording to Sam Phillips, service 
manager. 

Dobbins added, “We're in a 
large agricultural area and these 
people here have become accus- 
tomed to coming to town on Sat- 
urdays, It isn’t like the shop in 
a metropolitan area where every- 
one takes the weekend off and 

heads for the lakes and sea- 
shore,” 

Perhaps the answer to the half- 
day closing fad, according to Phil- 





The soft drink people, for ex- 
ample, liked to have their work 
on this afternoon. The grocery 
stores, those making deliveries, 
could also have their mainte- 
nance work done and not lose 
delivery time. 

This was one of the main rea- 


But did this business offset the 





Discussing Checkup— 
Harold Cordes, left, owner, Cordes Mo- 


lips, is to stagger the mechanical | ‘or ©°-. Alton, Ill., and Vince Richey, serv- 
staff. Let part of them off Wednes-| ice manager, talk over a 1,000-mile check- 
up on a Studebaker Lark, 


“I found that actually we were 


A check was run on the me- | day and part on Saturday. 


























te OFiginal 
equipment 
precision... 


eee Of Brand New 
Holley Pep Carburetors 

and Pep Kit Parts Assures 
Customer Satisfaction 


When you sell a Holley Pep Carburetor 
or use Holley Pep Kit parts for a minor 
carburetor overhaul, you’re doing more 
than making a sale. You’re giving your 
customer components of new-car quality 
and assurance of dependable performance. 


Holley Pep Carburetors for Ford-built 
and American Motors cars are brand 
new, and manufactured to the same 
exacting specifications as Holley Original 
Equipment Carburetors. And Pep Kits 
contain genuine Holley parts identical 
with those they replace. You can always 
sell Holley with confidence—its original 
equipment precision is your assurance of 
customer satisfaction. 





Genuine Holley 
Ignition Equipment 


Pep Carburetor Kits 
— Original Equipment 
Parts for Minor Overhaul 


Pep Carburetors— 
Engineered to Original 
Equipment Specifications 


Genuine Holley 
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1 Voltage Regulators 


Original Equipment Manufacturers for over 55 Years e 
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Goodyear Sales 
Rise to Record 
But Profit Dips 


AKRON.—Sales of Goodyear Tire 


tues | & Rubber Co, reached a new high 

'~\in the first six months of this year 
but earnings were lower than 2a 
year ago, E. J. Thomas, chairman, 
announced. 


Consolidated net sales for the 


half-year rose to $815,808,995, an 
increase of $3,058,489 over the previ- 
ous record of $812,750,506 set in the 
first half of last year. 


Net income for the first six 


months amounted to $37,694,223, a 
decrease of 7.2 percent, compared 
with 
ord-breaking first half of 1959. 


$40,646,386 earned in the rec- 


Thomas said that the lower earn- 


ings in the first six months re- 
sulted from the increased cost of 
natural rubber, higher wages and 
improved fringe benefits, which 
have not been fully reflected in 
prices. 


George P. MacNichol jr., presi- 


dent and chief executive officer of 
Libbey-Owens-Ford Glass Co,, has 
been elected to the Goodyear board. 






11955 E. Nine Mile Road, Warren, Michigan 
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Genuine Holley Generator 
and Starter Parts 


See your Holley Distributor—Check the Yellow Pages 
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Coming to the... 
National Auto Show? 


In Detroit’s Beautiful New COBO HALL 
OCTOBER 15-23 


Many dealers and industry executives. will be arriving for the show 


preview. 


Don't miss getting your copy of the AUTOMOTIVE NEWS AUTO 
SHOW ISSUE (October 10). This edition will help you enjoy the show 


and give you complete information on the new models. 


BE SURE TO GET YOUR COPY!! 
NO CHARGE 


As a subscriber, you need only mail us the cou 


n below and we will 


deliver your personal copy of the AUTOMOTIVE NEWS AUTO SHOW 
ISSUE to your hotel in or near Detroit. 


A. J. DeLISLE 
AUTOMOTIVE NEWS 

965 E. JEFFERSON AVENUE 
DETROIT 7, MICHIGAN 


Yes! I'll be in Detroit for the National Auto Show and | would like to 
have the AUTOMOTIVE NEWS AUTO SHOW ISSUE (October 10) 


delivered to my hotel. 


NAME: 


Address while at Show: 








SLASH ROCKER PANEL RECONDITIONING COSTS IN HALF ! 


Now, In 30 Minutes Or Less Your Least Experienced Mechanic 
Can Install New, Universal Rocker Panel Repair Kits 


Cut Costly Delays . . . Display Trade-Ins Sooner . . . Sell Them Faster . . . At Better Prices 


Are rusty, pitted rocker sills 
on trade-ins tying up your re- 
conditioning department, caus- 
ing costly delays in getting sal- 
able units on the lot? 

Now, with the new Univer- 
sal Rocker Panel Repair Kit, 
you can slash rocker panel re- 
conditioning costs in half! 
You can display trade-ins 
sooner, sell them faster. 

Your least experienced me- 
chanic can install these kits in 
30 minutes or less! A drill and 
screwdriver are the only tools 
he needs. 

Rust-proof back plates fit underneath gleaming stainless 
steel moulding to cover rusted out holes. Screws fasten 
out-of-sight on the bottom of the rocker panel. No weld- 
ing. No painting. No color matching. 

How many rocker parcel jobs tied up your shop last 
month? This month, order an assortment of Universal 
Rocker Panel Repair Kits. See for yourself how you can 
cut rocker panel reconditioning costs in half. 


ORDER TODAY! WE PAY TRANSPORTATION 
CHARGES. FULL MONEY BACK GUARANTEE. 
BUY FROM YOUR LOCAL JOBBER 

OR, MAIL THIS COUPON TODAY 

[ Grebesk! industries, Inc., 319 W. Main Street 
Dept. AN-815, Sheffield, Pa. 

immediately send following pairs of Universal Rocker Panels: | 








Steck No. Ne. Pairs Stock No. No. Pairs | 
RP-2'/5 cnnsreheemanans RP-4 obi 
RP-3'/, RP-4C Wits 


ee | 
Terms: 2% 10th Prox—n 30 da. We pay shipping charges. =| 
Money returned in full if you are not fully satisfied. | 


Nesae_____ 
| Company——____- 
| Address_ = 
| City. 














STOCK ONLY FOUR PAIR TO FIT 9 OUT OF 10 TRADE-INS 


Stock No. Dealer's Cost 
RP-21, 24" width. . . . . . . $10.56 a pair 
RP-314 S¥— Width. . . « © « « « 13658 pair 
RP-4 4” NS “6. o)s..6. 0 2 « San i. oe 
RP-4C 4” width . - 13.65 a pair 


Use This Handy Chart to Select Panels for Your Specific Needs 


OLDSMOBILE 


OPEL-VAUXHALL 
CADILLAC 
1958-59 
1951-56 
1957-60 
1960 
1959-60 


THUNDERBIRD 1958-60 


CHRYSLER & 
1957-59 
1953-56 
1957-59 
1960 
1951-56 
1951-56 
1959-60 


1959-60 


RP-4C 


RP-4C 
RP-3'/, 
RP-21 
RP-2'/2 
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Johnny Meisch, who has the sec- 
ond longest continuous service rec- 
ord among salaried employes of 
Chevrolet’s sales organization, re- 
tired June 30 after 41 years with 
the General Motors division, 

Succeeding him as national parts 
merchandising manager in the 
Chevrolet parts and accessories de- 
partment was Ross Fraser, a for- 
mer regional parts and accessories 
manager, assistant advertising 
manager and most recently Cincin- 
nati zone manager. 

Meisch held the merchandising 
position since 1950. He is 62. 

* 


+ ~ 
Willys Appoints Flood 
To Executive Post 


Thomas W. Flood, former vice- 
president of Electric Autolite Co., 
has joined Willys Motors, Inc., 
Toledo, as special assistant to S. A. 
Girard, president. 

Reporting di- 
rectly to the pres- 
ident, Flood’s as- 
signments will be 
many and varied 
in connection 
with Willy’s ex- 
panding domestic 
and export trade, 
Girard said. With 
Autolite since 
1934, Flood was 
elected a vice- 
president in 1945 and a director in 
1953. 





T. W. Flood 


* * + 
Beaunit’s Rogosin Named 


Chairman of Tyrex 

I. Rogosin, president of Beaunit 
Mills, Inc., New York, has been 
elected chairman of the board of 
Tyrex, Inc. 

He succeeds Gerald S. Tomp- 
kins, president of American Vis- 
cose Corp., Philadelphia. One of the 
founders of Tyrex, Inc., Rogosin 
has been affiliated with the textile 
and tire-cord industries for 60 
years. He had previously served as 
vice-chairman of the board. 

* oe 


Gifford Heads Simoniz; 
Rich Becomes Chairman 


Election of Chester G. Gifford 
as president of Simoniz Co., Chi- 
cago, was announced by Elmer 
Rich jr. 

Rich, who had been president 
since 1952, moves up to become 
chairman of the board of direc- 
tors, succeeding Elmer Rich sr., 
who becomes chairman of the ex- 
ecutive committee. Gifford moved 
to Simoniz from Schick, Inc., 
where he had been chairman and 
chief executive officer. 

+ om + 

Reo Appoints Scheiwe 
Regional Manager 

E. H. Scheiwe has been named 
regional manager for Reo Division, 
White Motor Co., Lansing. He will 
work with Reo’s field distribution 
organization as a 
factory represent- 
ative on sales, fi- 
hancing, deliver- 
ies and other fac- 
tory - distributor 
matters. 

Scheiwe for- 
merly was associ- 
ated with Freu- 
hauf Trailer Co., 
Detroit; Ford 
Motor Co. as zone j 
manager, and Al- E. H. Scheiwe 
lison Division of General Motors 
Corp., as a sales engineer special- 
izing in truck and tractor trans- 
missions. 

+ * * 


Runkle Elected to Board 
Of Superior Coach 


Superior Coach Corp. has an- 
nounced the election of G. L. Run- 
kle to its board of directors. 

Runkle joined Superior in 1946 
as chief engineer of all product di- 
visions. In 1951 he was appointed 
engineering vice-president and in 
January, 1959, was named opera- 
tions vice-president. 

” * + 


IH Names Coonen Chief 


Of Truck-Dealer Service 


J. H. Coonen has been appoint- 
ed supervisor of International 





Harvester’s truck-dealer service. 
Coonen has served as a retail 
salesman, zone manager and, 
most recently, as manager of the 
company’s Council Bluffs (Ia.) 
truck branch, 
* cod ca 


Meunier and Mahey Join 
Socony Mobil in New York 




























































City. 


White Appoints Jones 
Head of St. Louis Branch 


Louis branch. 


president. 
* * 


2 Product Sales Chiefs 
Appointed by Gar Wood 





W. G. Hicks W. E. Ranck 


collection bodies, for Gar Wood In- 
dustries, Inc., Wayne, Mich. 
Hicks joined Gar Wood in 1952 
as a project engineer in the com- 
(Continued on Page 43, Col. 1) 


Sales Boom 
For Dodge Dealer 


In Hawaii 


DETROIT. — Sales of Dodge 
trucks and cars in Hawaii are 
growing steadily, despite the 45 to 
60-day transportation time from 
the factory to the 
Islands, accord- 
ing to Wallace C. 
S. Young, truck 
and fleet sales 
manager, Hawaii- 
an Motors, Ltd., 
Honolulu. 

In the Motor 
City recently to 
investigate the 
possibility of 
speeding up de- 
livery, Young said 
the firm planned to keep a normal 
new-car stock of 100 to 150 units. 
Brisk sales during the first four 
months of this year, however, have 
depleted stocks of both cars and 
trucks, he said. 

“Water transportation naturally 
is slow,” he explained. “From the 
time the units leave the factory 
until they arrive in Honolulu, six 
to eight weeks have elapsed. This 
hampers our operation, especially 
in view of the present demand.” 

He reported an increase of 126 
percent in the sale of cars from 
Nov, 1, 1959, to April, 1960, Thus 
far this year, sales have progressed 
steadily, with 46 in January, 102 in 
February, 106 in March and 82 for 
the first half of April. 

Young, who is a brother of Clar- 
ence Young, executive vice-presi- 
dent of the dealership, joined the 
firm last Feb. 1, but has had ex- 
perience in the automotive field 
dating back to 1936. He formerly 
owned an auto parts and distribu- 
tion firm. 

Now, as truck and fleet sales 
manager of Hawaiian Motors, he 
finds that selling cars and trucks 
to fleet owners in the Islands is 
both a challenge and a rewarding 
occupation. 





W. C. Young 


Frank Meunier and Roger Mahey, 
both with Mobil Oil Co. in South- 
ern California, now are with So- 
cony Mobil Oil Co. in New York 


Both men are veterans of service 
in the annual Mobil Economy Run. 


J. H. Jones has been appointed 
manager of White Motor Co.’s St. 


Jones served as a retail salesman 
in White’s St. Louis branch from 
1949 until May, 1959, when he was 
transferred to the company’s Cleve- 
land headquarters as assistant to 
Harry D. Weller jr., sales vice- 


W. Glen Hicks has been named 
sales manager, trailers, and Wil- 
liam E. Ranck assumes duties as 
sales manager, Load-Packer refuse 
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(Continued from Page 42) 


pany’s Richryzond (Calif.) division. 
Ranck, wit’: the fi"m since 1939, has 
been Northwest ard Southwest dis- 
trict manager fo. the past three 
years. pferere 


Skaaren Named Assistant 


To Stran-Steel President 


J. G. Skaaren has been appoint- 
ed assistant to the president of 
Stran-Steel Corp., a division of 
National Steel Corp. 

F. E. Daggett has succeeded Ed 
Skaaren as general sales man- 
ager. Skaaren has been with 
Stran-Steel 15 years. Daggett had 
been manager of Stran-Steel’s 
North Ceneral sales office. 


* * * 
Gabriel Appoints Davis 


Executive Vice-President 


Leonard H. Davis has been elect- 
ed executive vice-president of Gab- 
riel Co., Cleveland. He formerly was 
vice-president and general counsel, 
a position he has 
held since 1958. 

In other chang- 
os, Jona =. 
Briggs, president, 
will also assume 
the office of treas- 
urer and will be 
responsible for 
the financial pol- 
icies of the cor- 
poration. This 
will relieve Rob- 
ert T. Hood for 


L. H. Davis 


full time duties as president of the 
Automotive Division. 
ca * + 


Diamond T Appoints 


Gordon and Davis 


Diamond T has appointed Paul 
R. Gordon as district manager for 
Michigan. 

Owen L. Davis has joined the 
company as district manager for 
Maine, New Hampshire, Massachu- 
setts, Rhode Island and Connecti- 
cut. 

* *” = 


Standard Products Elects 


New Vice-President 

Election of Andrew C. Lyon as 
a vice-president of Standard Prod- 
ucts Co., assigned 
to the company’s 
Detroit sales of- 
fice, has been an- 
nounced by F. R. 
Valpey, president. 

Lyon’s appoint- 
ment provides a 
successor for W. 
Howard Thourl- 
by, sales vice- 
president, who 
anticipates his re- 
tirement within 





A. C. Lyon 
the next year, after 21 years with 
Standard Products. Lyon formerly 
was general manager of Standard 
Products (Canada), Ltd., in Wind- 
sor, Ont. 


a oe 


Resolute Elects Baldwin 


Jack E. Baldwin, Philadelphia, 
has been elected a resident vice- 
president of Resolute Insurance 
Group, Hartford, 

eg x * 


Budd Appoints Conway 


Administrative Manager 

The appointment of James J. 
Conway as administrative man- 
ager of its Auto- 
motive Division 
has been an- 
nounced by Budd 
Co., Philadelphia. 

Conway has 
been staff budget 
manager, report- 
ing to the com- 
pany comptroller, 
since 1959. He 
came to Budd in 
1948 as a man- 
agement cadet. 
* * 





J. J. Conway 
* 


Lee Filter Appoints 


Gould Sales Manager 


Larry Gould has been appointed 
sales manager of Lee Filter Corp., 
and also will assist S. J. Somberg, 
sales vice-president, in the execu- 
tion of marketing policies. 

Gould, who has been in the auto- 
motive replacement industry for 





10 years, had been sales manager 
for Western Automotive Co., Chi- 
cago. 

* * * 


2 Assistant Sales Chiefs 


Appointed by Ramco 


John Redwine and Norman Rie- 
chers have been appointed assistant 
sales Managers-replacement by 





Norman Riechers 


Ramsey Corp., St. Louis, to give 
more direction to its growing piston 
ring acceptance. 

Redwine will be in charge of all 


John Redwine 


sales activity through National Au- 
tomotive Parts Assn. warehouse 
distribution, Riechers will head up 
sales effort through independent 
warehouse distributors and redis- 
tributors. 
+ ” * 
Avis Ups Milbrath 
Robert W. Milbrath has been ap- 
pointed manager of Avis Rent-a- 
Car System’s Quad-City area, serv- 
ing Davenport, Ia., and Rock Is- 
land, Moline and East Moline, Il. 
He had been assistant to the Min- 
neapolis city manager. 
* * * 


GMAC Reassigns Crain, 
Griffin, Teel, Pringle 

General Motors Acceptance Corp. 
has appointed four new branch 
managers. 

They are James T. Crain in 
Greensboro, N. C.; Richard P. 
Griffin in Pueblo, Colo; Samuel H. 
Teel in Columbus, Ga., and Arthur 
K, Pringle jr. in Columbia, S. C. 

7 * * 


OLaughlin Retires 


From Chevrolet Parts 


Jack OLaughlin, veteran execu- 
tive of the Chevrolet parts and ac- 
cessories department, has retired 
after 37 years with the company’s 
sales organization. 

OLaughlin, 61, joined the com- 








ANDERSON '5 





“When is the best time to buy? 
Frankly, folks, right now would 
be pretty hard to beat.” 





pany in Buffalo in 1923 and had 
served as assistant manager of the 
Detroit central office parts and ac- 
cessories operations for the past 
10 years. He was succeeded by 
J. D. Knowlden, parts and acces- 
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sories manager of the company’s 
Salt Lake zone. 
a * 


Goodrich’s Miller Leaves 
After 48-Year Career 


A veteran tire executive who 
started his business career in Los 
Angeles 48 years ago has retired 
from B. F. Goodrich Co. Howard F. 
Miller, Los Angeles district field 
manager for the company’s associ- 
ated tires and accessories division, 
had been in the rubber industry 
since 1912. 

Miller joined B. F, Goodrich in 
1928 as a tire salesman in the In- 
dianapolis district. He was named 
to his present position in 1950. 

* * * 


AMC Reassigns Trese 


Jack Trese has been named 
new business management man- 
ager for American Motors in the 
Minneapolis zone. He formerly 
was manager of a dealership at 
Sioux City, Ia. 


” * * 


Buick Promotes O’ Neil 


E. T. O'Neil, formerly district 
manager in Southern Minnesota for 
Buick, has been promoted to the 
Buick regional office staff in Chi- 
cago. O’Neil formerly was associ- 
ated with the Minneapolis zone of- 
fice of Buick. 


Refinish Acrylics the easy way... with— 


~ ALE 








For smooth lustrous color holdout! 


@ Designed especially for use over and under acrylic 
lacquers, new DitzLER AcLeE. Primer-Surfacer can 
also be used with enamels and nitrocellulose lacquers. 
Has exceptionally high solid content—needs fewer 
coats for proper filling. Feathers out without splitting 
or chipping around edges. Dries unusually fast. 
Can be sanded wet or dry without clogging paper. 
Excellent adhesion and color holdout. AsleE is 
available in three colors—light gray DZL-3200, 


@ All-purpose primer-surfacer 


dark gray DZL-3400, and red oxide DZL-7200. 
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DL 1891 


@ All-purpose sealer 
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For highest-quality workmanship! 


@ You'll be extra proud of your refinishing when you 
use DiTZLER AcleE All-Purpose Sealer. This high- 
quality undercoat gives you excellent sealing, better 
adhesion, assures uniform color holdout and higher 
gloss of finish coat. It seals down sand scratches, 


prevents solvent penetration, 


reduces possibility of 


cracking around featheredges. Packaged ready to 
spray, DL-1891 Sealer needs no thinning, no sanding. 
And it dries remarkably fast. Works equally well 
with acrylics, enamels, and nitrocellulose lacquers. 


@ Try these time- and labor-saving materials on your next acrylic refinishing job. 
See the difference they make in labor and material costs and in customer satisfaction. 


DITZLER COLOR DIVISION, Pittsburgh Plate Glass Company, Detroit 4, Michigan « Torrance, Calif. 
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PAINTS » GLASS e CHEMICALS ¢ BRUSHES « PLASTICS « FIBER GLASS 
‘et Gi sega 
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IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 












What Did He Say? ... 


DETROIT.—How’s the pork 
chop on your automobile? 

Ipsipipsi, you say? 

Well, then, how’s its spaghetti? 
And fillet? 

A visitor to Chrysler Corp.’s styl- 
ing studio would probably hear the 
above terms exchanged together 
with many others which are part 
of the stylists’ specialized language. 

Through a newly compiled Styl- 
ists’ Glossary, a collection of 
more than 75 entries, interpreta- 
tion is possible: “Pork chop” is 
the forward bottom half of the 
front door cut, “spaghetti” refers 
to overdone mouldings and “fil- 
let” is the radius between two 
intersecting surfaces. 

“Ipsipipsi’” means right on the 
nose, or correct. 

Without the glossary, chances of 
understanding the automotive styl- 
ist are slim. But the special lan- 
guage has purpose—it speeds up 
the process of communication ac- 
curately and succinctly. 

“Our own special language helps 


Ipsipipsi with Stylists 
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speed up the idea exchanges be- 
tween stylists,” M. F. Baldwin, chief 
stylist — styling research, revealed. 
“The design of the automobile de- 
mands a high degree of creative 
effort. And in our profession, as in 
all others, we have our own terms 
and jargon.” 

Baldwin noted that the makeup 
of the stylists’ language is as flex- 
ible as the English language. For 


Pankey Heads Dealers 
In Oregon City, Ore. 


PORTLAND, Ore.—Ethics of au- 
tomotive advertising and area sales 
and service promotion were dis- 
cussed at the monthly meeting of 
the Oregon City Automobile Deal- 
ers Assn. 

Named to head the association 
was Kenneth C, Pankey, who suc- 
ceeds Dallas Dunmire, Gladstone. 
Gordon Miller was named vice- 
president and Donald Armstrong, 
secretary-treasurer. 





example, several years ago, “‘sculp- 
tured” was infrequently used by 
the auto stylists. But this aesthetic 
term soon became part of their 
language when stylists began 
sketching and developing the cars 
of recent years, he noted. 


As the list is extended, it be- 


meaningful to the automotive 
stylist who is engaged in a seri- 
ous profession of planning today 
the designs of cars for the next 
four and five years. 

Some of the terms common in 
Detroit’s automobile styling studios 
are: 

Ace: Exceptional. 

Appiique: Something added to 
basic form—chrome moldings, 
crests, etc. 

Busters: Bumps over wheel for 
clearance. 

Buiurps: Bumps. 

Boms: Projectile-like object used 
as a bumper guard. 

CaTwaLKs: Region between fend- 
er and hood. 

Cuiean: Absence of moldings. 


Crazy: Nice. 
Crisp: Pertaining to lean direct 
shapes. 


DutcH Man: The metal panel 
that runs across the rear deck be- 





Pontiac Introducing 


Owner Magazine 


PONTIAC.—A new concept in 
auto owner magazines will be un- 
veiled by Pontiac today (Aug. 1) 
when the initial issue of Safari 
is mailed to approximately one 
million owners and service cus- 
tomers. 

Designed to establish contact 
with loyal owners on a regular 
basis, Safari will completely cover 
a major subject in each bi-month- 
lly publication, according to S. E. 
Knudsen, general manager of 
Pontiac. 

Another feature of Safari will 
be its identification as a dealer 
magazine. Special imprints on the 
front and back covers will give 
the local dealer’s name and loca- 
tion. 





tween the rear window and deck 
lid. 


Doc Lec: That portion of body 
pillar formed by the rear wheel- 
house projecting into the door 
opening. 

Furrer Roor: A method of using 
metal panels to provide greater en- 
trance room. 

Fence: Narrow panel between 





CREATE 
A LASTING 


BOND 
BETWEEN 
YOU AND 
YOUR 
CUSTOMER , 






a VE 


MOTOR OILS 


tributor about its 


or write — 


Since 1881 





KENDALL 
GUARANTEE BOND 


Ask your Kendall Dis- 


Unique 


and Exclusive Features, 


KENDALL REFINING 


COMPANY 
BRADFORD, PENNA. 


Lubrication Specialists 


-|lower window opening and belt 


molding. 
: Terrific, overpow- 
ering, weird. 
Gorey: Looks funny or out of 
shape, 
Gorpep Up: Overdone with em- 
bellishment. 


Guttry: Lots of power. 

Hairy: Overdone powerwise. 

Heaper: Top moulding of grille. 

Ipsripsi: Right on the nose or 
correct dimensions. 

Ivory Towers: Studios. 

Jazzy: Flashy. 

Pizazz: Give it everything. 

Piateau: A surface which ex- 
tends above the normal sheet metal 
surface. 

Pork Cuop: Forward bottom half 
of front door cut. 

Sassy: Appearance of high per- 
formance. 

Sines: Glitters. 

Spacuetti: Overdone moldings or 
a number of moldings. 

Spook: Exciting, different. 

Static: Pertaining to bodies at 
rest or forces in equilibrium; lack 
of indicated motion in style treat- 
ment. 

Stinkle: Glitter or shine. 

SWEETEN THE LINE: Correct a 
fault or a bad line. 

Taut: Sprightly. 

Turust: Feeling of direction. 

Tungep IN: Man knows what he 
is doing. 

VaLtLey: A surface that is below 
two higher surfaces. 

Warpep Surrace: Not in good con- 
dition. 


Olds Field Men 
In First National 
Parley Since 1948 


LANSING.—More than 400 mem- 
bers of Oldsmobile’s field organiza- 
tion came to Lansing for a three- 
day national sales convention and 
preview of ’61 models .last week. 
Host was J. F. Wolfram, Oldsmo- 
bile general manager. 

“Under the direction of Oldsmo- 
bile’s general sales manager, Em- 
mett P. Feely, sales department 
heads instructed the members of 
our wholesale organization in stra- 
tegies, sales promotion, sales tech- 
niques and other facets of our 1961 
Sales program,” Wolfram said. 

“And—since this is the first Olds- 
mobile national sales convention 
Since 1948—we gave our field per- 
sonnel a close look at our well- 
equipped factory, our newly-ex- 
panded facilities and the important 
technological advancements which 
have enabled Oldsmobile to main- 
tain its product leadership.” 

Oldsmobile dealer previews begin 
this week in New York. 

At a dinner meeting General Mo- 
tors Chairman Frederic G. Donner 
and President John F. Gordon were 
introduced by Wolfram, Other top 
GM officials in attendance included 
Executive Vice-President S. E. 
Skinner, onetime general manager 
of Olds; Vice-Presidents James E. 
Goodman, Roger M. Kyes, C. H. 
Chayne, A. G. DeLorenzo, Nelson 
C. Dezendorf, William L. Mitchell 
and James M. Roche; Richard C. 
Gerstenberg, treasurer, and Ralph 
C. Mark, comptroller. 


a * 

Case Dismissed 
Import’s Makeup Beats 
Speeding Ticket 
RICHMOND, Va.—T he difficulty 
of checking the speedometer in his 
rear-engine imported car helped 
Heath C, Clarke jr. win dismissal 
of a speeding charge in Henrico 

County Court. 

After being ticketed for driving 
52 miles per hour in a 45-MPH 
zone, Clarke went to a garage to 
have his speedometer checked. It 
couldn’t be done with available 
equipment because, although the 
car has rear-wheel drive, the speed- 
ometer cable is attached to a front 
wheel. 

Clarke said he later found his 
speedometer to be slow by check- 
ing it against a friend’s car and 
against a police “speedminder” car 
which has a large speed dial on the 
roof. 





Spring Branch Expands 


HOUSTON. Spring Branch Re- 
nault, Inc., 8200 Long Point Rd., 
has expanded its sales and service 
facilities, including a used-car lot 
at 8117 Long Point Rd. 
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Used-Car Notes 





FLINT.—Used-car retailing is a 
rough-and-tumble business to most 
men in the field, but Mrs, Ann 
Christenson finds it “exciting, dif- 
ferent and stimulating.” 

The mother of two girls and two 
boys ranging in age from eight to 
14, Mrs. Christenson operates Ann’s 
Used Cars, 1605 W. Court St, She 
also is a member of the Flint Used 
Car Dealers Assn, 

Mrs. Christenson became inter- 
ested in the business about a year 
ago when she was looking around 
for a used car, she said. 

She added that she had learned 
that some used-car salesmen were 
pushing questionable vehicles, and 
decided it might be interesting to 
open a lot and “be honest about 
our merchandise.” 

Several months of discussion fol- 
lowed with her husband; who said 
he thought it was just a whim, and 
the business finally made its debut 
last May. 

Since that time, said Mrs. Christ- 
enson, she’s sold about 20 cars her- 
self and has lost five pounds in the 
process. 

The Christensons are not alto- 
gether new to the auto business. 
They paid a deposit for a Tucker 
franchise in 1947 and lost about 


$500, she said. 
x + * 


Georgians Claim 
Their U. C. Group 
Is Second Largest 


ATLANTA.—With a membership 
of more than 770, the Georgia In- 
dependent Automobile Dealers 
Assn. now is the second largest 
group of its kind in the nation and 
is still growing, according to Miles 
Elliott, director. 

He said the association, which 
was formed in 1955 with a nucleus 
of 112 dealers, trails the leading 
Texas group “by less than a dozen 
members.” 

The Georgia association has 
grown tremendously in the last 
three years, he said. 

“Dynamic leadership, a sound 
organization and a state need for 
the automobile dealers to have an 
association to work as a cohesive 
unit in their behalf is responsible 
for this growth,” said Elliott. 

He called the GIADA “the only 
association in the world that pro- 
vides an insured-title program for 
its members, providing them and 
their customers with protection 
against any previous mortgages, 
liens, loan claims or other demands 
that may be filed and which may be 
unknown when merchandise is 
bought and sold by the dealer.” 

* oe ” 


Knickerbocker Opens Lot 

SANTA ANA, Calif, — C, B. 
Knickerbocker, a Lincoln-Mercury- 
Comet dealer, has opened a used- 
car lot at 11th and Main. Bill Tay- 
lor is the dealership’s used-car 
manager. 

a * 
Prizes at Cormier 


ROCHESTER, N. H.—A four-day 
open house marked the opening of 
Bob Cormier’s Used Cars on Milton 
Rd. Visitors registered for free door 
prizes and 100 gallons of gas were 
given away in a drawing. 

eo om oo 


Langenbacher Joins Gar’s 
LANSING.—Frank Langenbacher 
has joined Garfield Culliton in 
Gar’s Used Cars at 1115 E. Michi- 
gan Ave. The lot was opened ear- 
lier this year. 
* 


* * 
Cavanaugh Lot Opened 
MANCHESTER, N. H.—Leo A. 
Cavanaugh, Inc, (Chrysler-Plym- 
outh-Imperial-Valiant) has opened 
a used-car establishment located 
just opposite its main sales head- 
quarters at 557 Second St. 
+ * ” 


Hanke Features Imports 
HOUSTON.—Rudy Hanke Mo- 
tors, specializing in used imported 
cars, has been opened here. 
+ ” * 


Lakeview Buick Opening Lot 

BURLINGTON, Vt. — Lakeview 

Buick Co, igs opening a used-car 

lot at Main and Pine. 
* + 


Dakota Motor Formed 
ST, PAUL.—F rank Nickeson has 


taken over the former Jones Boys 
lot at 924 University Ave. here and 
renamed it Dakota Motor Co. 
Nickeson formerly was associated 
with Arrow Chevrolet in Duluth, 
Minn. ae 


Laska Buys Benton Firm 


FAIRFIELD, Conn.—Anthony L. 
Laska has purchased Benton Auto 
Sales & Service, 50 Unquowa Pl., 
from Grover C, Benton. The firm 
has been renamed Laska Motors. 

* + * 
Clear Opens in Deming 


DEMING, N. M.—Kenneth Clear 
has opened a used-car lot here. He 
has been in the auto business since 
1947, 

+ * * 
Anspach Opens Lot 

SACRED HEART, Minn.-—Sacred 
Heart Motors, a used-car outlet, 
was opened here recently by Vir- 
deen Anspach. 

* 


* * 
Knight Adds Lot 


hag been opened here by Pat 
Knight Motors (Chrysler-Plym- 
outh-Valiant), Alamogordo. Man- 
ager is T. Sandy Cowen. 

~ * + 


Mayers Opens Second Lot 


COLUMBUS, O.—A second used- 
car lot has been opened at 2097 
E. Livingston Ave. by Lex Mayers 
Chevrolet, Inc., 2212 E, Main St. It 
is managed by Bill Book. 


* * * 


New Lot for Cashman 


LAS VEGAS, Nev.—A new used- 
car lot has been opened at 14th 
and Charleston by James Cashman 
Co. (Buick-C a dill ac-Oldsmobile- 
GMC). 

* * 


Ruddles Expands 


HILO, Hawaii.—The new Ruddles 
used-car lot has opened here next 
to the Ruddles new-car showroom 
at 581 Kilauea Ave. Ruddles has 
been in business since 1927, 

* * * 


Dillon Opens in South Bend 


SOUTH BEND.—Paul Dillon has 
opened a used-car business at 741 
E. Lincoln Way. He has been in 





Head Dealer Community Affairs Committee— 
Board members of the newly formed Portland (Ore.) Ford Motor Co.'s Dealers 


the auto business in this area for| Community Relations Committee are, from left, Lou La Chance, C. E. Francis, Otis 
RUIDOSO, N. M.—A used-car lot} 30 years. 


Elliott and C. A. McRoberts. 


To Chrysler Motors Corporation Dealers: 


Truck owners want ‘em back on the road—FAST! 
And MoPar’s Dubl-Quick Parts Service does it! 





“The backbone of our business is our MoPar 


replacement parts and 


James R. Cook, owner-manager of Stewart 
Sales Service Company of Mount Clemens, 
Michigan. “We stock $23,000 worth of replace- 
ment parts, depend on the MoPar Dubl-Quick 
Parts Service Inventory Control System.” 


“We've dealt with Stewart's 
for 25 years, and they do a 
splendid job of keeping all 
our vehicles on the road,” 
says Martin Rubin, co-owner 
Rubin Distributing 
Company and a son of the 
founder. “It pays us to go to 
a Dodge Truck Dealer for our 
maintenance work. A dealer 
carries a broader inventory, 
has mechanical specialists 
and provides faster service.” 


of |. 


TO GET PARTS—DUBL-QUICK— 
PHONE YOUR DODGE TRUCK 
DEALER OR MOPAR WHOLESALER 





repair service,” says 





Every fleet operator knows that only trucks that keep staying on the 
road make money for their owners. That's the reason why trucks 
present a greater problem in quick service than passenger cars. “We 
can handle most of our truck service needs out of our parts stock,” 
explains Mr. Cook. “When we have an emergency, we have discovered 
that we can count on 24-hour delivery or better from MoPar’s Dubl- 
Quick Parts Service.” 






ae 





i ee Le ee 








PARTS AND 
ACCESSORIES 


MoPar Parts and Accesseries 
Chrysler Meters Corporation, Detreit 31, Michigan 





REPUBLIC PARTS BINS 
and PLANNED STORAGE 


increase parts and service profits 


Mr. Beriiue, Parts Manager for O’Brien Chevrolet, 
Cleveland, Ohio, says: 

“Service is a big part of our business and Republic Auto- 
motive Shelving and Parts Bins, combined with Republic's 
Planned Storage Service, helps us keep all parts at our 
finger tips. We have expanded our Parts Department, 
and plan to add more Republic Long Parts Bins.” 


This is typical response from car dealers everywhere 
who are using Republic Parts Bins and Planned Storage 
to increase service and profits. Call your Republic rep- 
resentative, or write direct. 





REPUBLIC STEEL 


BERGER DIVISION 
1078 BELDEN AVENUE — CANTON 5, OHIO 


— 
See ee et ae 


“New car dealers need CARS Rental 
System,” declares Dan Manning, CARS 
Rental member and leading Ford dealer 
or St. Petersburg, Florida. “We need the system that is for new car dealers 
only,” Mr. Manning emphasizes. “I know what | am talking about, because 
CARS has helped me put out over 160 cars on lease plus 37 cars on daily 
rental.” 

Mr. Manning's success in leasing and renting is duplicated by other CARS 
members from coast-to-coast, all of whom enjoy the benefits of being a 
part of this nation-wide network. ; 
Investigating the CARS story is well worth your time. Ask for information 
concerning CARS “Seminars in the Sun,” conducted weekly in Ft. Lauderdale, 
under the joint sponsorship of CARS and the University of Miami. Small, 
selective classes are held each Tuesday, Wednesday and Thursday—and 
Hl show you the way to new profits through the only leasing group in the nation 
made up of new car dealers. 


l Write or Phone TODAY 
For Your Reservation 





CARS RENTAL SYSTEM 
DEPT. AN, DRAWER 7126, SUNRISE STATION 
FT, LAUDERDALE, FLORIDA 

Please send me full information concern- 


ing CARS “Seminars in the Sun’. 





H NAME 

b 

: , 

: CARS RENTAL COMPAR 

SYSTEM 

‘ LOgan 6-4321 SURGES, 
938 SUNRISE LANE 


FT. LAUDERDALE, FLORIDA CITY 











| ROOTES MOTORS, INC., reports 
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Import-Car 


Volkswagen 


HE best six-month sales record 

in history has been scored by 
Southwestern Volkswagen dealers 
for the first six months of 1960, it 
ig announced by Samuel Weill jr., 
executive vice-president of Compe- 
tition Motors Distributors, Inc., Los 
Angeles. 

Retail Volkswagen sales in 
Southern California, Arizona and 
Southern Nevada totalled 7,285 
units, Weill said, representing a 
28 percent increase over the first 
six months of 1959, when 5,682 
units were sold. 

Meanwhile, the largest shipment 
of Volkswagens at one time reach- 
ed Los Angeles harbor with the 
arrival of three vessels carrying 
2,087 cars. The cars were part of 
the previously announced 22 per- 
cent Southwestern allocation in- 
crease for VW dealers. 

aa * * 


Aaa of new Volkswag- 
ens to the Southwestern area 
of the United States is being in- 
creased 22 percent for the balance 
of 1960, according to Samuel Weill 
jr. executive vice-president of 
Competition Motors Distributors, 
Ine. 

“We have long been after the 
factory to ship more Volkswagens 
to us to meet the tremendous de- 
mand, but, until now, have not 
been successful in our attempts,” 
Weill said. 

“We are delighted that all of our 
dealers will soon be able to offer 
Volkswagen buyers faster deliv- 
ery.” 

Volkswagen sales by Competi- 
tion Motors Distributors, Inc. and 
its 48 dealers in Southern Cali- 
fornia, Arizona, and Southern 
Nevada for the first five months 
of 1960 totalled 4,820 passenger 
cars, Weill said. This represents 
an increase of 51 percent over 
1959 sales, he said. 

In contrast, he said, sales of all 
other imports for the first five 
months of 1960 are down from the 
first five months of 1959. 

Weill said 39 percent of buyers 
in the Southwest ordered their cars 


_|in arctic blue or indigo blue. Green 


was chosen by 21 percent; gray, 17 
percent; black, 14 percent, and red, 


9 percent. 
* 


* + 
BMW 
) | had 700 won the Alpine Trophy 

and a double victory in its class, 

the Gold Medal Team Prize, two 
Edelweiss Trophies, four gold med- 
els and one silver medal during the 
1960 Internationa] Austrian Moun- 
tain Race covering 1,000 miles. 
Although more than 25 percent 
of the participating cars broke 
down or were disqualified, all par- 
ticipating BMW cars reached the 
finish line. 
BMW 700 won another double 
victory in Monza, Italy, during the 
Trofeo Alberto Ascari Race, a 12- 
hour speed test. 
+ x * 

Renault 


ENAULT intends to continue 

expanding exports to the 
United States in line with its gen- 
eral program of increasing its 
world market, Pierre Dreyfus, pres- 
ident of the French firm, said in 
Dallas. 

Dreyfus was on his way to Mex- 
ico to inspect Renault’s new pro- 
duction facilities there. 

He said Renault would be one 
of the companies that definitely 
would remain in the American 
market, despite increased sales of 
American compacts. 

Renault is moving into Latin 
America, especially Brazil, where it 
is working closely with the Brazil- 
ian subsidiary of Willys. 

+ 


Commer Caravan 


that Mr. and Mrs. Henry Ed- 
ward Duggins, a retired couple 
from Torquay, England, purchased 
a Hillman-Commer Caravan for a 
15,000-mile, six-month tour of the 
United States and Canada. 

The Commer Caravan is a short- 
wheelbase mobile-home type vehi- 
cle. Since the couple can take only 
$1,400 worth of British currency 
out of the country, Rootes said 


Record for Volkswagen be % 





News Notes 


they decided the Commer Caravan 
would help them to get the most 
out of their budget by holding food 
and lodging expenditures to a mini- 
mum, 
+ * * 
Fiat 

ALBERT J. DOHERTY hag been 

appointed marketing director 
for Fiat Motor Co., Inc., according 
to Vincent A. Garibaldi, president. 

Doherty, whose post is a new 
one in the American Fiat organiza- 
tion, will supervise distributor and 
dealer relations, sales promotion 
and advertising. He said he will 
concentrate on increasing and 
strengthening Fiat’s coast-to-coast 
dealer network, enlarging the field 
staff and intensifying local and na- 
tional promotion, 

In his 15 years of imported-car 
experience, Doherty has served as 
Sales manager for General Motors 
overseas operations, and was com- 
mercial sales manager for the 


en 
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At DKW Demonstration— 








Eastern United States for Volks- 
wagen of America, Inc., before 
joining Fiat Motor. 

* o 


DKW 


A DKW 750 swept overall first- 
place honors in the Monza- 
Sicily Rally of the South held re- 
cently in Italy. 

The winning DKW 750 was pilot- 
ed by Wolfgang Levy, a native of 
Berlin, and Werner Lier, his Swiss 
co-pilot. They managed to place 
ahead of 43 other entrants in the 
grueling race that took them from 
Monza in Northern Italy to Taor- 
mina in Sicily. 

The Rally of the South deter- 
mined the Italian Touring Cham- 
pionships for 1960. It is one of Eu- 
rope’s largest, international rallies. 

+ * 


Saab 


OMPETING in a field of 80 cars 

in 10 classes, a standard Saab 
93 scored an overall win in this 
year’s Republic Motor Sports Club’s 
economy run, achieving 83.45 miles 
per gallon. 

The winning Saab, driven by 
Bill Applegate, also came within 
a hair of recording the highest 
ton-miles-per-gallon figure, in 

ae on Peer, 4, Col. 1) 


eee * 


The first of a series of meeting-demonstrations for DKW dealers in the United States 
was held recently in New York's Long Island area. The program was held at the 
Roosevelt Raceway in Westbury, N. Y., and was arranged by Mercedes-Benz Sales, 
Inc., DKW distributor. Here, DKW dealers get ready to take off on a test run at the 
track. At the rear of the car are Arthur Baldwin, left, DKW national sales manager, 
and Jack Reese, Mercedes-Benz New York zone manager. 




















BMC Distributor Cited for Sales Record— 


A. E. Birt, president, Hambro Corp., New York, was on hand to congratulate officials 


Accents 'Ready-to-Go' Cars— 


Burkett Motors (Dodge-Simca), Houston, keeps a service lane display of Simcas with 
14 cars “ready to go" for immediate delivery when sold. To generate showroom 
traffic, the dealership has this sign painted on its large showroom window: “Simca 
Deluxe Four-door Sedan—$1,698—only $38 per month." An estimated 100,000 drivers 
pass by this sign daily in downtown Houston. 










of Crandall-Hicks Co., Wellesley, Mass., British Motor Corp. distributor, for its out- 
standing sales job during the first six months of 1960. Sales in New England during 
the period totalled 1,407 units, compared with 953 last year, Birt said. From left are 
Birt; Charles Hicks, Crandall-Hicks president, and Gilbert Davenport, vice-president. 
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Import-Car News Notes 


(Continued from Page 46) 


spite of a formula which favors 
heavier cars. 

In all, Applegate walked off with 
four trophies for best miles per 
gallon, second in ton miles per gal- 
lon (behind an Alfa Sprint that 
got 73.42 MPG), class win and best 
of marque. 

* * * 


Volvo 


PPOINTMENT of three more 

dealers has been announced by 
Volvo Distributing, Inc., Englewood 
Cliffs, N. J. They are: 

Motor-Sport, Inc, (Renault-Peu- 
geot), Haverton, Pa.; Bowers Mo- 
tors, Inc. (Studebaker), Ambler, 
Pa., and Motor-Sport Enterprises, 
Inc, (Renault-Peugeot-Triumph), 
Wilmington, Del. 

* ca 


+ 
a ABBOTT has been ap- 
pointed regional sales manager 
for Volvo in the Rocky Mountain 
States, representing Auto Imports, 
Inc., Sherman Oaks, Calif., western 
United States distributor for the 

imported Swedish car. 
Abbott will headquarter in Den- 
ver, with offices at 4214 E, Colfax. 

* + * 


Lucas 


OSEPH LUCAS, LTD., has open- 

ed a factory branch in the Bos- 
ton area at Southwest Park, Route 
1 at Route 128, 
Westwood, Mass. 

The new facili- 
ties, which will 
serve New Eng- 
land, mark the 
eighth branch in- 
stallation made in 
this country by 
the British com- 
pany through its 
United States or- 


“ta 4 ganization, Lucas 


J. T. de Blaby Electrical Serv- 
ices, Inc. John T. de Blaby, who has 
served Lucas for 10 years as Man- 
ager of one of its London depots, 
will be in charge of the branch, 

a * 





Volkswagen 


pa R. DAVIS has been ap- 
pointed marketing consultant 
for Volkswagen 
of America, Inc. 
Davis was Stu- 
debaker general 
sales Manager 
from 1945 to 1955. 
Most recently, he 
has been with 
Lincoln - Mercury 
as New York dis- 
trict sales man- 
ager and as East- 
ern regional sales 
manager. 


Paul R. Davis 


* * * 


Daimler-Benz 


EINZ C. HOPPE has been ap- 
pointed executive vice-president 
of Daimler-Benz 
of North America, 
Inc., New York, 
according to Ar- 
nold Wychodil, 
president. 

Hoppe, former- 
ly Daimler-Benz 
vice-president, 
has been with the 
company in the 
United States for 





H. C. Hoppe six years. 
* + + 
Sunbeam 


UNBEAM RAPIERS took the 

first three places in their class 
in the 1,900-mile Internationa] Al- 
Pine Rally. 

Five works Sunbeams were en- 
tered by the Rootes Group and all 
finished, to take first, second, third, 
fifth and sixth places in the 
1300-c.c.-1600-c.c. touring class, 

Sunbeamsg also took second place 
in the ladies cup and third place 
in the grand touring section. 

+ + + 


UNBEAM RAPIERS have com- 

piled a winning record in the 
principal European Rallies this 
year, winning their class at Monte 
Carlo, the International Alpine and 
the Athens (Greece) Acropolis 
Rally. 

Competing in the International 
Production Touring Car Race (1,000 
to 1,600 c. c.) at Silverstone, Eng- 
land, a Sunbeam Rapier took first 
place with an average speed of 
79.2 miles per hour. Another Sun- 





beam Rapier made the fastest lap 
at 81.68 MPH. 

Rapiers defeated all British cars 
in their class, as well as Volvo, 
Borgward and Auto Union. 

~ * 7. 


Peugeot 


CONSIGNMENT of Peugeots 
stacked three and four deep on 


A 


Year’s Duty on Imports 


Brings U. S. $90 Million 


BOSTON.—Imported cars have 
contributed about $90 million to 
the United States Treasury in 
customs duty alone in the last 
12 months, according to estimates 
by A. E, Birt, president of Ham- 
bro Automotive Corp. 

Hambro, which represents Brit- 
ish Motor Corp. in the U. S.,, paid 
over $8 million duty on BMC cars 
and parts in the last year, he 
reported. In addition, Hambro 
paid $10.5 million federal excise 
tax during this period, 











special demountable racks in the 
hold of a bulk cargo vessel has ar- 
rived in the United States from 
France. 

The rack is a “one-way” arrange- 
ment, being removed and folded up 
so that the vessel can play its cus- 
tomary role of bulk cargo carrier 
on the return trip to Europe. 

Peugeot, Inc., officials reported 
that 168 of the cars were unloaded 
at Port Newark, N. J., from the 
hold of the MS Arvidsjaur, Swedish 
motor ship, They were lifted out 
two at a time, one on top of the 
other, the officials said. 

ood + * 


Standard-Triumph 


OHN H. TID- 

WELL has been 
Promoted to 
dealer develop- 
ment manager of 
Standard - Tri- 
umph Motor Co., 
Inc., New York. 

Tidwell former- 
ly was a regional 
manager. Prior to 


Corp., Detroit. 








Goodwill Trip to Alaska— 
Phil Goodenough, right, manager, Motorsport, Inc., Santa Fe, bids farewell to 


joining Standard-| Ira Rupp, left, and Sherman Evans as they started a 3,000-mile trip to Juneau, Alaska, 
Triumph, he was|in a Morris 850. The pair completed the trip in 79 hours and 45 minutes. Purpose of 
with Chrysler|the trip was to carry goodwill gifts and tidings from Santa Fe, New Mexico's capital, 


to Juneau, one of the nation’s youngest capitals. 





Surest way to 


Safe Stops 


..,and more 


profit for you 





A “HOW-TO-DO.-IT” 
INSTRUCTION SHEET and 


a “SAFETY-CHECK” DASH TAG 


are included with every set of Wagner 


Lockheed Lined Brake Shoes. The instruction 
sheet is easy to follow . . . it enables any 
mechanic to turn out a trouble-free job 
quickly. The dash tag shows how you 
checked the brake system .. . says 
“thank you” to customers for you. 















Wagner Lockheed 
makes brake relining profitable—and as easy as 
possible—for you. The line is complete, giving 
you the correct lining for every job. Wagner 
Lockheed Brake Lining comes in sets, blocks, 
rolls, slabs, cut segments, and on lined shoes. 
CoMaX LINING is available for most popular 
passenger cars and light trucks. CoMaX will not 
compress, absorb moisture, or deteriorate with 
age...contains no harmful abrasives... with- 
stands high operating temperatures. 

“WP” LINING is ideal for high horsepower cars 
and commercial vehicles with or without auto- 
matic transmissions and power brakes. 
OVERSIZE LININGS are supplied in several 
oversize thicknesses. 

LINED BRAKE SHOES are contour ground to 
give maximum lining-to-drum contact. Your cus- 
tomers get safe, smooth stops; you get fewer 
comebacks for adjustments. 

You can order lined shoes with CoMaX Lining 
bonded or riveted or with ““WP”’ Lining bonded 
only. 

For further information, ask for Bulletin BU-579. 


Waaner Electric Corporation 


6393 Plymouth Ave., St. Lovis 33, Mo. 






W860-48 
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Correspondent George L. Glaser Writes... 





Auto Letter from Europe 


RANKFURT.—Adam Opel, AG, 

the General Motors organiza- 
tion in Germany, has signed an 
agreement with the State of North- 
Rhine-Westphalia to construct a 
new plant near Bochum. 

The area of the land purchased 
by Opel is just as large as Opel’s 
present area at Russelsheim on 
the Main River. 

Opel, already one of the largest 
makers in Europe, apparently will 
be able to duplicate its present 
facilities if it wishes. 

Gaston A. de Wolff, one of the 
Opel directors, said the new area 
consists of two separately located 
tracts. Start of production will be 
in 1963, he said, with an investment 
estimated at $100 million. 

The Bochum location was intelli- 
gently selected, since the coal min- 
ing in this region is going to de- 
crease and the labor force made 
available will be absorbed by Opel. 

Present Opel capacity is 1,400 
units daily. This appears too small 
when projected into the future and 
when compared with expansion 
plans of other European makers. 

* * * 


Jaguars for Nigeria 

bi vod Nigeria becomes an in- 
dependent African nation next 

Oct. 1, Officials of the new govern- 

ment will ride in Jaguar Mark IX 

sedans, of which 40 have been or- 

dered. 


* * * 


BMC Surges Ahead 


RITISH MOTOR CORP. has al- 

ready produced in the current 
fiscal year more units than it turn- 
ed out during the entire previous 
fiscal year—or better than 486,048 
vehicles. 


Renault Sensation 


A NEW sensation may be on the 
way from Renault, which has 





launched a drive to capture sales 
by increasing production while at 
the same time designing vehicles 
with new ideas. 


Readers of Automotive News 


It is reported that this engine- 
less (only for the show) car actu- 
ally will be the basis for Renault's 
coming car to replace its Fregate. 

The driver’s seat and front doors 
are ahead of the front axle. It re- 
mains to be seen if the engine will 
be placed just ahead of the rear 
axle or behind it. For the best 


Dealers in Utah 
Control Financing 


On Fewer Sales 


SALT LAKE CITY.—The Utah 
Automobile Dealers Assn, has re- 
ported that more customers have 
paid cash for new cars and trucks 
or financed the purchases independ- 
ently so far this year than in 1959. 

Nearly 44.5 percent of the 16,928 
new cars registered by Utah State 
Tax Commission during the first 
six months of 1960 were sold on a 
cash basis so far as dealers are 
concerned. That is 1.46 percentage 
points more than in the comparable 
Period in 1959. 

The report also showed that new- 
vehicle sales exceeded by 532 the 
number of new car and truck sales 
in the first half of 1959. 


were registered to Utah buyers 
during the January-June period 
and 33.41 percent were without 
dealer liens, representing a decrease 
of 1.13 percentage points from a 
year ago. 


REPUBLIC METAL LUMBER 


provides custom-built racks 
for hard-to-store items... 


It is easy to design and build custom-tailored tire racks, 
display racks, storage racks, and hundreds of other framing 
assemblies, when you use Republic METAL LUMBER®. 

Simply measure, cut, and assemble with Republic 
NYLOK® self-locking fasteners. Slotted angle pattern 
provides flexibility in design. Produced from cold rolled 
steel to assure uniformity of strength to gage ratio. Bond- 
erized for complete protection of all exposed surfaces. 

Available in two gages, two widths, in standard bundles 
of 10-foot and 12-foot lengths, fasteners included. Call 
your Republic representative, or write direct. 


REPUBLIC STEEL 


BERGER DIVISION 
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weight distribution, it should be 


ahead, 
* * + 


A oncina to reports a V-8 has 
been planned, made up of parts 
from the Dauphine engine. Dis- 
placement is expected to be 1.5 
liters, or about 103 cubic inches. 
A preselector automatic trans- 
mission and the Citroen-type 
hydro-pneumatic suspe are 
also said to be a part of the 


driver’s side. 


So far, champions of the rear 
engine tell us, rear-engined cars 
have never fully utilized the ad- 
vantages of their design, and could 
just as well have placed the engines 
in front. 


The new Renault would be the 
first really modern rear-engined 
car, they say. 

Renault may have something to 
say about the car by August. 

* . * 
Long-Legged 404 
A FEATURE of the new Peugeot 
404 should be mentioned. The 
404 has—in opposition to other Peu- 
geots—the “McPherson” front- 
wheel suspension system, such as 
is used on Rambler. 
+ * + 


Bargain Ferrari? 


Ferrari reportedly has plans to 
make a lower-priced small sports 
coupe at the rate of about 3,000 a 
year. The car, with a new 61- 
cubic-inch engine, may cost a bit 
less than $3,000. 

+* ” + 

High-Priced Space 
T= new Ferrari 250 GT coupe 
by Pinin Farina offers more 
headroom over the rear seats. The 
price for this V-12, 240-horsepower 
car has not been set, but is esti- 
mated in the $12,000 range. Top 
speed is around 180 miles per hour. 

* = 7 


Cuts in Production 


AUXHALL and British Motor 
Corp. in England and Volvo in 
Sweden have made readjustments 
in production schedules, In all re- 
ports, slower. sales in the United 
States have been mentioned. 
* +. + 


Ford Picks Herten 


For? OF COLOGNE appears 
finally to have settled on Herten, 
Ruhr Valley, Germany, as location 
for a branch plant. 

* * * 


New BMW Coupe 


Te BMW 700-Sport will be out 
in August. The coupe will have 
about 42 horsepower, and the body 
will have contoured shell seats. Top 
speed will be about 95 miles, price 
about $250 more, Also, a differently- 
geared transmission will be used. 
* * * 


Move to Rear? 


AseRatr OF ITALY may soon 
offer a new sports coupe with 
the engine in the rear. This would 
be Maserati’s first try at this type 
of design. 


* + 


A New Mercedes? 


ema and fans of sports cars 
have asked what will be next in 
new models. 

With the greatest of precautions, 
one could assume that Daimler- 
Benz may be testing a sports car 
with a 220 injection engine. 

” + o 


Moon and Salt 


ROM Bremen it has been re- 

ported that some body paints 
on Arabellas showed flaws, and 
complaints came in. 

An investigation showed that 
water used for sandpapering the 
undercoats must have contained 
salt. 

The factory-owned well showed 
no trace of salt. However, when the 
moon created the flood tide, ocean 
water mingled with the fresh water. 

Lloyd has no further use for the 
moon. 
» + + 
‘Stickier’ Tires 
ae Elite, a new nylon cord tire 
by Dunlop of England uses rub- 
ber with great “hysteresis.” In 





In 1956, an “upside-down” map 
of the Eastern Coast was made 
available to motorists driving 
south, with Florida at the top of 
the map. The driver didn’t have to 
turn the map upside-down to find 
out where he was going. 





other words, it is a rubber with 
great energy loss. 

This makes for about 45 percent 
more road adhesion against slip- 
page under power, 24 percent more 
adhesion in curves and 15 percent 
more braking power. Tire squeal in 
curves also has been reduced. 

Prices are slightly higher than 
for the regular Dunlop tires, 


* x 


” 
Price of VW Stock 
| price for a Volkswagen 
share will be about $80, not $60, 
as has been reported in some quar- 
ters. 
* e * 


Corvette at LeMans 


[a= two Corvette GTs which 
came in at LeMans in 8th and 
10th place gave a good show of 
themselves and should be consid- 
ered successful since it was the 


first time they appeared in any 
race, 

They showed stamina, reliability 
and good top speed. Only a bit 
faster without loss of reliability and 
they could win next year’s 24-hour 


race, 
* * 


oe 

Alfa and NSU Split 
E mutual distribution agree- 
ment between Alfa-Romeo and 
NSU has been dissolved. Alfa, of 
Milan, Italy, is busy producing the 

Italian version of the Dauphine. 
+ * 


Classic °92 Benz 


T is called the oldest car in 
operation on earth, the 1892 
Benz owned by Walter Treydt, of 
Munich, Germany, is still taking 
part in antique car rallies, This 
Benz car was smuggled out piece by 
piece from East Germany and re- 
assembled in Munich. 


Daimler Turbine? 


URING a trial of an East-West 

spy in a West German court, 
who had tried to obtain the secrets 
of an airplane power plant produc- 
ed by Daimler-Benz, it also came 
out that the firm has been working 
on an automotive gas turbine. It 
has been rumored that in the not 
too far future a super sports car 
would go on sale which would be 
powered by such a new power plant. 

‘«“ 


More Automatics 

ae circulating in Europe 
tell of new miniaturized auto- 

matic transmissions by Bor g- 

Warner and by the Hydra-Matic 

division of General Motors for 

various European cars for 1961. 

* a o* 


Upheaval at Lloyd 


Ep Uetx G discussions regarding 
the price raise of the Arabella, 
it got so hot that Willy Tegtmeier, 
general manager for many years 
at the Lloyd factory, quit his job 
and left. Other changes in various 
managerial positions are also said 
to be under way within the Borg- 
ward group of factories. 
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Auto News in Brief 





ELKHORN, Wis.—Sixty salesmen 
for A. O. Smith Corp.’s Welding 
Products Division met here for a 
week-long sales conference, 

The company said main emphasis 
was placed on how to sell product 
performance and value in the face 
of an increasing price-cutting trend 
in the industry. 

+ * * 
Warehouses to Distribute 


Great Lakes Steel Products 


DETROIT.—A program for mar- 
keting a new family of high- 
strength, heat-treated steels 
through a nationwide network of 
independent steel service centers 


has been announced by Great 


Lakes Steel, a division of National 
Steel Corp. It is the first time Great 
Lakes Steel products ever have 
been made available for national 
distribution through warehouse 
outlets. 

Marketing representation for the 
new steels includes the following 
steel service center organizations: 
Ducommun Metals & Supply Co., 
Los Angeles; Benedict-Miller, Inc., 
Lyndhurst, N. J.; Marsh Steel & 
Aluminum Co., Kansas City; O’Neal 
Steel, Inc., Birmingham, Ala.; In- 
terstate Steel Co., Evanston, Il; 
Joseph Demsey Co. Bedford 
Heights, O.; Lockhart Iron & Steel 
Co., Pittsburgh, and A. C, Leslie & 
Co., Montreal. 

Oo” 


Car-Theft Suspect Slain 


Attempting to Flee 

KANSAS CITY.—A man sought 
by the FBI in connection with a 
nationwide auto-theft ring was shot 
and killed here as he attempted to 
flee. 

He was identified as Harold 
Willis, 25, object of an FBI search 
since March after a stolen car was 
transported from Cicero, Ill., to 
Nashville. The FBI said Willis was 
a ringleader in a professional car- 
theft ring operating throughout the 
country. The FBI is conducting in- 
vestigations into the auto salvage 
racket believed centered in Illinois, 
Tennessee, Kansas and California. 


*” + a 
More Cars in Vermont 
MONTPELIER, Vt. — Pleasure- 


car registrations in Vermont total 
136,135, compared with the 132,945 
registered in 1959, it has been re- 
ported by the Vermont Motor Ve- 
hicle Department here. 


oe * +. 
Aluminum Exec Peers 


Far into the Future 


PITTSBURGH. — Predictions for 
the auto industry as made by 
George E, Herrman, manager of 
transportation sales for Aluminum 
Co. of America, include the follow- 
ing: 

The industry will consume nearly 
a billion pounds of aluminum a 
year by 1965. Family cars of 1970 
will utilize aluminum in a myriad 
of new chassis, body and engine 
applications. By 1975, motorists 





Artificial Nerves— 


This is an artificial “nerve net” which 
was developed by Aeronutronic, a division 
of Ford Motor Co. It is used to test be- 
havior of Aeronutronic's electronic nev- 
rons which duplicate portions of the hu- 
man nervous system. Joseph K. Hawkins, 
an Aeronutronic engineer, holds the de- 
vice. 





may take to the air in super light- 
weight “transportairs” and between 
1980 and 2000, man will likely own 
the personalized “wings” he’s 
dreamed of for centuries. 

* 7 * 


Insurance Rate Boost 


Turned Down in Georgia 

ATLANTA.—A proposed average 
increase of 8.4 percent in automo- 
bile liability insurance rates for 
Georgia has been turned down by 
State Insurance Commissioner Zack 
D. Cravey. 

The National Bureau of Casualty 
Underwriters had asked him in 
April to approve this new rate fil- 
ing. “Such a raise,” Cravey said, 
“would not be in the public’s in- 
terest.” 

* * * 


Rental Firms Pay Denver 


$7,500 in License Crackdown 


DENVER.—A crackdown by the 
Denver Motor Vehicle Bureau on 
cars owned by auto rental firms 
has netted the city nearly $7,500 in 
license fees since June 1, according 
to Al Galatin, Motor Vehicle Bu- 
reau Manager. 

The firms licensed 212 cars at an 
average cost of $35 a car during 
June. Of the 212, 35 were carrying 
Arizona plates, 123 were operating 
under Texas licenses, and the other 
54 bore the tags from a number 
of other states. 

* * * 


New Lee Plant Opens 


MARIANNA, Ark.—The new Lee 
Mfg. Co. plant here has begun lim- 
ited production of auto seat frames. 

* 


Koel-Bar Opens 


CHICAGO.—James G. Barbour jr. 
has announced the opening of Koel- 
Bar Industries at 21 W. Elm St. It 
will handle automotive and indus- 
trial molded, extruded, sheet and 
sponge rubbers, rubber chemicals 
and plastics and machined parts, 
details and assemblies, 


Falling Gas-Tax Revenue 


Predicted for Utah 


SALT LAKE CITY. — Utah's 
share of gas-tax revenues may fall 
more than $4 million short of cur- 
rent estimates by 1964 due to the 
trend to smaller cars, predicted 
John H. Klas, executive director 
of the Utah Petroleum Council. 

The decrease, he said, would 
come from a $2 million decline in 
State taxes below the level esti- 
mated in 1964, Also, the federal loss 
would be $217 million, of which 
Utah’s share would be slightly more 
than $2 million. 

* 7 * 


Rubber Racing Formulas 


Developed by Pennsylvania 

MANSFIELD, O.— Pennsylvania 
Tire Co, has perfected three 
“Checkered Flag’ natural rubber 
racing formulas, according to W. A. 
Boddy, Pennsylvania tread rubber 
and accessory sales manager. 

Designated T-48, T-55 and T-63, 
which also indicates the cured 
shore hardness, the new “Checker- 
ed Flag” formulas have proved 
more than satisfactory for the en- 
tire range of racing requirements, 
Boddy said. 


'| Amphibious Boats Begin 


Production of ’61 Models 

DENTON, Tex. — Amphibious 
Boats, Inc., 1815 Shady Oaks 
Drive, hag begun production of 
its ’61 models. 

The lineup consists of a 15-foot 
Maverick model, a 16-foot Mus- 
tang, 15-foot and 16-foot fiber- 
glass Lapstrake units and a 17- 
foot fiberglass Ocean Fisherman. 


Fire Loss Is $250,000 


DANVILLE, Ky. — Damage was 
estimated at $250,000 by Owner 
James M. Norvell when fire de- 
stroyed Danville Motors, Inc. 


Israeli Firm to Build 


Four Models of Jeep 


TOLEDO.—Production of Jeep 
four-wheel-drive vehicles in Israel 
is being expanded from an assem- 


bly operation to a complete man- 
ufacturing process. 

A new agreement hag been signed 
between Willys Overseas, S, A., and 
Kaiser-Ilin Industries, Ltd., for the 
Israeli firm to manufacture the 
Jeep Universal, pickup truck, sedan 
delivery truck and utility wagon. 


Fire Strikes Johnson 


MT. PLEASANT, Mich. — Loss 
was estimated at $35,000 after a 
fire swept Johnson Motors, Inc., 
here. 

+ . - 


Australian Firm to Make, 


Market Rockwell Products 


CORAOPOLIS, Pa—Col. W. F. 
Rockwell, chairman of Rockwell- 
Standard. Corp., has announced 
signing of an agreement with In- 
dustrial Engineering,. Ltd., Mel- 
bourne, Australia, which provides 
for the manufacture and sale of 
Rockwell-Standard designed. axles, 
transmissions and brakes in Aus- 
tralia and New Zealand. 

Rockwell-Standard will supply 
the designs and technical “know- 


how.” IEL will establish a new 
subsidiary, L E.L.-Rockwell Pty., 
Ltd., which will manufacture and 
have exclusive selling rights for 
these products, whether Australian- 
made or manufactured by Rock- 
well-Standard and imported. 
* s s 


Heli-Coil Acquires 


Assets of Phelps 


DANBURY, Conn. — Heli-Coil 
Corp. has acquired the assets of 
Phelps Mfg. Co., Westport, for cash 
and royalties. 

Phelps manufactures a patented 
line of screw machine bushings 
used as fasteners by industries 


fabricating plastics and light|P° 


metals. 
* 2 


- 
Motor-Oil Cans Provide 


Aids to Increasing Sales 

NEW YORK.—Motor-oil cans are 
being put to work to stimulate 
extra sales of products and services 
by gasoline stations. American Can 
Co, said “profit-prompter” cans, de- 
veloped by its Canco Division, are 
being used throughout the country 





panies. 


and goodwill. The 
might read: “Ask: May we 

your oil next time? Check filter?” 
Or they may simply remind the 
attendant to “Smile — Customers 
Like It.” 


Smaller Cars Seen Threat 


To Florida’s Gas-Tax Yield 


CLEARWATER, Fla.—The in- 
creased sales of compact and im- 
rted cars in Florida may cause 
this state’s gasoline tax revenue to 
fall short of estimates in the next 
few years, according to John F. 
White, chairman of the Florida 
Petroleum Council. 

“If the trend toward higher mile- 
age cars continues,” White said, 
“the consumption of gasoline will 
drop, and there will be less revenue 
from gas taxes to pay for road im- 
provements.” Florida taxes gasoline 
7 cents a gallon. 





Largest Stock in the U.S.A. 


GERMAN CAR PARTS FRENCH CAR PARTS 


BRITISH CAR PARTS 


HEPOLITE—Pistons & Ri 
WELLWORTHY—Pistons & 
JAMES—Valves & = 
TERRY—Valve Spri 
PAYEN—Gaskets & il Seals 
BORG & BECK—Clutches 
LOCKHEED & GIRLING—Brake Parts 
FERODO—Brake Linings, Fan Belts 
oe tea Lamps, etc. 

GLACIER—Engine Be 
eee a ne = $ 

Roller Bearings 


KOLBENSCHMIDT—Pistons 
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ITALIAN CAR PARTS 
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Maintenance Catalog filters and cartridges for all —— 
tic and imported cars, trucks, buses 
A car-truck-tractor maintenance|, 14 agricultural, industrial and 
catalog, No. A-9, describing service marine engine applications 
tools and equipment—free. Owaton- s = Se : 
Crane Catalog 


na Tool Co., 314 Cedar St., Owaton- 
Watson Cranes—truck mounted 


na, Minn, 
* * * 
and floor models—are described in 
une Up Wall Charts detail in a four-page folder, Cata- 
‘Tune-Up Wall Chart”—20 pages, | jog W-102—free, H. S. Watson Co., 
15 cents, Automotive Electric Assn.,| 1316 67th St., Emeryville 8, Calif. 
16223 Meyers Rd., Detroit 35, Mich. ‘.- * @ : 
Se ei Trailer Gear Catalog 


Filter Catalog A truck trailer landing gear man- 

An 180-page filter catalog has|ual and parts catalog—free. Bink- 
been published by Walker Mfg. Co.,|ley Co., Warrenton, Mo. The cat- 
1201 Michigan Blvd., Racine, Wis.| alog, designated No. LG-61, con- 
The catalog covers oil, fuel and air| tains exploded views, parts lists, 





Produces NATURAL High Gloss 









ACRYLIC COLORS, reduced with 


parts numbers and installation 
drawings for the Binkley line of 


landing gears. 
* * * 


Safety Brake Brochure 


A four-page brochure detailing 
the Kelsey-Hayes three-way safety 
brake system — free. Kelsey-Hayes 
Co., 3600 Military Ave., Detroit 32, 
Mich. 


ca * * 
Hydraulic Fluids 
Symposium on Hydraulic Fluids 
—104 pages, $3.75. American Society 


for Testing Materials, 1916 Race 
St., Philadelphia 3, Pa. 
* 


* * 


Brake Service Manual 


The 13th edition of the Grey- 
Rock brake service manual has 
just been announced by Grey-Rock 
Division, Ray bestos-Manhattan, 
Inc., Manheim, Pa. Containing 64 
pages, it covers brake systems on 


...when used with BOTH 
Lacquer or Acrylic Colors 


Use only ONE thinner... 
PNT-90 SPRAYS FREE, WET and EASY 
to reduce polishing time to a minimum. 

Cuts costs. Cuts inventory. 
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are required for heavy-duty brakes 
and clutches—eight pages, free. 
World Bestos, New Castle, Ind. 


x * * 


Muffler Catalog 


Grand Automotive Products Co., 
2055 N. Ruby St., Melrose Park, IIL, 
has announced a color catalog of 
mufflers, dual exhaust systems and 
chrome lakes pipes—free. 

* * + 


Wittek Clamp Booklet 


A 16-page booklet by Wittek Mfg. 
Co., containing illustrations and 
condensed information on Wittek 
clamps—free. Wittek Mfg. Co., 
4305-43 West 24th Place, Chicago 
23, Ill. 


all United States built cars includ- 
ing 1960 models—$3.00. 
* * * 
Ignition Parts 
A catalog of marine engine igni- 
tion parts illustrating the parts and 
listing necessary application data— 
free. Echlin Mfg. Co., Echlin Rd. 
and U. S. Route 1, Branford, Conn. 
* * * 


Owatonna Tool Catalog 
“Hand Tools Catalog”—16 pages, 
free. Catalog H-9. Owatonna Tool 
Co., 314 Cedar St., Owatonna, Minn. 
* * * 


Spark Plug Wall Chart 
Spark plug wall chart for Auto- 
lite dealers. Available from Electric 
Autolite wholesalers. 
* ok * 
Friction Materials 


A booklet explaining why three 
different types of friction materials 


x * * 


Filter Catalog 


The 1960 dealer catalog for Hast- 
ings oil, air and fuel filter car- 
tridges—free. Hastings Mfg. Co., 
Hastings, Mich. 


* * * 


Transmission Catalog 


International Parts Corp., 4101 
W. 42nd Place, Chicago 32, Ill., an- 
nounced its Automatic Transmis- 
sion Parts Catalog No. 900—free. 


* * * 


Aluminum Dump Bodies 


“Bigger Legal Payloads,” illus- 
trated folder on Daybrook alumi- 
num dump bodies—free. (Form No. 
HB-6001). Daybrook Hydraulic Di- 
vision, Young Spring & Wire Corp., 
498 Lehman Ave., Bowling Green, O. 


* * * 


Automotive Power Tools 


Illustrated catalog on automotive 
power tools—16 pages, free. Skil 
Corp., 5033 Elston Ave., Chicago 
30, Ill. 


* * * 


Bronze Bearings 


A revised catalog, No. 60-04, de- 
tailing an expanded line of sintered 
bronze bearings—free. Northfield 
Precision Instrument Corp., 4400 
Austin Blvd., Island Park, Long Is- 
land, N. Y. 





* * * 


Tubeless Tire Repair 
A booklet on tubeless tire repair 
and service—six pages, free. Dill 
Mfg. Co., 700 E. 82nd St., Cleve- 
land 3, O. 


* * * 


Seat-Cover Sales 


“A Seat Cover Sale Is Born’— 
16 pages, free. National Assn. of 
Auto Trim Shops, 1123 Broadway, 
New York 10, N. Y. 


* © * 


Ideas on Buildings 
“Seven Money Saving Ideas from 
Stran-Steel” —free. Stran-Steel 
Corp., Division of National Steel, 
Detroit 29, Mich. 
* * x 
Refinishing Guide 
An automotive refinisher’s 
guide—72 pages, free. Rinshed- 
Mason Co., Detroit 10, Mich. 
* 


x * 


Tool Display Panel 
Thirteen new bulletins, each de- 
scriptive of an individual self-serv- 
ice mechanics’ tool display panel, 
are now available from Vichek 
Tool Co., 3001 E. 87th St., Cleve- 
land 4, O. 


* * + 


AP Dealer Catalog 


“AP Dealer Catalog’’—80 pages, 
free. AP Parts Corp., Toledo 1, O, 
* * = 


Tractor Lubrication 


“Farm Tractor Lubrication 
Guide” —64 pages, prices on request. 
Chek-Chart Corp., 33 E. Congress 
Parkway, Chicago 5, IIl. 

+ * * 
Cleaning Systems 

A catalog picturing and descib- 
ing fireless steam cleaners, self- 
contained steam cleaners and hy- 
draulic pressure combination 
cleaning systems—12 pages, free. 
Malsbary Mfg. Co., 845 92nd Ave., 
Oakland 3, Calif. 


+ * * 





Rating Motor Fuels 


| “Manual for Rating Motor Fuels 
by Motor and Research Methods” 

224 pages, $7.50. American Socie- 
ty for Testing Materials, 1916 Race 
St., Philadelphia 3, Pa. 


| * « + 
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PNT-DO 
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PNT-90, produce the same high 
gloss and outstanding durability 
of all original factory finishes. 


RINSHED-MASON COMPANY 


Detroit 10, Michigan * Anaheim, California 
Windsor, Ontario, Canada 


WOLVERINE FINISHES CORPORATION 
Morganton, N. C. 


*% Grand Rapids, Michigan 


Testing Equipment 
A catalog illustrating automotive 
testing equipment—16 pages, free. 
Harvey E. Hanson Co., Dept. ANM, 
|Lake Blvd, and Commercial St., 
Paw Paw, Mich. 











| In Delaware Valley, the Suburbs 
account for 65% of Food Sales 





—And in Delaware Valley’s suburbs, The Daily Inquirer is 
read by 27% more women than the major evening newspaper. * 


So, if you want to sell more where they're buying more—put your advertising in The Inquirer! 


*Source: “Philadelphia Newspaper Analys‘s” by Sindlinger & Company Inc. Highlights available on request. 


The Philadelphia Inquirer | ssrssssemseyrngs""" 
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NEW PRODUCTS 





spin-down holding device and com- 
bination put-on take-off tool used 
on the more expensive tire chang- 
ers. 





Conn, The product, called Chrom- 
saver, is said to remove rust from 
chrome and other metals, and pre- 
vent it from reforming, It will be 
marketed nationally by Brand 
Products, Inc., 256 E. 49th St., New 
York, N. Y. 





VALVE SPRING COMPRESSOR — K-D 
Tools, Lancaster, Pa., has announced the 
No. 915 overhead valve spring compres- 
sor. Designed for use on Ford engines 
(1952-1960) without removing cylinder 
head, the tool is said to be handy for 
the removal of keepers on the occasional 





KEY CUTTER—Production of code key- 
cutting devices for import cars has been 
announced by Curtis Industries, Inc., 1130 
E. 222nd St., Cleveland 17, O. Special 


edans clbiscdecndht is cheerelbacslaaee 
























PLUG POLARITY TESTER—A spark plug 
polarity tester for determining preferred 
polarity on engines with either battery or 
magneto ignition has been announced by 
Fox Valley Instrument Co., Cheboygan, 
Mich. The tester features two smali elec- 
trodes inside a miniature neon lamp on 
the face of a cylindrical plastic container. 
Terminals at each end of the container 
permit connection to the distributor and 
to the high-tension coil wire for testing 
battery ignition engines. If the electrode 
nearest the coil glows, preferred polarity 
exists. If the other electrode glows, the 
two wires at the primary terminals of the 
coil must be reversed to achieve preferred 
polarity. If both electrodes glow, an over- 
wide plug gap or weak coil is indicated. 
The tester works equally well on engines 
having magnetos, the manufacturer re- 


ports. 


pumps can be installed, it is said. 
7 * * 





LUBRICATOR KiIT—The Lubricator Kit, 
announced by Krizman Mfg. Co., 2110 S. 
LaFayette Bivd., South Bend 24, Ind., can 
be used on most 1954-60 Ford V-8 en- 
gines where the internal oil lines to the 
rocker arm assemblies have become block- 
ed due to oil contamination or cam bear- 
ing misalignment blocking off oil passage 
to the rocker arms. The kit is designed to 
obtain an oil supply from the oil galley 
in the engine block. Through a valve and 
fee assembly, oil is directed by means 
of external oil lines to the rocker arm 


and push rods assembly, it is said. 
- * * 


tery source of supply. 





MILLING ATTACHMENTS—The Palmgren 
No. 250P and No. 400P plate-type lathe 
milling attachments, announced by Chi- 
cago Tool and Engineering Co., 8383 S. 
Chicago Ave., Chicago 17, Ill., are design- 
ed to hold large or irregular shaped work 
pieces which are difficult to hold in an 
ordinary vise-type milling attachment. The 





































































LUBRICATION SYSTEM—An automatic 
lubrication system for cars and trucks, 
using nylon 6 for several of its component 
parts, has been designed by Engineering 
Division, Walker Mfg. Co., Racine, Wis. 
The lubrication system automatically me- 
ters the needed amount of lubricant and 
delivers it under constant pressure to each 
lubrication point, it is said. Basic parts 
of the system include a lubricant reservoir 
which feeds a specially designed integral 
pump. This pump, which is automatically 
activated by engine oil pressure, feeds the 
lubricant through manifolds to individual 
injectors which meter and deliver the lub- 
ricant under constant pressure. As many 
as 25 lubrication fittings can be handled 
by the pump and, if more than this num- 
ber of points must be lubricated, dual 


BATTERY TESTER—tLatest aid to battery 
sales is said to be a device announced 
by Electric Autolite Co., Toledo 1, O., 
called the Climate-Eye battery tester. It 
is a device that provides an accurate 
report of a battery's condition—corrected 
to prevailing temperature conditions, it is 
claimed. After filling the Climate-Eye tube 
with electrolyte from the battery, a twist 
of the dial regulating the temperature 
compensating chart reveals the state of 
the battery relative to accepted standards 
of good, fair, and recharge conditions, it 
is said. The tester is available to battery 
dealers through their regular Autolite bat- 


No. 250P has a 6 by 6-inch plate and the 
No. 400P has a 9 by 9-inch plate, both of 
which are slotted and machined. Vertical 
feed in thousandths is provided on each 
attachment by means of a micro-screw, 
and graduated dial. Speed and ease of 
attachment are said to be advantages of 
the Palmgren milling attachment. 
Core 


Coats Introduces 


Cheaper Tire Changer 

A lower-priced air-powered tire 
changer, called the Challenger, has 
been introduced by Coats Co., Fort 
Dodge, Ia, The new changer utilizes 
a five-inch-diameter air cylinder. 


The Challenger employs the same 


SHOCK ABSORBERS—A line of replace- 


ment shock absorbers for use on domestic mn 


cars has been announced by United Mo- 
tors Service Division, General Motors 
Corp., Detroit, Mich., and is now available 
from UMS distributors. Known as ‘‘Su- 
peride,” the absorbers feature a_ thin 
band of molded nylon surrounding the 
sintered iron piston. This achieves better 
conformity of the piston to the cylinder 
for improved action, according to UMS, 
while the elimination of direct’ metal to 
metal contact extends the life of the 
Superide as compared to conventional 
shock absorbers. The shock absorbers also 
feature Posicontrol fluid and valves for 
consistent performance over a wide oper- 
ating temperature range, it is said. 


the spring, it is said. 
* * 


three-gallon sprayer is 


engines, it is said. 





pounds, measures 7 inches long. 
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BLEEDER ADAPTER — EIS Automotive 
Corp., Middletown, Conn., has announced 
a 1960 GMC and Chevrolet truck bleeder 
adapter specifically designed for use on 
all EIS bleeder tanks. The adapter (No. 
T1697) comes with a rubber sealing gasket 
which is cemented to the adapter cover 


plate. 
+ + ” 


Chrome Cleaner, Sealer 


A one-step chrome cleaner and 
sealer has been announced by Re- 
storz Products, Inc., Waterbury, 


job where a defective valve spring must 
be replaced. With the rocker arm dis- 
connected and moved aside, the tool 
hooks under the rocker arm bearing and 
downward pressure compresses spring, al- 
lowing the removal of the keepers and 





SPRAYERS—Aeroil Products Co., 18 Wes- 
ley St., South Hackensack, N. J., has an- 
nounced a line of sprayer outfits for the 
automotive industry. These units are avail- 
able in three- to six-gallon sizes. The 
equipped with 
eight feet of hose, and the six-gallon 
sprayer is equipped with 12 feet of hose. 
The spray bar is 36 inches long, and has 
a positive acting brass valve. The sprayers 
come with compressed air fittings, pressure 
gauge, and safety pop valve. They are 
capable of spraying cleaning solutions, 
solvents, and soaps for spray cleaning 






AIR HAMMER—The model SP-400 air 
hammer has been announced by Superior 
Pneumatic & Mfg., Inc., 13800 Enterprise 
Ave., Cleveland 35, O. A heavy-duty air 
hammer with a short barrel, the unit has 
a beehive spring retainer instead of the 
customary stationary safety chuck so that 
the cutting tool can rotate, it is said. Ac- 
cording to the manufacturer, the hammer 
is ideal for heavy-duty rivet busting, rivet- 
ing and panel cutting in close quarters 
and “hard-to-reach” places. The Model 
SP-400 has a metering trigger that controls 
blows from 0 to 3,500 per minute at the 
touch of a finger. The unit weighs 3% 






















and other 


frequency 
broadcast band. The marine 


cast band, it 
Corp., 52 Broadway, New York, N. Y. 
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CAR TOP TRUNK — The 


ford St., Worthington, Minn. 


ing convenience is provided by door open- 


ings on each side which place the whole 


interior of the trunk within arm reach. 


These doors are 29 inches wide by nine 
high. Self holding when fully 


inches 
opened, they are key locked in the closed 


position. Over 14 cubic feet of interior 


storage space is provided by the Safari 
and top bars are available as optional 
equipment for carrying extra long pieces. 
Trunk length is 50 inches; width, 48 
inches; height, 11%, inches. 


RADIATOR FILTER—A _ Protect-O-Core 
radiator and motor filter for Cadillacs has 
been announced by Cal Corp., 2945 Cool- 
idge Hwy., Berkley, Mich. Available for 
both standard and air-conditioned models, 
the unit is said to protect by deflecting 
bugs, stones, gravel, dirt, leaves, salts and 


numerous other road hazards. The unit 


is said to allow only jet-like air streams 
through the radiator core, giving constant 
cooling action. 






TRANSISTOR RADIOS—Rallyists will find 
the new Toshiba marine band and short 
wave transistor radios solve the problems 
of monitoring time signals during rallies 
competitive driving events. 
Either set will receive United States Bu- 
reav of Standard and Canadian Observa- 
tory time transmissions, it is said. The 
short wave radio covers the 3.9—12 MC 
in addition to the standard 
radio re- 
ceives WWV and CHU signals on the 1.6 
to 5 MC band in addition to standard 
broadcasts. The radios are pocket-sized, 
measuring 4%, by 3 by 114-inch. Each has 
seven transistors in a high efficiency super- 
heterodyne circuit, powered by a single 
nine-volt battery. A telescoping 10-section 
antenna is used for short wave reception 
and a builtin ferrite core for the broad- 
is said. Transistor World 


































“Safari,” a 
weatherproof alimetal top trunk with lock- 
ing doors on both sides has been intro- 
duced by Soderholm Mfg. Co., 1132 Ox- 
Plenty of 
room for “everything” and absence of 
either wind noise or wind drag are said 
to be the advantages of the aerodynami- 
cally designed trunk. Loading and unload- 







car key, it is claimed. 






Oi Rte ee eee 


eeeeaee 
"teh ton eee 
*tibewnede 





OIL FILTER REPLACEMENT — Dieselpak, 
an oil filter replacement pack for diesel 
and gasoline engines, is now available in 
two models, Regular and Imperial. The 
Imperial model Dieselpak, shown above, 
is recommended for operators with ex- 
tended maintenance schedules. Under nor- 
mal over-the-road diesel truck operation 
the Imperial Dieselpak will deliver from 
7,000 to 12,000 miles of filtration, it is 
said. The Regular Dieselpak has been de- 
veloped for the operator who schedules 
oil and pack changes from 4,000 to 7,000 
miles. Luber-finer, Inc., 2514 S. Grand 
Ave., Los Angeles 7, Calif. 

























INDUSTRIAL BALANCER — Stewart-War- 
ner Corp., 1826 Diversey Pkwy., Chicago 
14, Ill., has announced a cradle-type elec- 
tronic industrial balancer, Model 703, 
which will enable small plants and shops 
to be equipped for maintenance bal- 
ancing, short-run production balancing, 
electric motor rebuilding, automotive en- 
gine rebuilding, and other balancing re- 
quirements in the medium weight and 
size ranges, it is said. An important fea- 
ture is said to be the convenient tripod- 
mounted head containing the strobe light, 
the meter and the electronic unit. Also 
available with the balancer is a conversion 
“package” with which the purchaser can 
have all the advantages of a portable 
balancer, it is claimed. 


metal ‘‘key carriages" have been designed 
by Curtis to permit code-cutting of keys 
in a standard hand operated cutter. Ac- 
cording to Curtis, most import-car keys 
can be produced on the ordinary duplicat- 
ing machine. Code cutting differs in that 
a key can be made without the need of 
a key to trace. Data needed for code- 
cutting is the key number, year and make 
of the car, it is said. Recorded in key 
code books is the setting, notch series 
and carriage required to hand cut a key 
in a matter of seconds. The code cutter 
makes an exact replica of the original 


a a 
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Across the Nation... 





Auto Dealer Changes 


PARK RAPIDS, Minn.—Mc- 
Grane-Enfield Motors, Inc. (Olds- 
mobile-Cadillac), headed by Earl R. 
McGrane, has added Pontiac to its 
lines. 
























* * * 


Fadex Signs 7 Dealers 


NEW YORK.—-Fadex Commer- 
cial Corp. has added four dealers 
for NSU Prinz and three for 
BMW. They are: NSU Prinz— 
European Motors, Eugene, Ore.; 
Casper Motorcycle Sales, Casper, 
Wyo.; L & B Motors, Seattle, and 
Larry Frazer Sports Cars, Lake 
Charles, La. BMW—Sagan’s Auto 
Sales & Service, Inc., Uniondale, 
Long Island, N. Y.; Hartke Mo- 
tors, San Jose, Calif., and Rupe 
Motor Sales & Service, Oklahoma 
City. 


* wk * 


Will Buys VW Deal 


SEATTLE.—Robert Will, former- 
ly assistant cashier at the National 
Bank of Commerce, has purchased 
Freeway Motors (Volkswagen), 
34546 Roosevelt Way. This is the 
fifth VW deal in Seattle. 


* * * 


Kiva Rambler Is Building 


ALBUQUERQUE, — Kiva Motor 
Co, (Rambler), will open about Oct. 
1 in a building now under construc- 
tion on Lomas between Utah and 
Vermont, according to Ed Mooney, 
president and general manager. He 
had been president of Haley Motor 
Co. 


* * * 


Senftners Buy Chevy Deal 


HERREID, S. D.—Metzgar- 
Goehring Chevrolet Co. has been 
sold to the Senftner brothers, 
Ray, James and Richard, They 
will continue to operate the serv- 
ice station of which Ray has 
been owner and proprietor. 

* * * 


Tiffany Sells to Wright 


CLARKSVILLE, Tenn.—C. P. 
Tiffany, operator of Tiffany- 
Wright Chevrolet Co. in partner- 
ship with J. Roy Wright, has sold 
his interest in the business to 
Wright’s brother, William G. 
Wright. The firm’s name has been 
changed to Wright Bros. Chevrolet 
Co. 

+ * 


Chevrolet for Fairchild 


CLEVELAND.—Charles M. Fair- 
child has purchased 31-year-old 
Brownlee Chevrolet, Inc., 12120 De- 
troit Ave., Lakewood, O., and will 
operate it as Fairchild Chevrolet, 
Ine. Fairchild once owned a Ford 
dealership in Mt. Vernon, O. 


* * * 


Dodge Dealership Opens 


PHILADELPHIA.—Upper Darby 
Dodge, Inc., has opened at 700 Gar- 
rett Rd., Upper Darby, Pa. Anthony 
Daurback is president, and Rein- 
hard Bets is vice-president. 

* * 7 


Cox Succeeds Roe 


OTTUMWA, Ia.—R. B. Cox Co. 
has succeeded Tom Roe Studebaker 
here. Bob Cox, formerly a Stude- 
baker dealer in Fairfield, is owner. 

* * * 


Chrysler Building in Houston 


HOUSTON. — Construction is 
under way on two new Chrysler 
Corp. dealerships here, one at 
5727 Westheimer Rd. and the 
other at 5225 Griggs Rd. The for- 
mer ig expected to be a Dodge 
outlet and the latter a Plymouth- 
DeSoto deal, a company spokes- 
man in Dallas said. Applicants 
for the deals still are being 
screened by the company, he 
added. 


* * * 


Dakin Sells to Howes 


KEENE, N. H.—Alfred T. Howes, 
president of Dakin-Howes, Inc. 
(DeSoto-Plymouth), 492 Main St., 
has purchased the interest of Rus- 
sell W. Dakin, treasurer, No change 
ir the firm’s name is planned at 
this time, Howes said. 

* * a 


Augustine Becomes Dealer 


WESTFIELD, N. J.—Alan M. Au- 
gustine, former New York City 
sales manager for Plymouth-De- 


Soto-Valiant, has taken over Harry 

Miller Motors, Inc, (Imperial- 

Chrysler-Plymouth), 576 North 

Ave., E. He has formed Augustine 

Motors, Inc., and added Valiant. 
* * * 


Parker Buys Out Howell 


WINSTON-SALEM, N. Cc. — 
J. C. Parker has become sole 
owner of Matt Howell Motors 
(Dodge-Simca), 210 N. Marshall 
St., and Matt Howell Mobile 
Homes, Kernersville and High 
Point Hwys. He purchased the 
half interest of Matt Howell, 


* * * 


Groussman Expands 


DENVER.—Harry Groussman, 
Ine. (Ford), has expanded its fa- 
cilities at 3537 S. Broadway. The 
dealership is headed by Ronald 
Grousmann, whose late father, 
Harry Groussman, founded the firm 
21 years ago. 

* * ca 


Carlson Buys Olds Deal 


CLAYTON, Mo.—George L. 
Carlson, former Chicago Chevro- 
let-Oldsmobile dealer, has signed 
an agreement to buy out Evens 
Oldsmobile, Inc., 7733 Forsyth 
Blvd., Clayton. 


*~ * * 


P-D-V for Reed-Fennell 
DENVER.—Reed Fennell Motors 
(Plymouth-DeSoto-Valiant), 5901 E. 
Colfax Ave., has been opened by 
Tom Reed and James W. Fennell. 


* * * 


Gimma Handles 4 Lines 


NEW ORLEANS—Gimma 
Chrysler, headed by John Gimma, 
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has opened at 2226 Canal St. The 
dealership handles Chrysler, Imper- 
ial, Plymouth and Valiant. 

* cad * 


T-Bird Department 


MEMPHIS.—Raymond R. Hamil- 
ton jr., has been named general 
manager of the newly created 
Thunderbird department of Herff 
Motor Co. (Ford). 

*~ 


* * 


Luke Opens Dealership 


NEW ORLEANS.—V. J. Luke 
has opened Luke Motor Co., Inc. 
(Plymouth-Valiant), at 5022 Fourth 
St. in suburban Marrero. 

+ * a 


Cook to Handle Renault 


MIAMI.—William E. Cook, who 
has purchased International Motor 
Sales, has been awarded a Renault 


franchise. 
* * * 


Harrell Heads Olds Deal 


SAN BERNARDINO, Calif.—Bob 
Harrell has purchased the assets of 
Sievers & Ray, Inc., and will oper- 
ate the firm as Bob Harrell Olds- 
mobile, Inc. He formerly was 
general manager of John Stokes 
Oldsmobile, Bellflower, Calif. 


* * * 


Rambler Center Opens 


SAN ANTONIO.—Rambler Cen- 
ter has opened at 1100 San Pedro 
Ave. A. J. Anders is genera] man- 
ager. 

* * * 


Dealer Adds Citroen 


HOUSTON.—Aubrey, Orval & 
Mac Rambler Sales, Inc., 3317 
Washington Ave., has added Cit- 
roen. 

a a * 


Kiefer Heads City Chevrolet 

BALTIMORE.—John G. Keifer, 
with the firm since 1940 and 
president since 1954, has been 
elected board chairman of City 





Cars ‘In Bulk'— 


Stacked three and four high on special 
racks, 168 Peugeot autos arrive at Port 
Newark, N. J., from Europe in hold of 
bulk cargo vessel, the Swedish motor 
ship Arvidsjaur. The rack setup is a ‘‘one- 
way" arrangement, being removed and 
folded up so the vessel can then act as 
bulk cargo carrier on the return trip to 
Europe. 


Chevrolet Co., 101 W. Mt. Royal 
Ave. T. Edward Middleton was 
elected president. He formerly 
was sales vice-president. 

* * * 


Daimler Adds Dealer 
BALTIMORE. — Foreign Motors, 
Ltd., 1001 Cathedral St., has been 
appointed a dealer for the Daimler 
V-8 sports car. 


* * * 


Simons Purchases Nizen 


JEFFERSON, O.—Dale A. Sim- 
ons has purchased S. P. Nizen Serv- 
ice Co. and has renamed it Simons 
Motor Co. The firm handles Chrys. 
ler, Imperial, Plymouth, Valiant 





and Dodge truck. Simons formerly 
was a DeSoto dealer in Ashta- 
bula, O. 


* * * 


Frazier Takes Over 


ALBANY, Tex. — Gene Frazier 
has purchased the interest of Gor- 
don Pruitt in Tull-Pruitt Ford 
Sales and has taken over manage- 
ment of the dealership. He formerly 


was sales manager. 
* o + 


Scott Acquires Ford Deal 


ANTHONY, N. M.—P. Garland 
Scott, formerly of Albuquerque, has 
purchased Anthony Motor Co. 
(Ford), from Warner Dutro and 
Dusty Rhodes. 

* 


* * 


Ball Buys Rhodes Chevy 


BUSHNELL, Ill—Rhodes Chev- 
rolet Co. has been purchased by 
Robert Ball, Monticello, Ill, and 
will be known as Ball Chevrolet, 
Inc. Walter Heinz had operated the 


firm since 1958. 
+ + + 


Midway Ford to Build 


ST. PAUL, Minn.—Midway Ford 
Co. will build a $350,000 structure 
on University Ave. here to replace 
the building destroyed by fire last 
December, according to Harold 
Slawik, president. Completion is 
scheduled for next fall. 

* * od 


Arnold Ford Moves 


BOULDER, Colo.— Arnold Bros. 
Ford has moved into new quarters 
at Ninth and Water Sts. The firm 
is headed by Sandy, Bill and E. G. 


Arnold, ‘ 
* + * 


Coleman Buys Taylor Deal 

PORT ARTHUR, Tex. — Emory 
Taylor has sold Taylor Motors (Ca- 
dillac-Oldsmobile), 300 Austin St., 
to Robert Coleman, Monroe, La. 
He had operated the business for 
the past 20 years. 





WORLD’S BIGGEST UMBRELLA 





TO SEE IT TO 


BELIEVE IT. 


LIMITED 





THIS OUTDOOR "SHOWCASE" 
RIFIC ATTENTION-GETTER AND 
BUILDER. IT GIVES YOUR 


iS A 


LOT A LIVELY, 
COLORFUL, INVITING LOOK. ENCOURAGES 
A DEAL ON THE SPOT! FAST, EASY, LOW 
COST WAY TO INCREASE USED CAR SALES. 


TER- 
TRAFFIC 


GIANT UMBRELLA IS 
STALL AND RE-SET. 


FOLDS 
SMALL UMBRELLA FOR EASY HANDLING 
AND STORING. RUSTPROOF, ALL ALUMINUM 
CONSTRUCTION. WEIGHS ONLY 160 LBS. 
COMPLETE. CLOSEOUT OF SPECIAL ORDER 


EASY TO MOVE, IN- 


UP LIKE ANY 
$795 FOB, 


FOR CARNIVALS AND FAIRS. YOUR CHANCE 
TO GET A REALLY SENSATIONAL VALUE! 


FT. WORTH, TEXAS. 


DUCE AND COMPANY, INC. 


1103 ROSS AVE., 


DALLAS, TEX. 
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AMALIE 


Petrochemists Discover 

New Lubricant For 
Ball Joints and Torsion 
! Bar Suspensions 





As you know, the tremendous 
pressure in a ball joint or torsion 
bar forces ordinary greases out 
of the socket causing annoying 


front end clicks. 


Amalie Engineers have found 
a combination lubricant with an 
extraordinarily high viscosity. In 
test after test this grease re- 
mained in the ball joint or torsion 
bar socket, lubricated it, despite 
the toughest driving conditions. 
Because of this quieting action 
and its jet black color, we called 


it Black Velvet. 


Next time you have a tough 
ball joint or torsion bar lubrica- 
tion problem, try Amalie’s Black 


Velvet. 





et 





AMALIE DIVISION 
E-8 Sonneborn Chemical and Refining Corporation, Franklin, Pa. 


REPUBLIC PARTS BINS 


and Planned Storage... get service 
customers in and out FAST! 


Republic Parts Bins and Planned Storage speed parts service 
and keep profits growing. Because, you control stock turnover 
and keep service men busy, customers happy. Let Republic 


solve your parts inventory problems. 


CALL YOUR REPUBLIC REPRESENTATIVE 


LOS ANGELES 22, CALIF. 
Petiey, Inc. 


5424 E. Slauson Avenue 
OAKLAND 1, CALIF. 


Petiey, Inc. 
899 73rd Avenue 


ATLANTA 8, GEORGIA 
Geo. E. Kinney Bin Co. 
33342 Peachtree St. N.E. 


CHICAGO, ILLINOIS 


S. W. Lemon 
5050 S. Austin Avenue 


INDIANAPOLIS, IND. 
Modern Equipment Co. 
1140 North College 

WEYMOUTH 90, MASS. 

Sheperd & La Plante 
72 Pond St. 


REPUBLIC STEEL 


MINNEAPOLIS 1, MINN. 
Modern Bin Equipment Co. 
734 North Fourth Street 


CHARLOTTE, N. C. 
Steel Bin & Equipment Co. 
601 Sugar Creek Road 


MERCHANTVILLE, N. J. 
Gardner Equipment & 
Service Co. 

Route #38 & Church Rd. 


LONG ISLAND CITY 1,N. Y. 


Automotive Parts Dept. Serv. 


48-18 Northern Bivd. 


OKLAHOMA CITY, OKLA. 
C. B. McMillan Company 
1745 West Grand Street 


BRUNSWICK, OHIO 
Accurate Inventory Service 
Grafton Road, East 


BERGER DIVISION 


1078 BELDEN AVENUE — CANTON 5, OHIO 





SLACK ELIE 


Jo 
int Suspension 
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By Martin L. Whitmyer 
Staff Writer 

Canadian production and talent 
will predominate in Ford Motor Co. 
of Canada television programming 
for 1960-1961. 

In all, Ford of Canada will spon- 
Sor seven programs, five of which 
will be Canadian productions. In 
addition, one program produced in 
Hollywood, “Klondike,” is based on 
Canadian author Pierre Berton’s 
book about gold rush days in the 
Klondike. “Klondike” episodes will 
be seen in Canada prior to their 
appearance in the United States. 

All shows will be carried by 
CBC-TV networks. Five will be 
on the CBC’s English network, 
the remaining two will be on 
CBC’s French television network. 


Ford-Monarch-Falcon will spon- 
sor Tennessee Ernie Ford at 9:30 
to 10 EST Thursday evenings for 
39 weeks, as well as a special Ca- 
nadian series for 13 weeks in the 
summer of 1961. The same division 
will cosponsor the Jack Kane Show 
from 8:30 to 9 EST Monday eve- 
nings, as well as “Jeunes Visages” 
on the French network from 8:30 to 
9 EST Friday evenings. 

Meteor-Mercury-Frontenac will 
co-sponsor “Klondike” from 8:30 to 
9 EST Thursday evenings and the 
Juliette Show Saturday evenings 
immediately following the hockey 
telecasts. 

In addition, Meteor-Mercury- 
Frontenac will continue to co- 
sponsor “La Pension-Velder” from 
9 to 9:30 EST Monday evenings. 
The Juliette Show will appear on 
the full English TV network for the 
first time. “La Pension-Velder” and 
“Jeunes Visages” are produced in 
Montreal. 







* * * 


Detroit Copywriters Elect 


Theodore J. Wilner, a senior 
copywriter at Ross Roy-BSF&D, 
Inc., has been elected president of 
the Detroit Copy Club for the 1960- 
61 term. 

Other officers elected were: Rich- 
ard C. Candor, Campbell-Ewald Co., 
vice-president; William R. Behr, J. 
Walter Thompson Co., secretary, 
and Charlotte V. Voelker, Campbell- 
Ewald, treasurer. 

Immediate past president Philip 
E. Mason, MacManus, John & 
Adams, Inc., was named an ex- 
officio member of the board. 

od * ~ 


Plymouth Dealers Elect 


Milton R. Mackaig sr., of Mack- 
aig & Son (Plymouth-DeSoto), Los 
Angeles, has been elected president 
of the Plymouth Dealers Assn. of 
Southern California, 

Other officers elected were W. R. 
Shadoff, W. R. Shadoff, Inc. (Plym- 
outh-Chrysler), Pomona, vice- 
president; Robert Keefer, Bob 
Keefer Plymouth (Plymouth-V al- 
iant), treasurer, and Lew Jabro, 
manager of the association, secre- 
tary. 

Directors are M. A. Frost jr., Cul- 
ver City, representing Plymouth- 
DeSoto; C. D. Colley, Los Angeles, 
representing Plymouth-DeSoto; 
Bernie Freeman, Los Angeles, rep- 
resenting Plymouth-Valiant; Carl 
Cannata, Reseda, representing 
Plymouth-Valiant; Lloyd Gregg, 
North Hollywood, representing 
Plymouth-Chrysler; Wesley Gor- 
don, Huntington Park, representing 
Plymouth-Chrysler; James Love, 
Santa Paula, representing Ventura 
County dealers, and C. E. Vesy 
jr.. Anaheim, representing Orange 
County dealers. 











PORTLAND 9, OREGON 
D. R. Munro, Jr. 
1801 N.W. Northrup St. 


PITTSBURGH 12, PA. 


L. M. Kelly 
1407 Brighton Place 


MEMPHIS 4, TENN. 


Claude A. Ward 
212 Towers Building 


HOUSTON 17, TEXAS 


The Zachary Company 
6403 Winfree Street 


SALT LAKE CITY, UTAH 


L. B. Clark 
2790 East 3000 South 


ALEXANDRIA, VIRGINIA 


A. T. Watson 
219 Lioyd Lane 


*” * 


Data for Publicists 


Publication of FYI, a directory 
for public relations and publicity 
men, has been announced by Daw- 
son-Murray Associates, Inc., Dear- 
born advertising and public rela- 
tions agency. 

Edited by Cy Lindroth, FYI has 
44 pages of information covering all 
media outlets in the five-county 
Detroit metropolitan area. 

* * * 


Direct-Mail Data Available 


“The VIP Series,” a 36-page book- 
let prepared by DMCP Assuciates, 
Inc., a Toledo-based network of 
direct-mail advertising firms, is be- 
ing offered without charge to firms 


Ford’s Plans for Canada... 
Auto Advertising 





and organizations in the automo- 
tive service business. 

The booklet outlines information 
on prices and various types of di- 
rect mail programs, explaining ob- 
jectives and results of successful 
campaigns. 

Copies of the VIP booklet may 
be obtained by writing on company 
letterhead to DMCP Associates, 
Inc., 1814 Jefferson Ave., Toledo 
3 @ 


* * * 


Chevy Hosts Band 


The University of Micthigan 
marching band will travel to Madi- 
son, Wis., Oct. 29 for the Michigan- 
Wisconsin football game as a guest 
of Chevrolet. 

This will be the Michigan band’s 
first association with Chevrolet 
after many years during which 
Buick made the band its guest on 
an annual trip each fall as well as 
two trips to the Rose Bowl] on Jan. 
1, 1948, and Jan. 1, 1951, 

* * * 


Newspaper Income Corrected 


Corrected newspaper national ad- 
vertising figures, showing by adver- 
tiser and product the record $772,- 
905,000 expenditure in the medium 
in 1959, have just been published 
by the Bureau of Advertising of the 
American Newspaper Publishers 
Assn. Preliminary figures were re- 
leased by the Bureau in April. 

As previously announced, the 

top three advertisers last year 
were General Motors Corp., Ford 

Motor Co. and Chrysler Corp. 
Their expenditures were reported 
as follows: GM, $38,622,558, an in- 
crease of 11.6 percent; Ford, $19,- 
679,542, off 1.6 percent; Chrysler, 
$18,095,839, up 12.7 percent. In the 
preliminary report, Chrysler’s in- 

vestment was given as $17,193,094; 
the others remain unchanged. 

The book includes the figures for 
1,583 national advertisers who in- 
vested $25,000 or more in news- 
papers last year, and 3,535 prod- 
ucts. 

The figures do not include pro- 
duction costs. These costs, generally 
calculated at 6.9 percent of the 
space costs, bring the national ad- 
vertising total to $826,235,455. Also 
not included in the listings are the 
many millions of dollars invested 
by national advertisers in coopera- 
tive advertising with dealers. 

Copies of the book, “Expenditures 
of National Advertisers in News- 


* * * 





Graphic Reminder— 


Following up a recent research study 
which showed that its subscribers buy more 
automobiles in both good times and bad 
than the audience of any other magazine, 
Holiday recently hand-delivered 300 of 
these promotion pieces to automobile and 
advertising industry executives. Designed 
to serve as a ‘‘timely reminder” that the 
magazine's families are the auto indus- 
try's best customers, the sliding panel of 
the traffic signal was produced in three 
versions—one for Detroit aimed at 1961 
announcement advertising, one for the im- 
ported-car field and one for the aftermar- 
ket field. The 15-inch-high replica of a 
traffic light has stop and go light panels. 
The top lifted off pulls out a sliding mes- 
sage unit which carries in capsule form 
the highlights of the Holiday research 
study as it applies to automobiles. 











Papers: 1959,” are available to ad- 
vertiser and agency executives from 
any of the five Bureau of Adver- 
tising offices, in New York, Chi- 
cago, Detroit, San Francisco and 
Los Angeles, 

+ 


New TvB Headquarters 


The Television Bureau of Adver- 
tising has moved from 444 Madison 
Ave, to new headquarters at One 
Rockefeller Plaza, New York. 

+ a2 * 


Media Notes 

The Los Angeles Mirror News 
has integrated its automotive and 
business sections in an effort to 
increase the scope and effectiveness 
of the paper’s coverage of the auto- 
motive market in the Los Angeles 
market, and nationally. Quentin 
Schweninger remains as automo- 
tive editor and Phil Regan as as- 
sociate auto editor ... The classi- 
fied advertising department of the 
Chicago Tribune has taken over 
sales and service of classified ad- 
vertising for the Chicago American. 

Playboy magazine’s net paid cir- 
culation for the first six months of 
this year totalled 1,090,908, up 16 
percent over the similar period of 
1959. 

Redbook magazine is increasing 
its annual average net paid circu- 
lation guarantee to 3,350,000, effec- 
tive with the January, 1961, issue 

. Saturday Evening Post an- 
nounced a new circulation base of 
6,500,000, effective with its issue of 
Feb. 11, 1961 . . . Reader's Digest 
announced that advertisers in the 
United States edition will earn 
frequency-volume discounts of up 
to 15 percent with the January, 
1961, issue .. . The Digest also an- 
nounced that 1961 rates will be 
based on a circulation of 12,300,000 
copies per issue .. . Redbook closed 
first eight months of 1960 with 21 
percent more display advertising 
linage than in the same period of 
last year. 

* + * 
GM to Sponsor Kaye on TV 

General Motors will sponsor 
Danny Kaye in a one-hour show 
Oct. 30 over the Columbia Broad- 
casting System television net- 
work. 

Under an agreement entitling 
General Motors to his exclusive 
services on television for a three- 
year period, the comedian will 
appear once each year in a full 
hour show. The Oct. 30 produc- 
tion will be Kaye’s debut on tele- 
vision. 

* * aa 


Personnel Changes 

Stanley T. Poag from account 
executive at N. W. Ayer & Son, 
Inc., to Detroit staff of Ward-Grif- 
fith Co., national 
newspaper adver- 
tising representa- 
tive .. . Robert S. 
Eisenhauer from 
director of public 
relations for New 
York Central 
Railroad to direc- 
tor of public re- 
lations and ad- 
vertisingat 
Textron, Inc., 
succeeding Her- 
man E. Goodman, who has been 
elected president of Franklin Corp. 

Charles Tanton from president of 
Markets Pinpointed, Inc., Ossining, 
N. Y., to packaged goods market- 
ing manager in the markets and 
merchandising department of Look 
magazine .. . Frederick H. Clark- 
son jr. from advertising manager 
of Taft-Peirce Mfg. Co., Woon- 
socket, R. I., to sales promotion 
manager for the Industrial Division 
of Cuno Engineering Co., Meriden, 
Conn. 

Thomas E. Burke from public re- 
lations staff to manager of public 
relations for Seiberling Rubber Co., 
succeeding Jerome C. Isham, who 
left the company to join a public 
relations firm in Chicago . . . Miss 
J. C. Beetham from editorial staff 
of the Detroit News to coordinator 
of trade publicity and public rela- 
tions for Shatterproof Glass Corp., 
Detroit ... William R. Parker from 
zone sales office of United Motors 
Service Division to chief copywriter 
for Shatterproof. 

David H. Burrell from marketing 
vice-president at Underwood Corp. 
to sales promotion manager of 
Austin Co., Cleveland. 

James C. Crimmins from the 
promotion and creative division of 
the advertising department to as- 
sistant vehicle marketing manager 
of the Saturday Evening Post. 





S. T. Poag 






























clude semi-fixed sales expenses and 
officers’ salaries—or just what is in- 
cluded? 


Your advice will be of material 
assistance to us—FrRaNK A. Law- 
RENCE, general manager, Holmes 
Motor Co., Highland Park, II. 

Eprror’s Note: The “10 Com- 
mandments for Dealers” were 
enunciated by Birkett L. Wil- 
liams, president of the National 
Automobile Dealers Assn., who 
would be the proper source to 
ask for clarification. 

* + ~~ 






In the Letterbox 


(Continued from Page 10) 


with three different charts? This 

is to suit the customer, be he 

alert, dense or plain dumb. We 
have had to pack too, just to stay 
in the race, but we don’t like it. 

When a shopper uses your show- 
room and demonstrator to select 
model, trim, color and accessories 
and then buys from the stimulator 
through a used-car lot at cost plus 
$135, where is the incentive for fac- 
tory or product loyalty? 

We all know a dealer cannot floor 
plan, service, absorb a sales com- 
mission and keep a happy customer 
under such conditions, There are| | 
some unhappy people riding the 
’57, 56 and ’55 product! 

The profit die is cast for now 
and the future. It will be corrected 
some day when real leadership is 
again in control and the Golden 
Rule is reflected in factory-dealer 

















News readers to see it again. Here 
it is: 

It does not take an economist 
or business management major to 
know what is the matter with the 
automobile business. Retailing is 
unprofitable to dealers, factory 
statements to the contrary not- 
withstanding. Dealer replacements 
the last few years are mostly boot- 
leggers and used-car-lot operators. 
They are usually underfinanced 
(by accepted standards) and have 
to “wheel and deal.” They have not 
much to lose and are after the 
quick buck. 

The factory favored these out- 
lets with favored shipments when 
merchandise was in short supply. 
The long-established dealer suffer- 
ed undue shortages and cancella- 
tion of firm orders. This amounted 
to 25 percent in the early months 
of a new model. 



















Fugitive Sought 

The Kandiyohi County Sheriff’s 
Office, Willmar, Minn., holds a fel- 
ony warrant for Peter Marcus 
Gabler, 34, 5 feet 10 inches, 140 
pounds, dark 
brown hair, 
brown eyes, sal- 
low complexion, 
slender build. The 
subject has been 
an auto salesman 
the past five 
years, 

We would ap- 
preciate it very 





Exclusive Truck Setup— 


Frank B. Streator, Streator Chevrolet Co., has opened this exclusive truck operation, 
covering 83,000 square feet, in Salt Lake City. The building features 10 electrically 
operated doors that accommodate trucks of any size. Complete truck facilities are 
available for all types, from pickups to the largest. There is a fenced-in, 100-truck 
parking lot, and 20 stalls to service trucks. 


Campaign in Buffalo... 
Dealers Urged to Primp 





















eo 


relations. 

At the moment neither Detroit 
nor Flint has any workable ideas. 
—SouTHERN DEALER. 

8 Ss 


Details Sought 


In your July 4 issue on Page 2 
is an article listing the “10 Com- 
mandments for Dealers.” 

We would appreciate information 
on the following, advising just what 
method is used to figure: 

No. 6—Spend no more than 35 
percent of shop payroll for un- 
chargeable time. Does unchargeable 
time include foremen, order writers 
and used-car cleanup and used-car 


These volume stimulators (one 
or more in most cities), whose 
advertising umbrella covers the 
other dealers, have put legitimate 
business out of the question. The 
stimulator was the first to pack 
prices and pad finance charges, 
to make unrealistic deals. Do 
you know they use a rate book 





Irate Customer 


Sues N.M. Dealer 


LOVINGTON, N. M.—H. A. Smith 
of Hobbs, N. M., has sued Charlie 
R. Gray of Gray Motors, charging 
that he was sold a defective 1959 
Mercury on Oct. 14, 1959. 





carry an item on 





P. M. Gabler 


ployment in the auto sales field. 
Any assistance you may be able 

to give us in this matter will be 

greatly appreciated.—Jouwn O. 

a police department, Willmar, 
nn, 


P-D-V Signs Stenovich 
As Bellinger Successor 
ELKO, Nev.— Dutch Stenovich 
Motors has been named exclusive 
dealer here for Plymouth, DeSoto 
and Valiant, according to Freed 
Motor Co., Salt Lake City, distribu- 
tor. The firm will continue to han- 





much if you could 


Gabler, as he may 
be presently employed or seek em- 





BUFFALO.—The Buffalo Auto- 
mobile Dealers Assn. urged its 
membership to participate actively 
in the annual Clean-Up, Paint-Up, 
Fix-Up Campaign sponsored by the 
Buffalo Chamber of Commerce. 
The association suggested that 
its members follow a 10-point 
program in whipping dealer prop- 
erties into shape. 
. The program includes this check 
st: 

1. Check stairs and passageways 
for loose railings, steps, grease and 
other unsafe obstructions. 

2. Clean out all accumulated com- 
bustible trash, especially in loft or 
storage areas, 

3. Where smoking is prohibited, 


signs where automobile entrances 
and exits cross public sidewalks 
or drives, 

7. Make sure first aid kits are 
available and usable. 

8. Assure yourself that safety 
equipment such as goggles, shields, 
metal automobile stands and other 
safeguards are available and being 
used properly. 

9. Take a look at all electrical 
equipment, including neon sign in- 
Stallations and if necessary, obtain 
competent service and advice. 

10. Make certain your employes 
know you are interested in their 
safety, in the maintenance of good 
housekeeping and in the appear- 
ance of your place of business, 




























make certain the appropriate signs 
are in evidence. 

4. With your service manager, 
look for loose wiring, unsafe tools 
and equipment, poorly arranged 
and badly congested work areas. 

5. Make sure all inflammable 
liquids are safely stored and used 
properly. 

6. If necessary, post warning 


mechanics ? 

No. 7—What cost do you include 
in cost of selling a new car? Is this 
variable sales expense and semi- 
fixed sales expense as shown on 
Ford dealer’s statement or what 
other items? 

No. 9—Parts and service to pay 
all overhead costs. Does this in- 






dle the Jeep and International 
truck lines. 


Bill Bellinger, Bellinger Motors, 
608 Commercial St., has discon- 
tinued the Plymouth-DeSoto outlet 
he has operated for more than 20 
years. He said he will retain the 
GMC truck line and develop a 
wholesale parts business. 


Smith charged that Gray failed 
to provide repairs when the car 
developed mechanical defects. He 
seeks $391.78, the amount he charges 
he spent to have the car repaired. 

He is also seeking return of the 
purchase price, $3,500, charging 
that the car is now in better condi- 
tion than when it was sold to him. 





Holden Sells to Williams 


CORPUS CHRISTI, Tex.— Don 
Holden, for 16 years operator of 
Gulf Chevrolet Co. here, has sold 
the firm to Lew Williams, who 
operates Chevrolet dealerships in 
Sacramento, Calif.; Billings, Mont., 
and Eugene, Ore. 





























SELL DATSUN! The fine imported small car that’s thoroughly American! 


DATSUN > 


BLUEBIRD 





Japan's exciting 
new 





Datsun is the magnificent 1960 answer to the need for a truly 
unusual new American small car that can be built efficiently overseas. 
Delightfully American in advanced design, comfort and conveniences, 
the handsome Datsun comes through with sparkling performance 

and meaningful gas saving. Solid and sound, and a dream to 
handle, every Datsun is American-inspired in specifications. 
Built with legendary Japanese care in Yokohama’s great Nissan 
works, one of the largest, most efficient plants on earth. 













DATSUN 
4-door Bluebird Sedan, 
$1695, p.o.e. 


DATSUN PRICES 
RANGE FROM #1595 
TO $1996 


p.o.e. West Coast 


GOOD LOCATIONS OPEN ALL OVER U.S.A. 


Wire or write right away for the sensational Datsun proposition— 
the industry's most attractive franchise arrangement. Small invest- 
ment—good profit with almost no overhead. Address nearest 
distributor. HAWAII: Von Hamm -Young Co., Ltd., P.O. Box 2630, ( 
Honolulu 3. WEST: Woolverton Motors, 5967 Lankershim Bivd., 

No. Hollywood, Cal. MID-SOUTH: Southern Datsun Dist. Co., 
1501 Clay St., Houston, Tex. CENTRAL & EAST: Luby Datsun 
Dist., Ltd., 107-36 Queens Bivd., Forest Hills 75, N.Y.C. 
NISSAN MOTOR COMPANY, LTD. ¢ TOKYO, JAPAN 

SINCE 1926. 





DATSUN 
4-door Station Wagon, $1969, p.0.e. 


DATSUN 
Pickup Truck, $1696, p.o.e. 


DATSUN 
Sports Convertible, $1996, p.o.e. 


ens 
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SAVE TIME SAVE YOUR TEMPER 
We've Built a Better Key Board! 


We don't care what system you are now using to keep 
track of keys... 


OUR NEW KEY CONTROL PANEL MAKES IT OBSOLETE! 


This new key board (U. S. Patent No. 
2,648,216, other patents pending) was 
invented by a New and Used Car 
Dealer t& simplify key control. 


® This new Key Control Panel is only 
By,” ” 

© It can be locked up in a desk! 

© it will hold 48 sets of keys! 

® Comes in weather protected Alumi- 
num, baked on numbers. 

® Lightweight—1-lb. empty—3 Ibs. full 
(96 keys). 

® Attractive—Silver or Gold. 

@ Keys cannot be misplaced. (Match 
the number on car-key-board). 

® No lost time running back and forth 
for keys. 

© Keeps you in constant contact with 
customer from start to closing. 

® You always carry your inventory with 
you. 

© if you open all your cars in A. M., 
absolutely no tangled keys in the 
P.M. 

® Keys impossible to become sepa- 
rated from loop. 

® Patented clip to hold keys—simple 
operated slide allows quick removal 
and replacement. 

© Panel can be turned, twisted, flipped 
—keys will always remain in place. 

® Handy clip (U. S. Patent No. 2,863,- 
202) on reverse side for your rec- 
ords. 

© If you have a KEY MAKER, give each 
of your salesmen his own board. 

® We know it's good, we've tried it! 
It's “Fool Proof.” 

® Larger and smaller panels available. 

® Available also with box enclosure which can be locked. 

© Prices on request. 





A. N. HANNA CO., INC. 


Atlantic Highlands, N. J. (Atlantic Highlands 1-1691) 


An Ad in the Classified Section of 
AUTOMOTIVE NEWS 


Will get you quick action, and a satisfactory 
return for your investment 


AUTOMOTIVE NEWS. 
965 E. Jefferson Detroit 7, Mich. 


Qlireiare! 
PRODUGTHION 


i 
SREY IRON GASTINGS 
ONE OF THE NATION'S 
LARGEST. AND MOST-MODERN 
PRODUGTION FOUN DUE 
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CHATTANOOGA 2, TENNESSEE 





Financial 


Standard Oil Co. (Ind.) has an- 
nounced plang for an extensive 
corporate reorganization, effective 
Jan. 1, 1961, subject to Internal 
Revenue Service clearance and to 
stockholder approval, 

Chairman Frank O. Prior and 
President John E, Swearingen told 
stockholders in a letter that “the 
purpose of the plans... is the in- 
creased profitability of your com- 
pany.” 

They said the reorganization will: 

1. Make Standard Oil (Ind.) ex- 
clusively a parent company con- 
cerned with broad management 
policy and with the coordination 
of subsidiaries that deal with all 
aspects of the oi] business. The par- 
ent company will have no direct op- 
erating assets such as it now has 
in the Midwest, 

2. Combine all product refining, 
transportation and marketing oper- 
ations and assets of Standard and 
its wholly owned subsidiaries, Utah 
Oil Refining Co. and American Oil 
Co., in a single company with uni- 
fied management and generally 
with common trade marks and 
brands. This company will be 
American Oi] Co. L. W. Moore, now 
president of American Oil, will con- 
tinue as president and chief execu- 
tive officer. 

The proposed reorganization will 
be submitted to stockholders at a 
special meeting, probably in late 
September. 

Headquarters of both companies 
will be in Chicago, Standard Oil 
is now headquartered in Chicago, 
American Oil in New York City 
and Utah Oil Refining in Salt Lake 


City. 

S-W Profit Near 
Alltime 59 High 
As Sales Spurt 


Stewart-Warner reports net in- 
come for the first six months of 
$3,461,149, on net sales of $57,749,- 
015. 

These earnings were the highest 
for any similar period in the past 
31 years, with the exception of the 
first half of 1959, Sales this year 
were approximately 1 percent 
greater than those for the first half 
of 1959. 

Bennett Archambault, chairman 
and president, pointed out that 
earnings for the first half of 1960 
were after charges for new tooling 
and for non-reimbursed research, 
development and engineering costs 
which were $550,000 higher than 
those for the same period last year, 
adding: 

“This increase, which accounted 
for a major share of the decline in 
our firsthalf earnings as compared 
with those for the similar period of 
1959, was related principally to new 
products which either already have 
been, or shortly will be, placed in 
production. 

“Accordingly, we expect that the 
level of such new tooling and de- 
velopment costs during the second 
half of 1960 will be lower than that 
experienced in the first half.” 

Archambault reported that total 
sales of all commercial products for 
the six months ended June 30 were 
higher than for any other six- 


month period in the Corporation’s | * 


history, and exceeded those for the 
first half of 1959—the previous rec- 
ord—by 5 percent. 


Rihierasstils o-M. onth Net 


Increases 34 Percent 
Rubbermaid, Inc., reported in- 


creased sales and earnings for the| 


nine months ended June 30. 

Sales were $20,498,443, up 15 per- 
cent from the $17,759,680 recorded 
during the comparable period last 
year. Net earnings of $1,292,239 
showed an increase of 34 percent 
over the $963,134 for the first three 
quarters of 1959. 

+ + * 


Burroughs Net, Income 


Top 1959 First Half 


Burroughs Corp. reports that 
both profits and revenues increased 
for the first six months of 1960, as 
compared with the same period last 
year. Net income after taxes in- 
creased 57 percent to $5,043,000, 


Front 





compared with $3,208,000 in the 
same period last year. 

Worldwide revenue for the first 
six months of this year increased 
20 percent to $201,501,000, compared 
with $167,800,000 in the 1959 period. 

For the quarter ended June 30, 
worldwide revenue amounted to 
$102,814,000, compared with $86,877,- 
000 for the second quarter in 1959. 
Net income for the second quarter 
in 1960 was $2,593,000, an increase 
of 55 percent over the $1,675,000 
earned in the second quarter of 
1959. 

* + + 


Woodall Earnings Sag 
As Sales Taper Off 


Both sales and earnings declined 
for Woodall Industries, Inc., in the 
nine-month period ended May 31, 
as compared with the correspond- 
ing period of the previous year. 

Woodall reported earnings of 
$521,407 on sales of $17,203,823 this 
year, compared with earnings of 
$843,184 on sales of $17,529,009 a 
year ago. 


Rockwell Blames 
Higher Costs as 
Profits Decline 


Col. Willard F. Rockwell, chair- 
man of Rockwell-Standard, reports 
first-half net sales of $145,216,972 
and net profit of $8,355,718. These 
figures compare with net sales of 
$146,437,451 and net profit of $10,- 
553,837 in the first half of 1959. 

Rockwell-Standard earned net 
profit of $3,150,470 in the second 
quarter, compared to $5,205,248 in 
the first quarter and $5,728,548 in 
the second quarter of last year. 

In discussing earnings, Col, Rock- 
well noted that Rockwell-Standard 
had shared with all industry the 
adverse effects of the higher op- 
erating costs induced by increased 
social-security and other miscellan- 
eous taxes, He emphasized the 
creeping cost acceleration brought 
about by higher wage and fringe 
benefit patterns. 

“None of these,” he pointed out, 
“has been compensated for by ei- 
ther higher prices or increased pro- 
duction, In fact, the exact opposite 
has occurred, particularly in the 
second quarter, when demand 
dropped considerably and competi- 
tive price policies became even 
more intense.” 


Profit Rvhiddbe 
At McLouth Steel 


McLouth Steel, Detroit, an- 
nounces that its net earnings for 
the second quarter were $3,848,333. 
This compared with $5,745,105 in 
the like quarter of 1959. 

Net earnings in the first half of 
1960 amounted to $9,675,307, com- 
pared with $10,657,133 in the™first 
six months of 1959. Sales in these 
respective periods were $117,163,- 
640 and $128,888,657. 


PPG Sales Peak; 
Profits Also Up 


Pittsburgh Plate Glass reports a 
first-half sales record of $323,971,- 
191, an increase of 16 percent over 


sales of $279,880,181 reported for the 
first six months of 1959. Net earn- 
ings during the first six months of 
1960 were $25,723,044, compared 
with $20,015,936 for the first half 
of 1959. 

Second-quarter sales amounted to 
$165,770,782, compared with $169,- 
613,521 for the second quarter of 
1959. Net earnings for the second 
quarter of 1960 were $13,577,548, 
against $12,198,310 in the compara- 
ble quarter of 1959. 

According to David G. Hill, presi- 
dent, glass sales to automotive 
manufacturers in the first half av- 
eraged about 10 percent of total 
company sales. It is expected that 
this percentage will remain the 
same for 1960, he said. 

* of * 


Borg-Warner Reports Dips 


In Sales, Profit in First Half 


Borg-Warner Corp. reported that 
its first-half sales and earnings fell 
below the record levels of the first 
half of last year. 

The company earned $15,239,075 
on sales of $323,068,651 in the first 
half. A year earlier, the company’s 
profit was $18,290,376 on sales of 
$327,803,597. 

* * * 


Sheller Reports Gains 


In Sales and Profits 


Sales of Sheller Mfg. Corp. for 
the six months ended June 30 were 
above the level of a year earlier, 
and earnings increased approxi- 
mately 9 percent over those of the 
corresponding period of 1959, Tom 
Bradley, president, reports. 

Consolidated net sales of Sheller 
for the six months amounted to 


- $26,096,081, compared with $22,458,- 


196 for the corresponding period of 
1959, Profit before taxes was $2,025,- 
439, as against $1,812,131 for the 
same months of the previous year. 
“Sheller again has obtained a sat- 
isfactory market penetration of its 
automotive products with respect 
to the 1961 cars, as well as with re- 
gard to its non-automotive busi- 
ness,” said Bradley, “Should the 
output of the new car models reach 
the levels that are currently antici- 
pated for them, operations of Shel- 
ler for the remainder of the year 
should be definitely encouraging.” 
* a * 


Bendix Earnings 


Move Upward 


Net earnings for Bendix Corp. in 
the six months ended March 31 
totalled $11,676,693, compared with 
$10,926,801 for the corresponding 
period a year earlier. 

Net sales and other operating in- 
come amounted to $399,036,702, com- 
pared with $323,490,430 a year ear- 
lier. 

In his report to stockholders, 
Malcolm P. Ferguson, president, 
said, “Shipments of brakes for in- 
stallation on ‘compact’ car models 
have far exceeded our estimates, 
but, on the other hand, sales of 
radios have _ suffered somewhat 
from the reduced production of the 
more standard automobiles where 
radios are More generally used.” 

Of * * 


Collins & Aikman 


Collins & Aikman Corp., first fis- 
cal quarter ended May 28, 1960 vs. 
1959: Profit, $211,103 and $217,014; 
sales, $13,798,800 and $10,504,019. 


** #* * 


Corning Glass Works 
Corning Glass works, first half, 
1960 vs. 1959: Earnings, $12,353,269 
and $11,765,538; sales, $99,409,650 
and $87,814,256. 





Garage Owners, Mechanics Hear Turner— 


Mel Turner, second from right, curriculum director, Automotive Service Industry 
Assn., addressed approximately 100 garage owners and mechanics at Bear Mfg. Co., 
Rock Island, Ill. Turner chats with Walter Eyler, president of sponsoring Davenport (la.) 
Independent Garage Operators; Victor B. Day, second from left, Bear president, and 
Ray Segreff, executive director, lowa and Illinois |GO groups. 
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Caution Urged to Avert Legal Action, Ill Feeli 





Don’t Rush to Dismiss Employe 


tention of the former and firing 
of the latter. It always pays to 
make a detailed check of each sit- 
uation in order to be certain that 
the right employe is being dis- 
missed. 

Belligerency should be avoided 
in any dismissal action. Losing 
one’s job is about the most un- 
pleasant thing that can happen to 
any individual, If the circum- 
stances are harsh and unpleas- 
ant, it is an even harder blow to 
take. On the other hand, if the 
dismissal is handled tactfully and 
with consideration of the feelings 
of the person involved, a much 
better relationship will exist be- 
tween the former employe and 
your business. 

“Leaks” on dismissals also should 
be avoided, because an unpleasant 

situation will develop when an em- 
ploye hears in a round-about way 
that the ax is about to fall. No one 
should know of the incident until 
the dismissed employe has been 


By Ernest W. Fair 
Staff Correspondent 


BOULDER, Colo.—Some auto 
dealers who have trouble with a 
shiftless and careless employe know 
little of the difficulties that can 
ensue if the employe is fired an- 
grily and without forethought. 

Not only must the dealer make 
sure that he has not violated any 
contracts, but a number of other 
factors should be taken into con- 
sideration, They apply to every 
employe dismissal regardless of 
cause or type of individual. 

The dealer should make certain 
of the law as it pertains to the em- 
ployment rights of the individual in 
his particular state. Sometimes in 
the hurried dismissal of an em- 
ploye, some regulations are forgot- 
ten. Many dealers who have been 
“burnt” by the experience issue a 
dismissal notice only after check- 
ing the individual to make certain 
all contractual and legal require- 
ments have been complied with. To 
err on this point may result in 
heavy damages. 

Dismissals should never be issued 
in anger because the employer is 
much more apt to make statements 
he may regret later. Such state- 
ments place the individual on the 
defense, and subsequent actions he 
or she may take would not help 
to build goodwill for the business. 
The gossip of an employe dismissed 
in anger can be a bitter thing in- 
deed. 

Dismissals should be made so 
that the individual may be re- 
hired at some time in the future 
if his particular talents are need- 
ed. Expressing regret and ex- 
plaining carefully why his serv- 
ices can no longer be used helps 
to make such dismissals less 
painful. It also helps to preserve 
a pleasant memory and may 
make this individual available at 
some time in the future when his 
services may be needed during a 
rush or boom period. 


The employe should be given ad- 
vance notice, or should the circum- 
stances make this unadvisable, 
compensation should be provided 
at the time of dismissal for a two- 
week period. It should be remem- 
bered that every employe is prob- 
ably up to his or her neck in ob- 
ligations of all kinds and sudden 
severing of income may place them 
in a tough financial position. 


If they have a week-or-two no- 
tice, they can then look around 
for another job, Two-week sever- 
ance pay also provides this cush- 
ion. Either or both such steps re- 
duces the amount of bitterness in- 
volved in the dealer and employe 
parting company. 

The power to dismiss employes 
should be limited. If there is a 
manager, this power to hire and 
fire should be placed exclusively in 
his hands or the owner’s and never 
shared. If it is a partnership, it is 
best to center all hiring and firing 
in the hands of one partner ex- 
clusively. 

When the power to dismiss an 
employe is not concentrated, mis- 
takes are more apt to be made 
than when one individual has es- 
tablished a definite dismissal pro- 
cedure which hag been designed 
to avoid such pitfalls. 


The dealer should be honest 
about future employment on such 
occasions. When there is little or 
no chance of ever taking a partic- 
ular individual back, he or she 
should not be misled with vague 
promises of a return to the payroll 
at some specified time. The unfair- 
ness of this to the individual is 
obvious. Of equal importance will 
be the reaction of the former. em- 
ploye when he or she does wake up 
to the fact that there is no hope for 
future employment at the old job. 

The dealer should make certain 
the right employe is dismissed. 
Often when firing is done in haste, 
an individual is dismissed who is 
not wholly responsible for the situ- 
ation which brought about the ac- 
tion. 

In cases of cutbacks it is very 
easy to dismiss one individual and 
retain another when a more care- 
ful examination of the value of 
each to the firm might call for re- 
































ROCHESTER 


told personally and has left his or 
her position. This igs a matter of 
good taste, and it is a management 
responsibility to pass such news to 
an employe. 

A recommendation should be 
written and signed at the time of 
dismissal for this assures the em- 
ploye his release was a_ business 
problem and not a reflection on his 
abilities. Where no recommendation 
should be given, this procedure is 
not advised. But when the employe 
merits such a boost, it is better to 
have it prepared before he can ask 
for it. 

A pleasant reason should be 
given for dismissal even when 
the real cause may be pure and 
simple incompetence, This makes 
it easier to handle the situation 
and helps make the separation 
possible without bitterness, which 
can kick back on the fixm at a 
later date. 








“Before the judge will listen to 
@ sales pitch, he makes Jackson 
take an oath.” 





told “this is a type of work which 
your skills are not adapted,” or 
some similar method of glossing 
over the unpleasant realities. Little 
white lies are definitely in order 
on such occasions, for obvious rea- 
sons, 

All records should be in order so 
there can be no possibility of a 


Incompetent individuals can be! “kickback” at a later date. Any 
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questions of doubt in the earnings 
or tax records involved are much 
easier to clear up while the indi- 
vidual is with the firm than when 
he may be difficult to locate. 


The dismissal should be a private 
affair. It’s never a pleasant thing to 
be relieved of one’s job and the 
burden is harder to bear when the 
dismissal has been given in front 
of fellow workers or in the payroll 
line with a slip in the envelope. 
All such incidents should be avoid- 
ed for the employe’s sake and the 
dismissal arranged in privacy be- 
tween the dealer and the individual 
employe. 

The method of handling the 
dismissal may be gauged by the 
character and temperment of the 
individual. An erratic tempera- 
mental and vindicative employe, 
for example, might possibly do 
some serious damage to a piece 
of equipment out of revenge if 
he had.the opportunity to do so. 


If each case is handled differ- 
ently, the dealer can forestail pos- 
sible losses to the firm’s assets and 
be certain each dismissal or layoff 
was made in a manner leaving lit- 
tle bitterness toward the firm on 
the part of the former employe and 
his or her relatives and friends. 








EVEN IN THIS DUST BARRAGE! And this is typical of the tough testing routine 
Rochester-GM Carburetors are put through to make them super-right for engineers, drivers, dealers, 
mechanics. When a carburetor can keep its breath and go right on turning out a high-efficiency 
performance in choking dust clouds, you know it has been engineered to take it through thick and thin. 
In manufacture, Rochester-GM Carburetor components are so thoroughly cleansed by wash and 
power spray that they emerge clean as a whistle. And the assembled unit meets the high standards 
assured by other tests for quality, precision, and ruggedness. The reliability factor is built in. 
RocheS%ter Products Division of General Motors, Rochester, New York. 
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Average Price of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 


"68 
Oct. 


Prices of '60s added and '52s dropped in December, 1959. Prices of '59s added and '51s dropped in December, 1958. 


Prices marked with an asterisk 
indicate a unit equipped with an 
ete ee transmission or over- 

and (ps) indicates power 
Saasrtas 


+ * 


ALBANY 


Tim Anspach Auto Auction, Inc, Sale 
every Monday. Prices are for sale of Aug. 
1, For the second week in a row the used- 
car market here today continued to climb 
upward, We plowed through the 181 units 
offered in short time and sent the buyers 
and sellers home in good humor despite 
the summer heat, Sold 72.9 percent of 132 
consignments. 


BUICK—'57 Special 4-dr., $875*; RM 
conv., $850* (ps), 
56 Special 2-dr, Riviera, $700* (ps); 


4-dr., $700. 
55 Century 4-dr. Riviera, $580*; Super 
2-dr. Riviera, $350* (ps). 


CADILLAC—'57 (62) 4-dr. 
760* (ps). 

*55 (62) conv., $880* (ps). 

"52 (62) 4-dr., $150*. 


—— Biscayne (6) 4-dr., $1,- 
10*. 
’59 Brookwood (8) 4-dr., $1,525*; 
wood (6) 2-dr., $1,425; Bel ‘Air 
; Bel Air (6) 4-dr., 


$1,360*; 
Biscayne 


hardtop, $1,- 


Brook- 
(8) 
2 at 


"58 Impala (8) 2-dr, 
Biscayne (8) 4-dr., $1,170*; 

(6) 2-dr., $1,000. 

"57 Bel Air (8) conv., $1,125*: 4-dr., 
$985; Two-ten (8) 4-dr., $920; Two- 
ten (6) 2-dr., $840, $675. 

*56 Bel Air (8) conv., $860* (ps); sport 
sedan, $860* (ps); 2-dr., $720* (ps); 
Two-ten (6) 4-dr., $660, $625*; Two- 
ten (8) station wagon 4-dr., $310; 
One-fifty (6) 2-dr., $520, 

"55 Bel Air (8) sport coupe, $650, $540*; 
4-dr., $325*; Bel Air (6) 4-dr., $540; 
sport coupe, $475; Two-ten (6) sta- 
tion wagon 4-dr., $580; 2-dr., $475; 
Two-ten (8) 2-dr, hardtop, $520°*; 
— (6) station wagon 2-dr., 


$550. 
"54 Two-ten 4-dr., $280; Bel Air 4-dr., 
$170. 


"53 Two-ten 4-dr., $195; 2-dr., $195. 
OHRYSLER—'58 Windsor 4- dr. hardtop, 
$1,050* (ps). 
’56 NY 2-dr. hardtop, $840* (ps). 


hardtop, 


DeSOTO—'56 Firedome 4-dr., $630* (ps). 
’54 Firedome Sportsman, $200. 
DODGE—’57 Coronet (8) 4-dr., $810*; 
Custom Royal (8) 4-dr., $750* (ps). 
’56 Coronet (8) 2-dr., $540*, 
55 Coronet (8) 2-dr. hardtop, $410*; 
Suburban 2-dr., $335*, 


’54 Custom Suburban 2-dr., $320. 
ee. 59 Thunderbird (8) conv., $3,040* 
ps) 

"58 Ranch Wagon (6) 2-dr., $1,025*; 
Custom 300 (6) 2-dr., $875; Fairlane 
500 (8) 2-dr., $750*. 

’57 Fairlane 500 (8) conv., $850* (ps); 
Custom (8) 4-dr., $650*; Fairlane (8) 

Victoria, $660*; 


4-dr., $550*. 

56 Fairlane (8) 2-dr, 
conv., $435, $420° (ps); 2-dr., $350*, 
$345*; Custom (8) 4-dr., $550*; 2-dr., 
$430; Parkiane (8) 2-dr., $500*, 

*55 Custom (8) 2-dr., $540*; 4-dr., $380, 
$335*, $300*; Custom (6) 2-dr., $250; 
ae (8) 2-dr, Victoria, $450*; 4- 

$420*; conv., $250*; Country Se- 
a (8) 4-ar., $430* 
"54 — (8) 2-dr., $290, $260; 4-dr., 


$100 
MERCURY—'57 Monterey 2-dr., $700*; 
conv., $635* (ps), 
‘56 Monterey 2-dr., $520*. 
OLDSMOBILE—’58 (88) Super 4-dr. Holi- 


day, $1,600* (ps). 

"57 (88) Super 4-dr., $1,080* (ps); (88) 
2-dr., $860". 

"56 (88) Super 4-dr., $725* (ps). 

"55 (88) Super conv., $675* (ps) ; 
$200*; (88) 2-dr. Holiday, $285°*, 


"64 (88) 2-dr. Holiday, $250*. 
PACKARD—'55 Clipper 2-dr. hardtop, 


4-dr., 


$220* (ps). 
PLYMOUTH — '56 Belvedere (8) 4-dr., 
$650*; Savoy (8) 2-dr., $570*; Savoy 


(6) 2-dr., $450*. 

‘55 Savoy (6) 4-dr., $535; Plaza (6) 4- 
dr., $490; 2-dr., $110; Belvedere (6) 
4-dr., $410; Belvedere (8) 2-dr., $400*; 
4-dr., $385*; 2-dr. hardtop, $385*. 

PONTIAC—'59 Star Chief 4-dr., $1,825* 


(ps). 
'55 Chieftain 2-dr., $335, 

'54 Chieftain 4-dr., $200, $170*. 
STUDEBAKER—'59 Lark (6) 2-dr., 
'57 Champion (6) 2-dr., $575. 
WILLYS—’ 52 station wagon 2-dr., $160. 
MISCELLANEOUS—'58 Ford %-ton pick- 

up, $785, 
'57 Willys Jeep %-ton pickup, $990. 
’654 International %-ton pickup, $280. 
‘50 Willys Jeepster conv., $270, 
"49 GMC %-ton pickup, $170, 


FLINT 


Flint Auto Auction, Sale every Wednes- 
day. Prices are for sale of Aug. 3, Prices 
seemed to slip a little, except on sharp 
cars, Quality of merchandise is running 


$780. 


"58 °59 
Dec. 


"59 °60 
Jan. 


"68 °59 
Nov. 


"60 
Feb. 


"59 60 
April 


"59 
May 


"59 +=+’60 
March 


Figures alongside bars represent dollars. 


on the rough side, Sold 187 cars from 
289 consignments, 

BUICK—’60 LeSabre Estate Wagon 4-dr., 
$2,925* (ps). 

‘59 Electra 4-dr. hardtop, $2,300* (ps); 

Invicta 4-dr. hardtop, $2,195* (ps); 

LeSabre Estate Wagon 4-dr., $2,145* 





(ps), $1,815* (ps); 4-dr. hardtop, §$2,- 
110* (ps), $2,000* (ps); 4-dr., $1,- 
975* (ps); 2-dr. hardtop, $2,035* (ps), 
$1,940*. 

"58 Super 2-dr., $1,500* (ps); 4-dr, Rivi- 
era, $1,460* (ps); Special 2-dr. Rivi- 
era, $1,350*. 


"59 "60 "59 "60 
June duly 


"59 +°60 
Aug. 
to Date 


(Copyright, 1960, by Automotive News) 


"57 Super 2-dr., $1,080* (ps); 2-dr. Rivi- 
era, $950* (ps); conv., $1,015* (ps); 
Special 4-dr., $920*; 4-dr. Riviera, 
$610* (ps); 2-dr., $800; Century 4- 


r., $855°, 
conv., $675* (ps), 


‘56 Special 
Super 4-dr. Riviera, $660* (ps); 


$600*; 
Cen- 


tury Estate Wagon 4-dr., $625* (ps), 


$470*. 


CADILLAC—’59 (62) 4-dr., $3,200* (ps). 
’56 (62) 2-dr. hardtop, $990* (ps). 
'48 (62) 4-dr., $145*. 
"37 4-dr., $315. 
CHEVROLET—’60 Impala (8) conv., $2,- 
410*, $2,400* (ps). 
‘59 Kingswood (8) 4-dr., $2,100* (ps); 


Impala (8) sport sedan, $1,965* (ps); 
4-dr. hardtop, $1,810*; 4-dr., $1,950*, 
$1,850* (ps); sport coupe, $1,815*; 
conv., $1,620; Bel Air (8) 4-dr. hard- 
top, $1,610*; Bel Air (6) 2-dr., $1,- 
330*; Brookwood (6) 4-dr., $1,575; 
Biscayne (6) 2-dr., $1,305, $1,145. 

‘568 Nomad (8) 4-dr., $1,460* (ps); Im- 
pala (6) 2-dr., $1,255; Bel Air (8) 4- 
dr., $1,215* (ps); Biscayne (8) 4-dr., 
$1,190*; Biscayne (6) 4-dr., $1,105*, 
$955; Delray (8) 2-dr., $870*. 

’57 Bel Air (8) station wagon 4-dr., 
$1,175*, $1,140*, $1,005*; Two-ten (6) 
station wagon 4-dr., $1,040*; 2-dr., 
$810, $480; Two-ten (8) station wagon 
4-dr., $965*, $930*, $775*; 2-dr., $770, 
$530; 4-dr., $530*. 

'56 Bel Air (8) 4-dr., $535*, $525*; 
Two-ten (6) 2-dr., $520, $470; Two- 
ten (8) station wagon 4-dr., $450*, 


$450. 
"55 Bel Air (6) 2-dr., $475, $225; 4-dr., 


$350; Bel Air (8) 4-dr., $260*; Two- 
ten (8) station wagon 4-dr., $440, 
$355*; Two-ten (6) 2-dr., $320. 
'54 Bel Air 4-dr., $350. 
'53 Two-ten 2-dr., $225. 
CHRYSLER—’59 Windsor 4-dr., $1,800* 


(ps). 
57 Windsor 4-dr., $860* (ps). 
’56 Windsor 4-dr., $335* (ps) 


DeSOTO—’57 Firesweep 2-dr. hardtop, 
$435*. 

’56 Firedome 4-dr, hardtop, $380*, 

'55 Firedome 4-dr., $300*. 
DODGE—’57 Coronet (8) 4-dr., $710*. 
EDSEL—’58 Ranger 4-dr., $710. 
FORD—’'60 Galaxie (8) Starliner, $2,115* 

(ps); Ranch Wagon (8) 2-dr., $1,825*; 
(Continued on Page 59, Col! 1) 





ALABAMA 





JOHNSON AUTO 


AUCTIONS 
Huntsville, Ala.—Friday 
100% Insured—Ne Registration Fee 





COLORADO 





Colorado Auto Auction 
4285 So. Santa Fe, Littleton, Colorado 
Phone: SU 1-782i 
SALE EVERY MONDAY 
11:00 A.M. 


George A. Lamb Norman Early 
Owners & Operators 
MILL NACE, General Manager 
Dealers Only 
Write for FREE Market Reports. 








For Fast, Accurate Directions to 
Leading U. S. Auto Auctions, Dealers 
Look in LUCAD. 





CONNECTICUT 


NEW ENGLAND'S OLDEST 
AND BEST 


Dealers Auto Exchange in our |4th year 
of continuous operation. 


Sale every Wednesday - 11:00 A.M. 
SOUTHERN AUTO SALES, INC. 
Warehouse Point, Conn. 








FLORIDA 


DAYTONA BEACH — Florida Auto 
Auction. City Airport. Tues., 10 
A.M. Dealer-owned. Dealers only. 


MARYLAND 


BEL AIR—Bel Air Auto Auction. Ti- 


tles, checks guaranteed. Cars oe 
ed. Thur., 12 noon. Established 1947 


MICHIGAN 


STATE FAIR AUTO AUCTION 


19745 RALSTON 
(Rear of 19600 Woodward, Detroit) 


TWO SALES WEEKLY 
Tuesday and Friday at 12:30 


Phone: TO 9-4660 
C. Simpson, Pres — Sam Goodman, Mgr. 





Crossroads 





MICHIGAN 


DETROIT'S 
Oldest, Largest and Very Best 
Wednesday at Noon 


19241 Dix—Toledo Highway—Route 25 
Just 2 mile from Detroit City Limits 


MELVINDALE, MICHIGAN 
PHONE: DUnkirk 3-0150 


NEW JERSEY 











Minutes from New York City 





EXCLUSIVELY FOR AUTO DEALERS 


INSURED PICKUP AND 
DELIVERY SERVICE 
MINIMUM RATES 
We issue auction checks— 
Guarantee titles. 

Dual Lane Sale—4 Auctioneers 
Insured By 
AUCTION INSURANCE AGENCY, 
Birmingham, Alabama 
EVERY THURSDAY AT NOONI 


ON ROUTE 46 
CALDWELL TOWNSHIP, N. J. 


CApito! 8-0100 for Reservations 





AUCTION 
LANES 


re 


AT Te a S17) A 


NATIONAL AUTO 
DEALERS EXCHANGE 





ee 


TROY—Troy Auto Auction, Inc., Box 
460, RD 4. Insured checks & titles. 
Every Thurs. 12:30. 





LAFAYETTE—Syracuse Auto Auction, 
Center of Empire State. Check and 
Title Protection. (Wed.) 


NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH INC. 
Dealer Auto Auction 


Albany 5, N. Y. 
Menday — I! O'Clock 
80 car sale average 


All Titles and Checks Guaranteed 


Eve 








NORTH CAROLINA 


RALEIGH — Mann’s Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 





OHIO 


AKRON—A-1 Auto Auction, U.S. 224, 
PL 3-6643, Titles, Checks guaran- 
teed. Ea. week, Tues., Thurs., 12:30. 





PENNSYLVANIA 





GRAND OPENING! 





MAIN LINE 


AUTO AUCTION 





U. S. Route 30 — EXTON, PA. 


1 MILE EAST OF ROUTE 100 








EXTON 
FOxcaort 3-6199 






Thursday — August 18 — 11 A.M. (Dealers Only) 
FREE GIFTS — FREE PRIZES — FREE REFRESHMENTS 
Auction Checks—Guaranteed Titles—Iinside Parking 
For 250 Cars 
“All the usual fine services — PLUS." 





Manheim Auto Auction's 


big IS 


Anniversary Sale 


In appreciation of your patronage, Man- 
heim Auto Auction celebrates its I5TH 
ANNIVERSARY by giving away $15,000 
in prizes and free chicken barbecues! 
Two-day Sale—September 13 and 16! 


|" Prize 


A GLORIOUS 
WEEK END 
FOR TWO 
AT MONTE 
CARLO 
PLUS $300 
IN CASH 












@ MANY OTHER CASH PRIZES 
@ ALL PRIZES AWARDED BY DRAWINGS 


FREE 
FREE 
FREE 


Cash prizes to buyers of cars 
with “Lucky 15” serial numbers. 


Pennsylvania Dutch country tour 
for wives. 


Registration of every car over 
15 ee by any one dealer 
on day. 


Manheim Auto 


Auction, Inc. 


On Route 72, Manheim, Pa. 
Mohawk 5-2401 








LUCA D, the Dealers’ Directory 
to Leading Auto Auctions. 
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Bel Air 2-dr., $460*, $415, $400* 
(ps), $390; Two-ten 4-dr., $355, $300, 

















(ps); Century 4-dr. Riviera, $950*. 



























































"56 Century 2-dr. Riviera, $815* (ps); 
e e é-dr, Riviera, $790° (Bs): mutate wan Model Breakdown 53 Bel ys <*.. sass. $275; sport 
on -dr., Ps); uper 4-dr. coupe, , 60, $250; One-fifty sta- 
U se -( ar Auction Pp rices Riviera, $700* (ps); 4-dr., $535* (ps);| Of Auction Averages tion wagon 4-dr., $300; Deluxe station 
RM conv., $530* (ps). Aug., 1960 July Jene wagon 4-dr., $265; 2-dr., $225. 
’55 Special 4-dr. Riviera, $665*, $260; *s , , ’52 Deluxe 2-dr., $300, $145. 
Sede Hviena, bat sune%, Gums”: Geeee | model To Date 1960 1960 | DeSOTO — ‘59 Sportsman 2-dr., $1,995* 
$440"; 2-dr., $320*; Super 4-dr., $525*| 1960............ $2,345 $2,194 $2,189 (ps); Firesweep 2-dr. hardtop, $1,925° 
(Poaneees SG Tags SS) (ps);| Century 2-dr. Riviera, | $420*, 1,798 1,770 1,842 (ps). 
$400* (ps). ’ , ’57 Fireflite 4-dr., $985* (ps); Firedome 
| Custom 300 (8) ede. 91,786", 2 (PS). : '54 Special 2-dr, Riviera, $390*, $370*, 1,265 1,267 1,280 conv., $975* (ps). 
59 Galaxie (8) ‘ r. ctoria, $1,795", ST (98) 4-dr, Holiday, $960* (ps). 300*; Super 2-dr, Riviera, $345*; Cen- 855 868 904 | DODGE—'58 Custom Sierra 4-dr., $1,470* 
$1,740* (ps); 4-dr., $1,570; Custom 55 (88) 2-dr., $225*. tury 4-dr., $305* (ps). 
300 (6) 2-dr., $1,485, $1,210; Custom | PLYMOUTH—’59 Fury (8) 4-dr, hardtop, ¥y * : 569 581 599 ’57 Coronet (8) 4-dr., $995* (ps); 2-dr 
300 (8) 4-dr., $1,355; 2-dr., $1,240, $1,475*; Belvedere (8) conv., $1,450* | CADILLAC—’59 (60) Special 4-dr. hard- 431 425 442 $855; Coronet (6) 2-dr., $855. — x 
$1,205*; Fairlane (8) 2-dr., $1,235. (ps). top, $4,450* (ps); (62) 2-dr. hardtop, 298 269 287 | EDSEL—’58 Corsair 2-dr. hardtop, $1,105* 
58 Fairlane 500 (8) 2-dr. Victoria, $1,-| ‘58 Savoy (8) 4-dr., $1,090*. $4,050* (ps); 4-dr., $3,560" (ps). (ps); Citation 4-dr. hardtop, $1,010* 
330* (ps); Fairlane (8) 4-dr., $965*;| °57 Belvedere (8) 2-dr,, $715*; Plaza| "58 (62) Coupe de Ville, $3,050* (ps), 197 195 203 (ps); Pacer 4-dr, hardtop, $875° (ps) 
7 Fairlane S00 (8) 2-dr., $1,250°; Fat a wo 4 de io Mabe (pe) vie) Stecial Overall *S oe FORD—60 Galaxie (8) Starliner, $2,270* 
’57 Fairlane 500 (8) 2-dr., $1, . r- ’56 Suburban (8) 4-dr., $335; Suburban + 4-dr., 92, Ps); pecia : ‘ [- 
lane (8) conv., $645*, $640*; Custom (6) 2-dr., $295) . 4-dr. hardtop, $2,900* (ps). Average $ 969 $ 946 $ 968 eis, sar. p1e58, $1,800, 81,776; 
300 (8) 4-dr., $825*, $585, PONTIAC—'57 Chieftain 4-dr., $750*. "57 (62) conv., $2,280* (ps), $2,000* Mi GM. 5° at ee 
56 Fairlane (8) 2-dr, Victoria, $700;| °56 Star Chief 2-dr., $470*. (ps), $1,780* (ps); Sedan de Ville, '59 Thunderbird (8) conv., $3,250* (ps) 
Main (8) 2-dr., $580; Custom (8) 2-| ’'55 Chieftain 4-dr., $500*. $2,150* (ps); (60) Special 4-dr. hard- (6) 4-dr., $1,685; Bel Air (8) 4-dr., $2,910* (ps); Country Sedan (8) 4-dr. 
dr., $385*, RAMBLER—’60 Super (8) Cross Country, top, $1,835* (ps). $1,600* (ps); Bel Air (6) 4-dr., $1,- (9 pass.), $2,110* (ps); 4-dr., $1,780*: 
’55 Custom (8) 2-dr., $475; 4-dr., $260; $1,575. 56 (62) Coupe de Ville, $1,630* (ps); 555*; Biscayne (8) 2-dr., $1,550. Galaxie (8) 2-dr. Victoria, $2,045* 
Custom (6) 2-dr., $205, $115; Fair-| ‘59 Super (8) Cross Country, $1,625; Sedan de Ville, $1,355; conv., $1,300*| ‘58 Corvette (8) conv., $2,135*; Bel (ps), $1,950* (ps), $1,925* (ps); Fair- 
lane (8) 2-dr., $385*, $270*; Crown Super (6) 4-dr., $1,325, $1,265, $1,- (ps), $1,290* (ps); (60) Special 4-dr., Air (8) sport coupe, $1,500* (ps), $1,- lane (8) 4-dr., $1,445* (ps). 
Victoria, $325* (ps); Main (8) 2-dr., 260. , $1,045* (ps). 385* (ps); conv., $1,440* (ps); sport ’58 Thunderbird (8) conv., $2,750* (ps), 
$235. ’55 Custom Cross Country 4-dr., $440. 55 (75) 4-dr., $1,195* (ps); (62) Coupe sedan, $1,310* (ps); Impala (8) sport $2,675* (ps), $2,650* (ps), $2,640* 
54 Crest (8) 2-dr. Victoria, $185*, $145; | MISCELLANEOUS—’56 Ford F-100 Stake, de Ville, $1,185* (ps), $850; conv., coupe, $1,480; Delray (8) 4-dr., $1,- (ps), $2,500* (ps), $2,375* (ps); Fair- 
Custom (8) 4-dr., $180. $350. $1,110* (ps); (60) Special 4-dr., $1,- 230* (ps), $960*; 2-dr., $1,030*; Yeo- lane 500 (8) conv., $1,775* (ps), $1,- 
’53 Crest (8) 2-dr., $105*. 7 035* (ps). is man (8) 2-dr., $1,160*; Biscayne (8) 700* (ps), $1,335* (ps); 2-dr. Victoria, 
IMPERIAIL—’59 Imperial 4-dr. hardtop, LOS ANGELES 54 (62) Coupe de Ville, $950* (ps); 4-dr., $1,135*; 2-dr., $1,085; Biscayne $1,320*, $1,250* (ps); 4-dr. Victoria, 
$2,530* <ps). conv., $910* (ps); 4-dr., $735* (ps); (6) 2-dr., $1,015. $1,035* (ps); Custom 300 (6) 2-dr., 
MERCURY—'58 Montclair 4-dr., §1,210*| Los Angeles Dealer Auto Auction. Sale| ,_ (60) Special 4-dr., $800 (ps). 57 Nomad (8) 2-dr., $1,455* (ps); Bel $860; Custom 300 (8) 4-dr., $735*. 
(ps); Monterey 4-dr., $1,005*; Park]every Tuesday. Prices are for sale of| /53 (62) 2-dr., $385*; 4-dr., $180*. Air (8) sport coupe, $1,310*, $760*;| °57 Country Sedan (8) 4-dr, (9 pass.), 
Lane 4-dr., $950* (ps) Aug. 2. 52 (62) 2-dr., $330* (ps); 4-dr., $225*. sport sedan, $980* (ps); 4-dr., $705*, $1,185* (ps), $1,160* (ps); 4-dr., $1,- 
"57 Commuter 4-dr., $900; Monterey 4- | BUICK—’59 Electra 4-dr. hardtop, $2,585* | CHEVROLET—’60 Brookwood (8) 4-dr., $655*. 140* (ps), $1,080* (ps); Del Rio (8) 
dr, hardtop, $425* (ps). (ps); LeSabre conv., $2,315* (ps); 4- $2,465* (ps); Impala (8) sport sedan, 55 Two-ten (8) station wagon 4-dr., 2-dr., $1,070* (ps), $795*; Fairlane 
’55 Monterey 2-dr, hardtop, $145*, dr. hardtop, $2,135* (ps); Invicta 2- $2,450* (ps); Corvair (6) 4-dr., $1,- $775*; 4-dr., $610*, $385; Delray, 500 (8) conv., $1,010" (ps); 4-dr. 
"53 Monterey 2-dr., hardtop, $165*. 3 dr. hardtop, $2,220*. 620. $590*; 2-dr., $485*, $435*; Two-ten Victoria, $1,000* (ps); 4-dr., $850* 
OLDSMOBILE — '57 (98) 4-dr., $1,015 ’58 Super 2-dr. Riviera, $1,575* (ps). ’59 Impala (8) sport coupe, $2,250, $2,- (6) Delray, $585"; 2-dr., $465; 4-dr., (ps), $800* (ps), $730*%; 2-dr. Vic- 
wef PS) 5 (88) conv., $900*. ’57 RM 2-dr. Riviera, $1,175* (ps); 4- 065* (ps), $2,035* (ps), $1,985, $1,- $430*; Bel Air (8) conv., $685*; 2-dr., toria, $950* (ps); Fairlane (8) 4-dr., 
55 (88) 4-dr., $375*; (88) Super 4-dr., dr. Riviera, $1,030* (ps); Super 2-dr. 900; conv., $2,130* (ps); sport sedan, $650*; 4-dr., $540, $540*; One-fifty $730*; Custom 300 (8) 2-dr., $735. 
, $315*. Riviera, $1,175* (ps); Special conv., $2,035* (ps); 4-dr., $1,550*; Park- (6) 2-dr., $465, $460. "56 Country Sedan (8) 4-dr. (9 pass.), 
54 (88) 4-dr., $200*; 2-dr., $145*, $1,090* (ps); 4-dr. Riviera, $900* wood (8) 4-dr., $1,900*; Brookwood ’54 One-fifty utility sedan, $545, $490; (Continued on Page 60, Col, 1) 





PLYMOUTH—’59 Belvedere (6) 4-dr., $1,- 
055. 

’58 Fury (8) 2-dr. hardtop, $1,170* (ps); 
Savoy (8) 2-dr. hardtop, $885* (ps). 

’57 Savoy (6) 4-dr., $505; Savoy (8) 4- 
dr., $480; Belvedere (8) 4-dr., $385*; 
Plaza (6) 4-dr., $385, 

’55 Belvedere (8) 2-dr. hardtop, $345*; 
4-dr., $165. 

PONTIAC—’60 Catalina conv., $2,585* 
(ps). 

o8 Star Chief 4-dr, Catalina, $1,390* 
(ps); Chieftain 2-dr., $1,025, $990*, 

’57 Chieftain 4-dr., $650. 

’56 Chieftain Safari 2-dr., $660*; 4-dr., 
$450* (ps). 

’55 Chieftain 2-dr, Catalina, $395*; sta- 
tion wagon 4-dr., $360* (ps); 4-dr., 
$195*; Star Chief 4-dr., $200*, 

’54 Star Chief conv., $250*, 

RAMBLER—’59 Super (6) 4-dr., $1,510; 
Cross Country 4-dr., $955, 

58 Custom (6) Cross Country 4-dr., 

$950*. 
STUDEBAKER—’59 Lark (6) 2-dr., $1,- 
060. 
"58 Scotsman (6) 2-dr., $300, 
’54 Commander station wagon, $240*, 
MISCELLANEOUS—’57 Ford (8) Ranch- 
ero, $670. 

56 Ford %-ton pickup, $580; %-ton 

pickup, $385*, 


DETROIT 


Aptco Auto Auction. Sale every Wednes- 
day, Prices are for sale of Aug. 3. 
BUICK—’58 Century Estate Wagon 4-dr., 

$1,700* (ps). 

’57 Special 4-dr., $925* (ps). 

’56 Special 4-dr. Riviera, $490*; 2-dr. 
Riviera, $485*. 

’55 Super 4-dr., $365*. 

’53 Super 4-dr., $100*. 

CADILLAC—’57 (62) Sedan de Ville, $2,- 
090* (ps). 

’56 (62) 4-dr., $825* (ps). 

55 (62) 2-dr. hardtop, $690* (ps). 

’54 (62) conv., $560* (ps). 

"52 (62) 2-dr., $250* (ps). 

’41 Hearse, $160. 

CHEVROLET—’60 Impala (8) sport coupe, 
$2,240*. 

59 Impala (8) 4-dr, hardtop, $1,950* 
(ps); Nomad (8) 4-dr., $1,830*; Bel 
Air (8) 2-dr., $1,300; Biscayne (6) 
4-dr., $1,210. 

’5S Impala (6) sport coupe, $1,455* 
(ps); Bel Air (8) 4-dr., $1,250*; 4-dr, 
hardtop, $1,200*; 2-dr., $1,250*; Bis- 
cayne (6) 2-dr., $1,015*; Delray (6) 
2-dr., $925. 

"57 Bel Air (8) 2-dr., $1,525* (ps), 
$1,000*; Two-ten (8) station wagon 
4-dr., $880*; Two-ten (6) 4-dr., $790*. 

56 Bel Air (8) 2-dr., $790*, $530*; Two- 
ten (8) station wagon 4-dr., $650*; 
2-dr., $550*. 

’55 Bel Air (8) station wagon 4-dr., 
$415*; 4-dr., $385*. 

CHRYSLER—’56 NY 4-dr., $600* (ps). 

55 Windsor 4-dr., $385* (ps). 
DeSOTO — ’'57 Firesweep 2-dr, hardtop, 

$910". 
DODGE — '57 Custom Royal (8) 2-dr., 
$935*; Coronet (8) 4-dr., $540. 

56 Royal (8) 2-dr. hardtop, $665*; Cor- 
onet (8) 4-dr., $550*. 

55 Royal (8) 2-dr. hardtop, $405*. 
EDSEL—’58 Corsair (8) 4-dr, hardtop, 
$1,025* (ps); Pacer 4-dr., $785*. 
FORD—’60 Galaxie (8) conv., 2 at §$2,- 

345* (ps); Starliner, $2,285* (ps), $2,- 
350* (ps), $2,175* (ps); 4-dr., $2,- 
250* (ps); 4-dr. Victoria, $2,140* 
(ps), $2,100* (ps), $1,925* (ps); Fal- 

con (6) 4-dr., $1,740. 

59 Galaxie (8) Starliner, $1,875* (ps), 
$1,650; Custom 300 (8) 4-dr., $925. 

’5S Fairlane 500 (8) conv., $1,310*, $1,- 
295*; 4-dr. Victoria, $1,250* (ps), $1,- 
080* (ps); 2-dr. Victoria, $1,100* (ps); 
2-dr., $910*; Ranch Wagon (8) 4-dr., 
$1,180* (ps). 

‘57 Country Sedan (8) 4-dr., $1,150* 
(ps); Fairlane 500 (8) 2-dr. Victoria, 
$1,090*, $950* (ps), $900*, $785* (ps); 
2-dr., $725* (ps); conv., $1,070* (ps), 
$1,055* (ps), $850*%; 4-dr. Victoria, 
$830*, $770, $740* (ps); Fairlane (8) 
2-dr., $700*, $650*; Ranch Wagon (8) 
2-dr., $750*; Custom (6) 2-dr., $525. 

‘56 Ranch Wagon (8) 2-dr., $625*; Fair- 
lane (8) 2-dr., $515*; Custom (8) 
4-dr., $385*; Main (6) 2-dr., $335; 
Main (8) 4-dr., $300. 

’55 Thunderbird (8) convy., $1,380*; 
Country Sedan (8) 4-dr., $410*; Ranch 
Wagon (8) 2-dr., $400%; Custom (8) 
2-dr., $290. 


MR.DEALER MAKE MORE in ‘6 
MR. SALESMANAGER oive your customer 
ave FOR $300 

ROFITS A YEAR, 4 SALES PLAN 
BEGIN WITH ‘> tratitcarrures his i 
YOUR SALES FORCES TO.BUY ON THE SPOT « 


YOURSELF TO A SINGLE 


NICKEL. 
IT IS UP TO YOU TO: eSeGFeSe 


EQUIP THEM TO REASON MAKE HIGHER GROSSES 


WITH THE CHISELERS AND SELLING SELECTIVELY 


INCREASE YOUR GROSS ¢ ¢ ¢ ¢° CAPTURE 


So...If you believe an use the AUTO BLUEBOOK 


ounce of reason is worth a method of sales in your LOYAL CUSTOMERS FOR 


pound of double talk... organization and reap the 


that people are inclined profits of sales made by YEARS TO COME 


to believe what they read the most powerful sales 
and can see with theireyes tool of all... 


- 
... then you can effectively THE PERFECT STRATE- 
CUSTOMER CONFIDENCE! GEM TO USE AGAINST THE 


IT COSTS NOTHING TO PRICE BUYER .« Eacu kit contains 
(4) FOUR AUTO BLUEBOOKS (SENT QUARTERLY) WITH 
__ MASTER INSTRUCTIONS FOR YOU AND STEP-BY-STEP 
EQUIP EVERY SALESMAN WITH “PRINTED INSTRUCTIONS FOR EACH SALESMAN, SHOW- 
ING HIM HOW TO SELL THE AUTO BLUEBOOK PLAN. 
THIS KIT TODAY 
THEY WILL GLADLY PAY YOU BACK 
IN MORE WAYS THAN ONE 








COVER THE ENTIRE PLAN IN ONE MEETING! 





AUTO BLUEBOOK 


161 TEHAMA STREET, SAN FRANCISCO 3, CALIFORNIA 


FULL YEAR'S SERVICE 
[] ONE SUBSCRIPTION. ........ $7.00 
[] ADDITIONAL suBs.......... $4.00 
Pee ascsacessinsiniatisiessscintes 








BILL THEM FOR IT 


’54 Custom (8) 2-dr., $290*. 
LINCOLN — '57 Premiere 4-dr, hardtop, ADDRESS 
MERCURY—'s8 M ir., $1,035* ATTENTION OF 

Y {—’58 onterey 4-dr., ,0 ss Renemensttiivtininiiainnys 

57 Montclair 2-dr. casio. $780". IN DIGEST SIZE: Complete suggested RETAIL and INVOICE costs for all 1961 

'56 Custom 2-dr., $425. COTY arent SVAN Ec cemntemahaiiuinnaliatiaadimaiiala 

55 Montclair 4-dr., $300*. 

’54 Monterey 2-dr, hardtop, $350". 
OLDSMOBILE—'59 (88) 2-dr., $1,850*. 

"5S (88) 4-dr., $1,645* (ps), $1,440* 











cars, their standard equipment, options and accessories, model availability, 
accessory groups and what they include, D & H, pictures, specifications, 
finance charts, profit charts, lowest wholesale values for used cars, based 
on prices 3 months in advance, Minimum selling prices. 


SEND US , ___SUBSCRIPTIONS 
ENCLOSED IS OUR CHECK FOR $ 





i cies as 


nr 


mse 


AUTOMOTIVE NEWS, AUGUST 15. 1960 








(Continued from Page 59) 


"54 Chieftain 2-dr., $225*. 
STUDEBAKER—'56 Golden Hawk (8) 2- 
dr, hardtop, $505*. 
’55 Champion (6) 4-dr., $615. 
53 Champion 2-dr., $155. 






















$785* (ps); 4-dr., §750* (ps); Fair- 
lane (8) 2-dr. Victoria, $730* (ps), 
$685* (ps), $515* (ps); 4-dr. Victoria, 
$535*, $535* (ps); Ranch Wagon (8) 
2-dr., $525, $475; Custom (8) 2-dr., 


$505*, $475*; 4-dr., $325* (ps); Main | MISCELLANEOUS—’60 Chevrolet (8) El 
(8) 4-dr., $400; Main (6) 4-dr., $350. Camino, $2,050; (6) %-ton pickup, 
’55 Fairlane (8) 2-dr. Victoria, $590*, $1,460 
$585*, $510*; Custom (6) 2-dr., $435*; ’59 Ford (8) %-ton pickup, $2,335; 
Custom (8) 4-dr., $395*, $380*, $245; Ranchero (8), $1,680, $1,500; Chevro- 
Ranch Wagon (6) 2-dr., $385*%; Main let %-ton pickup, $990. 
(8) 4-dr., $350, $335. "58 Chevrolet %-ton pickup, $990. 
54 Custom (8) 4-dr., $300, $285; Cus- ’57 Ford Ranchero, $895* (ps); Chevro- 
tom (6) 2-dr., $255; Main (6) 4-dr., let (6) %-ton pickup, $885, $780. 
$260. ’56 Ford %-ton pickup, $650. 


’53 Main (8) Ranch Wagon 2-dr., $380; 
Custom (8) 4-dr., $360; 2-dr., $190. 
LINCOLN—’59 Continental Mark IV 4-dr. 

hardtop, $3,650* (ps). 
’58 Continental Mark III 4-dr., $2,540* 


WEST PALM BEACH, FLA. 


West Palm Beach Auto Auction, Inc. 
Sale every Thursday. Prices are of Aug. 4. 


(ps); conv., $2,535" (ps), Retail of used cars picked up a little, new 
°57 Premiere 4-dr., $1,135* (ps). cars are slow, Wholesale activity at the 
'56 Premiere 4-dr., $1,075* (ps); Capri| auction was good. All models showed good 

2-dr., $700* (ps). interest and active bidding, 

’55 Capri 2-dr., $500* (ps); Custom 2-| BUICK—’59 Electra 4-dr, hardtop, $2,025* 
dr., $385* (ps). (ps). 
°54 Capri 2-dr., $435* (ps). ’57 Century 2-dr. Riviera, $1,090* (ps); 


MERCURY—’57 Monterey 2-dr., $1,000* Super 4-dr. Riviera, $1,085* (ps); Spe- 


(ps); 4-dr., $610*; Montclair 4-dr., cial Estate Wagon 4-dr., $1,040*; 4- 
$970* (ps). dr. Riviera, $850* (ps), 
56 Montclair 4-dr. hardtop, $540* (ps); '56 Century 2-dr. Riviera, $555* (ps); 
Monterey 4-dr., $540* (ps); 2-dr., conv., $505* (ps). 
$490*; Custom 4-dr. hardtop, $460*. ’55 Special 4-dr, Riviera, $595* (ps); 
"5S Monterey 2-dr., $580* (ps); Custom conv., $440* (ps); 2-dr., $430* (ps); 
station wagon 4-dr., $520*; Montclair 2-dr. Riviera, $425; Super 2-dr, Rivi- 
2-dr, hardtop, $510%; conv., $435* era, $490* (ps); conv., $475* (ps), 
(ps). $400* (ps). 
’54 Monterey 2-dr., $500, $330*; 4-dr., ’53 Super 2-dr. Riviera, $240; 4-dr., 
$335, $285*. $260* (ps), $100* (ps); RM 2-dr. Rivi- 
’53 Monterey 2-dr., $310*; Custom 4-dr., era, $215*, $165*; 4-dr., $200* (ps). 
CADILLAC—’60 de Ville 2-dr. hardtop, 


$260*. 
OLDSMOBILE—’60 (88) Super conv., $3,- $4,150* (ps). 


400° (ps). ‘58 (62) Sedan de Ville, $2,060* (ps). 
59 (88) Super 2-dr. Scenic, $2,450° ’57 (62) conv., $2,000* (ps); 4-dr., $1,- 
(ps); 4-dr. Holiday, $2,235* (ps). 625* (ps), 


’58 (88) Fiesta 4-dr., $1,905* (ps); (98) 
2-dr. Holiday, $1,850* (ps). 


’57 (88) conv., $1,105* (ps); 2-dr. Holi- 


day, $1,065* (ps); (98) conv., $785* 
(ps). 
56 (88) 2-dr. Holiday, $855* (ps), 
$630*; 4-dr. Holiday, $620*; (98) 2-dr. 
Holiday, $850* (ps). 
’55 (88) 2-dr. Holiday, $610* (ps); 4- 
dr. Holiday, $495* (ps); (88) Super 
4-dr., $555* (ps); 4-dr. ~— $530* ALBANY 
(pe); (98) 4-dr., $570° (Ps). Austin-Healey—’56 conv., $675. 
"54 (98) conv., $610* (ps); 4-dr, Holl-| Pigt57 “station wagon’ 4-dr., $430. 
day, $525° (ps), $400°. Jaguar—’'57 4-dr., $1,500. 
"53 (88) Super 4-dr., $325* (ps); (98) | yoixswagen—’60 2-dr., $1,400. 
2-dr. Holiday, $290*, $250*. 59 2-dr., $975 . 
°52 (98) 2-dr. Holiday, $100* (ps). 57 2-dr., $810. 


PACKARD—'56 Clipper 4-dr., $485* (ps). 
‘55 Clipper 2-dr, hardtop, $505* (ps). 
"52 Clipper 4-dr., $240. 

PLYMOUTH—’60 Suburban (8) 2-dr., $1,- 


BORDENTOWN, N. Jd. 
Fiat—’ 59 2-dr., $450. 
’58 conv., £250. 


* 

‘se Fur 18) 2-dr, hardtop, $2,035*| Ford (English)—'59 station wagon 2-dr. 

(ps); 4-dr., $1,550* (ps); Suburban| | Escort, $790. 

(8) 4-dr., $1,675°; Savoy (8) 4-dr.,| see as ome” s700 

*; -dr., $1,225, $1,-| 3 pa “” . 

es ae ne een © #1" | Morris —'59 2-dr., $700. i Cais 
, ’ v dtop, $1,115*| Renault—’59 Dauphine 4-dr., $840, 0. 
— > 0h, HaeeteD, 19 Simea—’59 station wagon 2-dr., $775; 2- 
‘57. Suburban (8) 4-dr., $1,160* (ps),|. dr. hardtop, $775. 

$910*; Belvedere (8) 2-dr, hardtop, eee” $1,330. 

,005* (ps), $875*, $855*, $835* (ps); ; 9. eee 

oa eave $885*; 4-dr., $835*; 58 2-dr. hardtop, $1,300. 

Savoy (8) 2-dr., $835*, $675*. 
56 Plaza (8) 4-dr., $460. CALDWELL, N. J. 
55 Savoy (8) 4-dr., $400, $375, $290; | Fiat—’60 station wagon, $735. 

Plaza (6) 2-dr., $385; Belvedere (6) | Lioyd—'60 station wagon, $670; 4-dr., 
2-dr, hardtop, $350. $510. 
’54 Savoy 2-dr., $290*; 4-dr., $255 Triumph—’59 4-dr., $590. 

PONTIAO —'60 Catalina 2-dr., $2, 665* 
(ps). CHICAGO 


"59 Catalina 2-dr., $2,290* (ps), $2,000* | nxw—s58 2-ar. hardtop, $700. 


(ps); conv., $2,180" (ps). , -dr. 
‘ST Chieftain 2-dr. Catalina, | $1,040" Vethowagen—'S6 2-dr., 9076. 

(ps); 4-dr. Catalina, $830*%; Star Chie 

conv., $900* (ps), COLUMBUS, oO. : 
56 Chieftain 2-dr, Catalina, $525*, | Austin-Healey—'54 2-dr. hardtop, $200. 

$450, $450°, $435°. Jaguar— 56 roadster, $1,380. 
55 Chieftain Safari 2-dr., $725* (ps), | Simea—’59 2-dr. hardtop, $960. 

$555*; 2-dr., $410*, $400, $385*; 2-dr. 

Catalina, $295; 4-dr., $255*; Star DANVILLE, W. VA. 


Chief 4-dr., $385*. Mercedes-Benz—'59, $2,100. 









ctro-Magic 
OTOR STEAM CLEANER 


PRESSURE STEAM in less than 70 
seconds. Pre-set for 80-100 Ibs. for high 
cleaning efficiency. Adjustable to 120 Ibs. 


J ELY AUTOMATIC. Just push the 
tart button. Soap and detergents auto- 
tically mixed. 


{ Oil fired for safe indoor 
tion. Runs 8 hours on one filling. 
fired models available. 


(OVADIOWINI- 


Moura 5 fo a 



























Model 100. of large 


WRITE FOR DEMONSTRATION NOW 


 euscrromis, INC. 
1230 East Cherry Vermillion, South Dakota 


little as 50 Blectrie day ; I am interested in your Electro-Magic Model 100. 
ment” & profit while &* [) Please arrange for a demonstration on one of 
a my cleaning jobs. 

CO 


Please send literature. 
DEALERS WANTED! 
























C) , am interested in a dealership. Send informa- 
ion. 


Name 


Address 


City 
OP ee MM BG 8 oe a ee ee 


"56 (62) conv., $1,150* (ps), 
55 (60) Special 4-dr., $810* (ps), 
(ps) 


CHEVROLET—’60 Corvair 4-dr., $1, 
4-dr., 
$1,110 


'59 Brookwood (8) 
cayne (6) 2-dr., 


$1,820°; 


$730* 


555*. 
Bis- 


"58 Corvette (8) 2-dr. hardtop, $1,950*; 


Brookwood 
Biscayne (6) 
Air (8) 4-dr., 
’57 Bel Air (8) 
$750* (ps); 
$750*; 


(6) 4-dr., 
2-dr., 
$700* (ps). 

sport sedan, $1, 
Bel Air (6) 


$1,025, $1,020; 
$810, $805*; 


Bel 
110°, 


sport sedan, 
Two-ten station wagon (8) 4- 


dr., $800; Two-ten (6) 2-dr., $545; 
One-fifty (6) 2-dr., $680. 

'56 Two-ten (6) 2-dr., $460*; Two-ten 
(8) 4-dr., $525*, 

55 Bel Air (6) 2-dr., $585*; Bel Air 
(8) sport coupe, $580*; conv., $450*; 


Two-ten (8) 2-dr., 


$455; One-fifty (6) 


station wagon 2-dr., $430. 

54 Two-ten (6) 2-dr., $235*; 4-dr., 
$160*. 

'53 Bel Air 2-dr. hardtop, $315*. 

DeSOTO — '57 Firesweep 4-dr. hardtop, 
$905* (ps), 

"55 Firefiite 4-dr., $470* (ps); Firedome 
4-dr., $450* (ps). 

"54 Powermaster 4-dr., $105*, $100*, 

FORD—’60 Fairlane 500 (8) 4-dr., $2,- 
005* (ps); Faleon (6) 4-dr., $1,500. 

"59 Thunderbird (8) conv., $2,550* (ps); 
Fairlane 500 (8) conv., $1,725 (ps); 
Custom 300 (8) 4-dr., $1,190*. 

"58 Custom 300 (8) 2-dr., $860*; Fair- 
lane (8) 4-dr., $850*, $835* (ps), 
$820*. 

‘57 Fairlane 500 (8) 2-dr, Victoria, 
$900*, $850; 4-dr. Victoria, $745* 
(ps); 4-dr., $700* (ps); 2-dr., $630*; 
conv., $610*; Country Squire (8) 4-dr., 
$810, $675; Custom 300 (8) 4-dr., 
$725* (ps), $645*; 2-dr., $600; Custom 
(6) 2-dr., $475; Fairlane (6) 2-dr., 
$500*. 

56 Ranch Wagecn (8) 2-dr., $595*, 
$475*; 4-dr., $480*, $430; Custom (8) 
2-dr, Victoria, $575*, $480*; 4-dr., 


$500; Country Squire (8) 4-dr., $480*; 


Fairlane (8) conv., $375*. 

55 Fairlane (8) 2-dr. Victoria, $495*; 
Custom (8) 4-dr., $460* (ps), $360, 
$320, $300*; 2-dr., $305; Country Se- 
dan (8) 4-dr., $410*, $400* (ps), 
$255, $420* (ps); Ranch Wagon (8) 
2-dr., $290, $265*; Main (8) 2-dr., 


Renault—'59, $700. 


Used Import Car Prices 


DETROIT 


Fiat—’58 2-dr., $405. 





Ford (English)—’'59 station wagon Escort, 


$745; Anglia 2-dr., 
Opel—’60 2-dr., $1,450. 


$690. 


Vauxhall—’'50 station wagon, $900. 
Volkswagen—'*0 station wagon, $1,650, 


DYER, IND. 


Renault—’'59, $645. 
Triumph—’'59, $550. 
Volvo—'57, $310. 


FONTANA, WIS. 


Renault—’59 4-dr., 
Volkswagen—’'59 2-<r., 


Ford (English)—’'59 2-dr. 


"57, $350. 


$765. 


$1,285, $1,205. 
LOS ANGELES 


Hiliman—’'58 Minx 4-dr., $700. 


dJaguar—’'59 2-dr., 
Vauxhall—’58 4-dr., 


r., $665. 
’55 4-dr., $385. 


Volvo—’60 2-dr., $1,480. 


$2,375. 
$455. 
Volkswagen—'56 sunroof 2-dr., 


MASON CITY, IA, 


Renault—'60 Dauphine, 
"59 Dauphine, $800, 


$1,000. 


Volkswagen—'59, $1,300. 
MANHEIM, PA. 


Austin-Healey—'58 road 
Fiat—’'60 2-dr., $875. 


ster, $1,450. 


Hiliman—’'59 conv., $525. 


Jaguar—'56 2-dr., $805. 
Mercedes-Benz—'58 219 
Metropolitan—'59 conv., 


4-dr., 
$840. 


$2,170. 


’58 2-dr. hardtop, $735. 
’56 2-dr. hardtop, $400, 


MG—’'59 roadster 2-dr., 


Renault—'60 sunroof 4-dr., 


Saab—'60 2-dr., $1,300. 
Simea—-’60 Elysee 4-dr., 
'59 4-dr., $450, $375. 


Anglia, $570. 


$740; 2- 


$1,625, $1,555, 
Morris——'60 Minor, $1,000. 


$1,175. 
$1,115. 


‘58 station wagon, $400. 


Taunus—'58 station wa 


gon, $700. 


Triumph—’'60 station wagon 2-dr., $800. 


‘59 TR-3, $1,735. 


Volkswagen——'60, $1,620. 


‘59 Karmann-Ghia 2-dr., $1,750, $1,- 
335; conv., $1,300, 
‘58 Karmann-Ghia 2-dr, hardtop, §$1,- 
350; 2-dr., $1,050, 
SACRAMENTO 
Ford (English)—'60 2-dr, Anglia, $885. 
"59 2-dr. Anglia, $495. 
"58 2-dr, Anglia, $440. 
MG—’'55 roadster, $700. 
Toyopet—'60 4-dr., $870. 
Vauxhall—’59 station wagon 4-dr., $855, 
$850; 4-dr., $690. 
Volkswagen—’'58 2-dr., $965. 
"57 2-dr., $780. 
"56 4-dr., $680. 
Volvo—'57 2-dr., $645. 
Wartburg——'60 sport coupe, $580; 4-dr., 
$510. 
SALT LAKE CITY 


Metropolitan—'59 2-dr. 
Peugeot—’'59 4-dr., 


hardtop, $850. 


$895. 


Volkswagen—'59 2-dr., $1,145. 
WAREHOUSE POINT, CONN, 


Fiat- 
Volkswagen— 
"54, $190. 
Volvo—'57 2-dr., 


—58 2-dr., $280. 


$725. 


"58 2-dr., $800. 


WEST PALM BEACH, FLA. 


Borgward—'59 station 


wagon 2-dr., 


$985. 


Hillman—’'58 Husky station wagon 2-dr., 


$650. 


‘57 Husky station wagon 2-dr., $485, 


Morris—'59 Minor 2-dr., 
MG—’'58 4-dr., $900. 
Renault——'58 4-dr., 
'57 Dauphine 4-dr., 
Simea—'59 2-dr. 
Taunus—'58 2-dr., 
Triumph—’'59 4-dr., 
Volkswagen—'59 conv., 
'56 2-dr., $635. 
Volvo—'59 2-dr., $910. 


hardtop, 
$675. 
$575. 


$620. 


$200, 
$475. 


$685. 


$865. 


$250. 

54 Custom (8) Country Sedan 4-dr., 
$345*, $255*; Crest (8) conv., $310*; 
Custom (8) 4-dr., $290*; Main (6) 
4-dr., $310, 

"53 Custom (8) 4-dr., $255*, $155*; 
Crest (8) 2-dr. Victoria, $220. 


LINCOLN—’58 Continental Mark III 2-dr. 
hardtop, $1,900* (ps); Premiere 2-dr, 
hardtop, $1,810*. 

’56 Premiere 4-dr., $875* (ps), 
’54 Capri 4-dr., $200* (ps). 

MERCURY—’56 Monterey 4-dr, hardtop, 
$375; station wagon 4-dr., $575* (ps). 

"55 Montclair 2-dr. hardtop, $400*; Mon- 
terey 2-dr. hardtop, $270, $250°, 

’54 Monterey 2-dr, hardtop, $310*; 
$220*. 

53 Monterey 2-dr., $220. 

OLDSMOBILE—’57 (88) Fiesta 4-dr., $1,- 
050* (ps); (98) 4-dr., $1,000* (ps); 
2-dr, Holiday, $700* (ps); (88) 2-dr. 
Holiday, $800* (ps); 4-dr., $775* (ps). 

"56 (98) 4-dr. Holiday, $825* (ps), 
$650* (ps); (88) 4-dr. Holiday, $530* 
(ps). 

"55 (98) 2-dr., 

"54 2-dr,, 


4-dr., 


$425* (ps). 
$295*; 2-dr, Holiday, 
(88) 4-dr., Holi- 
day, $100. 
PLYMOUTH—’ 57 Savoy (6) 4-dr. hardtop, 
$720*; Plaza (8) 4-dr., $650*, 
’56 Suburban (6) Custom 4-dr., $425, 
$400* (ps); Savoy (6) 2-dr., $245. 
’55 Savoy (6) 4-dr., $350, $305*; Plaza 
(6) 4-dr., $275. 
’54 Belvedere (6) 2-dr, Suburban, $275*; 
Belvedere (8) conv., $240*, 

’53 Cambridge 2-dr., $125; Suburban 2- 
dr., $100; Cranbrook 4-dr., $195, 
PONTIAC—’56 Star Chief 2-dr, Catalina, 
$580* (ps), $515*; 4-dr. Catalina, 
$580* (ps), $180* (ps); Chieftain 4- 
dr. Catalina, $350* (ps), $330* (ps). 
’55 Chieftain 4-dr., $600*; Safari 2-dr., 

$335°*. 
’54 Chieftain 2-dr. Catalina, $310* (ps). 
’53 Chieftain 4-dr., $175*, 
’52 Chieftain 2-dr. hardtop, $130*; 4-dr. 
station wagon, $130*, 
RAMBLER—’60 Super (6) $1,360. 
’54 Super (6) 2-dr., $300. 
$1,- 
(8) station wagon 4-dr., 


$140*; (98) 4-dr, 


4-dr., 
STU DEBAKER—’60 Lark (8) 4-dr., 
* 


00". 

’57 President 
$730". 

’55 President (8) 4-dr., $210*; Com- 
mander (8) station wagon 2-dr., $425. 


SALT LAKE CITY 


Salt Lake Auto Auction, Sale every 
Thursday. Prices are for sale of Aug. 4. 
BUICK—’59 Invicta Estate Wagon 4-dr., 

$2,470* (ps); Electra 2-dr, hardtop, 
$2,455* (ps). 


57 Super 2-dr., $950* (ps); Century 
2-dr. Riviera, $900* (ps); Special 4- 
dr., $790*. 

’56 Century 2-dr. Riviera, $590* (ps); 
Special 4-dr., $550*. 

'53 Special 4-dr., $100*, 

CADILLAC—’60 de Ville 2-dr. hardtop, 
$5,070* (ps); (62) conv., $4,700* (ps). 

’bS (62) Sedan de Ville, $2,600* (ps), 
$2,550* (ps); Coupe de Ville, $2,535* 
(ps). 

'57 (62) Sedan de Ville, $1,975* (ps); 
4-dr. hardtop, $1,600* (ps). 


"55 (62) conv., $1,200* (ps). 
CHEVROLET—’60 Biscayne (6) 2-dr., 


980. 

’59 Corvette (8) conv., $2,375; 
(8) conv., $2,160, $1,880*; 2-dr., 
020* (ps); sport coupe, $2,000* 
Bel Air (8) 4-dr., $1,600*, $1,400. 

‘58 Impala (8) conv., $1,300* (ps); 


$1,- 
Impala 

$2,- 
(ps); 


Bis- 


cayne (8) 4-dr., $780; Delray (8) 2- 
dr., $705. 

’57 Two-ten (8) 4-dr., $810. 

'56 Two-ten (8) station wagon 4-dr., 
$770. 

55 Bel Air (8) station wagon 4-dr., 
$710; 4-dr., $485; Two-ten (6) station 


wagon 4-dr., $600. 


’52 Bel Air 2-dr., $205. 
CHRYSLER—'53 Windsor 4-dr., $120*. 
DeSOTO—'55 Firedome 4-dr., $225. 


*51 2-dr., $145. 

DODGE—’58 Coronet (8) 2-dr., $1,040*. 
FORD—’60 Galaxie (8) starliner, $2,175* 
(ps). 

'59 Galaxie (8) starliner, $1,640* (ps); 
Fairlane (8) 4-dr., $1,335. 

‘58 Fairlane 500 (8) conv., $1,335* 
(ps); 4-dr, Victoria, $1,275* (ps), $1,- 
155* (ps); Fairlane (8) 2-dr., $855. 

‘57 Country Sedan (8) 4-dr., $1,060* 
(ps); Fairlane 500 (8) 4-dr. Victoria, 
$1,040* (ps), $875*; Custom 300 (8) 
4-dr., $650; Custom (6) 4-dr., $620. 

’55 Custom (8) 4-dr., $325. 

’54 Ranch Wagon (8) 2-dr., $420. 

LINCOLN—’58 Premiere 2-dr. hardtop, 
$1,845* (ps), 

MERCURY—’58 Monterey 2-dr. 
$1,170* (ps). 


hardtop, 


'57 Monterey 2-dr. hardtop, $910* (ps). 

OLDSMOBILE — '57 (88) 4-dr, Holiday, 
$795* (ps). 

’51 4-dr., $135. 

PLYMOUTH—’'59 Fury (8) 2-dr. hardtop, 
$1,900* (ps); 4-dr, hardtop, $1,625* 
(ps). 

'57 Savoy (8) = dr., $550*, 

’56 Savoy (8) 4-dr., $325°*, 

‘55 Belvedere (8) 2-dr., $405; 4-dr., 
$235. 

PONTIAC—’59 Catalina 4-dr., $1,365*, 

"58 Chieftain 2-dr., $890*. 

'56 Chieftain 4-dr. Catalina, $560; 4-dr., 
$475. 

’55 Star Chief 4-dr., $370* (ps), 

’54 Chieftain 4-dr., $225, $200. 


MISCELLANEOUS—'60 Chevrolet %-ton 

pickup, $1,860, $1,815, 2 at $1,800. 

’59 Ford \%-ton pickup, $1,250, $1,110. 

’57 Dodge %-ton pickup, $596. 

'54 Ford \%-ton pickup, $535; Willys %- 
ton pickup, $450. 

‘52 Ford %-ton pickup, $440; Dodge 1- 
ton pickup, $250; %-ton pickup, $235. 


VALDOSTA, GA. 


Tom Hewitt Auto Auction, Inc Sale 
every Friday, Prices are for sale of Aug. 
5. Sold 75 percent of 200 consignments, 


BUICK—’57 Special 4-dr., $990* (ps); 
Century 4-dr., $600* (ps). 
'56 Super 2-dr., §655*; Century 2-dr., 
$570*; Special 4-dr., $535* (ps). 
‘55 Special 2-dr., $500*; Century conv., 
$450°. 
CADILLAC—’60 (62) conv., $4,800* (ps). 
‘59 de Ville 2-dr., 2 at $3,650* (ps); 
(60) Special 4-dr., $3,560* (ps). 
CHEVROLET—’'60 Impala (8) 4-dr., $2,- 
225* (ps), $2,190* (ps). 
‘59 Impala (8) sport coupe, $1,815* 
(ps). 
'58 Biscayne (8) 2-dr., $840*. 
‘ST Bel Air (8) 2-dr., $1,200* (ps); 4- 
dr., $1,055; Two-ten (8) 2-dr., $750*. 
‘55 Bel Air (8) 2-dr., $325*. 
‘54 Bel Air (6) 4-dr., $335*; Bel Air 
(8) 2-dr., $175. 




























’53 Bel Air (6) 4-dr., $290*. 


DeSOTO—’59 Firedome (8) 4-dr., $1,- 
545* (ps), $1,450* (ps). 

’56 Firedome (8) 4-dr., $635* (ps), 
$565* (ps). 

FORD—'60 Galaxie (8) conv., $2,150* 
(ps); Fairlane (8) 4-dr., $1, 475* 

’59 Country Squire (8) 4-dr., $2, 040* 
(ps), $1,725* (ps); Fairlane’ 500 (8) 
4-dr., $1,510* (ps). 

’58 Custom 300 (6) 4-dr., $725*; Coun- 
try Sedan (8) 4-dr., $720. 

‘57 Fairlane (8) 2-dr., $750, 

’56 Custom (8) 2-dr., $500. 

PLYMOUTH—’58 Plaza (6) 2-dr., $600. 

'54 Plaza (6) 2-dr., $395*; Belvedere 


(6) 4-dr., $315. 
MISCELLANEOUS — ’57 Dodge, $650* 
(ps); Ford, $650 
’56 Dodge, $415, $395, $200, $175; Ford, 


$540*. 
"54 Chevrolet, $410. 


FARGO, N. D. 


Tri-State Auction Co. Sale every Thurs- 
day, Prices are for sale of Aug. 4, Sixty- 
six percent of the cars consigned sold. 
BUICK—’58 Special 2-dr, Riviera, $1,255* 

(ps). 

'56 RM 4-dr. Riviera, $730* (ps), $725; 
Super 2-dr. Riviera, $715* (ps); Spe- 
cial 4-dr., $595*; 2-dr, Riviera, $550*. 


CHEVROLET—’60 Impala (8) sport se- 
dan, $2,380*, 

’59 Bel Air (8) 4-dr., $1,560* (ps), $1,- 
505*; Biscayne (6) 4-dr., $1,440*; 
Brookwood 4-dr., $1,375*. 

58 Bel Air (8) 4-dr., $1, 290* (ps); 
Biscayne (6) 4-dr., ‘$1, 205*; Brook- 
wood (8) 4-dr., $1,140*. 

’57 Two-ten (8) sport sedan, $920*; 4- 
dr., $745; Bel Air (8) 4-dr., $805* 
(ps), $790*. 

’56 Bel Air (8) sport coupe, $720; 2-dr., 
$670*. 

’54 Bel Air 2-dr., $275*. 

’53 Two-ten 4-dr., $130. 

DeSOTO—’58 Firesweep 4-dr. hardtop, $1,- 
150* (ps). 

EDSEL—’58 Ranger 4-dr. hardtop, $1,- 
150* (ps). 


FORD-—-’60 Galaxie (8) 4-dr., $1,900; Fal- 
con (6) 4-dr., $1,560. 

’59 Galaxie (8) 4-dr., $1,800*; 
500 (8) 4-dr., $1,550* (ps); 

(8) 4-dr., $1,475*, $1,460. 

57 Country Sedan (8) 4-dr., $995* (ps); 

2-dr. 

$760. 


Fairlane 
Fairlane 


Fairlane (8) 4-dr., $805, $755; 
Victoria, $875; Custom (8) 4-dr., 
’54 Custom (6) club coupe, $205. 
MERCURY — ’'57 Monterey 4-dr., 
(ps). 
’56 Custom 4-dr., $615*, $605. 
’55 Monterey 4-dr., $560, $490*. 
OLDSMOBILE—'59 (88) Super Fiesta 4- 
dr., $1,950* (ps). 
’57 (88) Super 4-dr., $995*; $870. 
’56 (88) Super 4-dr., $585*. 
’54 (88) Super 4-dr., $325. 
PLYMOUTH—’58 Plaza (6) 4-dr., 
’57 Savoy (6) 4-dr., $625*, 
’54 Belvedere 4-dr., $200. 
PONTIAC — '59 Catalina 4-dr., 
$1,850*; Star Chief 4-dr., 


$790* 


2-dr., 


$755. 


$1,870* 
$1,- 


56 Star Chief 4-dr., $600, 
’55 Chieftain 4-dr., $400* (ps). 
MISCELLANEOUS—'57 Ford 2-ton, 
050; GMC 2-ton, $1,005, 
(Continued on Page 61, Col. 1) 


$1,- 
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National “Packaged” 
Exhaust Removal Kits 


® Overhead or undertioor 
® Low in cost 


@ No heat loss 

Choose from 6 overhead or underfloor systems. 
Removes exhaust fumes without heat loss to your 
shop. Complete “packaged” kit includes motor, 
blower, tailpipe adapters, ducting and flexible 
extension tubes. Installs in present 
or new buildings. 

Write today 
for catalog and details of 
FREE planning service. 








NATIONAL SYSTEM 
OF GARAGE VENTILATION 





147 W. hedaman Street, i Roearer, Oe i. 


MOTOR n F 
MA ST #i 


DEFIANCE OHIO 


Pir ——— For Premiums 


| Mens | J sport watch $2.95 each. 
Mens | J water resistant . . . . $4.25 each. 
- $4.75 each. 


Mens | J rhinestone dial 
$3.80 each. 


Ladies | J sport watch 
Ladies | J water resistant . . . $5.00 each. 
Min. | dozen, leather straps . . . 25¢ each. 
Expansion bracelets, 60c ea. Free catalog. 


TRANSWORLD, 565 Sth Ave., N. Y. C. 17 
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Used-Car Auction Prices 





(Continued from Page 60) 


’56 International 2-ton, $800, $500, 

’52 International 2-ton, $125, 

51 GMC Live Tan., $900; International 
2-ton, $205. 

’49 Ford, $195; Chevrolet 


MASON CITY, IA. 


Central States Auto Auction, Sale every 
Wednesday, Prices are for sale of Aug, 3. 
Demand never stronger for sharp cars! 
Eighty percent sales four weeks in a row. 
Calls for farm trucks, pickups, late model 


%-ton, $155. 


‘theavies.’’ Sold 80 percent of 186 con- 
signments. 
BUICK—’58 Super 2-dr. Riviera, $1,270*. 

’57 Special 2-dr., $600. 

’56 Super 2-dr. Riviera, $625* (ps); 
Special 2-dr. Riviera, $505. 

’55 Special 2-dr. Riviera, $420* (ps), 

’54 Special 4-dr., $320, 

CADILLAC—’58 (60) Special 4-dr., $2,- 
680* (ps). 

’57 (62) 4-dr., $2,050* (ps), ,$1,720* 
(ps). 

’56 (62) 4-dr., $1,250* (ps). 

’53 (62) 4-dr., $360* (ps). 

CHEVROLET—’60 Impala (8) conv., §2,- 
385; Brookwood (8) 4-dr., $1,925; 
Biscayne (6) 4-dr., $1,825; Corvair 
Deluxe 4-dr., $1,590*, 

’59 Impala (8) conv., $1,905*; 4-dr., $1,- 
775* (ps), $1,755* (ps); Brookwood 
(8) 4-dr., $1,620; Bel Air (8) 4-dr., 
$1,550*, $1,540; Bel Air (6) 4-dr., 
$1,525*, $1,320*, $1,280; Parkwood 
(6) 4-dr., $1,475, 

’58 Impala (8) sport sedan, $1,435* 
(ps), $1,360; Bel Air (8) 4-dr., $1,- 
330*; Biscayne (8) 4-dr., $1,110*; 
2-dr., $950; Delray (6) 2-dr., $910. 

’57 Bel Air (8) sport sedan, $1,230* 
(ps); 4-dr., $1,110* (ps); conv., §$1,- 
050*; Two-ten (8) station wagon 4- 
dr., $1,065*; 4-dr., $1,050*. 

"56 Bel Air (8) 4-dr., $850*; Two-ten 
(6) 2-dr., $690*, $470; 4-dr., $650; 
Two-ten (8) 4-dr., $595*. 

55 Two-ten (8) 4-dr., $560*%; Two-ten 
(6) 2-dr., $550*, $475. 

’54 Bel Air 4-dr., $390*; 2-dr., $250. 

’53 Bel Air 4-dr., $315*; station wag- 
on, $305, 

CHRYSLER—’58 Windsor 4-dr. hardtop, 


$1,200* (ps). 
DeSOTO—’58 Firesweep 4-dr. hardtop, $1,- 
015* (ps), 
’57 Firedome 4-dr., $845* (ps). 
’56 Firedome 4-dr., $500* (ps), 
’54 Firedome 4-dr., $195*. 
DODGE—’59 Coronet (8) 4-dr., 
(ps). 

’57 Coronet (8) 4-dr., $930". 
56 Coronet (8) 4-dr., $605*. 
FORD—’60 Thunderbird hardtop, $3,350* 

(ps); Country Sedan (8) 4-dr, (9 


$1,650* 


pass.), $2,250*; Galaxie (8) 2-dr., $1,- 
960* (ps); Fairlane 500 (8) 2-dr., 
$1,800. 

’59 Fairlane 500 (8) conv., $2,030* (ps); 
4-dr, Victoria, $1,605*; Galaxie (8) 
4-dr., $1,875*, $1,810*; Country Sedan 
(8) 4< dr., $1, 545°; Fairlane (8) 4-dr., 
$1,510*; ‘Custom 300 (8) 2-dr., $1,- 
345* (ps). 

’58 Fairlane 500 (8) Sunliner, $1,740* 
(ps), $1,690* (ps); 4-dr, Victoria, 
$1,150* (ps), $1,080; Country Sedan 
(8) 4-dr., $1,260* (ps); Fairlane (8) 
2-dr., $1,010*; 4-dr., $1,085*; Custom 
300 (6) 2-dr., $1,010; 4-dr., $960; 
Custom 300 (8) 2-dr., $950; Ranch 
Wagon (8) 2-dr., $895". 

’57 Fairlane 500 (8) 4-dr. Victoria, $1,- 
000*, $950*, $850* (ps), $800* (ps); 
2-dr., $860* (ps); Custom 300 (8) 4- 
dr., $840, $745; 2-dr., $790; Fairlane 
(8) 2-dr., $745*; Custom 300 (6) 2- 
dr., $720. 

’56 Fairlane (8) 4-dr., $700*; 2-dr. Vic- 
toria, $690*, $675* (ps); Custom (8) 
4-dr., $655, $635, $575*; Custom (6) 
2-dr., $490. 

’55 Fairlane (8) 2-dr., $540*; Custom 
(8) 4-dr., $500. 

54 Country Sedan (8) 4-dr. (9 pass.), 
$500*; Crest (8) 4-dr., $470; Custom 
(8) 4-dr., $390*, 


MERCURY—’59 Commuter 4-dr., $1,950* 


(ps). 

’58 Commuter 4-dr. (9 pass.), $1,250*. 

’57 Montclair 4-dr. hardtop, $915* (ps); 
4-dr., $850*, $775* (ps). 

’56 Custom 4-dr, hardtop, $675*; Mont- 


clair 4-dr., $660", 


’55 Montclair conv., $695*; Monterey 4- 
r., $380°, 

OLDSMOBILE—’59 (88) 4-dr., $2,205* 
(ps). 

158 88) 4-dr., $1,400* (ps), $1,290* 
(ps), $1,230*; 2-dr., $1,055*; (88) 
Super 4-tr., $1,340* (ps). 

°57 (88) station wagon, $1,285* (ps); 
Holiday coupe, $1,020* (ps); 4-dr., 
$1,010* (ps), $975*. 

’56 (88) 4-dr, Holiday, $710*. 

’55 (88) Super 4-dr., $570* (ps). 
PACKARD—’56 Clipper 4-dr., $490* (ps). 
PLYMOUTH—’'60 Suburban (8) 4-dr., §$2,- 

260* (ps). 

59 Savoy (8) 2-dr., $1,170*; Savoy (6) 
4-dr., $1,025*, 

’"568 Savoy (8) 4-dr., $945; Savoy (6) 
4-dr., $850. 

’57 Suburban (8) Custom 4-dr., $875; 
Savoy (6) 4-dr., $750; Plaza (8) 4-dr., 
$650". 

’56 Savoy (8) 2-dr., $600*. 

’55 Savoy (6) 4-dr., $375*; Belvedere 
(6) 2-dr., $290, 

’54 Plaza Suburban 2-dr., $330. 

PONTIAC—'59 Catalina 4-dr., $1,760*. 

’58 Chieftain 4-dr., $1,370*, $1,300*, 

57 Chieftain 4-dr, Catalina, $1,030*, 

’55 Star Chief 2-dr, Catalina, $640*, 

’53 Chieftain (8) 4-dr., $300. 
RAMBLER—'59 Custom (6) Cross Coun- 

try, $1,910" 

’57 Custom (8) Cross Country, $890*, 

’'5S Deluxe 2-dr., $495. 

‘53 station wagon, $300, 
STUDEBAKER—’'60 Lark (6) 4-dr., $1,- 

690. 
MISCELLANEOUS—'59 Ford (8) Ranch- 


ero, $1,380*, 

56 Chevrolet (6) %-ton pickup, 
Jeep %-ton pickup, $665, 

’55 Ford dump truck, $720, 


WAREHOUSE POINT, CONN. 


Auto Sales, Inc, Sale every 

Wednesday. Prices are for sale of Aug. 3. 

BUICK—’56 Special 2-dr. Riviera, $620*; 
4-dr., $600*, $530". 

55 Special 2-dr. Riviera, 

54 Century 2-dr. Riviera, 


$470*; 


Southern 


$415*. 


$235* (ps); 













































Special conv., $135; Super 2-dr. Rivi- 
era, $105*. 

’53 Super Estate Wagon 4-dr., $125* 
(ps); 2-dr. Riviera, $100*, 

CADILLAC—’ (62) 4-dr. hardtop, $4,- 

750* (ps). 

’59 (62) 4-dr., $3,600* (ps), 

"57 (62) Sedan de Ville, $1,700* (ps). 

’54 (62) 2-dr. hardtop, $775* (ps); 
conv., $615* (ps), $450* (ps). 

"53 (62) 2-dr. hardtop, $325*. 


CHEVROLET—’60 Impala (6) sport se- 
dan, $2,160*; Bel Air (8) 4-dr., $1,820. 

’59 Nomad (8) 4-dr., $2,020* (ps); Im- 
pala (8) conv., $1,975* (ps), $1,750* 
(ps); Brookwood (6) 4-dr., $1,575*; 
Bel Air (6) 4-dr., 2 at $1,450*, $1,- 
420. 

’5S Biscayne (8) 4-dr., $1,220*; Bis- 
cayne (6) 4-dr., $1,175*, $1,085*; 2- 
dr., $950; Delray (6) 2-dr., $875. 

57 Bel Air (8) sport coupe, $1,045*; 
Two-ten (6) sport coupe, $1,030; Two- 
ten (8) 4-dr., $925*, $830*. 

’56 Bel Air (6) 4-dr., $875*; Bel Air 
(8) 4-dr., $710*; 2-dr., $650* (ps), 
$630*; Two-ten (8) 4-dr., $700; Two- 
ten (6) station wagon 4-dr., $590; 2- 
r., $575; One-fifty (8) 2-dr., $440*. 

’55 Two-ten (6) station wagon 4-dr., 
$540; Two-ten (8) Delray, $480*, $300; 
station wagon 4-dr., $450*. 

’54 Two-ten 4-dr., $370, $315, $285; 2- 


dr., $190; Bel ‘Air 4-dr., $165*. 

‘53 Bel Air sport coupe, $180*; 4-dr., 
$160, $140*; Two-ten 4-dr., $100*. 
*52 SL Deluxe Bel Air, $130; station 

wagon 4-dr., $125. 
"38 Deluxe 2-dr., $240. 
CHRYSLER — '57 Windsor 4-dr., $925* 
(ps). 
DeSOTO — ’57 Firesweep 2-dr. hardtop, 
$840*. 
DODGE—’ 57 Coronet (6) 4-dr., $475*. 
’56 Coronet (6) 2-dr., $385*. 
’55 Coronet (8) station wagon 2-dr., 
$350*; 2-dr., $290*. 
EDSEL—’58 Corsair 4-dr. hardtop, $910* 
(ps). 
FORD—’59 Galaxie (8) Sunliner, $1,750*; 
Country Sedan (8) 4-dr., $1,695°; 
Fairlane (8) 4-dr., $1,210*. 


58 Ranch Wagon (6) 4-dr., $930. 

’57 Fairlane 500 (8) 2-dr, Victoria, $900; 
4-dr. Victoria, $885* (ps); Custom 
300 (8) 2-dr., $550. 


’56 Fairlane (8) Sunliner, $680, $610; 
2-dr. Victoria, $525* (ps); Custom 
(8) 4-dr., $590*; 2-dr., $550*, $535. 

55 Country Sedan (8) 4-dr., $495*; 
Fairlane (8) 2-dr, Victoria, $450*; 
conv., $425*; 4-dr., $380*; Ranch 
Wagon (8) 4-dr., $325; Main (8) 
2-dr., $165. 

’54 Country Squire (8) 4-dr., $200*; 
Custom (8) 4-dr., $150. 

’53 Fairlane (8) 2-dr, Victoria, $190* 
(ps). 

LINCOLN—’58 Capri 4-dr. hardtop, §$1,- 
660* (ps). 
’54 Capri 2-dr. hardtop, $185* (ps). 
MERCURY—’57 Montclair 2-dr. hardtop, 


$985* (ps). 
’56 Montclair 4-dr. hardtop, $675* (ps), 
$585* (ps); Custom 4-dr., $450*. 
’55 Montclair 4-dr., $450*. 


’54 Monterey 4-dr., $175*. 
’53 Monterey 2-dr. hardtop, $270* (ps); 


4-dr., $240*; Custom 4-dr., $110. 
OLDSMOBILE — 59 (88) 2-dr, Holiday, 
$2,200* (ps). 
56 (88) 2-dr., $600*; 2-dr, Holiday, 
$465*; conv., $460*. 
'54 (88) 4-dr., $155* (ps). 
PLYMOUTH—’56 Plaza (6) 4-dr., $530; 


2-dr., $475, $405, $385. 

’55 Belvedere (6) 2-dr, hardtop, $505*. 

’54 Savoy 4-dr., $255*. 

’53 Cranbrook 4-dr., $150. 

PONTIAC—’57 Chieftain 2-dr. 

$845". 

’56 Chieftain station wagon 4-dr., $765*; 
2-dr. Catalina, $600* (ps); 4-dr. Cata- 
lina, $560* (ps). 


Catalina, 


’55 Chieftain 4-dr., $420* (ps), $375*. 
’54 Chieftain 2-dr., $150*. 
RAMBLER—’57 Custom (8) 4-dr., $900* 
(ps). 
56 Custom (6) 4-dr, hardtop, $610", 
$555*; 4-dr., $510. 
MISCELLANEOUS—’57 Ford (8) Ranch- 
ero, $650*. 
’56 Ford (8) Dump, $635. 

’55 Chevrolet (6) %-ton pickup, $305. 
’53 Ford (6) %-ton pickup, $250. 
CHICAGO 
Greater Chicago Auto Auction, Sale 


every Thursday, Prices are for sale of 
Aug. 4. Sold 391 cars from 566 consign- 
ments. 


BUICK—’60 LeSabre conv., $2,635* (ps); 
2-dr. hardtop, $2,575* (ps). 
’59 Invicta conv., $2,000* (ps); LeSabre 
2-dr. hardtop, $1,900* (ps). 
"58 RM 2-dr. Riviera, $1,500* (ps); 
Special 4-dr, Riviera, $1,350* (ps); 
conv., $995* (ps); Super 4-dr, Rivi- 


era, $1,325* (ps). 

'57 RM 4-dr. Riviera, $1,105* (ps); Cen- 
tury 4-dr, Riviera, $1,050* (ps); Spe- 
cial 4-dr. Riviera, $875* (ps); 2-dr., 
$590*; Super 2-dr. Riviera, $800* (ps). 

’56 RM 4-dr. Riviera, $800* (ps); Spe- 
cial 2-dr, Riviera, $675* (ps); 2-dr., 
$410*; 4-dr. Riviera, $650*; Super 2- 
dr, Riviera, $480* (ps); 4-dr, Riviera, 
$475*; Century 4-dr. Riviera, $475*. 

’'55 Special 2-dr, Riviera, $625*; 4-dr. 
Riviera, $475°; 4-dr., $395*. 

'54 Special 2-dr. Riviera, $540*. 

CADILLAC—’60 (62) conv., $4,635* 
$4,665* (ps). 

"59 Eldorado 
Ville 2-dr. 
dr. hardtop, 
$3,700* (ps), 
350* (ps). 

"5S (60) Special 
(ps); (62) 4-dr., 
(ps); 2-dr. hardtop, 
dan de Ville, 2,495* 

'57 (62) Sedan de Ville, 
$1,900* (ps), $1,800* (ps); 
top, $1,685* (ps), $1,650* 
$1,640* (ps). 

56 (62) 4-dr., 

'55 (62) Sedan de Ville, $475* (ps). 

CHEVROLET—’'60 Bel Air (6) 4-dr., $2,- 
035*, $2,035* (ps); Biscayne (6) 4-dr., 
$1,800". 

’59 Corvette (8) conv., 
(8) 4-dr., $2,065* (ps); Impala (8) 
4-dr., $1,895* (ps); Impala (6) 4-dr., 
$1,850*; sport coupe, $1,620* (ps); 
Bel Air (8) 4-dr., $1,530*, $1,490, 


(ps), 


$3,800* (ps); de 
2,750* (ps); 4- 
(ps); (62) conv., 
(ps); 4-dr., §3,- 


$2,780* 
$2,310* 
Se- 


cony., 
hardtop, 
$3,330* 

$3,450* 


4-dr, hardtop, 
$2,580* (ps), 
$2,530* (ps); 
(ps). 
$1,995* 
2-dr, 
(ps) ; 


(ps), 
hard- 
4-dr., 


$1,225* (ps). 


$2,540; Nomad 


eens 
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Air (6) 4-dr., $1,460* 
(ps); 2-dr., $1,460*; Biscayne (8) 4- 
dr., $1,310*; Biscayne (6) 2-dr., $1,- 
275*, $1,250; 4-dr., $1,200. 

‘58 Impala (8) sport coupe, $1,490*, 
$1,380* (ps), $1,350* (ps), $1,310*, 
$1,300* (ps), $1,200*, $1,200; 2-dr., 
$1,225* (ps); conv., $1,240*; Biscayne 


$1,440*; Bel 


(6) 4-dr., $1,250; Biscayne (6) 4-dr., 
$1,150; 2-dr., $1,100; Yeoman (8) 4- 
dr., $1,205*; Bel Air (8) 4-dr., $1,- 
130°; Bel Air (6) 4-dr., $905; Delray 
(6) 2-dr., $1,000. 

‘57 Two-ten (6) 2-dr., $1,095*; Bel Air 
(8) sport coupe, $1,075*, $890*; sport 
sedan, $965*; Bel Air (6) sport sedan, 
$900; One- -fifty (8) 2-dr., $875*, $785; 
4-dr., $655. 

"56 Bel Air (8) sport sedan, $935*; 4-dr., 
$580; Bel Air (6) 2-dr., $490; Two- 
ten (8) station wagon "4-dr., $900*; 
Two-ten (6) 2-dr., $650. 

’55 Bel Air (8) conv., $455; Two-ten (8) 
4-dr., $490; Two-ten (6) 2-dr., $385; 
One-fifty (8) 2-dr., $200. 

CHRYSLER — '57 Windsor 4-dr., $785* 


(ps); NY 4-dr, hardtop, $650* (ps). 
DeSOTO—’58 Firesweep station wagon 4- 


dr., $1,250*; 4-dr, hardtop, $1,105* 
(ps). 
‘56 Firedome 4-dr., $660*; 2-dr, hard- 
top, $655* (ps). 
DODGE—’60 Dart 2-dr., $1,730*. 
’57 Sierra (8) 4-dr., $870* (ps); Coro- 
met (8) 4-dr., §$715*, $590*. 
EDSEL—’58 Citation 4- dr, hardtop, $970* 


(ps). 
FORD—’'60 Galaxie (8) 4-dr. Victoria, $2,- 


225* (ps). 

59 Thunderbird (8) conv., $2,965* (ps); 
2-dr. hardtop, $2,700* (ps), $2,150* 
(ps); Galaxie (8) 2-dr, Victoria, $1,- 
975* (ps); conv., $1,875*; Galaxie (6) 
conv., $1,550*; Ranch Wagon (8) 4- 
dr., $1,500*; Fairlane 500 (8) 4-dr., 
$1,390*, $1,090*. 

’58 Thunderbird (8) 2-dr, hardtop, §$2,- 
350* (ps), $2,150* (ps); Fairlane 500 
(8) conv., $1,300* (ps); 2-dr. Vic- 
toria, $1, 150°; Ranch Wagon (6) 2-dr., 
$875*; Ranch Wagon (8) 2-dr., $720*. 

’57 Fairlane 500 (8) Skyliner, "$1,280 
(ps), $1,200* (ps); 4-dr. Victoria, 
$900* (ps), $815*; 2-dr. Victoria, 
$790*, $750, $670, $630*; Fairlane (8) 
4-dr., $715*; Fairlane (6) 2-dr., $500; 
Ranch Wagon (6) 2-dr., $865*; Cus- 
tom 300 (8) 2-dr., $715*, $675*, $550*, 
$500* (ps); 4-dr., $500*. 

’56 Custom (8) 2-dr., $350*, $280; Ranch 
Wagon (8) 2-dr., $310, $290. 

'55 Fairlane (8) 2-dr, Victoria, $600", 
$270* (ps); 2-dr., $350*, $315*; 4-dr., 
$400, $395*; Country Sedan (8) 4-dr., 
$520*; Ranch Wagon (8) 2-dr., $290. 

LINCOLN — ’'59 Premiere 4-dr. hardtop, 
$2,850* (ps). 

’58 Premiere 4-dr., $2,035* (ps). 

‘57 Premiere 2-dr. hardtop, $1,775* 
(ps). 

’56 Premiere 4-dr., $645* (ps). 

’55 Capri 2-dr., $400* (ps). 

MERCURY—’59 Colony Park 4-dr., §$2,- 
150*. 
"58 Monterey 2-dr. hardtop, $1,000*. 
’57 Monterey 4-dr., $600*, $510*; 4-dr., 


$480* (ps). 

‘56 Monterey 2-dr. hardtop, $400*. 

’55 Monterey 2-dr. hardtop, §200. 

’54 Monterey 2-dr. hardtop, $205* (ps). 

OLDSMOBILE—’59 (88) Super 2-dr. Holi- 

day, $2,275* (ps). 

’58 (98) 4-dr. Holiday, $1,670* (ps); 
(88) Super 4-dr. Holiday, $1,570* (ps), 

‘57 (88) Super 4-dr. Holiday, $1,230* 
(ps); 2-dr. Holiday, $825* (ps), $485*; 
(88) 4-dr., $1,145*; 4-dr. Holiday, 
$900* (ps), $745* (ps); 2-dr. Holiday, 
$1,025* (ps), $825* (ps), $485*; (98) 
2-dr. Holiday, $1,025* (ps); conv., 
$880* (ps); 2-dr. Holiday, $825* (ps), 
$485*. 

’56 (88) Super 4-dr. Holiday, $850* (ps). 

’55 (98) 2-dr. Holiday, $225*. 

’54 (88) 4-dr. Holiday, $305*. 


PLYMOUTH—’'60 Fury (8) 2-dr. hardtop, 
$2,150* (ps). 

‘59 Fury (8) 2-dr. hardtop, $1,090* (ps), 

’58 Suburban (8) 4-dr., $1,335* (ps); 
Belvedere (8) 4-dr. hardtop, $1,125* 
(ps); Plaza (8) 2-dr., $460*. 

’57 Belvedere (8) 2-dr. hardtop, $760*, 
$610*; 4-dr., $695*; Fury (8) 2-dr. 
hardtop, $675*; Savoy (8) 2-dr., 
$525°. 

’56 Plaza (8) 4-dr., $480*. 

‘55 Plaza (8) 4-dr., $205*. 

PONTIAC—’60 Bonneville 2-dr., $2,650* 
(ps); Catalina 4-dr. Vista, $2,450° 
(ps). 

’59 Bonneville 2-dr. hardtop, §2,235* 
(ps);. Catalina conv., $1,790* (ps). 

‘58 Chieftain 4-dr. Catalina, $1,160*. 

57 Star Chief 4-dr, Catalina, $1,040* 
(ps). 

‘56 Star Chief 2-dr., $400; 2-dr. Cata- 
lina, $320*. 

55 Star Chief 2-dr. Catalina, $280°*; 


Chieftain 4-dr., $230*. 
RAMBLER—’60 Custom (6) 2-dr., $1,250*, 
’59 Custom (6) Cross Country 4-dr., $1,- 


620*; Super Cross Country 4-dr., $1,- 
130. 

‘58 Custom (6) Cross Country 4-dr., $1,- 
240°. 

STUDEBAKER—'60 Lark (6) 4-dr., §1,- 
650*. 


"59 Lark (6) 4-dr., $975. 


CALDWELL, N. J. 


Skyline Auto Auction. Sale every Thurs- 
day. Prices are for sale of Aug. 4. Market 
still holding here. Buying activity brisk. 
Could have used more clean, late models, 
Sold 204 cars from 270 consignments. 
BUICK—’'59 LeSabre 4-dr., $1,720* (ps). 

"58 RM 2-dr. Riviera, $1,460* (ps); Spe- 

cial Estate Wagon 4-dr., $1,440*%; 4- 


dr., $1,150* (ps); Limited 4-dr, Rivi- 
era, $1,430* (ps). 

'57 Century 2-dr. Riviera, $1,000* (ps); 
Super 2-dr. Riviera, $995*; Special 2- 
dr. Riviera, $940* (ps); 2-dr., $805*. 

56 Century 2-dr. Riviera, $665* (ps); 
4-dr., $605* (ps); Special 4-dr. Rivi- 
era, $650*; RM 4-dr. Riviera, $600* 
(ps). 

565 Century 2-dr. Riviera, $360* (ps); 
Special 2-dr., $310". 

'54 Special 2-dr. Riviera, $285*, 

'52 RM 4-dr., $115. 

CADILLAC—'59 (62) conv., $3,750* (ps). 

'58 (62) 4-dr. hardtop, $2,475* (ps). 

’56 (60) Special 4-dr., $1,360* (ps); (62) 
4-dr., $1,240* (ps), 

‘55 (62) 4-dr., $565* (ps). 


CHEVROLET—’'60 Impala (6) 4-dr., §2,- 


150* (ps); sport sedan, $2,050* (ps). 
’59 Bel Air (8) sport sedan, $1,685* 
(ps); 4-dr., $1,515* (ps); 2-dr., $1,- 
400*; Bel Air (6) 4-dr., $1,540*, 2 at 
$1,450*, $1,430*%, $1,425*, $1,405*, $1,- 
385", $1,315, $1,235; 2-dr., $1,450*, 
$1,325; Parkwood (6) 4-dr., $1,605", 
$1,565*; Parkwood (8) 4-dr., $1,605*. 
'58 Impala (8) conv., $1,570* (ps), $1,- 


(Continued on Page 62, Col, 1) 





To make a truly outstanding quality oil, 
Wotr’s Heap starts with the best—100%, 
Pure Pennsylvania, nature’s richest crude. 
Then WotrFr’s Heap is Tri-Ex refined three 
important extra steps for truly superior per- 
formance. are: 


THOROUGH DEWAXING 


- . . to remove wax impurities but 
preserve all of the essential lubricat- 
ing properties often eliminated by 
excessive or improper dewaxing. 


DOUBLE DISTILLING 


. .. by close fractionation in special 
reducing stills that expertly remove 
all unstable, inferior and non-lubri- 
cating fractions that cause high oil 
consumption, sludge and varnish 
deposits, excessive wear, corrosion 
and other harmful conditions. 


TRIPLE FILTERING 


. . . through a special and costly 
“filtering medium’’ under the most 
rigidly controlled conditions to re- 
move undesirable carbon, resins 
and heavy residual materials . . 

without removing the natural oxida- 
tion and corrosion inhibitors that are 
removed with less costly methods. 








There is no finer motor oil. Give your customers 
the best... WotFr’s Heap, Tri-Ex refined, 100% 
Pure Pennsylvania, scientifically fortified. 





WOLF’S HEAD OIL REFINING CO., INC. 
OlL CITY, PA. 


%* DEALERSHIPS AVAILABLE in the Western U. S. A. for the newest import with 
outstanding advantages to interest the American buyer. 


SABRA | 


—_ first automobile 
igned and produced 
ey = Ponicent Company. 


Parts for high performance English Ford engine are available anywhere 
in the U. S. . . . extremely strong and lightweight all fiberglass body 
provides favorable power to weight ratio and can be repaired anywhere 
. . low priced starting at $1951 advertised delivered price p.o.e. 
west coast. 
Complete line ¢« SEDANS, SPORTS CARS, STATION WAGONS, 
e¢ PICKUP AND PANEL DELIVERY TRUCKS 


Contact SABRA MOTORS, Inc. 
8833 Wilshire Bivd., Beverly Hills, Calif. 


Exclusive importer and distributor for Western America 
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aenbe oe station wagon 4-dr., $370* day (Aug. 2). Weather: Hot, Sold 377 cars 
‘ ° s from 545 consignments. 
U | C A « Pp 7 anes (88) 4-dr. Holiday, Washington Auctions ae 
* ( 88) 8 2-d li- * ANVILL’ 
se o ar ucti on r, I ces lay, $1, 650". ere eres ee Its Used Vehicles ee Auto ery a ee every 
"o Sr) aes cone. $1,100* (ps); (88) OLYMPIA, Wash.—The State | Wednesday (Aug. 3). Demand picking up 
'56 (98) conv., $885* (ps); 4-dr, Holi-| Of Washington is auctioning its |** ‘°°*°c° season draws hear. 
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day, $850* (ps). 
’55 (88) 2-dr. Holiday, $650*, 


used vehicles instead of trading 
them on new models. 


DYER, IND. 





Dyer Auto Auction, Sale every Friday 


"54 (88) 4-dr., $375*. 
(Aug. 5), Our percentage is beginning to 


170* (ps); Brookwood (6) 4-dr., $1,- 






































(ps). 
"54 Chieftain station wagon 4-dr., The first sale of 107 cars and 











140; Biscayne (8) 4-dr., $1,100*, $1,- $150*. | PLYMOUTH—’59 Belvedere (8) 4-dr., $1,- 
070*, $1,055", $1,050*, $985*; 2-dr.,| ‘53 Chieftain conv., $205. 500*, $1,470*, $1,460°. —m trucks brought $75,000, compared | 0 back to normal, thanks to the good 
gs00*; | wiscayne © oe ot” ,065*, ao Deluxe 2-dr., $320*, 7% Fury (8) 2-dr. hardtop, $1,325*;| with $60,000 to $65,000 that had a sams A aa “iy gaa ectae cae 
-dr., $990, R—'54 Champion (6) 4-dr., uburban (8) 2-dr., $1,090; Savoy (8 consignments. 
: $975, $970, $955; Biscayne (8) 2-dr., $190. F 4-dr., $930*; Plaza’ (6) 4-dr.. $760, | Beem expected in tradeins. + * * 
j + 9990°; Bel Air (6) 4-dr., $980°. WILLYS—'53 Deluxe (6) station wagon,| ‘57 Belvedere (8) 4-dr., $710*; 2-dr., - FONTANA, WIS. 
7 Two-ten (8) Sae.; S000" fue), S86; $110. $660; Savoy (8) 4-dr., $675*, $600*; Fontana Auto Auction, Sale every 
Two-ten (6) station wagon 4-dr., $525; | MISCELLANEOUS — ‘58 Chevrolet (6) Savoy (6) 4-dr., $550. Ford (6) %-ton pickup, $770; (8) %-| witsday (Aug. 4). Sharp 'S? and older 
| One-fifty (8) 4-dr., $785* (ps), $690*. 3100 carryall, $740. '56 Belvedere (8) 2-dr. hardtop, $330; ton Mekup, 9700; GMC (6) panel,| ii big comand, Sold Ti percent of 18 
56 Bel Air (8) 2-dr., $685*; Two-ten "54 Chevrolet (6) 3100 carryall, $150. Plaza (6) 4-dr., $300. ; $750. soniinineh . pe 
66. twoten ts) statio! 4-d ‘an Chovretet (6) ponsl, S188. "5S Belvedere (8) 2-dr., $485*; Savoy a nee ss oP sso0,' Takes % Sr ale 
, 1o~ m wagon 4-dr.,| 54 Ford (6) F-250 %-ton, ; (8) 2-dr., $350; -dr. - , a ; ge (8) 
$510", $500"; | Zwo-ten (6) Zar. $405, me, S888 we be CSM MOP. Meh oe %-ton pickup, £570; Stuaedaker ie MANHEIM, PA. ie 
; : Air (8) 2-dr., 5*; One- PONTIAC — ’5 -dr. * -ton pickup, ; (6) panel, anheim Auto Auction, Sale every - 
. fifty (6) 4-dr., $175. SACRAMENTO oy re er eee $380. day (Aug, 5), Weather: Cloudy, Sold 76 
"54 Two-ten (6) 4-dr., $410*; One-fifty| Sacramento Auto Auction. Sale every| ‘58 Star Chief 2-dr. Catalina, $1,050*, ’54 International (6) stake, $250. percent of 737 consignments, 
ss of in ni ee gade>= (ps); Bpecta! seen. Prices are for sale of Aug. 4. ’55 Star Chief 2-dr. Catalina, $580*; os wae 3} Ci aaa 5215, 
9 ; Specia —'60 LeSabre 2-dr., $2,535* ( Chieftain 2-dr, Catali 430°, ep : , . - 
station wagon 4-dr., $275, $160. 59 LeSabre 2-dr. hardtop, $2,170* (pe). (ps). ee oe 48 Dodge (9) Same trnek, $510. Schmidt Associates 
CHRYSLER—’58 NY 4-dr., $1,480* (ps); "58 Super 2-dr. Riviera, $1,600* (ps); ’54 Star Chief 2-dr., $250*; 2-dr. Cata- s 
Saratoga 4-dr., $1,245* (ps). Special 2-dr, Riviera, $1,330*. lina, $200*; Chieftain 4-dr., $195*, Auctions in Brief Completes Expansion 
a Windsor 4-dr. hardtop, $960* (ps). Taner ener Estate Wagon 4-dr., $1,- nAMnen— 9 Super a Country R J DETROIT. — William M. 
indsor 4-dr., $615* (ps). ps). -dr., $1,760; 2-dr., $1,340, BORDENTOWN, N. J. e 
'S4 NY Deluxe 2-dr., $170° (ps). ‘56 Special 4-dr., $730* (ps); Century| ‘57 Custom (8) 4-dr., $920* (ps). National Auto Dealers Exchange, Sale| Schmidt Associates, industrial de 
DeSOTO—’58 Firesweep 4-dr., $1,040*. 2-dr., $640° (ps); Super 4-dr., $530*| STUDEBAKER—'59 Silver Hawk (8) 2-| every Wednesday (Aug. 3), Buyers were sign firm in suburban Harper 
’57 Firedome 4-dr., $855* (ps), $815°*. 1s mos iol 20r, 80” winnverw SS tet inti 2, | 282in_ out in large numbers, and bidding Woods, has enlarged its studio. 
DODGE'S8, Coronet (8) CABELL AC—'60 as) Gpetiai é-dr, hare-| 49. Station wagon 4-dr., $166," | SECEY on clean unite of oN years and| Extensive use was made of 
r Coronet (8) 2-dr. hardtop, panel pecia -dr, - models, Sold 77 percent of 488 consign- 
$1,070* (ps); 4-dr., $1,000* (ps); 4- top, $3,900* (ps). a pF Ford (8) Ranch- ments. glass, stone, natural woods and 
|_ at: hardtop, '$985* (ps). CHEVROLET—'59 Impala (8) conv., $1,-| +5§ Ford (8) ‘Mrtor pickup, $1,030; (6) Oe cork. The expansion provides 
* ea om (8) % ae 875* (ps); sport coupe, $1,795; Brook- %-ton pickup, $810, : P CHICAGO work space for 30 designers, each 
net (8) to, $840* (ps), 3620", on si mee?, ai ta ieee 4-| °57 Chevrolet (6) %-ton pickup, $800;! Arena Auto Auction, Sale every Tues-| of whom has his own booth. 
"56 Coronet (8) 2-dr., $520* (ps); 4-| ‘58 Impala (8) sport coupe, $1,760* 
dr., $305*, $165*; Coronet (6) Subur- (ps), $1,630* (ps), $1,610*; 2-dr., $1,- 
pba, 2a» S270" ease, . - (ps); Brookwood (8) 4-dr., $1,- N C ° l C R e ° 
ronet (8) 4-dr., $200°. ; Air (8) sport coupe, $1,- mm t t 
53 Coronet (8) 4-dr., $138°, $115°, eae, Scns ae ok ew UO erciai-Uar egis rations, 


$1,180*, $1,140*, $1,120*, $1,090*; Del- 
Tay (8) 4-dr., $780". 
‘57 Two-ten (8) station wagon 4-dr., 


FORD—'60 Ranch Wagon (8) 4-dr., $2,- 
110° (ps); Fairlane (6) 2-dr., $1,500. 
’59 Galaxie (8) 2-dr. Victoria, $1,755* 


All States for June, 1960-1959 


(ps); Fairlane (8) 2-dr., $1,440* (ps); $1,170*; Two-ten (6) station wagon 2- 
4-dr., $1,375* (ps); Fairlane 500 (8) dr., $1, 105*; 2-dr., $820*; One-fifty 
4-dr., $1,325*; Custom (8) 4-dr., $1,- (6) 2-dr., $765, 
225, $1,000. ’56 Bel Air (8) sport sedan, $875*; Two- 
’58 Fairlane 500 (8) 4-dr. Victoria, $1,- — (8) 4-dr., $735°; Two-ten (6) Del- 
pa a Custom A * 2 y, $600°*. Stude- 
*, 20; Custom (6) 4-dr., 55 "Ba Air (8) 4-dr., $600*; Bel Air (6) Whi 
$785; Custom (8) 4-dr., $805; Fairlane 4-d Mack | baker He | Wittys | Wtlec. 





, $550. 
(8) 4-dr., $775*. "53 Bei Air (6) 2-dr., $505*. 















































’57 Ranch Wagon (8) 2-dr., $795*, $625; | CHRYSLER—’57 NY T t 34 States Previously Reported 60 61| 13848] 150] 1855| 12148 3820| 5340]  682| 337; 779| + 1537| 2089| 42646 
Fairlane 500 (8) 2-dr.,” §750;' 4-dr., |" "gi 719* (ps); 2-dr., $1470" (ps) | _ For June . ‘59|___67|_13615| 182) _2773|_12381| 2922) $460] 48| __272|__—879| _1344]__1717| 42430 
Soro; atae. ges", 4000", 8 2 at: | DeSOTO—'56 Fireflite 4-dr., $595° (ps). | Alabama 60 | ay 3 7 toe (a3; ~«4|——«3| = 
Zar. ‘onnee'Goe posen—ss Sierra (8) 2-dr., $1,435* 59 708 | 7 430| 156] CS ae 15] 45|_—1639 

"56 Country Squire (8) 4-dr., $920* (ps); ’ i Arizona "60 499 83 |. a 107 2 16 40 64 1333 
Pairiane (8) conv., $066 (ps); 2-dr. | proteome far.» $136. 7 59 | #3 | &l a eel at atc] as] al _t007 
Victoria . - Ranch W 2 EDSEL—’58 Pacer 2-dr. hardtop, $925 ; : . oe peer fimerninaen Sassen Licsiin © Nettina — coecinsess= etentiere 
ne , 550° (ps); ‘agon 2- (ps); Corsair 4-dr., $865°. California 60 | 3276 18; 316] 2 7 628 = 60 ff 238; 648, 9081 

$265*, $255; Main (8) 4-dr., $230.| roRD—'60 Galaxie (8) Stariiner, $2,240° 59 ay 12| 503! 3185] 548} 67 38 53 82} 204 —588| +9822 

'55 Thunderbird (8) conv., $1,280*; Fair- ) .$ , cae 1 ee a a a ; 
lane (8) 2-dr. Victoria $325°. ’ (ps ). Georgia "60 | ae 4 eee oe 623 165 220 7 15 30 26 79 2045 

54 Main (6) 4-dr., £195; Crest (8) 4- Soa Wena ae ~ 4% Ss oe '59 1008 I 114| 854 199| 203 27 22 33 26 83} 2568 

7” ’ : -dr, t 7 ; — _— _—_— — _—_—_ a a = 
| ar., $190; Country Squire, $100. $1.905° (ps): Fairlane (8) 4-dr $1. | ‘diana ‘60 | 962 11/120) 788) +253) +~«447/~=SCt«=«OS2]St«C 42; 58) «(149,299 
51 Victoria (8) 2-dr. hardtop, $145*. * * Be 59 903 7 153 737 214} 380 60 37 46) 44 80 2661 

IMPERIAL—’ I tal Q-dr. hardt 555°, $1,510°, $1,420*%; Country Se- | J ig a tt oo an 
Teo. | Sam RD Gate, $1,008; Custom 960 (6) | lowe $9 | $8) ag a 210 | a a) a a a 
’ . -dr., $1,415. 

"56 Imperial 4-dr., $870° (ps). ’58 Thunderbird (8) conv., $2,430* (ps); | Kentuck %0 5I a ua “6 Coe 
, +» $2, ; 9 5 41; 390|—stI7|—S—«W449 10 ul 13 19 28; 1302 
LINCOLN — 08 Premiere 2-dr. hardtop,| “‘Pairiane 500 (8) 2-dr., $1,245° (pa);| ‘59 a ee a a ee 
'S7 Capri 4-dr., $1,060* (ps), Victoria, $1,060" (pe), Counter Badan | Massachusetts es | S| 38 128) 216) 19 BL 70) toa) 1326 
‘56, Premiere Sar. hardtop, $845* (ps); (8) 4-dr., $1,200; Custom (8) 4-dr., |_—_ ‘59 3| 247 330} 9 161 26 2 28; 7 gi} 119 
MERCURY—'58 Sontelts 4-dr., §1,720° $595*. Michigan ‘60 7 914 10} -202|—=—«4950| = «s«399/ S298 16 14 a et 129} 3080 
“1 » $1, "ST Thunderbird (8) conv., $2,175 (a); 59 1350 7|__275| 1306] ~—273| = 29% 35 2! —«48}_—s113|_—=s:49|_—«3878 

’ ‘airlane (8) 2-dr, Victoria, $1,-| Mississippi 60 594 I 31; 420!~=«36)~—Ss«d'84 9 6 10; +10; ~—=«22|—=—« 423 

58 Monterey 2-dr., $1,020*, 090* (ps); 2-dr., $900, $530*; 4-dr., Pe i i 

St Monterey ana: seas: wont | Sloe! Carey Bar Sana |g a ee ee ee ee 
$570. aritop, $880* (Ps); 2-dr..| +56 Country Sedan (8) 4dr. (9 paas.», | Missouri 59 | 3 3] ital Sool tal ooeet stall ae] a] aa 

a Cabin 4-€e., G508; de. berenen $770* (ps); 4-dr., $760; Fairlane (8) ; be Nn ce Yee ent 

00° ” ’ ° , 2-dr., $685*; Custom (8) 2-dr., $540. | Nevada 60 | 72 | a. a tol 56 | 4 | 9 14 265 
15a Monterey 2-dr. hardtop, $200* (ps).| "55. Fairlane (8) 2-dr. Victoria, '$560°; ‘59 101 uN a ae 6 15 27|__(313 
NASH—'52 4dr, sedan $110, Ps).| “conv., $350; Main (8) 4-dr., $390, New York °60 4) Tayi 17| 223) 1226| 381|  @60|121| 25) 179) 239) 268) 4864 
OLDSMOBILE—'59 (88) 2-dr. Scenic, $1,-| tom® a) ade $200; “Crest ‘> anv, = tee Bo ne been Reta te Zz Fenelon eta 

210% (ps). $250. =, : ** | Oklahoma *60| | m6 3 ss 633,164 196) 7] z| 30 14 a1 ass 

58 (98) conv., $1,690* (ps); (88) Super| LINCOLN—’58 Capri 4-dr. hardtop, $1,- 59} 3 540 88 208 7| 9 
4-dr. Holiday, $1,600° (ps); 4-dr., $1,- 860* (ps). Oregon "60 | 38! ‘| 42; (326 173 136 4 29) 18 37| 45| 1199 

800% (ps), $1,495° (ps), $1,420* (ps).| +56 Premiere 4-dr., $950° ( 59 434 2 43! 327 79|___*(120)_—Ss8 a al St]: a 

57 (98) 4-dr., $1,075* (ps); (88) 2-dr.| +53 Capri 4-dr., $220* (ps). South Dakota "60 152 2 14| ‘100 | 4 3 7 10! 499 

,_ Holiday, $1,015* (ps). , | MERCURY—’59 Monterey 2-dr., $1,170*. 59] | 157 e 31| 130 31 90| Be | > 9 10 467 

= (88) Super 2-dr. Holiday, $540 '58 Park Lane 2-dr. hardtop, $1,630* ; ; - ee el 

| (Ps), $425 (ps), $1,450° (ps): Commuter 4-dr., | Texas “60 | 321 | at 176| 2161; 539| 657 36 39 9) «9! | i 

54 (88) 2-dr. Holiday, $345* (ps). $1,355* (ps): Montclair 2-dr., $855. 59 3689 307] 2370! 485) — a 63 45 77| 130) ~—sNNS| 7926 

PACKARD—'55 Clipper 4-dr., $180*. '57 Monterey 2-dr. hardtop, $1,350* (ps), | All States 60 99| 29513|  246| 3449| 24799 7728| 10145) 991]  650| 1384 2545| 3966| 85535 
PLYMOUTH ‘80 Buburban (8) Deane | 4- $950, $885. 3 hoe For June 59 101} 30813) 235} _— 5065) 25929) 5911] wa 1270} 553] —1489| +2308] +* 3475) +87082 
r., $1,625*; 4-dr., $1,235*, $1,160*;/ ‘56 Monterey 2-dr., $690* (ps); Custom | ~y,,- "60| 609| 167213| 1423) 22015! 146992) 41101) 5 5983| 2387) 7994| 14529| 23209) 491453 
Sever (6) Sit., Oto te). station wagon 4-dr., $685° (ps), $545°| 15 Date '59| 553] 167787| _1275| 27679) 137146| 35183 49340] 7121; 3176] 7783| 12878] 20364| 470282 








"58 Savoy (8) 4-dr., §$970*, $840*; Sub- 
urban (8) Custom 4-dr., $605 (ps). 


’57 Plaza (8) 4-dr., $575. 


(ps). 
‘55 Custom station wagon 4-dr., 
(ps); 2-dr., $470*, 


Compiled from official state records. Data property of R. L. Polk & Co. May not be copied, sold or reprinted without Polk permission. 


$620° 
Corvair included in Chevrolet totals, Falcon in Ford and Valiant in Plymouth. 










































































































'56 Plaza (6) 2-dr., $230. i ae 
'55 Savoy (8) 4-dr., $235; Plaza (8) 4- 
dr., “=. $180; Plaza (6) Suburban N P C R . * All S i 1960 1959 
4-dr., le 
peti ee Colatins éer., 93,120° ew Fassenger-Uar hegistrations, tates for June, - 
(ps). 
‘58 Star Chief 4-dr. Catalina, $1,360*. 
’57 Chieftain 2-dr., $705* (ps). ar registra- 
’56 Star Chief 4-dr. Catalina, $810* tions as com- FORD Olds- Stude- 
(ps). piled by RK, L. TOTAL mobile TOTAL baker 
'S5 Star Chief 2-dr. Catalina, $400* Polk & Co. 
' 1205| 21893] 24016] 51740| 65338/ 7430| 9879 12438|  6266| 93031| 15360| 20005) 147089) | S419| 24666) 335758 
D S t Withdr. Ap 8 iets 309| S| dare 2907| an 59044! 97259) 2141 1062/7335! B7797| 1687] 6256 18341| 20422| 136904| 6584) 30575 Bs 
e€Soto 1 aws |=; 0 21 ny | sa) 812 a Su $8] tonsa] 3) “2 145251) 1633) 63 336/395 | 
e so 183 28 901237 788 24 | 
m so ng forni ; in 2575| 3774 a7 155| 1061 1884) 13877) 1293 1369) 10885) 1746 17557 5441 is 
Fro Spon ri ene ‘S9|3824 00| 124) 280) 1179] 2972] 494i | 11455 273] 186! 1006) | \3970| ta7t| 1382] 11420] 2198] 2592] 19033) 1016| 10051 51785 
7 n 70| 1408) 1350) 3087) 4067] 58) 5!i) 533) 5169| 1032 5748, 1325| 1470|  9941|  660| +—-948| 21175 
Fla. Golf Meet ve | tial 213 tas} eel 1408 | 2502] 4796) 160) 69/485 5490| 907 362| S2n2| tesel sia) Se2t| 913} 9531 20628 
ae i , 19 13 ~ 440/509) —«(1074| (1638) 14 194) 203) +2049 +«=«346) +~=—«105|~—=«226 432| 3467 97, «-293) «7599s 
BRADENTON, eee wid Bap | Sel sels) oa|_ tas 610] t0s8)_ 25st] 56|_—I7|_—a77} | For] 329] Iri|__3462] 480/526] 4010] 193] 30819118 
not sponsor the 1961 oO pen | Kentucky 0] 424) 48 8) 21| 373) 422) 872) 1369) sea) 168] tra) asa) 77 353| 399| 3040/92) 368 6500 
Golf Tournment or participate fi- 59} 333/42 " 35{ 171] 424} 683)_—1743]_— SH] 2] | _1943|__-270 a 408} 431| 2856) ~—«107|_—S 416] 6338 
nancially in the Hernando DeSoto) (jassechusetts 60! 1544| 216; ~—«38|~=4|~—=«d2N5|—«1389| 2922/3409 | 47|_ 347/393 4196|578|352|4073| 814) 839) 6656! 313) 1274] 16905 
celebration to be held here next ‘59! 1360 251| 33| 137] _517|__—*1594] 2538) 4028 81 56| 290 | 4455} 572|_—277|_—«3376| —«*1035)_—S879|_—«139}_——310]_—«1583)— 16387 
h, accordi to Jim Kopel, | Michi 60 340 65 126]  2597|  2692| 5820 105] 1077| 1465) 10634) 1699! 596| 9749| 1841| 2599| 16484/ 335/ 1410] 36468 
eanae, relations aiuehoe for Delete eee bl yr) 3a 63| _339|__-1036|_—-2880|_—4659 al a: 164) 1504 13684] 1834} _—_802|_11346| _-2744|_~—«3496|—-20222|~—642|_—2160| 43639 
ississippi y i 52 4 li} 174 221| 462) ——«860 ome 70| 70) 1004) 170) 41) 1217) 230) 230)  1ee8| 48/219) 3802 
Pe ee peas 1 isl 48 | isl “si TotL St] Seale) at | tora t82|__St{_toaol 3091 273|_t768| 73783740 
» Missouri “| 7el| 100 2) Si|—‘8i2 1837) 2469! 17| 203) 252|  2941| 446| 238|3839| +522/ 767) 5812 +127) +558) 12036 
to the tune of more than $40,000) "'"°Y" '59| 863} 100 24 * - ol it 1535| 3370) 64 31] 229 3694} 524] 272] 4049) 677! += 756| +6278) += 240) ~——«973| «13583 
this year, is pulling out “because | Neveds | 43 i wi” % | 6 33 27| 162] | 10 88 35 202; «I 75| 567 
the tournament’s effect on the sale ‘59| 4 4| 3\ B. —_— 19} 40]_—s«129 9 6 24 168} 27 eS 36 47|__ 245} 15] (:103}_—— 12 
De w: mm ~ | New York "60|  4085|1i24| 177 ~11825|~ 10447 167| 1214| 1654| 13482| 2207| 1689| 14978 3358|  3512| 25744) 1163 5278| 62377 =| 
nthe a. irs publicity derived : S| 3a0| 769) 109] 420 ne __ 6673) 10570 233| 208] 1087 12118) 1612|__1382|_ 1020/3838} 3622| 21474! 1196) —5523| 50424 
Okleh 0) 448,~—~=COO 8 19) 294 “om 666| 1367! 12 123) 150) 1652) 25! 95| 1924) 369| 385) 3024) +«56| 249) =«6005tsiSd 
— it.” ee 9) $31 15 31] 125 | $$) _1775| 2] 10 150} 1958] 284) —125|_—2167|_—4tt|_~—460|_—«3447!~—«*100|_— 475] 890 
The car manufacturer will con-| G25; 60| 478) 33 8 | 2i2| 337| sari 12 | toa) var] tora 11 | at) Teal 55) 1744) top) s52) 4582 
fine its activities in the '61 pageant 59] 585) 3 14 34] 84) 299) 462) 1120) 9 79 | 1245] -136)_——67}_—s93)_——232| 309) 1937] 160} ~— 862] 5251 
and tournament to publicizing the} South Dakota 60) 107! 8 | 7] | 81} 193) 245 | 1 34 31) 4; -20|.~=«341 63 54, 524) 26 65| 1226 
celebration which honors the ex- 59/93] 4 34 103} 160} 348 8 4 42 402 40| Ws 7i|__—o7}_—s S80] 35] 3]__—s*'333 
plorer for whom the car is named, | Texas “0| 1435|237/~«59| ~~-69| ~~«1268| +1728 +«3361| —-5992/ | 55| 366) 632|  7045| 1094/5647! 9094! 1657! 1777| i41e9|  334| 2523| 28887 
Sam Petok, Ply mouth-DeSoto- 59 1402} 246] ~ ~=— 86] _—st1| 628 gana 7a i} 18} 539 8843| ae 417| 609} 9279) __ ae) | 1971] 15435} 480) 3201) 32077 
Valiant publicity director, disclosed| A"! States 41158 1230| 2084/3817 | Tizeas | 1493| 13018 17583| 149779) el Teel saa Velze4| 2 35288| 258994) 9608| 44255| 595864 
i 1 tte to Walt Tall 5 | aes 4 ee Sane ST 6a! _—GAA|__ 1200} _4827)_tS421)_ 4 140501| 3774] 2005} _13310/__—|_:159590/ 21325) 11878 416009! 34575| 37594 251381| 12175| §8083| 585932 
=. carer oF ey, Presi- | Year 21923241009) #291)” 14795) 193312 | i "725695 11894) 81702 Ss216) 874507| 135437! 76488) 887671| 178254) 207911|1485761| 59013! 276229|3411169 
dent of the pageant. To Date ‘59| {7oe40] 31978 72685 19578 332570| 735179| 24240| 15037| 76962 851418) 134933| 75943| 757050| 194882| 201061 |1363869| 68571| 294542|3087810 | 
a 








A '61 DeSoto car will be intro- 


duced hext month. Compiled from official state ie es ee of R, L. Polk & Co. May not be copied, sold or reprinted without Polk permission. Corvair included in Chevrolet totals, Falcon in 


Ford and Valiant in Plymouth. 





Petzold Plymouth chooses LINCOLN 


CEILING 
LUBREELS* 


nnn 


‘‘We have discoverec wosi 
a modern Lincoln lubricati | 
department attracts|more\ | [ili aoe | 
lube business.’’ \ i AIT 4 a, an oe | 


says: Mr. J. L. Petropoulos 
peral manager 


tee % 
| 





‘It takes appearance and service to build increased sales and profits in the 
lubrication department. Our Lincoln lubricating equipment has provided us with ! 
this opportunity.”’ 
Time and again we’ve heard these same words—appearance and service— | 
repeated by other service dealers throughout the country, when asked why they 
chose Lincoln Golden Standard Ceiling Lubreels. The gleaming white and gold 
styling inspires customer confidence and adds showroom elegance to any lube 
room. Its efficiency . .. smooth operation . . . and ease of handling let the operator | 


do faster, neater, better lube jobs. 
Appearance and service. Excellent reasons why it will pay you to invest in | 
Lincoln Golden Standard Ceiling Lubreels—the industry’s finest lubrication 


equipment. 


For complete information, write for Catalog 57. 
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Sales Testing the Peugeot Wagon 


(Continued from Page 13) emergency brake is at the driv- 
er’s left. Headlights and turn sig- 


nals both work off levers mounted 













move a demonstration ride in over- 
drive as much as possible. Third 


“wonder metals,” aluminum and 


stainless steel, prospects should be 


directed to the wide use of both 
materials in the Peugeot. 





















ity heating systems, single-key op- 
eration for all locks and raised 
bumper guards. Other standard ac- 
coutrements include _ whitewall 
tires, electric clock (which “work- 
ed” in the sense it wag only eight 
minutes fast), map pockets on the 
doors and leatheret upholstery. 

A Peugeot point that can’t be be- 
labored enough is the rigid inspec- 
tion system at the plant in Sochaux, 
France. Eleven hundred employes, 









































is its own testimonial to the ve- 
hile’s ease of handling. 

One of every 20 new Peugeots, 
says the factory, is driven 30 miles 
to check power output and gas and 
oil mileage. Each week, a car off 
the line undergoes a 310-mile check, 
then is completely disassembled to 
locate any parts showing wear. 

Considering all this attention to 
quality-control, it’s unfortunate 











































































































































































































































































































































gear on the Peugeot has a definite} on the steering column, in true 
whine which leads novitiates to the} Gallic fashion. Bumpers and most exterior trim| (1. worker in every 17, serve as in-| that the standard Peugeot radio c 
f stainless steel. Alumi i oe 
impression that the engine either; what with all h See Oh Ss ess steel. Aluminum 18/ . vector uality-control techni-|C°™Pares so unfavorably with other t 
at wit the hubub for h pectors, q y ° 
is noisy or the driver is in low gear.,. =. = == | used extensively in hardware, trim/ 144. and engineers. makes. | 
A Peugeot can be driven almost and mechanical ee oe I Each new Peugeot is driven At an East Coast port-of-entry gi 
indefinitely in third gear, but gas| Checker for Nadler-Scott |#ine head and int “4 oa ia f ds bly line to a test | Price of $2,490, the Peugeot station wi 
consumption and the nerves would| op pyELAND—_N dler-Scott M crankcase, pistons and drive train| from assembly wagon is competitive with other oe 
suffer. ‘ -—Nadler-Scott Mo-| housings. track to check soundproofing, | .onpacts similarl itont The 
? eee tors, Inc., 10540 St. Clair Ave., has * * # braking, front-axle alignment and P . | or er: 
been appointed a Checker dealer. ° new Peugeot 404 model will be us 
Integral Construction Milton Nadler and Alvin Scott or- Later Improvements water sealing. Wheels are bal- | available in a four-door sedan only on 
L™= almost all compacts, the| ganized the firm last year as a| PNCIDENTALLY, later models of anced at the factory and the tight | next year, leaving the field wide we 
Peugeot offers integral body/ used-car dealership. the wagon feature higher-capac-| cornering of the Peugeot wagon | open to the 403 wagon. be 
construction, Twelve-volt electrical 
system is unique in that four fuses R , * Si M h 9 T ] 1960 19 59 
are dash-mounted for easy replace- New-Passenger Car Registrations, Six Months’ Total, - T 
For that matter, the Peugeot en- otl 
gine is a mechanic’s dream. Wind- ‘ar registra- CHRYS us 
shield washer reservoir (washers tions as com- Dodge LER Lincoln FORD Olds- GM. TOTAL br 
also are standard equipment), elec-|| piled Py R. | TOTAL eutigss on ea re 
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Compacts’ Role Debated .. . 





Shop Business Shows 
General Decrease 


(Continued from Page 6) 


customers then would have gone 
to the import dealer’s shop. 

On the other hand, a West Vir- 
ginia dealer is typical of several 
who said the compacts have hurt 
service business. He said the buy- 
ers of compacts might have bought 
used cars, had there been no Ameri- 
can compacts. Since the used cars 
would need repairs, his shop would 
be doing more business. 

* * * 

HE dealers who feel that com- 

pacts have hurt the service 
business have few explanations, 
other than pointing to the loss of 
used-car buyers who would soon be 
bringing in the older models for 
repairs. 

A Texas dealer did point out 
that compacts have “increased 
tool and school costs.” A Chevro- 
let dealer in South Dakota said 
the Corvair’s air-cooled engine 
“will kill radiator work,” which 
is a big item in the North Coun- 
try. 

The survey asked the dealers 
whether the introduction of the 
compacts had boosted their parts 
inventories materially. Less than 
half of them said it had. 

Of those reporting an increase in 
their inventories, the boost amount- 
ed to about 10 percent on the aver- 
age. There was one dealer who 
upped his inventory by 20 percent 
and another who reported a 3-per- 
cent increase, with all other replies 
ranging between these figures. 

oe ae * 

EVERAL dealers reported no in- 

crease in inventories but said 
they expected that they would have 
to make an increase later. Others 
said there had been a small boost 
so far, but more was coming. 

Another survey question asked 
whether customer labor sales per 
repair order on compacts were 
higher or lower than sales per 
order on conventional cars. 

Just about all of the dealers 





Importer Bars 
Moskvich Sale 


Because of U-2 


SYRACUSE.—The Russian-made 
Moskvich automobile will not be 
sold in the United States unti] U-2 
Pilot Francis Powers is freed by 
the Soviets, importer Robert Castle 
said. 

“The Moskvich is in mothballs 
until Mr. Khrushchev (Soviet pre- 
mier) sends Mr. Powers home driv- 
ing one,” Castle said in announcing 
suspension of the sale of the small 
cars. 

Castle said he expected to get 
$1,400 each for the 10,000 Russian 
cars he had contracted to import. 

He said fewer than 100 were in 
this country. He had expected to 
receive 500 more in June but can- 
celled the order because of the col- 
lapse of the summit conference, he 
said. 

“Unfortunately, ours is a business 
tied in too closely with political 
tradewinds and, since the summit 
collapse, we haven't cried to sell 
Russian products,” Castle asserted. 
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Don’t lose the sale because you don’t know 
the “going” price. This authoritative monthly 
keeps you “on top” of the market. For sub- 
scription write... 


The Imported Car Gold Book, Inc. 
46 Fulton Ave., Hempstead, N. Y. 
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replying said sales per order were 
lower. Three said they were 
about the same and one dealer 
in Texas said they were higher. 

Dealers’ comments on the over- 
all picture of servicing the com- 
pacts were just about evenly 
divided between cheers and com- 
plaints. Some of the cheers in- 
cluded: 

An Ohio dealer said compacts are 
“a lot simpler and cheaper to serv- 
ice.” A Montana dealer commented, 
“We note that as a rule compacts 
taken in trade need less recondi- 
tioning than regular models.” 

+ + * 
KENTUCKY dealer said, “The 
simple design of the engine 

makes it much easier to service.” 
A dealer in the state of Washing- 
ton was enthusiastic: “Wonderful. 
Factories tried to improve, Custom- 


ers much happier with the car and 
that helps retain higher customer 
goodwill that keeps ’em coming 
home for service.” 

Enthusiasm for the compacts is 
shared by those who have handled 
them for years and those who are 
just completing their first year in 
the m arket. 

An Illinois Rambler dealer 
gave this summary of servicing 
the compacts over a period of 
years: “We love it. They are well 

built and troubles are few and 
far between. The service is of the 
best type and our owners are giv- 
ing us the service.” 

A Ford dealer in the same state 
had this to say: “Our Falcon has 
proved to be one of the best made 

cars we've ever sold as of the pres- 
ent time. We find, at this stage, 
they need little servicing.” 
* * * 

THE dealer’s view of the work- 

manship that goes into com- 
pacts varies with the type of cars 
that happened to go through his 
showroom and shop. A Wisconsin 
Valiant dealer commented: “Not 
much (service) is needed as they 
are built better than the big ones.” 





La. Check Uncovers 
125,000 Vehicle Flaws 


BATON ROUGE, La—A state 
police check shows there were 
85,000 vehicle light violations and 
more than 40,000 mechanical de- 
fects found the first six months 
of this year, reports Public Safety 
Director Murphy Roden. 

“Our new vehicle safety in- 
spection law, which is scheduled 
to go into effect in 1961,” Roden 
said, “should eliminate most of 
these violations and make travel- 
ling on Louisiana highways much 
safer.” 

He added that defective brakes 
were a factor in at least 709 
rural traffic accidents last year, 
with 10 fatalities counted. 





has this to say: The compacts 
are “just like rest of cars, just 
thrown together. If they would 
start putting quality in cars, it 
would be a pleasure to be in the 
car business.” 

Those dealers who feel that serv- 
icing the compacts presents new 
problems appear to be in two 


A Valiant dealer in Oklahoma | groups—those who have real prob- 


65 


lem and those who are a bit prej- 
udiced against compacts, 

In the area of real problems, a 
South Dakota dealer said, ‘“With- 
out additional equipment (for serv- 
icing the compacts), it is a head- 


ache.” 
* + * 


EVERAL dealers who do not sell 

compacts and others who are 
located in smaller cities said they 
had not invested in the tools, parts 
and equipment to service such cars. 
Many indicated they would make 
the investment as more compacts 
go into service and additional lines 
are introduced, 

A Connecticut dealer pointed out 
another problem: “We find the 
average customer (for service on a 
compact) is much more critical 
than those in the conventional 
class.” 

A Wisconsin dealer sums up 
what he thinks about compacts 
and what he does about it this 
way: “We don’t like them and usu- 
ally send them to gas stations.” 

An Alabama dealer had a warn- 
ing for his fellow dealers: “I be- 
lieve the 1961 market will be so 
competitive in the lower-price 
range of automobiles that all deal- 
ers should move very cautiously in 
increasing inventories and equip- 
ment to service compacts.” 





SOLID FOUNDATION 


GENERAL MOTORS AUTOMOTIVE TEMPERATURE CONTROL EQUIPMENT BY HARRISON 
- -» PERFORMANCE PROVED UNDER THE MOST EXACTING CONDITIONS! 


HARRISON RADIATOR DIVISION. GENERAL MOTORS CORPORATION. 
AUTOMOTIVE RADIATORS - 


Harrison pyramids progress with a solid foundation of automotive 
temperature control equipment . . . performance proved in test after 
test! Proved in modern engineering laboratories that check the 
durability and efficiency of the equipment under extreme conditions. 
Proved at General Motors Proving Grounds and test facilities in 
Michigan, Arizona and Colorado under all types of driving situations. 
Grueling performance tests are the order of the day at Harrison 

... and they pay off in maximum product reliability on the road. 
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Reliability through engineering research is one big reason why 

Harrison has been the leader in product performance, 

value and dependability for a half century. 

If you have temperature problems . . . passenger 
comfort or vehicle efficiency . . . look to the 

garrison for the answers. 
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POWER-PACKED LINE fF 


Compare the Product! 


Only The LARK of all compacts gives you the best in every prod- 
uct area— 

Performance: The LARK has the hottest V-8 in the field, by far, 
with a great new six engine for economy-minded buyers. Room: 
More total headroom, legroom, seat width than any compact. 
Ride and Roadability: Like a big, solid car (just fry one!). Style: 
Distinctive and handsome, not a Detroit carbon copy. Full Line: 
Sedans, hardtops, wagons and convertibles! 


And for 1961—More power, more new features than anything 
you've seen. Studebaker is making news this October! 


Plus—The Hawk, for sports car-minded families—a sizzling per- 
former at hundreds and hundreds of dollars less than competitors. 
And the Champ pickup trucks that sell like passenger cars. 


And what else is yours with the 
Studebaker franchise? A line that 
stands up at the top in trade-in val- 
ues... 70% conquest sales for bal- 
anced inventory of clean used cars 
...and a happy tie-in with a solid, 
substantial manufacturer that’s ex- 
panding, growing in several fields 
—ready and able to meet any shift 
in the market with the products 
you'll need to prosper in any market! 





‘FOR THE '61 SEASON! 
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ERS! : 

DEAL THERE'S 
STILL TIME TO BE RIGHT 
FOR THE ’61 YEAR! 


GET THE FACTS ON THE 


LARK FRANCHISE. 
BY STUDEBAKER 





Dealer Development Division 
Studebaker-Packard Corp., South Bend 27, Ind. 


Gentlemen: Please send me the facts—in strictest confidence—no obligation. 
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3214-Day Supply Marks Low for Year . . . 
Sales Drive Lops U. C. Stocks 


(Continued from Page 1) 


the situation has cropped up in the 
Midwest and the East. 


* * * 


revived used-car market has 
noticeably improved the disposi- 
tion of dealers, too. Asked their 
opinion on the outlook for used 
cars this fall, a sampling of dealers 
across the country was virtually 





Abernethy Stresses ... 


unanimous in predicting a strong 
market with increasing sales. 

One Westerner, in fact, pre- 
dicted the used-car market this 
fall would be the “best in years.” 
A Great Plains dealer put him- 

self on record with a predicted 20- 
percent increase in U.C. sales this 
fall. 

“Volume will substantially in- 

crease,” said another dealer. 
In fact, the most pessimistic of 





‘Proper Distribution’ 


(Continued from Page 3) 


ing 200 cars were among the 

company’s top 100 dealers. 

This year, AMC expects its big- 
gest dealer to sell nearly 5,500 Ram- 
blers, and it will take 600 sales to 
make the list of the top 100 retail- 
ers. 

In 1957, Rambler dealers aver- 
aged 42 sales for the full year. This 
year, they averaged 74 during the 
first six months. 

* * cd 
ee that the manufac- 
turer must build what the deal- 
er wants, Abernethy outlined AMC’s 
ordering and forecasting proce- 
dures. 

Each month, when dealers order 
their cars, they turn in a projection 
form for future orders. Areawide 
projections are made at the zone 
and regional levels. Then the cen- 
tral office reviews the figures and 
estimates production three months 
hence. 

It sounds simple, but it’s no 
hit-or-miss operation. It takes a 
staff of specialists to make up 
these forecasts. Perhaps that’s 
why Abernethy calls the zone car 
distributor “the pulse of the or- 
ganization.” 

A scheduling meeting is held 
monthly at AMC hearquarters, at- 
tended by President George Rom- 
ney, manufacturing and sales 
chiefs and other executives. If Ab- 
ernethy’s figures are approved, the 
schedule is drawn up as to models 
and options. 

Local market surveys are con- 
ducted every month. “We have to 
know if we are getting our share of 


Cooke Dealerships 
Being Liquidated; 
He Faces Big Suit 


LOUISVILLE. — The decline of 
the Thurston Cooke empire con- 
tinued here last week as assets of 
one Cooke dealership were sold, 
plans were made to sell off equip- 
ment of another dealership and 
Cooke was sued for $507,500. 

The fixtures, tool inventory and 
some other assets of Thurston 
Cooke Ford were sold to a group 
headed by J. Staten Brown for 
$110,000. The dealership, will be op- 
erated as Joe Brown Ford. The 
dealership’s supply of cars was re- 
distributed or auctioned earlier. 

The $110,000 plus any money col- 
lected on the accounts of the Ford 
dealership will go to the Louisville 
Credit Men’s Assn. for the benefit 
of creditors. The dealership, Thurs- 
ton Cooke Mercury and other 
Cooke companies were assigned to 
the association on May 21 for liqui- 
dation. 

Plans are being made to auction 
off the fixtures and equipment of 
the Mercury dealership. It was re- 
ported that Lincoln-Mercury Divi- 
sion decided to withdraw the fran- 
chise and not appoint another 
dealer. 

The suit for $507,500 was brought 
against Cooke and his wife by nine 
residents of Green County, Ky., who 
claim the money is due them on 
personal notes signed by Cooke and 
his wife for leased oil lands. 

The investigation into the closed 
Cooke companies led to charges of 
forged auto mortgages and leases. 
A grand jury probe resulted in the 
indictment of Cooke and four as- 
sociates on charges related to 
fraud. All are now free on bail. 





business in every locality of the 
United States,” Abernethy said. 

If a dealer is below average in 
his area, the field men work with 
him to correct the situation. 

i * * 

OR the ’61 selling season, AMC 

will adopt a program that is 

designed to give dealers additional 
assistance in finding the right car 
at the right time. 

Each zone office will have an 
IBM machine that will help a deal- 
er locate a certain model with spe- 
cified equipment. 

If a dealer wants a black Ram- 
bler Super Six with automatic 
transmission, radio and heater, a 
zone-office employe will feed a 
stack of cards into the IBM ma- 
chine and will be able to tell in 
a moment which dealers in the 
area have such a car, The pro- 
gram is expected to facilitate 
dealer trades. 

Any discussion of AMC’s sales 
and distribution setup eventually 
leads to the subject of the hun- 
dreds of Rambler dealers who are 
dualled with Buick, Oldsmobile or 
Pontiac. Will they drop Rambler 
when the B-O-P smaller cars ar- 
rive? 


large-scale exodus from the Ram- 
bler camp. “There will be problems, 
but not insurmountable ones,” he 
said. “I’m sure we can solve them.” 
o* * . 

E ADDED that the duals ac- 

count for only 15 percent of 
Rambler volume and noted that 
many of them are in areas that 
now can support a Rambler ex- 
clusive. 

In his post as AMC’s distribution 
chief, Abernethy can call on ex- 
perience as both a factory man 
and a dealer. He spent many years 
in the Packard sales organization 
and headed his own Packard deal- 
ership in Hartford from 1948 to 
1950. 

He later was assistant general 
sales manager for Packard and 
was Willys sales vice-president 
prior to joining AMC. 

“As a former field man, I know 
the importance of good distribu- 
tion and a good field force,” he 
said last week. “We’re doing our 
best to have both.” 

Asked about the ultimate size of 
the Rambler dealer organization, 
Abernethy declined to mention a 
figure. 

“We want a dealer in every com- 
munity that will support one with- 
out hurting the other Rambler 
dealers in that district,” he said. 





Checking Up— 


Checking the performance of the vari- 
ous zones during a recent Rambler sales 
campaign are V. E. Boyd, left, American 
Motors director of sales operations, and 
Roy Abernethy, automotive distribution 
and marketing vice-president. 


Abernethy doesn’t look for any|~ 


the predictions were couched in 
such terms as “average” and “fair.” 
* ea + 
cr SEEMS apparent that most of 
the reduction in used-car inven- 
tories was brought about by dealers 
who rolled up their sleeves and 
went to work in earnest on used 
cars after the Fourth of July turn- 
ing point in the new-car market. 

Dealers were haunted by the 

possibilities of taking excessive 
paper losses on top-heavy used- 
car stocks and of being caught in 
an awkward trading position at 
new-model time. 

They realize that used cars had 
to be moved on an “or-else’’ basis. 

As a result, this summer has seen 
some of the most extensive used- 
car promotions—at the dealer level 
—in recent years, 

Dealers have stepped up adver- 
tising, enforced prospecting rules 
for their salesmen, lengthened sell- 
ing hours, put more salesmen in 
“used demos,” conducted a variety 
of “special” sales, performed more 
complete reconditioning, installed 
bonuses and added incentives for 
salesmen and provided improved 
guarantees. 

Of dealers reporting on used- 
car stocks as of Aug. 1, a total 
of 12.5 percent said they had cut 
stocks down to a 15-day supply. 
This was the first time since Jan. 
1 that more than 10 percent of re- 
porting dealers had been in this 
category. 


Big Sales Boost 
Seen for 61 by. 
Chrysler-Imperial 


DETROIT.—Chrysler and Impe- 
rial Division expects its dealers to 
sell between 110,000 and 120,000 
Chrysler cars during the 1961 
model year, an 
increase of 50 to 
60 percent over 
1960 sales, re- 
ports C. E. Briggs, 
general manager. 

Chrysler also 
expects its deal- 
ers to sell be- 
tween 24,000 and 
26,000 Imperials, 





an increase of 
about 40 percent 
over 1960 deliv- 





Cc. E. Briggs 


eries, Briggs said. 

Briggs declared that the division 
“has no intention of introducing a 
compact car next year or in any 
other year, Our role is to concen- 
trate on full-sized luxury cars of 
122-inch wheelbase and larger.” 


Briggs estimated that the mar- 
ket in which Chrysler and Impe- 
rial will compete in 1961 will total 
about one million units, He said 
interest in compact cars has 
helped rather than hurt sales of 
full-sized luxury cars. 


The division and its dealers have 
made excellent progress in their 
drive for a greater share of the 
automobile market and they expect 
greater gains in 1961, Briggs said. 

Chrysler retail deliveries are up 
24 percent for the model year to 
date while Imperial retail deliver- 
ies are up 5 percent. 

The Chrysler field sales organiza- 
tion has been revamped and 
strengthened, with the entire force 
for the first time able to concen- 
trate all attention on Chrysler and 
Imperial cars. The field force has 
been allotted more time and more 
money with which to give dealers 
maximum aid in their sales, mer- 

chandising and business manage- 
ment problems, Briggs said. 

The division has been adding 
Chrysler dealers at the rate of 
about 30 a month and is now 

nearing its goal of 2,900, Briggs 
said. About 30 new Imperial deal- 
ers have been signed in the past 
10 weeks, Briggs said. 

Field stocks of Chryslers and Im- 
perials, including demonstrators, 

will be 40 percent below a year ago 
at introduction time, Briggs said. 
Despite a late introduction, the 
Chrysler 300F, a limited production 
sports car,with America’s highest 
horsepower, has been sold out for 
months and no new 300’s will be 
available until the Chrysler 300G 
bows this fall. 








Sales Per Dealer 

Sales per new-car franchise for 
the first six months of 1960 and 
1959: 


1st 6 Mos, Ist 6 Mos. 
of 1960 of 1959 
Pos. Make Pos. 
1—123 Chevrolet 105— 2 
2—106 Ford 107— 1 
38— 74 Rambler 64— 3 
4— 68 Dodge 23—11 
5— 60 Plymouth 29— 8 
6— 56 Pontiac 54— 4 
j— 48 Oldsmobile 53— 5 
8— 44 Cadillac 43— 6 
8— 44 Buick 42— 7 
10— 35 Comet ___......... 
1l— 31 Mercury 28— 9 
12— 23 Studebaker 28— 9 
13— 17. Chrysler 12—14 
14— 11 Lincoln 13—13 
15— 8 DeSoto 11—15 
16— 7 Imperial i—16 
vasa Edsel 16—12 





Va. Rambler Deal 
Adds P-D-V Lines 


NORFOLK, Va. — Midtown Mo- 


tors, Inc. (Rambler), has been 
awarded the Plymouth-DeSoto- 
Valiant franchise formerly held by 
F.. A. Roethke, Inc. In receiving the 
award Midtown moved from its old 
location at the corner of 14th St. 
and Monticello Ave. to the former 
address of the Roethke firm, 10th 
St. and Monticello Ave. Midtown is 
headed by Paul Smith, president, 
a 32-year veteran of the automotive 
sales field. 

The Roethke firm, headed by 
James Coates, gave up the P-D-V 
franchise and liquidated its busi- 
ness, Coates said his firm, although 
one of the largest volume dealers 
in the Southeast, had experienced 
such a low profit margin that he 
decided to liquidate. 

Smith said he will not be a dealer 
for Simca or Willys, lines also sold 
by F. A. Roethke, Inc. 


Chevrolet Regains Lead 
In Sales Per Dealer 


(Continued from Page 3) 


but not all Plymouth dealers han- 
dle the compact line. 
* * * 

y Susans 8 effective average 

dealer organization for the six- 


month period was between 2,200 


and 2,300. The total climbed from 
1,028 on Jan. 1 to 3,358 on July 1. 
All Plymouth dealers will have Val- 
iant this fall. 

In the first half of 1960, nine 
domestic makes improved their 
sales-per-dealer average. They 
were: Chevrolet, Rambler, Dodge, 
Plymouth, Pontiac, Cadillac, 
Buick, Mercury and Chrysler. 


Losing ground were Ford, Olds- 
mobile, Studebaker, Lincoln and 
DeSoto. Imperial’s average of 
seven sales per dealer was the 
same as in 1959. 

x * ok 
DOMESTIC franchise was 
worth an average of 62 new-car 

sales during the first half, com- 
pared with 52 sales for the year-ago 
period. Because of dualling, the 
average domestic dealership sold 
94 new cars, compared with 80 last 
year. 

Considering the compacts sep- 
arately, Rambler had a com- 
manding lead in sales per dealer. 
Falcon sold more cars, but there 
are 6,300 Falcon dealers, com- 
pared with 3,000 Rambler outlets. 

Half-year figures for the six 
small-car lines were: Rambler, 74 
sales per dealer; Valiant, 42; 


Stiff Loan Law 
Urged at Dealer 
Hearing in S. F. 


(Continued from Page 2) 


sertedly incurred a series of 
breakdowns. 

Scope of the committee’s in- 
quiry includes maximum carrying 
charges, redress available in illegal 
sales or fraudulent contracts, ade- 
quacy of present MVD authority 
and the extent of any misrepresen- 
tation of insurance coverage. 

ok * *” 


Bank Asks Clarification 


Of Ky. Car-Finance Law 


LOUISVILLE, — A hearing has 
been set for Thursday (Aug. 18) in 
a friendly suit in which Lincoln 
Bank & Trust Co. seeks clarifica- 
tion of Kentucky’s Uniform Com- 
mercial Code relating to automo- 
bile financing statements and secu- 
rity agreements. 

The suit involves a disagreement 
between the bank and the county 
clerk about the form and content 
of papers filed in a floor-plan fi- 
nancing statement. The papers con- 
cerned a bank arrangement with 
Breaux Ballard Co. 

Byers Adds Chrysler 

COLUMBUS, O.— George Byers, 
long DeSoto’s top volume dealer, 
has added Chrysler and Imperial 
to his lineup here and in Cincin- 
nati and Louisville. Byers also sells 
Plymouth and Valiant. 
























Comet, 35; Falcon, 33; Lark, 23, and 
Corvair, 15. 

The average compact-car fran- 
chise represented 33 sales during 
the first six months of this year. 

—JoHN K. TEAHEN JR. 
* * CJ 





Compact-Car Sales 
Per Dealer 


Compact-car sales per franchise 
for the first six months of 1960: 
Sales Per 


Pos. Make Dealer 
1, 74 
2. 42 
3. 35 
4. 33 
5. 23 
6. 15 








Chrysler Ousts 
$750-a-Month 
Purchasing Agent 


(Continued from Page 6) 
“more or less a clerk.” It was re- 
ported that he served as a consult- 
ant for a company supplying mate- 
rials used in “plant housekeeping.” 

The investigation of conflicts of 
interest which led to the Newberg 
ouster is apprently going forward 
but little news has leaked out from 
behind the closed doors. 

As a matter of fact, some Chrys- 
ler people were calling up news- 
papermen to ask if anything new 
was doing. The only specific in- 
formation you could get from a 
Chrysler spokesman was: “Well, 
I’m still working here.” 

Some Chrysler men expressed 
hope that the cleanup would be 
thorough and complete, so that 
Chrysler could get it off its chest 
and get on with the business of 
making and selling cars on a firm 


basis. 
+ ok * 


vos company’s board of direc- 
tors is not scheduled to meet 
again until Sept. 8. 

There could be action next 
Monday (Aug. 22) in a New York 
courtroom, A New York stock- 
holder, Robert Markewich, has 
sued Chrysler officials and sum- 
moned a number of company di- 
rectors to appear for a pretrial 
examination. There has been no 
word yet on whether the direc- 
tors will seek a delay in the ex- 
amination. 

The company has agreed to meet 
with Norman Matthews, UAW 
vice-president in charge of Chrys- 
ler affairs. Matthews asked for the 
meeting, charging that Chrysler 
purchasing policies had sent work 

out of Chrysler plants to independ- 
ent firms, resulting in a loss of 
jobs for UAW members at Chrysler. 

Chrysler said the talks with the 
UAW would be limited to sub- 
jects “covered by our collective- 

bargaining agreement.” No date 
has been set for the meeting. 

The UAW said local unions were 
forwarding to Matthews reports on 
Chrysler dealings with suppliers. 
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Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 
(U. S. PRODUCTION ONLY) 











Week Week Jan.1, Jan. 1, 
Ended Same Ended Output, To Te 
Aug. 13, Week, Aug.6, August, Aug. 15, Aug. 13, 
1960 1959* 1960* ToDate 1959* 1960 
AMERICAN MOTORS 2 
ND iscschichadeivisbtavedss “evsesver ‘aa 6,066 6,066 267,758 325,153 
CHECKER MOTORS .. eee 105 230 2,839 4,620 
CHRYSLER CORP. .... 8,800 11 2,045 10,845 512,143 679,306 
Chrysler Division ...... ..........  - aeaiewene’” "dreaded 62 62,480 
MENIEEET CSiteouletivocenian: Seoneiveses > envaanssln > Geeesdiest,) |” gulatiens 50,277 53,817 
IIE nck sevarircovvoicoms, .Geadlotes Bi * aileiiiady.'- ~ dangles 11,949 8,663 
Dodge Division .......... See = seessivees 528 4,028 108,950 269,300 
Dart-Polara EEE. Savevdeves 27 1,527 108,950 266,799 
AEE. elicecintins soni STE <u veptconeint 501 SOR dieters 2,501 
P-D-V Division. .......... ee” econ 1,517 6,817 340,967 347,526 
PEN Saisiunbintcs Wyerel” entenerd -  womiide — —Seameaee 33,969 16,377 
TEI ssccossatovmnses TE. wesreeeats 275 3,075 306,998 159,586 
PE: insturmebernvecsvins EE -: staowenene 1,242 Bee. eases 171,563 
FORD MOTOR** .......... 32,810, 37,567 69,353 1,188,448 1,170,073 
Ford Division .............. 24,795 33,448 29,363 54,158 1,042,228 
BEE dill taassbvenceminss, EE.” , acoumanilal TRSOD FB ROR ccvescers, 315,452 
Ford (Standard) .... 10,980 31,854 15,578 26,558 991,833 580,925 
Thunderbird ............ 2,250 1,594 2,246 4,496 50,395 60,482 
L-M Division .............. 8,015 3,626 7,180 15,195 120,061 213,214 
IONE. iiibs sndeccchiecectovicde See) teres > ee 102,930 
BOI: ayiceesvéicivensesees 280 362 313 593 18,496 12,497 
SUE 2 visi iocceccssonsce 480 3,264 402 882 101,565 97,787 
GENERAL MOTORS ... 38,560 34,975 658,850 97,410 1,956,750 2,182,697 
Buick Division .......... GOO *  Svccetun 91 491 161,076 183,118 
EE SUID -scsctis. cavstlaieh | clita >. Seeidioabs? ~tescumien 161,076 182,627 
TI: “csrscistiavsesecodioes We *  seccssheee 91 ee 491 
CUE isis catciirs xtsesnsece OE > ebsceseeres 3,370 5,730 106,281 109,947 
Chevrolet Division .... 31,000 30,491 36,776 67,776 1,114,798 1,328,140 
CWO ccisisinseiissivsd es & “ee Malesenn 4,147 EE. scenes 170,483 
Chevrolet (Stand.).. 28,200 30,491 32,629 60,829 1,114,798 1,157,657 
Oldsmobile _................... 4,800 2,340 8,859 13,659 275,216 256,470 
SIE ichucovwatantdivccenseds ” eaviekovcs 2,144 9,754 9,754 299,379 305,022 
S-P CORP. 
OEE | intact: erin Ge Adee. | vtwcess 98,063 70,316 
Total Cars, U, S.** .... 80,295 72,597 103,609 183,904 4,026,001 4,432,165 
*Revised. 


**Totals for 1969 include Edsel production. 


COMMERCIAL CARS 
(U. 8. PRODUCTION ONLY) 














Week Week dan.1, Jan. 1, 
Ended Same Ended Output, To To 
Aug. 13, Week, Aug.6, August, Aug. 15, Aug. 13, 
1960 1950* 1960* To Date 1959* 1960 

CHEVROLET .................. 2,900 358 6,197 9,097 251,349 274,576 

DIAMOND T .................. 40 85 57 97 3,964 1,902 

TEI ~ <i scegseaaiachsatectriesouces 80 80 8 88 1,950 2,282 

RENEE, 2cce,stccavensnnkimanoonesd 500 1,191 432 932 49,913 47,018 

SOI © dereteivencsteissvicrseuscienes 7,100 6,204 4,553 11,653 223,268 233,491 

RBS ERNE aes 2,050 1,753 2,020 4,070 60,603 713,742 

INTERNATIONAL. ...... 250 342 227 477 92,120 $1,374 

I atc set cis lelbvenoncdndas 350 380 319 669 11,091 9,927 

STUDEBAKER. .........0.... cesses ee. biekease > Epes 8,815 9,135 

IID. sacsssscvsissinbaivsercssania 345 421 114 459 12,410 11,316 

EE consi shadnutinaivns “sitar © So tcbata..... sangha sdbedwass 72,210 85,216 

MISCELLANEOUS ....... 90 85 92 182 2,673 2,911 

Total Trucks, U. S. .... 13,705 11,059 14,019 27,724 790,366 832,890 
Total Cars, Trucks, 

OMIA. altars tintennibhcxestane 94,000 83,656 117,628 211,628 4,816,367 5,265,055 
Total Cars, Trucks, 

SII ii nanitiindatyinescnsiue! . oteeacsnse 427 972 972 277,237 279,116 

Grand Total, 

Cars and Trucks, 

U. S. and Canada.... 94,000 84,083 118,600 212,600 5,093,604 5,544,171 

*Revised. 


60 Participants Listed 
For Show Wonderland 


(Continued from Page 6) 


Mfg. Co.; Ranco, Inc.; Rockwell- 
Standard Corp.; Saginaw Steer- 
ing Gear Division; SKF Indus- 
tries, Inc.; Timken _ Roller 
Bearing Co,; Torrington Co.; 
Tung-Sol Electric Co.; Universal 

Wire Spring Co., and Wagner 
Electric Corp. 

Since Auto Wonderland is an in- 
stitutional and educational project 
designed to show how an auto is 
born and the role of supplier indus- 
tries in the manufacture of a ve- 
hicle, none of the participating 
firms will be identified with any 
particular product. 

But it is expected that their 
names will be listed somewhere in 
their particular industry’s display. 

Total cost of the Auto Wonder- 
land exhibits will exceed $1 mil- 
lion, it was estimated by William 
F, Sherman, assistant show man- 
ager and exposition director. 

The price tags on displays will 
range from $150,000 on the larger 
and more elaborate pieces to 
$30,000, he added. 

The show, first of its kind ever 
staged, will cover about 100,000 
square feet of floor space on the 
riverfront level of the new exhibi- 
tion building. 

There will be five separate sec- 
tions in Auto Wonderland devoted 


to the auto industry itself, special 
vehicles, materials, components and 
allied interests. 

The displays in the auto indus- 
try’s section will show what it 
takes to get a car into production, 
starting with consumer research 
and tracing the development 
through the final assembly line. 

The supplier industries’ exhibits 
will detail their roles in the pro- 
duction of motor vehicles. They 
will tell where the materials they 
use come from, how they are proc- 
essed and their future possibilities. 

In many cases the displays will 
show the viewer how a certain 
industry played its part in the 
past, how it is doing today and 
what it expects to accomplish in 
the future. 

The materials section will in- 
clude exhibits on iron and steel, 
natural and synthetic rubber, alu- 
minum, plastics, zinc, glass, plating, 
finishes, magnesium and petroleum. 

Some of the displays in the com- 
ponents area will cover steering 
and suspension, electrical parts, 
seating, lighting, wheels and drums, 
brakes, bearings, transmissions and 
drive trains, fuel systems and body 
and engine components, 











Compact Cars Take 
Third of Production 


(Continued from Page 1) 


60s are Checker, Comet, standard 
Chevrolet, Falcon, Lincoln, Mer- 
cury and Thunderbird. Falcon 
and Comet will halt ’60 model 
output Aug. 24, Mercury will 
close down when it has made up 
for losses suffered through a 
strike still going on at its Wayne 
(Mich.) plant, and Lincoln and 
Thunderbird will move into 
changeovers Sept, 9. 


Studebaker is scheduled to begin 
framing cars this week, but is not 
expected to begin final assembly 
operations until next Monday (Aug. 
22). Standard Ford, Falcon and 
Comet will begin ’61 assemblies 
Aug. 29, while Buick, Cadillac, 
Oldsmobile and Pontiac will begin 
assembling their new standard 
models the first week of September. 
Rambler is expected to resume as- 
sembly operations about the end 
of August. 


Dodge Dart, Lancer and Polara 
and P-D-V’s Plymouth and Valiant 


(Continued from Page 1) 


gene, Morse continued to make his 
position crystal clear. 

“I would be the first to admit 
that it is difficult to justify draw- 
ing the line at a million dollars,” 
he said. “I think it would be bet- 
ter, if we could get the votes, to 
eliminate the million-dollar fig- 
ure entirely and to take the posi- 
tion that any automobile dealer- 
ship ought to pay the minimum 
wage, I think that would be fair 
to all concerned.” 

Morse went on to suggest that if 
a business, operating efficiently and 
economically, cannot stay in busi- 
ness, then it should be given a fed- 
eral subsidy—taken out of the tax- 
payer’s pocket instead of out of the 
pockets of underpaid workers. 

* cg * 

ENATOR JOHN CARROLL, Col- 

orado Democrat, also cited ex- 

perience with automobile dealers. 

Kennedy pointed out that car 
salesmen “are paid, in nearly 
every case, more than the mini- 
mum wage” and that they are 
exempt from overtime require- 
ments in the present bill. 

Carroll mentioned one small deal- 
er, who grossed more than $1 mil- 
lion, who had told him of his con- 
cern over reporting requirements. 

Morse offered assurance that if 
he is exempt from overtime report- 

ing requirements, his record-keep- 
ing would be “minimal.” 
* * * 
ARROLL then raised the ques- 
tion of an automobile mechanic. 
Would he be included for overtime 
as well as minimum wage? 

Of course, responded Morse. 

Even if he makes $3 an hour? 
asked Carroll. 

Morse again said, “Of course,” 
and added that one possible rea- 
son would be “to encourage dis- 
tribution of work opportunities.” 

In the discussion of dealerships, 
Morse noted: “The senator from 
Massachusetts (Kennedy) has al- 
ready pointed out that a great deal 
of misinformation has been circu- 
lated among the automobile dealer- 
ships of the country with respect 
to the bill as it affects salesmen. 

“The bill does not cover auto 
salesmen for overtime, and even 

as to the other employes, there is 
a $1 million gross income require- 


ment.” 
+ x * 


Senate Prober Renews 


Cost-Disclosure Threat 


ASHINGTON.—If price in- 
creases in important industries 
—steel or automobiles, for example 
—occur to threaten the national 
economy, the public interest might 
demand that private companies dis- 
close detailed cost data. 
This is the warning given by 





are under way at Chrysler Corp., 
while Chrysler, DeSoto and Impe- 
rial are scheduled to begin assembly 
of ’61 this week. Chrysler and De- 
Soto began framing last week in 
Detroit, but were not scheduling 
any final assembly work. 
* * aa 


TANDARD Chevrolet, with its 

Atlanta plant closing Wednes- 
day and its plants at Framingham, 
Mass., Kansas City and St. Louis 
going down Thursday, turned out 
28,200 cars last week, compared 
— 32,629 assemblies a week ear- 
ier. 

Corvair scheduled 2,800 cars 
last week as its Willow Run and 
Kansas City plants stopped work 
Thursday. A week earlier the 
compact Chevy turned out 4,147 
cars. 

Elsewhere in the General Motors 
setup, Cadillac built out with 2,360 
assemblies over four days last 
week, compared with 3,370 cars 
turned out a week earlier; Oldsmo- 


Donald P. McHugh, chief counsel | 

of the powerful Senate Antitrust | 
Subcommittee that has been in- 
vestigating administered prices. 

McHugh, in a speech in Madison, 
Wis., said he was not necessarily 
speaking for the subcommittee or 
its members, but he explained that 
“considerable authority is delegat- 
ed” to the counsel in determining 
whether information is essential to 
an inquiry. 

McHugh stated: “The most trou- 
blesome issue which has confronted 
the subcommittee to date concern- 
ing the type of data to be produced 
involves the request for detailed 
cost data. 

“This problem arose in the ad- 
ministered-price hearings in auto- 
mobiles and steel. The steel com- 
panies have been adamant in their 
refusal to furnish this information, 
on the ground that it is highly con- 
fidential and should not be avail- 
able to competitors. 

* * * 

HE automobile manufacturers 

have taken the same attitude, 
but Ford and General Motors did 
agree to furnish unit profits per car 
in lieu of unit costs. To date, the 
subcommittee has respected the 
position of the companies and has 
not attempted to compel produc- 
tion of such information by sub- 
penas, 

“However, it is foreseeable that 
this issue will come to the fore 
again when nationwide price in- 
creases in our most vital indus- 
tries pose serious threats to the 
economy. The subcommittee 
might then determine that the 
public interest in the revelation 
of this information outweighs the 
private interests of the compa- 
nies involved.” 

McHugh went on to explain that 
“while the subcommittee would un- 
doubtedly afford ample opportunity 
to be heard, no appeal is available 
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bile declined from 8,859 to 4,800 
units in its final week of ’60 model 
assemblies, and Buick came up 
with an assembly of 400 Specials 
last week, compared with 91 as- 
semblies of the new compact a 
week earlier. 

GM’s output last week totalled 
38,560 cars, compared with 58,850 
assemblies a week earlier. Last 
week’s output, however, was higher 
than during the comparable week 
a@ year ago, when the corporation 
turned out 34,975 cars. 

* + . 


pessaet at Ford Motor Co. 
last week was Comet’s estab- 
lishment of a weekly output high 
for the second consecutive week. 
Making up for ground lost dur- 
ing a recent strike at a Ford 
Motor stamping plant in Ohio, 
Comet slated 7,255 cars last week 
to eclipse the former high of 
6,465 assemblies a week earlier. 
Biggest producer at Ford Motor 
last week was Falcon with a total 
of 11,565 assemblies. A week earlier, 
Falcon turned out 11,539 cars. 
Among the other Ford makers, 
the standard Ford closed out its 
*60-model output with an estimated 
10,980 assemblies last week, com- 
pared with 15,578 cars a week ear- 
lier; Thunderbird wags up from 
2,246 to 2,250; Mercury, with its St. 
Louis plant working only three 
days, rose from 402 to 480, and 
Lincoln was off from 313 to 280. 


Pay Battle Under Way in Senate 


from a decision by the committee 
and no right to a hearing is pro- 
vided by law.” 
* * 
jf armageer: cited among “spectacu- 
lar achievements” of the anti- 
trust subcommittee “the reforms 
effected by both industry and exec- 
utive departments of the govern- 
ment solely as a result of the focus 
of nationwide publicity.” 

One example he gave is the 
action taken by GM in extending 
the length of dealer franchises 
during the 1955 hearings on deal- 
er complaints, as well as the com- 
pany’s actions subsequent to the 
hearings. 

McHugh noted that despite sub- 
stantial wage increases in the steel 
industry, no major price increases 
have occurred in steel. He suggest- 
ed that fear of publicity from the 
subcommittee was a contributing 
factor. 

McHugh claimed that some legis- 
lation—territorial security for car 
dealers, which he described as carv- 
ing out exemptions from the anti- 
trust laws—has “met with some 
success in the present Congress 
largely as a result of circumvent- 
ing the antitrust subcommittee.” 

“Thus, a careful drafter, mind- 
ful of the strategic importance of 
committee assignments, might cast 
his bill in terms of an amendment 
to the FTC Act,” McHugh contin- 
ued. “In point of fact, the bill might 
be designed to emasculate the body 
of antitrust laws, 

“Such a bill would stand little 
chance in the antitrust subcom- 
mittee, but might fare considerably 
better before a friendlier commit- 
tee. While final action occurs only 
on the Senate floor, the importance 
of such legislative maneuvering 
should not be underestimated.” 

(The territorial security bills 
amend the Robinson-Patman Act.) 





Here's the Score 


61 Makes Down for 
In Production Changeovers 
Cadillac 
oaear® Corvair' 

, Ford (Std.) 
Dodge Dart Oldsmobile (Std.) 
Dodge Lancer eae 

ambler 
ce Studebaker Hawk 
mper Studebaker Lark 


Plymouth (Std.) CANADA 

Plymouth-Valiant |Chrysler ae 

Oldsmobile F-35* |General Motors 
— Ford Motor 
Studebaker 


on Changeovers 


Going Down 
This Week In Production 


Chevrolet (Std.)**|Checker 


Comet 
Falcon 
Lincoln 
Mercury 
Thunderbird 


*Oldsmobile F-85 is out of production until Sept. 6. 


**Most plants going down for changeovers, 





but not officially built out on ’60 models. 
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Obituaries 


Truckstell Chief 
Meyer, 65, Dies 


CLEVELAND. Donald W. 
Meyer, 65, president of Truckstell 
Mfg. Co., died Aug. 8 in a Cleve- 
land hospital, where he had been 
confined for the 
past few weeks. 

Mr. Meyer en- 
tered the auto- 
mobile business 
in 1920 and in 
1925 was sales 
manager of the 
Ruckstell Axle 
Co. In 1933, when 
Eaton decided to 
stop building this 
axle, which was 
designed primari- 


Donald W. Meyer 
ly to give added advantages to 





Ford trucks, Meyer organized 
Truckstell Mfg. Co. with headquar- 
ters in Cleveland as a truck-equip- 
ment distributing organization. 


One of the features of this or- 
ganization which made it both 
unique and powerful in the distri- 
bution of truck equipment was that 
the majority of the distributors 
who represented the company 
across the nation were also Truck- 
stell stockholders. 


* * * 


Hugo A. Wehmeier, 70; 


Pioneer Chicago Dealer 


CHICAGO.—Hugo A, Wehmeier, 
70, who opened his first dealership 
here in 1911 and retired in 1955, 
died Aug. 5. 


Mr. Wehmeier first handled the 
Mighty Michigan and in 1919 be- 
came a distributor for Elgin. When 
Elgin failed shortly thereafter, he 
began handling Chevrolet and 
opened four additional dealerships 
in Chicago. In 1924 he became Cook 
County distributor for Oakland, 
which later became Pontiac, He 
continued as a Pontiac distributor 
until 1948, when he disposed of all 
his dealerships except one Pontiac 
outlet, which his son now manages. 

+ * * 
R. M. Ridgely 

DONORA, Pa.—R, M. Ridgely, 85, be- 
lieved to be Dodge's oldest active dealer, 
died July 22. A Dodge dealer since the 
firm's first year of 1914, he sold the 32nd 


car built by Dodge. 
* * * 


Singleton Bryan Jr. 
BEAUMONT, Tex.—Singleton Bryan jr., 
52, owner of Hop Bryan’s Used Car Lot, 
died July 25. 


a * * 
Donald McDonald 
CORPUS CHRISTI, Tex.—Donald Mc- 


Donald, Corpus Christi automobile dealer, 
died July 26, in a Fort Worth hospital, 
* * * 


C. R. Wippern 
ST. LOUIS.—C. R. Wippern, president 
of McQuay-Norris Mfg. Co., died unex- 
pectedly Aug. 5. He was 60. Mr. Wippern 
started in sales work with the company 
in 1918 and became president in 1959. 
* * + 


Daniel H. Kelly 
TOLEDO.—Daniel H. Kelly, 76, former 
vice-president and director of Electric 
Autolite, died July 27. He joined Electric 
Autolite as assistant sales manager after 
being associated with Toledo Scale Co. 
* + . 


James N. Caldwell Sr. 

COLUMBIA, 8, C.—James N. Caldwell 
sr., 66, a former auto dealer and more 
recently executive director of the South 
Carolina Municipal Assn., died Aug. 3. 
He had been associated with Ford dealer- 
ships in Atlanta, McRae, Ga., and Char- 
lotte, N, C., before moving to Rock Hill, 
8. C., and taking a Ford dealership which 


he held about 20 years. 
* * * 


Salvatore Barbarino 
WASHINGTON, Ga.—Services were held 
for Salvatore Barbarino, 79, airplane in- 
ventor-designer and engineer who worked 
with Louis Chevrolet as a designer and 
co-owner, While connected with Chevrolet 
he invented the spring shackle now used 


on cars. 
* * * 


Ronald Gehrke 
CHICAGO.—Ronald C. Gehrke, 43, FWD 
Corp. district sales manager, died July 27 
in the Chicago helicopter crash. 
* * 


Harry 8S. Curry 
RICHMOND, Calif.—Harry 8. Curry, 
66, died unexpectedly while vacationing in 
Reno. He was a Chrysler dealer prior to 


retirement in 1945. 
* * + 


Roy E. Dean 
LANSING.—Roy E, Dean, 70, 
dealer here and in Webberville, Mich., 


45 years, died after a heart attack. 
* * * 


William F.. Ridge 
AKRON. — William F, Ridge, 84, in- 
ventor, designer and former president of 
rubber products firms, died Aug. 4. He de- 
signed the first Firestone demountable rim 
in 1905, invented the ‘‘Rid-ged’’ grip tire 
and formerly headed Andes Rubber Co., 


a Ford 
for 


Toledo; Marathon Tire & Rubber Co., and 
Rid-ged Grip Co. 
* 


* * 
John H, Graff 

BUFFALO.—John H. Graff, 73, presi- 
dent of Graff Motor Sales, Inc., Spring- 
ville, died Aug. 6, He had been an auto 
dealer since 1922, the last three years as 
head of Graff Motor Sales, This is one of 
the oldest Chevrolet dealerships in the 
Buffalo Zone. 

+ * 


* 
George A. Foster 
BEVERLY, Mass. — George A. Foster, 
65, president and treasurer of George A. 
Foster, Inc. (Ford), died Aug. 7. He was 
a former president. of the Metropolitan 
Ford Dealers Assn. and a past director of 
the National Automobile Dealers Assn, 
. * * 


Walter C. Jungmeyer 
SARASOTA, Fla.—Walter C_ Jungmeyer, 
62, former Dodge-Plymouth dealer in near- 
by Tampa, died July 31. 


Merger Talk Hits 
Snag Between 


S-P and Fedders 


SOUTH BEND.—Another of the 
rumors of the merger of Stude- 
baker-Packard with a major com- 
pany apparently was dying last 
week. 

After reports that S-P was 
negotiating with Fedders Corp., 
said to be the largest producer of 
room air conditioners, were cir- 
culated, S-P President Harold E. 
Churchill said his company was 
‘having conversations with a 
good many companies, including 
Fedders.” 

But just after Churchill made his 
comment, it was reported that the 
Fedders-S-P talks probably will go 
no further. 

Churchill said nothing yet had 
developed in the talks with Fed- 
ders. He said S-P had never dis- 
cussed selling out to Fedders. 
There had been conflicting reports 
on who was acquiring whom. 

It was reported that the story 
of the collapse of the merger talks 
was planted. 

The report on the collapse of the 
talks indicated that S-P manage- 
ment is split into a group seeking 
to merge with a company that will 
provide “young, dynamic” manage- 
ment and another group that ob- 
jects to a smaller company acquir- 
ing S-P. 

Fedders is a Maspeth (N. Y.) 
company which produces radia- 
tors, oil coolers and heater cores 
for the auto industry. It is not 
an S-P supplier. 

S-P now has a tax-credit carry- 
over of more than $100 million. 

Meanwhile, Fedders announced it 
has leased a 60-000-square-foot 
plant in Buffalo to expand radiator 
and air-conditioner production fa- 
cilities. 








HELP WANTED 





SERVICE MANAGER for Buick in South- 
ern California city of 100,000, Semi- 
desert climate, Want hard working, ex- 
perienced man to maintain our 70% plus 
absorption, Give resume and references 
with telephones. Box 1706, c/o Automo- 

tive News, Detroit 7. 


SERVICE MANAGER, must be thoroughly 
experienced in shop supervisory work, 
factory claims, etc. Chrysler, Imperial 
and imported cars. New modern shop, 
top salary plus incentives. Mr. Kaye, 
o_o 949 Central Ave., Albany, 





OFFICE MANAGER — ACCOUNTANT — 
South’s largest Chevrolet dealer, operat- 
ing several dealerships in South and 
Southwest, will have opening for man 
capable of handling business management 
and daily operating controls in dealer- 
ships with annual sales over $10,000,- 
000.00. Opportunity unlimited as we offer 
good salary and incentive based on per- 
formance. Apply handwritten letter giving 
personal history and complete record of 
experience. Address: Milner Enterprises, 
Inc., 1090 Milner Building, Jackson, Mis- 
sissippi. 


SERVICE MANAGER WANTED—Chevro- 
let-Cadillac dual dealership located in 
the Southeast, fastest growing county 
in U. 8, Applicant must be aggressive 
and a builder, Present customer labor 
volume $10,000.00 per month, this in- 
cludes body shop, Modern, up-to-date 
facilities and equipment. Applicant must 
be fully experienced in every phase of 
service management. Salary plus monthly 
incentive. Send complete resume to Box 
1711, c/o Automotive News, Detroit 7. 


TO CHEVROLET PARTS MANAGERS— 
If you are presently employed in a 
smaller dealership and would like to be- 
come associated with a top-flight organi- 
zation, write telling us about yourself. 
We are one of the largest Chevrolet 
dealerships in Chicago. We need experi- 
enced parts counter men who are capable 
of assuming responsibility and can take 
charge of counter sales. Our men re- 
ceive top salary plus bonus on sales— 
along with the usual benefits. An excel- 
lent inventory is available at all times. 
This is a good opportunity for anyone 
who is sincerely interested in bettering 
himself. Write immediately, Box 1712, 
c/o Automotive News, Detroit 7. 





ARE YOU A TOP SALESMAN NOW EARN- 
4NG $10,000? EARN $15,000 or more first year 
as exclusive agent selling nationally adver- 
tised Childers Carports to car dealers and 
drive-ins, No investment. Airmail your busi- 
ness background, references. Will send Pm 
names of soem with eS seal Ho 
Childers, Childers Mfg. Box 746 our 
ton 8, Texas, 








Need hard to get parts? Automotive News’ 
Want Ads get quick results. 





HELP WANTED 
CAR & TRUCK SALESMEN 
OF CHICAGO 


The first six months of 1960 accounted for only 102 new commercial unit sales 


and 42 used commercial unit sales, of which 31 were sold at retail, a 


144 units. 


total of 


On this total business the gross profit as shown on the June 30 statement 
to $21,041.06. Compensation paid for the sale of these units amounted 


amounted 
to $7,926.75. 


it is estimated that nothi 
produce profit sufficient to 


less than 30 units per month, retail, average, can 
stify the investment in inventory, personnel and fa- 


cilities. if is believed that our truck sales can and should be at least 10%, of the 
number of passenger car sales. Sales in the first six months of 1960 were 4,849 


passenger cars. 


In order to develop a more balanced ratio between passenger and commercial 


unit soles it is felt necessary to set up an initial 


jective of a truck a day, 


retail, which rate of sale was achieved, briefly, in 1957. 


For such a rate of sale of new and used units at retail we could 


an annual 


salary of $25,000.00. From this amount, or his gross compensation, the truck 


sales 
involved. Advertising @ 
as * '' expense. 


se authorized 


would be expected to pay ae the bird-dog or split commissions 


by the truck manager would be split 


truck manager would have the opportunity to increase 


his gross « sation by increasing volume and/or gross profit per sale, to the 
extent of 40% of the gross profit from commercial units. 
+ + « « He would be responsible for the liquidation, without loss, of trade-ins 


oe Ss 
thirty days, at his option. 
+ + « « He should be a geod buyer of 
+ « « « He should be a good 


He should be in charge of the inventory of new 
number of 30 or the number delivered in the previous 


bodies and special equipment. 
and a strong leader in order to stim- 


manager 
ulate car salesmen to realize their opportunities for truck sales profits. 
+ + « « He might employ, under some mutually acceptable arrangement, one 


or two 
ing he 
increase his compensation to a 


WHO IS READY TO TAKE 


pose to assist in the operation. 
otherwise properly qualified, he covld, without a doubt, 


In that case, and consider- 
very great extent. 


UP THIS OPPORTUNITY? 


Chevrolet trucks are the re in performance, sales and valve. They are easy 


to sell—it just takes calls and 


follow-up, that's all—work! 


But effort, intelligently applied, pays off in real money! 
Write Box 1724, c/o Automotive News, Detroit 7 
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HELP WANTED 


err 
FINANCE 


If your present job offers you limited 
opportunity, we will talk to you about 
@ career in a progressive and fast grow- 
ing business. National consumer finance 
company has openings for men with past 
experience in automobile sales finance 
field. These positions will entail immedi- 
ate management responsibility. Salaries 
open dependent on past experience. 
Finest employe benefits including profit 
sharing, medical hospitalization and life 
insurance. Those selected will have an 
outstanding future. 


Call or write—Mr. D. Whiteman: 


GENERAL FINANCE 
CORPORATION 


1301 Central Street 
Evanston, Illinois 
UNiversity 9-9800 


Leading Ford Dealer Seeks 
NATIONAL 


FLEET SALES 


REPRESENTATIVE 


Here is a great opportunity for a 
thoroughly experienced man to move 
‘way UP into the BIG time and the 
BIG money. We do an ev job 
in passenger car and truck fleets 
nationally. An exceptionally generous 
profit-sharing basis assures tremendous 
earnings for the right man. We are 
promotionally “tnd of and highly 
regarded —the kind of company a 
sales-minded man enjoys working for. 
You may work from anywhere in the 
U. S. to best cover your accounts, 


Contact Mr. Goldsmith 


QUEEN FORD 


216-25 Hempstead Ave., 
Queens Village, N. Y. HO 8-9400 


DEALER ACCOUNTANTS 
OFFICE MANAGERS 


The National Association of Automotive Ac- 
countants is the only professional organiza- 
tion devoted to your needs, Membership ap- 
plications heartily solicited. Box 1726, c/o 
Automotive News, Detroit 7. 





SALES MANAGER—15 years’ 


experience, 
knowledge of most phases of business, 12 
years with largest Buick dealer in U. 8. 
Salary to be adjusted after I prove my 
ability. Willing to relocate anywhere in 


U. 8. for right deal, Phone PRescott 
1-8895, St. Clair Shores, Michigan or 
write Box 1699, c/o Automotive News, 
Detroit 7. 





YOUNG MAN, 34 years old, sober, good 
health, past experience as used car sales- 


man, 2% years Ford dealer, Managed 
new and used car department for local 
Pontiac dealer 5 years, Also managed 


used car department 18 months for 
America’s largest Pontiac dealer in De- 
troit, Presently employed as used car 
manager for metropolitan Chevrolet 
dealer. Desire employment with Detroit 
dealer as manager—preference for used 
cars, Would consider moving to West 
Coast for permanent position Box 1700, 
c/o Automotive News, Detroit 7. 


DISTRICT MANAGER — AUTOMOTIVE, 
19 years field work, knowledge of all 
phases of dealer operations, Excellent 
references, proven record, Prefer Kansas 
City, Missouri area. Box 1730, c/o Au- 
tomotive News, Detroit 7. 


POSITION WANTED 


BUSINESS MANAGER—S years’ experi- 
ence accounting, credits, analysis, insur- 
ance and finance. Age 38, married. Box 
1729, c/o Automotive News, Detroit 7. 


SERVICE MANAGER—16 years’ Cadillac- 
Oldsmobile-Ford, qualified for all service 
procedures, Prefer Florida, Will take 
latest brush-up training for new post. 
A-1 references, Box 1713, c/o Automo- 
tive News, Detroiz 7. 


ACCOUNTANT, OFFICE or business man- 
ager, Experienced, reliable, can handle 
all taxes, financial statements. Also cred- 
its and collections. GM, Ford or Chrys- 
ler, Will relocate. Box 1714, c/o Auto- 
motive News, Detroit 7. 


SERVICE MANAGER, 18 years’ on Pack- 
ard-Ford-Cadillac-Olds, Qualified to take 
over service department completely, Will 
take latest brush-up course, A-1 refer- 
ences. Box 1715, c/o Automotive News, 
Detroit 7. 


GENERAL SALES MANAGER, fully qual- 
ified to build and manage all phases of 
a large sales force. Best of references. 
Prefer Columbus, Ohio, Box 1716, c/o 
Automotive News, Detroit 7. 


MANAGER OR GENERAL SALES MAN- 
AGER—34 years old, married, two chil- 
dren, two years University, graduate 
Ford Merchandising School, Thirteen 
years’ experience in all phases of deal- 
ership operation with both Ford and 
General Motors, both in small and met- 
ropolitan areas, Know what must be 
done to make an ethical profit in each 


department, Phone: EDison 4-5911, Box 
607, Branson, Missouri. 
AGGRESSIVE MAN, middle thirties, mar- 


ried, seeking position as used car man- 
ager, general manager, or will join 
sales staff in volume dealership, Associ- 
ated with family in large volume ‘‘Big 
3’’ dealership, As used car manager, 
consistently one of top salesmen in en- 
tire area. Prefer Phoenix or Tucson 
area or will relocate to other area if 
position presents future, Box 1717, c/o 
Automotive News, Detroit 7. 


BOSTON DEALERS—General manager or 
sales manager available, High caliber, 
executive-type manager with 14 years’ 
continuous Ford experience, Excellent 
background in operating in today’s mar- 
ket at a profit, Currently employed in 
Boston area, but would like to make 
change for good, valid reason, Can give 
references second to none, Thirty-nine 
years of age, married, with children, 
sober and of high moral character. 
Available immediately, Would like to 
hear from Ford dealers in Boston area, 
but would consider other make, Address 





Box 1718, c/o Automotive News, De- 
troit 7. 

SERVICE MANAGER — 20 years’ GM 
products volume experience, seeking re- 
sponsible position in New York area. 
Box 1719, c/o Automotive News, De- 
troit 7. 


IN SOUTHERN CALIFORNIA there is a 
General Motors dealer who must need 
a@ man with these qualifications: Proven 
integrity, thoroughly experienced in 
Southern California dealership opera- 
tions, new and used car merchandising, 
parts and service, business management 
and Motors Holding Controls. Also a 
successful General Motors background, 
Seeking position as general manager, 
with or without a small investment and 
buy-in agreement. Family man, age 44. 
Complete resume and appointment for 
interview upon request. Box 1728, c/o 
Automotive News, Detroit 7. 





GENERAL MANAGER— 
SALES MANAGER 


30, family, excellent health, college graduate. 
Can furnish top references. 

©@ Four years' dealer 100-car deal. 

@ Two years' general manager 400-car deal. 


@ One year used-car and general sales 
manager of 2500-car deal, 
Have received national honors sales and sales 
management. Attended General Motors’ In- 
stitute and Chevrolet Post-Graduate School. 
Will direct your business with sound perma- 
nent business tactics. No ‘Mickey Mouse" 


operator, T.O. if necessary. West and South 
preferred, buy-in, if possible. Available im- 
mediately. 


EUGENE HAGEN 


6843 E. Scarlett, Tucson, Arizona 








BUSINESS MANAGER-CONTROLLER 


Outstanding success in business management 
in retail dealership, "Big 3'' operation; ex- 
a in supervisory position for one of 

g 3"; also installation of machine account- 
tng. interested only in large volume dealers. 
If you have a position that offers five figure 
salary plus bonus, please contact Box 1723, 
c/o Automotive News, Detroit 7. 








DEALERSHIPS AVAILABLE 





CALIFORNIA dealership handling Chrys- 
ler, Dodge, Dodge truck, Simca, Estab- 
lished 1954, 40,000 trade center, 400 new 
and used per year, approximately $45,000 
parts and equipment, Will sell or lease 
building. Box 1693, c/o Automotive 
News, Detroit 7. 
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DEALERSHIPS AVAILABLE 


FOR SALE—DEALERSHIP HANDLING 
FORD, Pacific northwest, Rich commun- 
ity, city of 12,000. Owner retiring. Write 
Box 1698, c/o Automotive News, De- 
troit 7. 

FOR SALE: Garage and equipment with 
additional rental income of $225 per 
monthe Former _  Chrysler-Plymouth 
agency. Corner location in a progressive 
town. Call ORange 4-3684 or write Dr. 
E. J. Haluska, 809 N, 5th Ave., Patton, 
Pennsylvania. 

DEALERSHIP HANDLING FORD with 
600 new car planning potential, located 

* in industrial city of 75,000 in Chicago 
area. Outright sale or partnership oppor- 
tunity for capable operator. Factory ap- 
proval required. Write Box 1701, c/o Au- 
tomotive News, Detroit 7. 

DUAL HANDLING GENERAL MOTORS 


in lower Michigan, one of the finest GM 
town of 


duals in this area. Industrial 
12,000. Excellent service facilities, and 
used car display. Modern building, low 


rent, Will sacrifice, buy only parts, 
equipment and fixtures. I am buying a 
large metropolitan GM dual, the only 
reason I would sell, Write Box 1731, 


c/o Automotive News, Detroit 7. 


DEALERSHIP HANDLING MERCURY- 
COMET. Established 1950, located in 
southeast Virginia, on fringe of 600,000 
metropolitan area, one of the fastest 
growing on the East Coast, Potential 
approximately 300 units. Parts and 
equipment at appraised value, new, mod- 
ern showroom—will sell or lease facili- 
ties. Will consider buy-in manager, Cap- 
ital and factory approval required, Write 


Box 1720, c/o Automotive News, De- 
troit 7. 
FLORIDA, Handling Plymouth-Valiant, 


wishes to retire. 


350 new units, Owner 
De- 


Box 1721, c/o Automotive News, 
troit 7. 


AUTO AGENCY handling four General 


Motors’ franchises doing $1,200,000 
yearly, Greater St, Louis area, Good 
terms, Kashfinder, Wichita, Kansas. 





Dealerships available for 


SNOW PLOWS 


for trucks and jeeps. 
BE 8772 


KENMORE WELDING CORP. 
1399 Military Rd., Kenmore 17, N. Y. 





DEALERSHIPS WANTED 


FLORIDA—either coast, Top cash price, 
factory approved, Can act immediately. 
De- 





Box 1694, c/o Automotive News, 
troit 7. 
EXPERIENCED AUTO DEALER desires 


well-established Chevrolet or Ford deal- 
ership in Pacific Northwest, Prefer me- 
dium or large size operation with sound 
record of growth and profit. Will make 
offer for outright purchase or buy con- 


trolling interest, Replies held confiden- 
tial.. Write Box 1722, c/o Automotive 
News, Detroit 7. 





HAVE $450,000.00 CASH 


available now to invest in large GM, Ford 
or Chrysler dealership. This dealership must 
have volume new-car sales and service poten- 
tial. Experience and successful dealership 
managing record assures factory approval. 
Your reply will be kept strictly confidential. 
Box 1688, c/o Automotive News, Detroit 7. 


SY 
BUSINESS OPPORTUNITIES - 
GARAGE, SERVICE STATION and 
wrecker service doing $200,000 yearly. 
Indiana town of 16,000, 2% acres. Kash- 
finder, Wichita, Kansas. 
AUTO BODY, paint and trailer shop doing 
$32,000 yearly on four acres along U. 8S. 
40 in Indiana, Kashfinder, Wichita, 


Kansas, 





Opportunity 
To Sell Your 
Leasing Company 
Advantageously 


To further strengthen and extend 
our leasing service, our long-estab- 


lished California company will pay 
full value for small, large, local, 
western regional or national leas- 
ing companies. Car, truck or equip- 
ment leasing operations are of in- 
terest. Your continued participation 
possible, if desired. All replies in 
strictest confidence. 


Box 1727, 
Detroit 7. 


c/o Automotive News, 








DISTRIBUTOR WANTED 








AUTOMOTIVE 
DISTRIBUTOR 
WANTED 


Nationally known manufacturer of funeral 
coaches and ambulances has excellent op- 
portunity for progressive, aggressive Distrib- 
utor with successful sales organization. Top 
quality vehicles are acknowledged leaders in 
their field. Market is permanent and profit- 
able for right sales team. Send complete de- 
tails of your organization to Box 1650, c/o 
Automotive News, Detroit 7. 
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$100.00 REWARD—1957 Olds 88 four-door 
hardtop, serial No, 577M08260, color 
green. Had Michigan dealer license 
131-29. Man gave name of Mr. Young. 
Call collect: Orrin B. Hayes, Inc., Kala- 
mazoo, Michigan, Fireside 5-0167, 





$100.00 REWARD information leading to 
recovery 1960 Ford 4-door station wagon, 
white, red interior, Serial No, OU6sW 
117430, Kentucky license No, 237-613, 
driven by man known as W, C. (Bill) 
Myrick, Call collect: Harold Reeves, 
Reeves Motor Co., Ford dealer, Albany, 
Kentucky. 





CADILLAC DEALERS and service man- 
agers, an alert please for man known as 
John J, Kenney, white, 49, circus pub- 
licity director, and wanted 1959 Cadillac 
convertible, 59 F 018685, color was 
white, Notify phone collect BRoadway 
2-2034, Home Detective Co., Inc., 
Greensboro, North Carolina, hold car 
for us. 





$100 REWARD 


For information leading to recovery of 1958 
Custom Imperial 2-door hardtop, bronze 
color. Serial No. LYI-16166, 1959 license No. 
Texas MK 2588. Driven by man known as Harry 


A. Asby, Jr., age 45, 6 feet 2 inches, 180 Ibs., 
light brown hair, Carpet salesman. Telephone 
collect: C. S. Hamilton Motor Co., Dallas, 
Texas. Riverside 8-9281. 











$500.00 REWARD 


Northland Insurance Company, 646 Hamm 
Building, St. Paul 2, Minnesota, will pay 
the above reward for information leading 
to recovery of: 
1960 INTERNATIONAL DIESEL TRACTOR, 
model and motor DCO T 405, engine 
N. H. 195-240020, serial E5896 H, 
license lowa 1959— 31-4307. Color 
red, sleeper cab. 


$500.00 REWARD 


For the return of, or for information lead- 

ing to the recovery and return of: 
1957 DIAMOND T TRACTOR, model 
922FM, motor 185506, Wyoming license 
1959—114212, Wyoming P.S.C.—1959 
—64444, Painted bri red. And, 
1953 BROWN SEMI-TRAILER, serial 
535620. Last seen at Denver, Colorado 
on or about Dec. 28, 1959. 


If you have any information on these units, 
contact Robert McKenzie or Larry Crocker, 
646 Hamm Building, St. Paul 2, Minnesota. 
CApital 4-5491. 








DEALER SERVICES 





TWO ESSENTIAL SERVICES 


INVENTORY SERVICE 


Parts, accessories and similar goods. 


APPRAISAL SERVICE 


Furniture—Equipment—Machiner y—Tools 
For Buy/Sell J Agreements, Annual Fiscal 
Reports, Tax, Banking and Insurance 


Write for free 
“Hidden Earning Power" booklet. 


AUTOMOTIVE INVENTORY & APPRAISAL CO. 
10040 Freeland Ave. Detroit 27, Michigan 
WeEbster 3-6445 








MILITARY ACCEPTANCE 
WILL HELP YOU SELL MORE 
MILITARY PERSONNEL 


* Worldwide financing and refinancing up 
to 36 months .. . for officers and non- 
coms of pay grades E5 and above... 
on simplified, non-recourse basis. 


* Cars may be taken overseas without re- 
financing. 


Military Acceptance Corp. 
Dept. D, P. O. Box 2166, 800 Broadway 
San Antonio, Texas—CApitol 5-6756 





C. ‘ARS ‘WANTED 


1937 or 1938 ‘PONTIAC 4-dr. convertible. 
J. LYONS, Box 232, Thomaston, Con- 
necticut. 

CADILLAC LIMOUSINES—NEED CLEAN 
'56, ’57an ’58s. Franz Ridgeway, BEl- 
mont 4-6611, 2836 N. E. Sandy, Portland 
12, Oregon. 


CARS FOR SALE 





IMPORTANT NOTICE 


Dealers are cautioned that before 
purchasing any import automobiles 


or trucks, they should sure and 
check the seller as to it, if any, 
excise taxes and duties have not 
been paid on the vehicles. 





CONTINENTAL MARK II—1956, air con- 
ditioning, low mileage. 545 E. William, 
Decatur, Illinois, 42-33456. 


CARS FOR SALE 

















Ample Supply of 


CLEAN 
USED 


CARS 
1960 - 1959 - 1958 


MOST MAKES 


CURRY 


CHEVROLET 


B'way & 133rd St.,.N. Y. C. 
Ed Hogan AD 4-6000 

















1960 
VOLKSWAGENS 


Immediate Delivery 
Fully Americanized 


MINIATURE VEHICLE 
LEASING CORP. 


NEW YORK 
Whitehall 3-7390 

































Taking orders now, for 


1960 - 1961 
FULLY AMERICANIZED 


VOLKSWAGENS 


Wholesale to the trade. Shipped 
direct from Germany to your 
nearest port of entry. 


Write Box 1703, 
c/o Automotive News, Detroit 7 


















VOLKSWAGENS 


Immediate delivery—All colors—All types 


All Commerce & Trading Corp. 
120 Wall St. New York 5, N. Y. 
BOwling Green 9-0636 TWX-NY 1-121! 









EXTRA CLEAN 1958 


FORD 


POLICE CARS 


(OVER 300) 


IN PHILADELPHIA 


6 & 8 CYLINDERS 
Standard & Automatic 
TRANSMISSIONS 


FOR INFORMATION 
WRITE OR PHONE 


R. D'AGOSTINO or D. BATTIS 


OGONTZ SALES & SERV., INC. 
6146 LIMEKILN PIKE 
PHILA. 41, PA.— WA 7-2500 







TRUCKS WANTED 
1955 to 1959 Ford, Chevrolet—2-ton and 
heavier. Blevins Motors, Franklin, Louisi- 
ana. 








SCHOOL BUS 


Brand new \6-passenger International, $1,000 
off dealer's cost. Your total cost, $3,494. 4 
speed, 240 engine, dual rear wheels, heater. 
Never sold, never used, 


GRANT'S CHEVROLET, INC. 


400 River Road, Puyallup, Washington 


FOR SALE 

















PARTS FOR SALE 


LLOYD PARTS for all models, U. 8S.’s old- 
est authorized Lloyd importer, If car is 
down, 
Corporation, 
Fort Lauderdale, 

CHEVROLET PARTS, antique or classic, 
Louls Chevrolet, Box 51, Thompsonville, 
Connecticut, 


1812 So, Andrews AVE! 
Florida, JA 2-9942, 





we ship same day, Foreign Cars| 
















































PARTS FOR SALE MISCELLANEOUS 


BMW PARTS AND ACCESSORIES for 
Isetta ‘'300,"’ ‘‘600,’’ ‘*700."" Contact 
your nearest distributor or sole U. 8. 
importer, Fadex Commercial Corp., Na- 
tional Parts Center, 421 East 9ist St., 
New York 28, N. Y. TRafalgar 6-7010. 


No Other Tow Bar 
Measures Up To 


The SUPERIOR 
BLUE ® CHIP 


TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 
& BRAKE CABLE 
LEADS IN SALES... 
VALUE AND... 
PERFORMANCE 





CHEVROLET BODY JOB ‘‘tied up’’ for 
lack of a critical panel or reinforcement? 
Try Fuller-White Chevrolet, Tulsa. $250,- 
000 inventory perpetually controlled. 


¢ PARTS - 
HANSA 


Goliath ¢ Express 
HANSA CORPORATION 


Master Parts Depot 


Western Distributor 


1326 Marsten Rd. 
Burlingame, Calif. 
Di. 2-6358 




















Dealers’ 
17.45 








Dealers’ Special Discount 25%. 
Dealers Net with 4 
Standard plus 2 Large 


$5235 
Pe eared Ceili Tax Included 
€ 
THE FAMOUS 


MOTO-MATIC 
TOW . GUIDE 


With Universal 
Swivel Action 
Four Clamp Hook-Up 


Dealers’ List F.O.B. Factory 
Dealers’ Special Discount 25%.... 


Dealers Net with 4 $ 4485 


Standard plus 2 Large 
Adapter Clamps 
Federal Excise Tax Included 


""ON THE BALL" 


TOW-PILOT 


Cadalloysteel Coupler 









ANTIQUE CARS FOR SALE 


1921 STUDEBAKER ‘touring sedan, 50,000 
miles, runs perfect. Original. Mr. Laird, 
1424 W. 9th, Vancouver 9, B, C., Can- 
ada. 


SHOP EQUIPMENT FOR SALE 


BAY LIFTS—2—excellent condition—$200 
each, Contact Kingsboro Volkswagen 
(formerly Black Buick, Inc.), 62 Penn- 
sylvania Avenue, Brooklyn 7, New York. 
HYacinth 8-1400. 

REPAIR SHOP FIXTURES, tools and sup- 

plies for 15 car body and mechanical 

shop. Package deal with or without two 
tow trucks. Contact Canalport Auto Re- 

pair, 2180 8S. Canalport, Chicago, Il. 

CAnal 6-8397. 


MISCELLANEOUS 
































Special Introductory Offer 


The NEW ‘=: 


Time 


ROADKING ONLY 






a oe $5950 Dealers’ List F.0.8. Factory ........$51.00 
ont aeutee vy muitos Dealers’ Special Discount 25%.... 12.75 











Standard Four Point Hookup 
with R lar Draw Beam 


39% 
Universal Wrist Action Bar 
The “ORIGINAL BRAKE BAR" 


Automatic Braking 


Only Bar Manufactured Today 


WIT TE AMUESAL S145 
$450 


Incldg. BRAKE HOOK-UP 

4 Point 
TowKinG Hook-Up 
TRAIL KING $3750 
BALL BAR 


CompacTow Intra- 50 
State Tri-Bar ...... $37 


STEEL (Tow Bar) CARRYING 


Dealers Net with 2 
Standard — 2 Large 


Adapter Clamps $3825 


Federal Excise Tax Included 


Substantial Discounts 
To Distributors 


Write for Illustrated Catalog 
Factory Sales Division 


PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Depts 
“Leaders in the Industry 
since 1939" 


Canadian Distributors 

















YOUR 









CASE with Wheels & Handles Eastern: Western: 
CHOICE Whee & heel 

BROWNIE CARRY-ALL “Gan B\E "Seems St (ivhetetity, 

BAG Mounted ON Toronto, Ontario Winnipeg 2, Man. 









Rubber-Tired WHEELS $13.95 
SAFETY CHAINS, set of 2, only...... $2.95 


All Prices include Federal Excise Tax 


Liberal Quantity Discounts 


IDEAS 
WHAT’S YOUR I1.Q.? 


Exclusive Factory Distributors 
DE 2-0700 AN 3-8888 Nites: BA 1-8717 


Call Collect “$27.03, 
40 So. Clinton St., Chicago 6, Ill. 


SEE PAGE 58 


for the nation's 
TOP AUTO AUCTIONS 






New Subscription Order: 


Send Automotive News to Address Below 2 
U. S., Canada and U., S. Possessions 
One Year $9 [] or Two Years $16 [] 


All Other Countries — One Year $13 [] or Two Years $22 [] 





AUTOMOTIVE NEWS, 965 E. JEFFERSON, DETROIT 7, MICH. 
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List Price............$69.80 
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YOUR IMAGE 


To Distributors QUOTIENT? Let us help you spread a 
favorable public image, your biggest 
asset, Write: Edward Fiske Co., 2 Depot 

Tow Bar Sales Co. || Fives. White Plains. w°¥5 








ne enn ti ete 






na 


Johnny Thomson—136.785 mph, 200 laps, 5th place 





Gene Hartley—128.162 mph, 196 laps, 14th place Jim Hurtubise—135.412 mph, 185 laps, 18th place Don Freeland—135.359 mph, 129 laps (mechanical failure), 22nd place 
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For the first time in the history of the Indi- 
anapolis “500,” use of water as a race car 
coolant was successfully challenged by a new 
product—powGarD, world’s first year ’round 
cooling system fluid. 













This year, when the 33 entries started their 
parade lap, eight race cars had their cooling 
systems filled with powcarp. With more than 
$350,000 in prize money at stake, this is 
remarkable tribute to a product that was 
introduced less than five months ago! 










It’s the kind of news motorists everywhere 
will be happy to hear. Eight of the world’s 
finest drivers, in eight of the world’s fastest 
race cars, with the most finely tuned engines 

: , possible, depended on powGarD to prevent 
Tony Bettenhausen— 134.752 mph, 125 laps Eddie Russo— 134.664 mph, 84 laps (accident), 26th place overheating problems! If you haven’t already 
(mechanical failure), 23rd place stocked powGARD, contact the jobber for 
DOWGARD in your area today! 


THE DOW CHEMICAL COMPANY 
MIDLAND, MICHIGAN 

















These are the drivers who had DOWGARD in their race cars at the Indianapolis ‘‘500” 


DOWGARD BROKE 
44-YEAR TRADITION 
AT THE ‘500°! 


DOWGARD—WORLD’S FIRST YEAR ’ROUND COOLING SYSTEM FLUID 





YEAR ‘ROUND 
§ COOLING SYSTEM 
| FLUID 











* * 


a 
frank 


The Newspaper of the Industry 


yn 
lam NW | Ih EY 


ie ae 


mal 


YU x 


met ALG 





35th Year—No. 3773 


Published Weekly at 965 E. Jefferson. 
Copyright, 


New-Car Sales Top | 


1960, All Rights Reserved. 


Four Million After 
Setback Slows Pace 


By Robert M. Lienert 
Associate Editor 

ALES of domestic new cars will 

reach four million units during 

the course of business next Satur- 
day (Aug: 27), according to 
AvuTomoTiv® News’ estimates based 
on field reports, 

In addition to these, an esti- 
mated 345,000 imported-car regis- 
trations can be counted. 

The four-millionth sale of a do- 
mestic car has come at an earlier 
date in only two years—1955 and 


Climax Awaited 
In Chrysler Case 


Receivership Asked, 
Former Supplier Sued 


By Kenneth C. Kelley dr. 
Staff Writer 


7 Chrysler case cracked wide 
open last week and began build- 
ing to an explosive climax but 
there was no certain answer on 
just what the climax might be. 

These were the developments: 

1. A second stockholder suit 
was filed against Chrysler, The 
suit charged “gross and uncon- 
scionable mismanagement” and 
asked that a receiver be appoint- 
ed to oversee actions of the com- 
pany. The leader of this stock- 
holder group later sought still 
another form of court action, 

2. The results of the suit include 
a round of denials of the stockhold- 
ers’ charges, and the seizure of the 
Chrysler stock held by those named 
in the suit, including all of the 
company’s directors, 

3. Action in the first stockhold- 
ers’ suit which was filed in New 
York was put off until at least 
Sept. 20. The attorney for the com- 
Plaining stockholder said Chrysler 
asked for the delay. 

a7 o* * 


OUR, Prudential Insurance Co., 

long considered a big factor in 
the Chrysler picture because it has 
loaned the company $250 million, 
said it was studying the develop- 
ments at Chrysler but planned no 
action at this time. 

5. Chrysler filed suit against 
Ben Stone, Detroit businessman 

(Continued on Page 45, Col, 1) 


1950. (With imports included, this 
year still runs ahead of 1950.) 


* * * 


HE situation, however, 

as rosy as it might first appear. 

New-car sales this summer have 
been hit by one of the sharpest 

decelerations, after a period of 
boom-level activity, ever to plague 
the market. 

As a result, sales more or less 
coasted past the four-million mile- 
stone. In both 1955 and 1950, sales 
carried at lofty levels throughout 
the late-summer months. August, 
1950, still holds the alltime monthly 
new-car registration record of 683,- 
995 units. 


* * * 


8 epee cn there is a sharp upturn 
in short order, the 1960 market 
(even with imports included) will 
slip behind the 1950 rate sometime 
next month to become the third 
best sales year on record. 

At the moment, as it has for 
some months, 1960 runs second 
only to 1955 in the new-car sales 
rate. 

Dealers call up a variety of 
reasons in their attempts to explain 
the sudden slowdown in new-car 
sales this summer. Many are in- 
clined to blame heavy pre-introduc- 
tion publicity of ’61 models, particu- 

(Continued on Page 4, Col, 1) 





Top Cars 


New-car registrations for six 
months, plus two states for July: 


1960 1959 
Pos. Make Pos. 
1— 889,543 Chev. 7158,540— 1 
2— 727,146 Ford 7136,966— 2 
3— 239,378 Plym. 196,238— 4 
4— 219,571 Rambler 177,141— 6 
5— 208,224 Pontiac 201,359— 3 
6— 193,619 Dodge 12,849—10 
I— 178,517 Olds. 195,155— 5 
8— 135,656 Buick 135,030— 7 
9— 81,818 Mercury 77,105— 8 
10— 76,569 Cadillac 76,040— 9 
lli— 59,079 Stude. 68,964—11 
12— 55,371 Comet ........ 
18— 41,146 Chrysler 32,043—12 
14— 14,819 DeSoto 23,102—13 
15— 11,900 Lincoln 15,047—14 
16— 8305 Imperial 9,086 
276,740 Misc. 319,435 
Total All Makes 
3,417,401 3,098,953 
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DETROIT, AUGUST 22, 1960 








Dealers Draft Career Selling Program— 


This is the special committee drafting the National Automobile Dealers Assn.’ 
training project. They are, left to right: Alton M. Costley (Chevrolet), Eg 
H. L. Galles jr. (Cadillac-Oldsmobile-Chevrolet), Albuquerque, former 
J. Melford Sanders (Ford), Wheaton, Md.; J. Saxton Lloyd (Buick-Céd. 
tona Beach, Fla., chairman and former NADA president; James CG) Moore, 


ADA _ex- 
ecutive vice-president, and Walter M. Kiplinger, executive assistant) {Story Pe 3. 


Wage Battle Intensified; 


Entered as Second Class Matter 
at the Postoffice, Detroit, Mich. 
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Area-Bonus Hopes Fade 


By William Ullman 


Washington Bureau Chief 


Territory Security 
ASHINGTON. — Chances for 
passage of the Monroney-Har- 

ris territory security bills slimmed 
as the second week of the post- 
convention session of Congress 
came to a close Saturday night. 

This does not mean that the 
Senate and House measures are 
dead forever, but it looks as 
though they are in for considera- 
tion by a new Congress, and will 
have to undergo revival and sen- 
timental treatment next year. 

In any event, it appears that the 
odds are against the two bills. 
Even if the House and Senate 
schedules at the present session 
should reach “down” to the terri- 
tory security proposals at the last 
moment, it is unlikely that they 
would make the grade. 

It is believed that Senator A. S. 
Mike Monroney, Oklahoma Demo- 
crat, might swing his bill through 
the upper chamber. But the bill 
sponsored by Rep. Oren Harris, 
Arkansas Democrat, took such a 
blasting from the five big auto 
manufacturers, the Federal Trade 
Commission and the Department of 
Justice at the House hearings a few 
months ago, passage would take 
more time than the Congress will 
have to consider itself for or 
against. 

+ * * 
F' COURSE, the National Auto- 
mobile Dealers Assn. and the 
National Independent Automobile 
(Continued on Page 47, Col, 1) 





Minimum Wage 
ASHINGTON. — Auto dealers 
appeared last week to have 

won their battle against. extended 

minimum-wage coverage. 
Although no final legislative 

draft had been approved by the 

Senate as Automotive News went 

to press, it was likely that em- 

ployes of auto dealers would be 
exempt from at least overtime, 
if not from complete coverage. 

On both sides of the aisle in the 
Senate, ‘sentiment for exemption 
of dealers’ employes was even 
greater than that for hotel work- 
ers. 

Amended Anderson amendment 
exempting employes of automobile 
and truck dealers and employes of 
(Continued on Page 4, Col, 1) 
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@ 30,000-Mile Warranty? Letter- 
box, Page 14. 


e Rambler sights ’61 gains, Page 
2. 


@Floor-plan interest cut due? 
Page 2. 

e@ Import news: Pages 2, 4, 8, 16. 

@ Two good-faith suits set for 
trial, Page 6. 
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Production Sinks 
To Low; Third 
Of Cars Are “61s 


Nine Makes Down 
For Change; Compacts 
Take 54 Percent 


By Martin L, 
Staff Writer 

Ee output in the United States 

skidded to its lowest level of 
the year last week as Chevrolet 
phased out its 60 models and eight 
other makers were changing over 
to 1961 models. 


otal industry output f 
he week. y cotimated 18438 
unite. 









an 
percent decline from 
pek’s $1,213 assem- 
2.8 percent above the 
Aug. 22 last year. 
9/428 cars turned out 
17,421 or 36 percent 





> 


last_ week, 
“were 61 models. Chrysler Corp.’s 


Of the 


Chrysler, Dodge and Plymouth- 
DeSoto-Valiant divisions accounted 
for 16,700 assemblies, and Buick 
Special accounted for the remain- 
ing 721 new models. 

Only Chrysler Corp, unit not in 
production on ‘61s last week was 
Imperial, but it is scheduled to 
get a token number of assemblies 
this week. 

+ + > 
IGHLIGHT of last week's car 
assembly operations was the 
record 54.3 percent of total industry 
(Continued on Page 47, Col, 3) 


Automotive News 
Completing 35 
Years of Growth 


uTomoTive News will mark its 

35th birthday next Saturday 
(Aug. 27)—still “the lusty bible of 
the auto industry,” as readers de- 
scribe it. 

The past 35 years have brought 
Automotive News into a constant- 
ly strengthened position, a record 
achieved despite a major depres- 
sion, several recessions and a 
world war during which auto 
production was suspended. 

Brainchild of the late George M. 
Slocum, Automotive News made its 
first appearance as Automotive 
Daily News (published five times 
weekly) on Aug. 27, 1925. 

* * * 

SLOCUM had dedicated him- 

self in the early 1920s to the 
idea that the automotive industry 
needed a trade newspaper of more 
frequency than any then published. 
Mr, Slocum needed a New York 
publisher’s assistance to launch the 


‘| publication, however, and the head 


Referral Selling: Sales Aid or Con Game? 


Eprror’s Note: The referral 
method (some call it a scheme) 
of selling new cars has tempted 
many a dealer in distress. As a 
general thing, the plan has added 
to the dealer’s distress, as well as 
to the distress of his customers. 
Yet still the plan keeps cropping 
up. For that reason Automotive 
News will explore the subject in 
@ series of articles. 

x * * 
By William Carroll 
West Coast Editor 

OS ANGELES. — “It certainly 
borders on fraud when I tell 
you that you'll get a new car free 
dif you sell 12). This is a math- 
ematical impossibility,” says Capt. 
Harry F. Didion, head of the fraud 





section of the Los Angeles police 
department. - 

“We don’t want to interfere with 
any legitimate business, but when 
you talk to people coming in... 
We feel that referral selling of au- 
tomobiles is highly unethical. And 
we're going to present the entire 
picture to the district attorney.” 

With Los Angeles police inves- 
tigating automotive sales meth- 
ods, the district attorney advis- 
ing police on legal matters, 
dealers hiring attorneys to rep- 
resent them at hearings, other 
dealers dropping referral plans 
and dealer associations making 
their own survey, local auto cir- 
cles are shaken like they’ve not 
been shaken for a long time. 

“We find most of our buyers are 


happy. They earn from $300 to $500, 
which is a better discount than 
they could get on a new car else- 
where,” says Jim Merriam, presi- 
dent of M & M Advertising Corp., 
who operates referral plans for 
some of Los Angeles’ largest deal- 
ers. 

“All our dealers were told they 
should investigate the people work- 
ing for them, because misrepresen- 
tation can result in irate custom- 
ers. We're not shooting at volume. 
To us, unit profit is most import- 
ant.” 


* * * 


THE other hand, during a re- 

cent meeting at the district at- 
torney’s offices, dealers were given 
a clue to plans of local law enforce- 
ment people, Automotive people 


present report they were told that 
dealers continuing fraudulent prac- 
tices (referral selling) could expect 
the entire weight of law enforce- 
ment agencies to drop on them. 

Present at the meeting was an 
investigator from the police de- 
partment, a deputy district attor- 
ney, representatives of four dealers 
using referral plans, and seven 
witnesses who made statements 
about referral selling. 

Referral selling, as now prac- 
ticed in Los Angeles, starts with 
the customer being sold a car. 
Concurrent with the sale, each 
customer is enrolled ag an “ad- 
vertising representative.” 

As such, he refers new prospects 
to the dealer. As these prospects 

(Continued on Page 46, Col, 1) 


offices remained in Manhattan for 
eight years. 

During this span, Autemotive 
Daily News recorded the auto 
boom of the late 1920s, culminat- 
ing in the record year of 1929. 
Depression struck the auto in- 

dustry and the nation ag the 1930s 
arrived. The spring of 1933 gave 
Mr, Slocum the opportunity to pur- 
chase Automotive News outright 
and move its offices to the Motor 
City. 

At this time, the editor of AuTo- 
motive News was Chris Sinsabaugh. 
He had succeeded Walter Boynton 
in 1930 as Detroit editor. 

* * * 


IRCULATION was less than 
5,000 when the paper moved to 
Detroit and went on a twice-week- 
ly basis on June 10, 1933. Circula- 
tion rose to 12,000 by Pearl Harbor 
(Continued on Page 4, Col, 4) 


